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More than 200 

พ ลู rated townships are 
on the cards. Why the 
rush? A BT-DTZ study. 
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In just eight years, Indiabulls’ young 
promoters have turned their real 
estate and financial services 
business into a Rs 29,000-crore 
iw | powerhouse. Now, they are eyeing 
c. ° ° ° | retail, banking, telecom and powers 


What makes them tick? 
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Dual-core. 
Do more. 


BEFORE Your (OMRTTON DOES. 


P. Raghuraman, Country Manager, Business Notebooks, Personal Systems Group, HP India. 


Ne see a 100% year on year growth for this sector os 
not only targets the new notebook users but also the 
isting noteboak users for upgrading memory, storage 
^d other convenience options”, expressed P. 
ighuromon, Country Manager, Business Notebooks, 
wsonal Systems Group, HP India. 


P Professional Innovations and HP Business 
otebooks ore made for each other. The new range 
HP Business Notebooks like HP Compaq 2710p 
PC, powered by Intel® Core" "2 Duo 
*cessor is fully loaded with Professional Innovations 
m HP. These innovations moke it the ideal solution for 
day's mobile professionals. 


.HP Mobile Data Protection 

e hard drive mounted directly on the business 
otebook's frame helps in reducing shock 
ynsmissibility to the drive during usage. Thus, it helps 
protect the hard disk of the notebook in case of an 
cidental fall. Due to the rigidly mounted hard drive 
ich features best-in-class shock ond vibration 
wmissibility, the drive does not magnify shock or 
ration, Shock is transmitted away before it can do 
, damage. Also, its standby mode is automatically 
oked when the panel is closed, parking HDD 
ids so that the valuable dato in the hard disk is 
e and secure. 


The 3-axis Digital Accelerometer 
enhancement to the HP Mobile Data Protection 
stem, it acts as a motion detection system in all three 
mensions and notifies the system software of sudden 
otion, sending a command to hard disks in the system 
temporarily stop the hard drive to protect data in the 
ent of impact. This also helps in reducing the risk of 
ata corruption or loss, shock and vibration by up to 
0%. The extra layer of protection helps prevent system 
L ailures from operational shock. 
=. The In-mold 
amination (IML) 
ML produces o durable 
stlace thot can withstand a 
ousand more wear cycles 
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thon a conventional painted surface. IML is used on top 
parts; including touch pod, keyboard, and switch 
covers. It makes the notebook scratch-resistant and also 
enhances its look. 


4. Ambient Light Sensor 

When enabled, automatically maintains display 
brightness at o user-defined level. This increases battery 
life and reduces power consumption. It also avoids 
eye strain due to excessive display brightness in low 
light conditions. 


5. HP Fast Charge Technology 
Allows batteries to charge up to 90% in 90 minutes, 
which helps users to be more productive and mobile. 


6. HP Extended Mobile Life 

Helps provide extensive power management and a 
superior battery life. The battery can maintain the 
notebook in standby state for over one week (more than 
170 hours) os it conserves battery whenever the 
notebook's display is closed. 


7. HP Ultra Battery 
Gives additional run time 
(up to 16 hours of battery 
time) by using the system 
bottery combined with 
the separately purchased 
1 2-cell ultro capacity battery. 


8. HP Smart AC Power Adapter 

Offers a no-hassle, noworry AC odopler plugin 
experience. The builtin sensor communicates lo the 
notebook when its power rating has been reached, 
allowing the notebook to make power adjustments. 
Integrated surge protector guards against power 
fluctuations. The HP Smart AC Adapters deliver on 
vorious fronts while they help you save on equipment 
and travel weight. 


9. HP Keyboard 

A thin loyer of Mylor film located underneath 
the keyboard offers complete peace of mind by 
minimising the risk of spillage of tea, coffee or water on 
lo sensitive components. 
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10. HP Privacy Filter b 
ideal for use in constrained spaces like in-lighi 3 
environments, this feature 5 
narrows the viewing angle 
ol your notebook disploy 
with no blurring so 
people around see only o 
blonk screen ond not 
screen data. 


11. HP Disk Sanitizer i 
Protects data from unauthorised access by removing i! - 
completely from the hard drive. This feature eliminates. 
the need to purchase soltwore for the same. Perfect for 
recycled equipment, planning for lease expirotion and — 
preparation ahead of o service event, delined 










Manager, Security Manager and BIOS Configuration — 
security enhancements ore the 
solutions that allow users to 










experience performance 
and mobility while 
protecting their notebook; 
safeguarding both data and 
network connections from 
unauthorised access. 


13. HP 3-in-1 NAS Docking Station 


notebook's display while docked to the standard or = 
advanced docking station. This is an optional docking — 

solution that provides K^ 
the functionality of 
the Advanced Docking 
Station plus an 
integrated 160GB hard 
drive with Networked 
Attached Storage capabilities. 
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From The Editor ! 


N THE EIGHT YEARS SINCE SAMEER GEHLAUT, RAJEFV 

Rattan and Saurabh Mittal set up Indiabulls, the stock : 

broking company has already become the biggest in . “ 
India. Of course, in the process, Gehlaut, Rattan and ~ 
Mittal have become very rich young entrepreneurs. © 
Together, the three of them are estimated to be worth over ` 
Rs 6,000 crore. Not bad going for the three who are still 
in their mid-thirties. But what's remarkable about Indiabulls 
is its pace of growth. Although the company's initial 
foray into online stock trading suffered a few hiccups dur- 
q 
ing the dotcom bust, its quick rebound and meteoric » 
growth has made it both a legend as well as an object of ` 
envy on Dalal Street. Indiabulls has not only IPo-ed suc- | 
cessfully (the founding trio's wealth bears testimony to 
that!) and diversified into real estate but is now planning 
to launch other financial services like insurance, banking, 
mutual funds and credit cards. There's more. Recently, the 
group (for it is now made up of three separate companies) ` * 
announced plans to enter retailing, power and telecom. 

It hasn't been a bump-free ride, though. Indiabulls 
has had controversial face-offs with the stock market reg- 
ulator over its trading practices and rivals have made ` 
accusations of unfair play. Yet, there is 
no denying that in just a few years, its 
growth has been phenomenal. Assistant 
Editor Mahesh Nayak met the group's 
promoters, key executives as well as its 
critics for the cover story on how three 
johnnies-come-lately pulled off what is 
surely one of India Inc.'s most fascinat- 
ing success stories in recent years. 

Grandhi Mallikarjuna Rao (GMR) 
was in the jute business before he turned to infrastructure. 
In February 2007, he came from nowhere to bag the proj- 
ect to modernise Delhi's airport. Now, GMR is restructuring 
his group and wants to turn his $500-million company into 
a $5-billion giant in the next five years. Possible? Special 
Correspondent Rahul Sachitanand goes behind the scenes 
at the Bangalore-headquartered group to get the answer 
(Restructuring GMR, page 142). 

India's rr companies are facing several new problems. 
For one, the appreciating rupee, an Us economy slowdown 
and the potential withdrawal of tax breaks could affect their 
business prospects adversely. Besides, mid-sized rr firms 
have to find strategies to survive in what is increasingly 
becoming a Big Boys' game. Two features by Rahul 
Sachitanand and Rishi Joshi (Indian rr's Perfect Storm, page 
130; Muddle in the Middle, page 136) focus on these. 

The success of early Indian wineries like Sula Vineyards 
and Grover Vineyards has spawned a new breed of wine 
entrepreneurs, particularly in Maharashtra. Read Assistant 
Editor Tejeesh Behl's feature (New Merchants of Bacchus, 
page 154) on how everyone from farmers, yuppies and 
even engineers are making spirited forays into winemaking. — ” | 


Sawjoy haragan 


SANJOY NARAYAN 
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It's lonely at the top. 
But the view is breathtaking. 





The world No.1 in LCD TVs invites you to join its growing 20 million tan 
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Women Are Doing Well in Finance 
THE SUCCESS OF WOMEN ENTREPRE- 
neurs is underlined by the fact that 
Business Today now comes out 
every year with this feature. Indian 
women have started believing in 
themselves and their potential and 
no longer lament the lack of level 
playing field. Of all the businesses 
where women entrepreneurs and 
employees have made a mark, stock 
broking and financial services are 
the most challenging sectors. People 
like Manisha Girotra, Shikha 
Sharma, Naina Lal Kidwai and 
Chanda Kochhar, to name a few, 
are an inspiration for young women 
to join fields that were hitherto 
considered male domains. 

R.K. SUDAN, through e-mail 


Family Is Important, Too 
I DISAGREE WITH YOUR VIEW THAT 
women are empowered only when 
they are working. I don't believe 
homemakers are in any way inferior 
to working women. The fact is that 
no man can replace a woman when 
it comes to mothering and nurturing 
children. The West is already paying 
a heavy social price for this given the 
negative birth rate in these countries. 
I think today's woman can easily 
balance both her work and family. 
ROHAN, through e-mail 
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A Fair New World 
THE 25 MOST POWERFUL WOMEN IN 
— Indian Business (October 7, 2007) 
| cover story shows how exception- 
ally well women are doing today in 
most fields and are competing on 
equal terms with their male col- 
leagues. In fact, working women | 
should encourage other women not 
to confine themselves to the four | 
walls of their house and join the 
workforce. As women take on new | 
challenges, the government should 
provide all assistance that they need. 








MAHESH KUMAR, through e-mail 


Survey Should Have Covered More 
GUJARAT ON TOP, AGAIN (BT, 
September 9, 2007) should have 
provided a more in-depth study of 
investments made in the state. 
For example, how many new jobs 
have or will be created, directly 
and indirectly, by these invest- 
ments? To what extent will the 
household income of the state get 
augmented? These factors are im- 
portant as they will have a direct 
impact on the social and eco- 
nomic well-being of the state. You 
should have done a more intensive 
study to make the information 
holistic and meaningful. 

P. NARAYANAN, through e-mail 


Modi, At Least, Has Vision 

CRITICS MAY PAN GUJARAT CHIEF 
Minister Narendra Modi, but one 
can’t overlook the fact that the 
man’s got vision that is sadly lack- 
ing in many of our politicians. 
Take Karnataka, for example. As 
a resident of the state, [ was sur- 
prised at the kind of rankings it 
has got in your survey. It has 
been ranked 2nd or 3rd in the 
availability of power, which is 
laughable given that we experi- 
ence 2-3 outages every day. The 
survey's respondent population 
is also inexplicable—why take 


only B-school students, why not 
the entire student population? 
The survey, in my opinion, does 
not represent the views of the 
majority population. 

J.S.VASAN, through e-mail 


Being Vegetarian Is Trendy 
IT WAS INTERESTING TO READ FIVE 
Reasons to go Vegetarian (BT, 
October 7, 2007). It is a myth 
that vegetarian food is less nutri- 
tious. It is wholesome and healthy, 
being low on fat. In fact, it is fash- 
ionable among celebrities today 
to say that they are vegetarian. 
Actors Amitabh Bachchan and 
Dilip Kumar are also vegetarians. 
At the same time, I would like to 
add that it is a matter of personal 
choice and taste what a person 
wants to eat. 

MAHESH KAPASI, through e-mail 


T20 Is Here to Stay 

PYJAMA CRICKET 2.0 (BT, OCTOBER 7, 
2007) mania is here to stay and 
will also spread to countries where 
it is not popular. The biggest plus of 
the game is that it is not time con- 
suming. Consider the number of 
man-hours India will save given 
that everything comes to a standstill 
when cricket is on. 


A. JACOB SAHAYAM, through e-mail 
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. Samsung Side By Side Refrigerators - 
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India's largest selling Side By Side Refrigerator range is also the most stylish one 


s 
imagine the trendy new line up of Samsung Side By Side Lifestyle Refrigerators with cooling System . 
Master crafted with technology so tangible, it brings cool comfort and convenience into Your life. And styled — . 
with sophisticated elegance, this widest range of Side By Side Refrigerators in the country blends in perfectly 
with your distinctive lifestyle. What's more, Samsung Side By Side Refrigerators hold the distinction of being — . 
India's No.1... just what you need to make the coolest luxury statement. 
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f Web Exclusives | Exclusives 


COMPANIES THAT HIRE TEMPORARY 
workers are facing problems 
retaining them. Consider this: 
on an average 9,000 temps join 
work every month, but 7,200 
of those quit on a monthly basis. 

| Even those hired on six-to-nine 
average tenure of a temp has come down from a year to 
about three months. Blame it on the new job opportunities 
emerging in every industry. 





Pouring Cash from NRIs 
remitting more money back 
home. Remittances from Indians 
working abroad have surged 50 
per cent to $8.6 billion (Rs 
34,400 crore) in the first quar- 
ter of 2007-08, against $5.9 bil- 
lion a year ago. Healthy NRI remittances have partially helped 
offset the rising current account deficit of $4.7 billion (Rs 
18,800 crore) in the first quarter ended June this year. Although 
the Us has seen a slowdown, West Asia and Europe, the other 
sources of remittances into India, have shown growth. 


Securing Returns 

BANKS ARE NOW GOING FOR MORE 
secured forms of lending in the 
money market. Volumes in the 
collateralised borrowing and 
lending obligations (CBLO) market 
have risen more than the trades in 
| the call money market. Although 
interest rates in CBLO are lower than those in the call market, 
banks benefit from the lower risks involved. In the last week of 
September, volumes in the call market were around Rs 14,110 
crore, but the CBLO market saw volumes of Rs 35,308 crore. 

















BT-ON-THE-MOVE 


Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF | TO ANSWER THE BT-ON-THE-MOVE 
THE DAY | QUESTION 
“ " | Should the t come up with measures 
1 rio Mite messages o | SO Spenco lens she 
on 


1. Go to "Write messages" on your mobile phone. 






2. Type "BTTIP" on the message 
screen. 











3. Send the message to the number 
"2424". 


4. You will receive the hot management | 
tip for the day in a return message. 





| 2. Type "BTPOLL Y" for Yes. 

| 

Type "BTPOLL N" for No. 

3. Send the message to the number "2424". 


| 





NOTE: Available with all cellular operators 


| Readers can also participate in the poll a! www business-today com 
Regular SMS charges apply Powered by ActiveMedia 


Technology www.activemediatech com 
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DESIGN SO AMAZING, 
YOU'LL FORGET HOW BRILLIANTLY 
IT PERFORMS 


932B plus 


732N plus 


Stylish, advanced and feature- 
packed, the Samsung Myst Is 
everything you've ever dreamt of 
in an LCD Monitor. Not to mention 
the understated elegance and 


, 


pure natural contours that !! make 


you forget how fabulously 


performs. Indulge! 
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Be Wary of the Sensex 


NDIA IS JUST ONE DESTINATION, AMONG MANY, FOR 

foreign institutional money. This fact becomes clearer 
every time the Indian market responds to global cues— 
be it the subprime scare in August or the 50 basis 
points cut in the Fed rate by the Us Federal Reserve the 
next month. Global money flies out quite quickly in 
nervous times and then comes sloshing back in 
more propitious ones. 

Over the last few weeks, since the 
Fed cut rates and unleashed easy 
money into the global economy, 
the Indian markets have seen 
an inflow of over Rs 11,000 
crore; this has taken the stock 
market indices to new heights. 
Do the fundamentals of the 
Indian economy warrant this 
exuberance? Most people be- 
lieve that it does not (see Ir 
Bubble Zone, page 15). 

As we get into the corpo- 
rate earnings season, the rationale 
behind the rise of the BsE Sensex 
will be tested. Quite a few market 
watchers believe that it will be virtually 
impossible for large cap companies to beat the blues 
this time. And small- and mid-cap companies, in any 
case, do not seem to have benefitted equally from the 
incoming flows. 

There are many reasons for the blues. Apart from 
the stronger rupee, the higher interest rates will affect 
the July-September results. The first quarter results 
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At the receiving end: But why is Cll not speaking out? 


SATISH KAUSHIK 
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of many companies got a leg-up from generous other 
income components as a result of treasury operations. 
That is not as likely this time around. Moreover, the im- 
pact of any moderation, if at all, in interest rates (RBI's 
credit policy is due later this month) will only be visi- 
ble in the next quarter. 

So, the market seems to have run ahead of itself. 
Added to the risk of lower corporate earn- 
ings is the possibility of political turmoil 
at the Centre over the still unfolding 
UPA-Left standoff over the Indo-us 

nuclear deal. 

Also the prime generator of 
this market exuberance—the 
Us economy—may show far 
deeper signs of distress aris- 

"s ing out of the subprime malaise 
f than has been evident till now. 
Quite a few experts believe that 
the real depth of the subprime 
problem is not yet known. And in 
these times of fast global financial 
flows, any sharp downturn in the 
global risk appetite will affect India neg- 
atively. That is the flip side: it has, thus far, 
benefitted from the higher risk appetite of global in- 
vestors. Over the next few months, much will depend 
on how well the Indian economy grows and how it re- 
sponds to the investment impetus. Much will also de- 
pend on Corporate India’s ability to squeeze out earn- 
ings in somewhat adverse and uncertain times. So, 
watch out for the earnings season with a hawk's eye. 
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EEN OBSERVERS OF THE DRUBBING THAT RELIANCE 
K petai has been receiving in more than one Indian 
state would have noticed a few things peculiar about 
the unsavoury drama. One, Reliance Retail seems 
to be getting singled out among all the big retailers. 
Two, Reliance’s own response to the protests and acts 
of vandalism directed against its stores has been 
rather muted, except to say that it will sack the em- 
ployees of the affected stores. Three, industry lobby, 
cu, has been rather quiet on this issue. So, what is one 
to make of this seemingly strange multiple tugs of war 
in organised retail? 

Let's take the questions one by one. First, on 
Reliance Fresh (the company's store brand) getting 
singled out. This one is easy to figure out. No other or- 
ganised retailer has a farm-to-fork strategy that Reliance 
has. It plans to invest some Rs 25,000 crore in not just 


this CFO left the office before midnight. 


L 


] | iarket SI arc IRM 





setting up stores but building the entire supply chain, 
which includes warehouses, cold chains, and even air- 
craft to ship things around the country. So, the number 
of people its plans affect is vastly larger. Take Uttar 
Pradesh, for example, where it has been ordered to shut- 
ter all its 23 stores (15 in NCR). Here it has the strong 
support of farmers who are only too happy to find a way 
out of the clutches of market middlemen, and it is safe 
to assume that consumers would also want to support 
a venture that promises to give them better quality 
produce at cheaper rates. The only ones protesting 
against Reliance Fresh are the market middlemen, or to 
be more specific, the Rashtra Vyapar Mandal. In Orissa, 
too, it is the traders and small shop owners (the All 
Orissa Roadside Vendors'and Small Shops Association) 


Heroes and Zeroes 


HE INDIAN PUBLIC DOESN'T DO THINGS IN HALVES—AT 

least when it comes to cricket and cricketers. The 
victorious Twenty20 team—dubbed Dhoni's Destroyers 
by sections of the media—has been showered with 
money, gifts and public adulation on à gargantuan 
scale. It just goes to show that six months is a long time 
in the life of an Indian cricketer. When the Indian 
ODI team crashed out of the World Cup in the 
Caribbean earlier this year, the reception was decidedly 
less friendly. In the past, too, fans have reacted with ex- 


treme emotions and volatility to the fortunes of Team * 


India—worshipping its members as gods when India 
wins and burning their effigies and stoning their houses 
when the country loses. 

Such wild swings in the public mood bring to mind 
the examples of the ancient Roman gladiators, who 
were feted and deified when they fought and won 
against lions—till they became dead meat, literally. 
What does this say about Indians as a nation? 

The display of such atavistic passions over cricket 
probably has much to do with the fact that India is, 
largely, a one-sport nation. The us has champions in ten- 
nis, baseball, golf, American football and athletics. 
Almost every other country is passionate about more 
than one game. Not so in India. Result: Cricketers 
have to carry the burden of expectations—and 
frustrations—of the country's sporting ambitions on 
their shoulders. 

This brings us to another point that is causing de- 
bate, heartburn and envy all around. The Indian hockey 
team, which recently won the Asia Cup, was upset— 
some members even went on hunger strike—that it 
wasn't feted at all for its famous victory. Recently, 
crowned world chess champion Vishwanathan Anand 
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who are leading the agitation. In West Bengal and 
Kerala, both communist-ruled states, the protests are not 
surprising and they are better off attacking Reliance than 
some small organised retailers. 

But why has Reliance’s own response to the con- 
troversy so muted? Discretion, they say, is the better part 
of valour. Given the high stakes Reliance is playing, it 
probably does not want to bring things to a head and 
would rather work the system quietly but firmly. The 
only part in this drama that doesn’t make sense is that 
of cu. Why is the industry association quiet? It cannot 
be because its current President is a man who is a 
Reliance Retail competitor. Associations are meant to 
take up issues affecting industry in general. But sadly so 
far, cit has failed Reliance Retail. 


y "061 TWENTY 2 


g 


>x 


ve 


| | 
Heroes for now: But one mis-step can sour the mood 


has also openly wondered if he will get a reception of 
the kind that Dhoni and company received. 

This is neither here nor there. Till the late '60s, 
Indian cricketers were treated like second-class citizens 
in their own country. Visiting teams would be flown 
around the country and put up at five-star hotels while 
Team India (it wasn't called Team India then) would 
have to travel by train and be content with staying at 
lesser hotels. If cricket is a religion in India today, it is 
because individual cricketers like Sunil Gavaskar, Kapil 
Dev, Sachin Tendulkar, Yuvraj Singh and M.S. Dhoni, 
among many others, have proved themselves to be 
world beaters over and over again, even if this hasn't 
always translated into success for Team India. 

Before envying Indian cricketers their good fortune, 
administrators and practitioners of other sports will do 
well to raise the standard of their own game—and 
show themselves to be world beaters over a period of 
time. This will, hopefully, create a market for the stars 
that emerge from them, and also douse the inexplica- 
ble and unseemly passion that cricket now arouses. ไพ 
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the bourses isn't backed by 
AAdamentals. MAHESH NAYAK 


INSEX SEEMS TO BE ON STEROIDS, AND THE WAY IT IS GOING, 
'ell cross the 18K-mark by the time this magazine hits the 
first week of October. The exuberance in the market was trig- 
50 basis point cut in interest rates by the Us Federal Reserve 
ber 18. Since then, in eight trading sessions ending September 
ensex has gained 1,692.35 points or 10.8 per cent to close at an 
high of 17,361.47. Over the same period, Fils have pumped in nearly 
illion (Rs 11,310 crore); outflows during this time by local funds were 
re Rs 996 crore. 

The surprising part is that the inflows come at a time when the 
dian economy is showing some definite signs of sluggishness—the 
Index for Industrial Production mP) for July 2007 was down to 7.1 per cent 
compared to 13.17 per cent in July 2006. Concerns over political instability 
in the country—there's talk of mid-term general elections in the air—the 
appreciating rupee (it was at Rs 39.85 per dollar on September 20) and ris- 
ing crude prices ($84 per barrel) are still question marks that haven't been 
resolved to anyone's satisfaction. 

Says Rashesh Shah, CEO & Mp, Edelweiss Securities, a leading stock 
broking and research firm: “This is a liquidity-driven rally. Players are re- 
discovering Asia and some sort of re-rating is happening in 
x. the equity market across Asia. As China and India are at gm 
the forefront of the Asia growth story, these markets 
have benefitted the most from this." Agreeing with him, 
Nilesh Shah, cio and Deputy MD, ICICI Prudential 
Mutual Fund, adds: *The us Fed has eased the 
liquidity position by making money relatively 
cheap. Thus, funds are re-entering markets they 
had left due to concerns over the us sub- 
prime crisis." Defaults in the us 
sub-prime market had seen - 
Fils, especially hedge funds, 
selling equity worth $1.9 
billion (Rs 7,200 crore) 
in emerging markets in 
August. However, the 
easing liquidity sit- 
uation back home 
has seen them 
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The fortnight's burning question. 


IS RBI'S OBSESSION 
WITH INFLATION- 
CONTROL SLOWING 
DOWN THE ECONOMY? 


No. Subir Gokarn, Chief 
Economist, CRISIL 
There is a sense that a growth | 
rate of 9 per cent-plus is not sus- | 
tainable. RBI has done well to ` 
keep inflation in check. It's true 
that high interest rates may be | 
hurting growth but controlling in- 
flation too is important. 


Maybe. Ravi Sikka, Chairman, 
Economic Affairs 
Sub-committee, Cll 

We had suggested that RBI should 
consider desisting from increas- 
ing headline interest rates any fur- 
ther since that may be detrimental 
to the medium-term growth 
prospects of the economy. Also, 
SMEs are finding it very difficult to 
access funds in this situation, since 
effective rates and availability of 
bank credit are an issue for them. 
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heading back to countries like India. 

Andrew Holland, MD, Strategic Investment Group at DSP Merrill 
Lynch, says: *Liquidity is coming back into the market and people 
are optimistic about growth. Most Asian markets are reaching new 
highs and India is benefitting from this trend." Since the Fed rate cut, 
China and India gained the most among emerging markets. 
According to the MSCI Emerging Market Index, China gained 15 per 
cent and India 12 per cent. Prior to the rally, BSE Sensex companies 
were trading at a price to earning ratio of 15 times. 

Says Shah: “The market can always surprise people. At a given 
point in time, a stock trading at a PE multiple of 8 can look unat- 
tractive; in a different context, the same stock can look cheap at a 
PE multiple of 80. At current levels, Indian stocks are overvalued; but 
if you look at one-year forward, they are still trading at fair value." 
And, in any case, the Indian market remains cheap compared to other 
emerging markets, he adds. 


SPOT THE DISCONNECT 


The exuberance of the stock markets (Sensex) seems out of whack with economic 
and political realities. 


17,361.47 | @ Political instability and forthcoming 
state elections 

@ Crude prices are hovering near to their 
all-time high level of $84 per barrel 

e Appreciating rupee will hit corporate 
performance in sectors like IT, 
engineering, auto ancillary, chemical 
and textiles 

@ US sub-prime woes may squeeze out 
liquidity from the market 

€ ||P for July 2007 down to 7.1 per cent 


17000 - 





15,121.74 


Aug. 30, 2007 


15000 
ว Sept. 28, 2007 
Source: BSE 


For fund managers, the biggest concern is the political scenario 
in the country. With several state elections due in the coming 
months, they fear that the government may be tempted to introduce 
populist policies that could harm growth. Then, there is the very real 
fear that the rift between the Manmohan Singh government and its 
partners on the Left over the ramifications of the India-us nuclear deal 
may widen and lead to mid-term general elections. Investors are wary 
that a government in election mode may well give in to populist im- 
pulses that can cause long-term damage to the Indian economy. 

Then, there is the relentless rise of the rupee—to a nine-year- 
high—against the dollar. Says Shah: "Sectors like textiles, rr, chem- 
icals, engineering and auto ancillaries will have to cope with the ris- 
ing rupee." Analysts say that India Inc. will just have to learn to live 
with the costlier currency. So, is this rally really a bubble? Says Rakesh 
Jhunjhunwala, cEo, Rare Enterprises: *The us sub-prime crisis will 
hit economies across the globe. If interest rate cuts could resolve risks, 
then economies across the globe would never see a slowdown. 
The current rally is the excitement before the climax. It's time for 
market to correct, absorb and consolidate." Agreeing with him, Shah 
adds: "The biggest problem for our market is that there is no 
strong force to counter the influence of foreign money." 

So, if you're betting on Sensex proving Newton's Law of Gravity 
wrong, it may be a good idea not to put your money on it. 
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Bangalox. 


What kind of comp., 
Kingfisher (from India's 
Vijay Mallya) were to fly tu 
| think competition is good. . 
UK-India routes opened up, then 
some excess capacity. The market too. 
a while to grow into that capacity. 
Adding new capacity may not be a 
bad thing to do. We have seen a 
tremendous growth in traffic (from 
India) to America; so London can be 
used as a springboard to go to America. 
| am not sure if fares will come down. 
It all depends on the capacity addi- 
tion. If you look at two years ago and 
now, fares haven't changed much even 
though airline costs have gone up. 1 
think today's fares offer good value. 


< 


What are your plans over the next year? 

I think Richard (Branson) is a brand 
adventure capitalist. In every other 

market, the airline business has got 

in first and other investments have 
followed... be it mobile technology, i 
music, trains... astronaut programme 
(laughs). I don't think I can say more 
than that. 


EARN FASTER FREE NIGHTS Al HYAT I. 


EVERY TWO STAYS = ONE FREE NIGHT. 
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Cricket Comes Roaring Back 


EPTEMBER 24 HAS SET THE METER 
S ticking again for cricket. The 
closely contested win for Team 
India over arch-rival Pakistan has 
changed vision, the Twenty20 way. 
Without an exception, all adver- 
tisers—Reliance Communications, 
Nokia, Emaar MGF, among oth- 
ers—who had bought ad spots for 
the icc Twenty20 World Cup, are 
feeling rather smug about their de- 
cision. And ESPN is said to have 
raked in over Rs 120 crore from 
the tournament. “The number- 
crunching has begun and all the 
usual suspects who have been tra- 
ditionally associated with the game 
are back,” says Sundar Raman, MD, 
MindShare, a media investment 
management unit of the WPP- 
owned GroupM. 

In fact, last minute advertisers 
had to shell out Rs 10 lakh per 10 
seconds—the highest ever—for the 
India-Pakistan T20 World Cup fi- 
nal. Then, BCCI expects to generate 
around $300 million (Rs 1,200 
crore) this year from T20 alone. So, 
the good news just keeps coming 
on for everyone concerned. 
Nimbus, which holds the rights 
for all matches played in India 
from 2004-2010, is now looking 
forward to better realisations from 
the India-Australia One Day cur- 
rently underway. “Most of the 
hype around rates is largely a me- 
dia creation. But, it’s true that One- 
Day matches have benefitted as 
we are now offering a composite 
rate (which includes Doordarshan) 
of Rs 3.15 lakh per 10 seconds. 
It is only the last 1,000 seconds 
in the ad inventory that gets af- 
fected when rates shoot up or go 
down, or in some cases, are not 
sold at all. But most of the air- 
time is sold in advance,” says Shashi 
Kalathil, CEO, Neo Sports. 

Brands like Vodafone, Perfetti, 
Hero Honda and Airtel, among 
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THE EMPIRE STRIKES BACK 

Advertising rates rec icke natct 3< 

featuring India are again commanding 

a huge premium. 

m ODI rates, which were Rs 2.25 lakh 
per 10 second pre-T20, have shot up 
to Rs 3.15 lakh per 10 second now 





m | ก the last two years, it was anywhere 
between Rs 1-2 lakh per 10-sec spot 

m |n near future, depending on India's 
ability, it could touch Rs 5 lakh per 10 
second for those coming in last minute 






STAR POWER ON THE RISE 
The T20 champions are cashing in on 
their success. 
m M.S. Dhoni used to get Rs 40 lakh-1 
crore; post-T20, it is over Rs 1 crore 
m Yuvraj Singh's price has gone up from 
Rs 75 lakh-Rs 1 crore to over Rs 1 crore 
m Virender Sehwag’s rate 
(over Rs | crore) may stay same 
m Irfan Pathan s Rs 25 lakh fee will double 
m Gautam Gambhir Rs 10-20 lakh will 
also more than double now 
Source: Market estimates 


others, that had always backed 
cricket, but were having second 
thoughts about their love affair 
with the game following India’s 








dismal showing in the opi World 
Cup in the Caribbean earlier this 
year, are back. Check out the man- 
ner in which advertisers are capi- 
talising on the buzz and making 
the most of the moment (see The 
Empire Strikes Back). This is only 
expected, as a TRP of just 4 is con- 
sidered good by most media ex- 
perts; the recent T20 match man- 
aged to garner TRPs of up to 15, ac- 
cording to aMap, the overnight 
TV measurement system. 

This, however, does not im- 
ply that advertisers are vacating 
ground on other sports or that 
their rates will dip. “Those inter- 
ested in other sports will stay put. 
But cricket is no longer a game 
only for the big boys and we see 
many small and medium enter- 
prises entering the fray,” he says. 
And it’s not as if only Tv has 
gained all the moolah. Companies 
such as Reebok, Videocon and 
Castrol are using the event to 
come up with fresh initiatives in 
the print and outdoor media. The 
good news just keeps flowing. 
SHAMNI PANDE 
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Introducing Worldwear from Van Heusen. WORLDWEAR 
For the first time ever,a wardrobe fashioned for the biz capitals of 
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More Women Join the Workforce 


NDIAN WOMEN HAVE NEVER HAD 

it so good. And the latest proof 
of this comes from the work- 
place. According to the Ministry 
of Labour and Employment, the 
number of women employed in 
the organised sector (public and 
private) has risen from 495,000 
in 2001 to 502,000 in 2005. 
And this number is expected to 
double in the next three years, 
say experts. 

“We are witnessing a growing 
number of women who are mov- 
ing to jobs that were until now 
considered predominantly male- 
oriented. The private sector is 
keen on hiring women as they 





Growing numbers: A good reason to smile 


are seen to possess a high degree of 
interpersonal and analytical skills, 
creativity and integrity. The earlier 
handicap of women dropping out 
to raise families has been largely 
mitigated with flexible working 
hours and this trend will continue 
to boost their participation in the 
total workforce. Corporate human 
resource policymakers are even 
working on the work-from-home 


option for women in certain special 
cases,” explains Manish Sabharwal, 
Chairman & Co-founder, Team- 
Lease Services. 

At present, the total women 
workforce in the unorganised sector 
is around 80 million, and according 
to Sabharwal, their numbers are 
expected to grow at the rate of 8-10 
per cent. But the data has its flip 
side, too, and shows the number of 


people employed in the organ- 
ised sector, both public and pri- 
vate, as having come down by 
over 1.3 million between 2001 
and 2005. 

Says Sabharwal: “For one, 
of the total 30 million organ- 
ised sector workforce, around 
22 million includes employees in 
the public sector, and since the 
hiring of people in the public 
sector has started tapering off, 
the impact on the net employ- 
ment is huge.” Secondly, in the 
organised sector, there is a mas- 
sive difference (almost 35 per 
cent) between the CTC (cost-to- 
company) and take-home salary 
figures of the employees. The 
salary confiscation is among the 
highest in the world. Today, with 
the changing lifestyles, people want 
major part of their salaries in their 
hand. “Consequently, a large num- 
ber of people are making a jump 
into the unorganised sector, where 
the take-home salaries are far 
closer to the crc figures,” he adds. 
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Small-town India is Paying More Taxes ; 


THE NEW MONEY CENTRES | 
Delhi and Mumbai barely manage to cling onto their 


HEN THE THE INCOME-TAX SLEUTHS RAIDED THE HOUSE OF A 
businessman-turned-politician in a small town in Junagadh 


district of Gujarat recently, they were startled at the sight of the Top 5 positions, and may actually lose their positions 
palatial building in which he lived. Then, another raid in Unjha, — to smaller centres this year. 
a small town in Gujarat, unearthed Rs 9 crore of unaccounted CNY COLLECTIONS* — 95 GROWTH OVER | 
wealth from an isabgol trader. “Given the amazing yields from 2006-07 PREVIOUS YEAR 
these smaller centres, the government will actually exceed its tax — Jaipur 4379. 103.83 
collection target for the first time this year and the net direct tax Hyderabad — 10,132 52.88 | 
collections may exceed Rs 3,00,000 crore,” says an official. Ahmedabad 9.109 48 28 : 
During April-August, corporate tax collections from Lucknow Delhi 38.388 46.76 i 
jumped over 140 per cent to Rs 182 crore, while Patna reported Mumbai 76,096 44.52 i 
a 146 per cent jump to Rs 220 crore. Ahmedabad bought in Rs Pune 8,970 39.36 
1,249 crore to the tax kitty, a 38 per cent increase over the pre- Chennai 14,818 38.28 
as vious corresponding period. In personal income-tax, Ahmedabad, Bangalore 20,650 37.10 
Kanpur, Pune and Bhubaneshwar have all reported a more Patna 1.951 35.56 
than 50 per cent rise in collections. Nagpur 1554 34.68 
AMIT MUKHERJEE *Figures in Rs crore are actual collections. The I-T department has not yet com- d 
piled advance tax collections tor the entire county Source: Govemment data 1 
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Q&A 
“We Will Grow 10-fold in 5 Years in India" 


UDGER ARNOLDUSSEN, 
eue (Board of Manage- 
ment) and in charge of Asia, 
Australia, Africa and Germany 
at global reinsurance giant 
Munich Re Group, was in India 
recently to take stock of the 
company's business in the re- 
gion. Despite a hectic schedule 
of meetings with clients, 
Arnoldussen, 45, took time out 
to speak with BT’s E. Kumar 
Sharma about his business in 
general and its prospects in the 
near future. Excerpts: 


How does India compare with your 
major growth markets? 

The three biggest growth ar- 
eas are China, India and the Gulf 
region. We have already seen a 
lot of growth in the Chinese mar- 
ket. In 2003, we were able to open 
a re-insurance branch there, some- 
thing we are waiting to do in India 
(current norms do not allow that). 
We have now a volume of $300- 
$350 million (Rs 1,200-Rs 1,400 
crore) and we can participate in all 
kinds of re-insurance. In India, 
there are still limitations to our 
activities on the re-insurance side; 
we have not been able to set up a 
re-insurance branch until now. 





market and do business with them 
to a large or a small extent. But 
there's a limit to the re-insurance 
that we can write from Munich. 


Why would the regulator object to you 
from setting up a branch here? 
(Sanjib Chaudhuri, Chief 
Representative in India for Munich 
Re, answers this.) In fact, we hear 
that the regulator has recom- 
mended the setting up of branches. 
It’s now in the hands of the Group 
of Ministers that is looking into 
the new insurance Bill. 


how n- à i 
duct bushess and gow — ID India, there are ict of expertise. How 
client relationships out still limitations to our well are you equipped 
of India ? activities on the to address these needs 
We have a represen- re-insurance side” out of India ? 


tative office in 

Kolkata since 2000 

that maintains client relationships 
and provides us with market intel- 
ligence. The underwriting is done 
out of our head office in Munich. 
We also hold a lot of client seminars 
either in India or invite our clients 
to Munich. We have contact with 
almost all the players in the Indian 
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We have 6,900 em- 

ployees worldwide, 
including a number of experts in 
life, health, geo-sciences and en- 
gineering. There are teams that 
have designed exposure models 
for earthquake, floods, etc. We 
have recently developed an earth- 
quake model for India, so we bring 
our expertise on geology, and with 


the data from the local compa- 
nies, we can evaluate for each 
client what is the maximum loss 
they would have to expect for a 
100-year or 500-year event so 
that they can sensibly design 
their re-insurance protection. 


How has your risk-based pricing 
approach impacted Indian com- 
panies? Why do some of them 
seem unhappy with it? 

We carry very large risks like 
earthquakes and big industrial 
risks. We were unable to con- 
tinue some re-insurance con- 
tracts we entered into last year 
because we did not agree on 
pricing. 


OVY AVAVHGVAd V 


How do you picture yourself in India 
five years from now? 

| expect that we will have a nice 
branch office with a good team 
having good contacts with the 
clients, and a broader scope of 
business. In terms of premium vol- 
umes, in five years it should be in 
the region of $200 million (Rs 
800 crore). Currently, it is around 
$25 million (Rs 100 crore). So, 
there will be almost a ten-fold in- 
crease in five years. But that will be 
possible only if the profitability 
of the market goes in the right di- 
rection and we are free to write 
whatever we think is fit, with a 
branch here. 


But, if the norms remain as they are 
today, where will you reach five years 
from now? 

Without the branch, in five years 
time... I do not want to think 
about that really because I find 
that a horrible vision. However, if 
it were to be the same as today 
then, maybe, we will grow from 
$25 million to $50 million or 
thereabouts. 


In life on the job; 
| เท ี พ น io look tired. 
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Every day, fight the 5 signs of male fatigue. 


DAILY ANTI-FATIGUE MOISTURISING LOTION 


With added vitamin C to make the skin feel recharged with energy 
and fight the 5 signs of male fatigue 


Dark circles 
Tired look 

Dull complexion 
Loss of tone 


Skin tightness 


menexpert 
THE FUTURE OF YOUR SKIN IS IN YOUR HANDS. YOURE WORTH IT. 
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It’s Still Not Very Easy to Do Business in India 






I IS INCHING UP THE SCALE IN QW INDIA STACKS UP 13 procedures—double the average 
terms of the ease of doing business. — of the BRIC nations, only Brazil for developed nations and 50 per cent 
And it seems to be moving faster than — trails India in ease of doing busi- higher than its regional peers. And it 
China, though it has miles to go before ^ ness; and surprise, Pakistan and needs 33 days to start a business. 

it can catch up. That is the short mes- Sri Lanka are ranked higher. Since the report's scope is limited to 
sage of the Doing Business 2008 re- 1 Singapore business regulations, the authors con- 
port—the fifth in an annual report 5 New Zealand cede that the rankings may not tell the 
issued by the World Bank and irc. 3 United States whole story. That may well seem like 
India improved its overall rank on the case for India especially, since the 
ease of doing business to 120 out of 4 Hong Kong report links the pace of reforms to eq- 
178 countries, up from 134 last year. 5 Denmark uity returns possible in the country. 
Improvements in mainly two areas, 6 United Kingdom “Investors look for upside potential, 
getting credit (a jump of 26 points) 7 Canada and they find it in economies that are 
and cross-border trade (a jump of 63 8 Ireland reforming—regardless of the starting 
ranks) helped. China's rank rose to 9 Australia point. Indeed, equity returns are the 
83 from 92. 10 Iceland fastest in countries which are reforming 

However, India has shown a de- 76 Pakista the most," the report notes. 

cline on the other eight parameters, ee Hence, while India may relish the 
mainly due to other countries re- 83 China returns and the pace of reforms till 
forming much faster, says Sabine 101 Sri Lanka date, World Bank’s Hertveldt says 
Hertveldt, Investment Policy Specialist, 106 Russia things could be even better. The easiest 
World Bank-IFC, Doing Business Team. 120 India reform measures could be improve- 
The most serious slippage of 18 places 122 Brazil ments in tax payment systems and 
was in ease of starting a business. India ค ด ต ร เร่ ว ง ม ต ญ่ โจ ค ่ ต ก 2007 property registrations. 


requires entrepreneurs to go through 


Source: World Bank Doing Business database 
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New Products to Spice up Capital Markets 
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HE INDIAN EQUITY MARKETS ARE 
Eois new highs every day 
and, already, rank as the 10th largest 
globally. SEBI chief M. Damodaran 
has promised to introduce more 
products to further deepen the mar- 
kets, particularly in the futures and 
options segment, and make it more 
investor-friendly. 

Derivatives trading has been a 
big success in India. This has en- 
couraged exchanges and the 
market regulator to experiment 
with more products, particularly 
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those based on an index. 

The NSE has launched derivatives 
contracts on two indices—CNX100 
and CNX Nifty Junior—recently to 
give investors an opportunity to 
hedge their stocks portfolio. In the 
pipeline is another index-based 
product, Nifty Mid-Cap 50. But 
market participants are unimpressed. 
Says Siddarth Bhamre, Fund 
Manager (Derivatives), Angel 
Broking, a stock broking house: 
“The market doesn’t necessarily 
need more products. SEBI should 
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focus อ ท making existing products 
more liquid.” Market players also 
feel that SEBI will do well to reduce 
the cost structure of options con- 
tracts which is preventing jobbers 
and arbitrageurs from flocking to 
the market and, in turn, is impacting 
liquidity. Says Bhamre: “The secu- 
rities transaction tax can sometimes 
amount to 50 per cent of the gross 
profits of jobbers. SEBI can explore 
the possibility of giving them special 
incentives, like waiving STT,” 
RISHI JOSHI 
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Singapore, 
gateway to Asia Pacilic 
& America 


Singapore Malaysia 
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Singapore Airlines offers you a choice of 55* flights a week from Ahmedabad, Amritsar, Bangalore, Chennai, Delhi, Hyderabad, Kolkata 
and Mumbai direct to Singapore, one of the world's most cosmopolitan cities. Known for its vibrant culture, shopping and culinary delights, 
Singapore is also your gateway to over 60 Singapore Airlines cities in Asia, Australia/New Zealand, Europe, USA and Canada. En route, enjoy 
KrisWorld, your personal inflight entertainment system and the inflight service even other airlines talk about. 





A great way to fly 


TS. 
6, oro SINGAPORE AIRLINES 
y» 


Attractive Singapore Stopover Holiday packages avallable, for detalls contact your travel agent or visit singaporeair.com Remember to keep your SIA boarding pass for exi lusive privileges 
visit singaporeair.com /boardingpass for details. 


“including 3 additional flights from Bangalore effective from 29 October 2007, subject to government approv al 
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Governance Improving in India Inc. 


THE BIG PICTURE 


Composition of companies with C&G score 
of 50 per cent or higher (by country). 


NDIAN COMPANIES IN GENERAL 
display a greater awareness of 
environmental issues than their 
Asian peers, but at a national level, 
India seems to be lagging in artic- 
ulating its response to climate 
change, according to a recent re- 
port on corporate governance. 
The Asian Corporate Gover- 
nance Association along with re- 
search firm CLSA Asia Pacific 
Markets last fortnight brought out 
Corporate Governance Watch 
2007—the fourth such survey. 
Titled “Or a Wing and a Prayer: 
The Greening of Gouernance”, the 
report assesses the quality of cor- 
porate governance in 11 Asian 
markets and provides aggregate 
data from 582 listed companies. 
For the first time, “clean and 
green” scores were included in 


The Philippines 5 Indonesia 4 Japan 20 


China 5 | | 


Singapore 6 


Hong Kong 6 i 


Thailand 8 






India 9 


Korea 18 


Taiwan 19 


Figures in per cent 

Source: CLSA Asia-Pacific Markets 
to implement green strategies. 
However, as the author of the re- 
port, Amar Gill, points out: “They 
will need to be mindful of this as 
consumer activism gains momen- 


the ranking. 

The survey says that in Asia 
growth is a priority over the envi- 
ronment and companies do not 
appear to be conscious of the need 


tum and the call for companies to 
proactively measure and reduce 
their environmental impact in- 
creases." 

A large proportion (83 per 


Everyone is Buying a PC 


HE PC MARKET IN INDIA IS CELE- 
brating Diwali a quarter ahead 
of schedule. Driven by a buoyant 
economy, PC sales in the country 
have jumped 47 per cent to 1.7 










million units in 
the first quar- 
ter of this fis- 
cal, up 38 per 
cent from the 


million units during the first quarter corresponding 
of the current financial year com- period 12 
pared to the 1.2 million units in months ago, 


the corresponding period a year 
ago, according to a survey con- 
ducted by Marr, the hardware in- 
dustry body, in association with re- 
search agency IMRB. “Aggressive PC 
pricing has helped improve PC pen- 
etration among small businesses, 
homes and in small towns," says 
Vinnie Mehta, ED, MAIT. According 
to the survey, desktop sales were 1.4 


while laptops 
have continued 
their explosive 
growth with sales 
of 367,000 units, reg- 
istering an increase of 104 
per cent year-on-year. 
According to Mehta, PC sales 
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are expected to reach 7.5 million 
units by the end of this vear, with 


4V GONIHS 


cent) of the 70-plus Indian 
companies surveyed responded to 
the “green” questionnaire. Nearly 
a tenth of the companies achieving 
scores of more than 50 per cent 
were from India. That, however, 
tells the story only partially as less 
than à fifth of all Indian companies 
showed these high scores. 

Those numbers look good in 
the context of the other Asian 
companies, notably Chinese. 
However, the corporate awareness 
does not seem to translate to a na- 
tional-level action. The first meet- 
ing of the National Council on 
Climate Change chaired by the 
Prime Minister was held only in 


July 2007 and a national policy 


on climate change is expected soon. 
Environmental scores apart, 
India ranks third in the region on 
corporate governance largely 
on the back of the excellent prac- 
tices followed by some of the 

larger companies. 
SHALINI S. DAGAR 
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Q1 2006-07 


desk- 
top sales ac- 
counting for 6.25 
million units, up from 5.43 


million units a year ago. 


RAHUL SACHITANAND 
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Looking for the appropriate gift for your 


employees, business partners and associates. 
Bose? offers a range of products for you, with innovative 
ideas combined with technological excellence. 


So go ahead and bring a smile... 


For more information or to place an order: Call free 1-800-1 1-BOSE (2673). SMS ‘QUERY’ at 989 970 2673. 





IT Companies go HR Hunting in Small Towns 


ACED WITH A SHORTAGE OF 
Find 500,000 people over 
the next couple of years, the 
Indian IT industry is trying out 
several innovative measures to plug 
this yawning HR gap: from hiring 
science and humanities graduates, 
the mainly metro-focussed industry 
is now starting to rapidly enter 
Tier-II and Tier-III towns in search 
of employable talent. 

Leading the charge is India’s 
#1 software exporter TCs that plans 
to hire around 5,000 people from 
these places. #3 Wipro, too, is 


l 
ü 


COMPANY INITIATIVES 





seeking to cast its net wider and is 
recruiting from as many as 260 
campuses nationwide. At Infosys, 
executives are working at expand- 
ing the focus of Campus Connect, 
its initiative to upgrade the skills of 
graduates from Tier-II and Tier- 
III colleges and towns. 

The Infosys programme now 
covers nearly 400 institutes across 
dozens of small towns that Tier-l 
players have only recently started 


visiting. "We are no longer a 
Bangalore-only company. We have 
operations across the country and 
we want to attract the best talent 
from all these locations," says T.V. 
Mohandas Pai, Director, HR, 
Infosys. Most of these companies 
spend heavily on training recruits 
from smaller locations. Infosys, for 
example, spends an average of Rs. 
2.5 lakh per candidate for 16 
weeks of intensive training at its 


swish campus in Mysore. 

Several smaller companies have 
also taken a fancy for recruits from 
small towns who are seen as less 
likely to jump ship for a few thou- 
sand rupees more. *Small towns 
are a key focus for us, since we're 
expanding into places like Bhubh- 
aneshwar, where there is a size- 
able talent pool," says Puneet Jetli, 
VP, HR, MindTree Consulting. 

RAHUL SACHITANAND 


Tech Giants are now Vetting Colleges 


OU CAN'T GET MORE PROACTIVE 
Moss this. Apart from investing 
billions of dollars in their booming 
India operations, a growing number of 
tech MNCs, both Indian and foreign, 
are literally taking matters into their 
own hands and accrediting engineering colleges na- 
tionwide to train their students in specific areas. For ex- 
ample, storage and information management giant EMC 
has started the EMC Academy Programme across 60 
colleges and has 2,000 students enrolled in them. 
"Skilled people are difficult to locate in our industry and 
we need to get people industry-ready from college," says 
Manoj Chugh, President (India and SAARC), EMC. 

Elsewhere, chip giants Ti and Intel have extensive 
university programmes in place to hone talent for the 
semiconductor industry and introduce students early to 
the market. Tt, for example, has a list of 20 universities 
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where it funds labs, provides industry 
expertise and has senior technical ex- 
perts give guest lectures. Not to be left 
behind, the Indian IT services behe- 
moths, too, are jumping into this 
game, as the hunt for employable tal- 
ent goes to the next level. TCS, for example accredited 
400 colleges around the country, while Wipro had 
an even larger list of 1,500 colleges on its list. The com- 
pany visited around 250 colleges last year and made 
15,000 offers as part of its campus visits. TCS's ac- 
creditation programme works on a 1,000-point scale 
and colleges must get a minimum score of 750 to 
make the grade. Infosys, meanwhile, doesn't run a 
specific accreditation programme, but has a list of 
300 institutes it regularly visits and company executives 
keep close tabs on their performance. 

RAHUL SACHITANAND 
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A new generation has arrived. The new E-Class. 


> Evolution is all about survival 
of the fittest. Let's not forget sleekest, 
fastest and safest. The world's first 
Intelligent Light System makes 
driving safer at night. Significant 
power boosts across all engines 


deliver greatly enhanced output 


and torque. Making the E500 the 


most powerful saloon in its class. 
While a host of innovations elevate 
driving comfort to new levels. With 
5.5 million km of rigorous testing, 
the new E-Class is the result 
of constant refinement. After all, 
evolution is a journey that never 


ends. Unlike any other. 


Mercedes-Benz 


Accessories, fitments and features shown or mentioned may not be part of standard equipment. Mercedes-Benz car series W211 meet Bharat Stage II] emission norms. 
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Banks Looking to RBI for Cues อ ท Rates 


AST FORTNIGHT, AS BEN BERNANKE 

lowered the Fed rate by 50 basis 
points, there was cheer in India as 
well. It has heightened expectations 
of a reversal of the rising interest 
rate cycle in the country. 

Already, some banks and fi- 
nancial institutions have begun tak- 
ing pre-emptive action by an- 
nouncing lower interest rates on 
retail loans. HDFC, for instance, is 
offering a cut of 50 basis points 
for new home loan users up to 
October 31. A new entrant to the 
home loan category, Wizard Home 
Loans, part of the GE Money 
group, announced an inaugural 
rate of 9.9 per cent. Public sector 
banks, too, have announced cuts 
ranging from 25-50 basis points. 
However, rate cuts are not an all- 
pervading story yet. Most banks 
are waiting for cues from the 
Reserve Bank of India, which will 
announce its review of the credit 
policy in late October. 
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Dream home: It may be within reach, just wait and watch 


For home loans, the largest 
category of retail loans, status quo, 
too, does not seem like bad news. 
Rising interest rates and soaring as- 
set prices have ensured that few in- 
vestors remain in the market as of 
now. Egisto Franceschi, CEO, Wizard 
Home Loans, says those looking to 
buy properties for investment may 
be able to wait and watch. “We do 
believe that if interest rates stay at 
this level or come down, more peo- 
ple will be inclined to buy their 
dream homes,” he adds. 


Renu Sud Karnad, Executive 
Director, HDFC, echoes the same 
sentiment. “Though property prices 
have risen in certain pockets of the 
country, buyers are still able to af- 
ford them as the cost of a house has 
declined to about five times an in- 
dividual’s annual salary, compared 
to 10 years ago when a house cost 
nearly 12-15 times an individual's 
annual salary," she adds. And rate 
cuts, when they eventually come, 
will only boost that number. 

SHALINI S. DAGAR 


Mid-size Firms Join the Great M&A Rush 


WAY FROM THE ARCLIGHTS, 

India's middle market 
deal makers are finding them- 
selves in the thick of an M&A 
boom. According to a report 
by Grant Thornton, the pro- 
portion of middle market 
cross-border deals has in- 
creased significantly. Barring 
a dozen transactions in the 
last five years, the bulk of 
transactions are small in terms 
of deal value. 

Says Harish H.V., Partner, 
Grant Thornton: *The bulk 
of the transactions—around 
430—are being done by mid-sized 
companies, whether domestic or 
cross-border, with significantly more 
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deals in the cross-border area than 
domestic. Mid-sized companies are 
taking advantage of globalisation. In 


2007(Jan-Aug) 


India, we have seen them tak- 
ing the lead in terms of num- 
ber of deals, etc. and using it as 
a lever to gain size and scale.” 
Of the 460 M&a deals in 
India this year (January- 
August) with a total value 
of more than $48 billion, 
more than half (237) were 
cross-border deals valued at 
$46 billion. According to the 
report, the average deal size 
for cross-border acquisitions 
has been steadily increasing 
over the last two years; it 
was about $49 million in 
2005, $58 million in 2006 and 
$194 million in 2007. 
MANU KAUSHIK 
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BOLDNESS CHANGES EVERYTHING. 


Do you believe in the power of boldness? Those who first had the courage to overcome their fear 
and prove the Earth was round, did. It was the right move at the right time. At ArcelorMittal, we call it 
boldness. We believe it can change everything. In steel and everywhere. And as we look to the future, 
boldness will help us redefine excellence, lead our industry and transform tomorrow 


www.arcelormittal.com 
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TOP OF ' ECONOMY 


STATUS: Rs 39.74 per dollar as on 
September 28, 2007. 


OMINOUS PORTEND 
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September 1, 2007 September 28, 2007 
Bl Rupee Dollar rate Source: oanda.com 
gh ru ME dd mn Ma IMPACT: The rising rupee is good news 
! de Dx = pow l X» ctam am rd © hr eee em mt» y “ee “wer we. mud os =? - 
E * ร ค ร ศร ร ซ่ ซั wee dco a. for importers and Indians travelling 
๕ f —— (zb: - e m. 2 abroad, but exporters are taking a huge 


hit. RBI is in a Catch 22 situation: if it 
Duys dollars, it will create more liquid 
ity and fuel inflation, while a hands-off 
policy will strengthen the rupee 
further 


STATUS: $77.26 a barrel as on 
September 27, 2007. 


WHAT IS IT? UNDER ITS "DO NOT DISTURB" INITIATIVE. VODAFONE ESSAR HAS 
launched a call filter service to block unwanted calls. Under the offer. 


32.4 million subscribers across all its 16 circles can now create their own RISING WORRIES 
caller blacklists. 


How does it work? To activate the call filter service, 63 68 69 70 
a subscriber needs to call 98 

55144 or dial *514#. It works 

on all kinds of handsets. 
















How much does it cost? 
NOKIA Subscribers will have to shell 
out a monthly rental of Rs 99 to 
Vodafone IN avail of the service and also pay EN | E 
50 paise per minute for the man- April '07 May '07 June '07 July 07 Aug. '07 
ual activation process. Prices in $ per barrel source: BT Research 


Who else is offering it? As of now, 

no one else is. But expect me-too IMPACT: Rising oil prices make the 

launches soon enough. case stronger for raising domestic oil 

Anything else? Well, yes. If your prices, But this will fuel inflation and 
$Z | : impact domestic consumer's pattern 

Nokia phone still displays the Hutch 


š And not hiking prices will add to the 
Au y r L E > 
logo, SMS “Vodafone” to 56565 to losses of oil marketing companies 
change it to Vodafone. 





PS COMPILED BY ANAND A DHIKAR 


trademarks of Nokia Corporation 


OKIA 


)nnecting People 


With the Nokia Bluetooth 
Headset BH-900, you can hear 
conversations Detter, even in 
a noisy office or airport, 
thanks to Digital Signal 
Processing. And thanks to the 
adjustable sliding boom 
other people can hear you 


| 


If you use your phone 


better 


and headset tor business and 


$ Bluetooth RH-900 O Q Q © Q © 


RS. 4970/-* t Í 2010/-* Rs ?510/.-* Rs. 3710/-* 


Bluetooth isa register ed trademark of Bluetooth gG Ir Devices need mn support Bluetooth wireless te hnology Interoperability between the device and other produc supporting Bluetooth wireless technology IK 
not guaranteed and depends on compatibility. For more information on the compatibility between the devices with other product supporting Bluetooth wireless rex ห ก อ เอ ย, please check with the manufacture 


N lan 3030383 g^ | Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. Nokia India Warranty ts applicable only 
^ okia - ; 393 j for phones imported by Nokia India Pvt. Ltd #for assistance on Nokia products ond services, coll Nokio (ore Add STD code when dialling from o GSM connection 
BATES DAVIO ENTERPRISE 1520 
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A bird's eye view of what's hot and what's 


not on the government's policy radar. 


GETTING TOUGH ONSEZNORMS 


HERE'S A NEW TWIST TO THE 
Tus saga. While the govern- 
ment has been continuously 
affecting changes in the sEZ Act 
since its inception in 2006 in 
terms of size, built-up area and 
land acquisition, among others, 
more contentious issues are 
cropping up every day. 

The latest issue is that of 
stamp duty. Developers will 
now be allowed stamp duty 
exemption, one of the many 
incentives in the SEZ sops bou- 
quet, subject to their furnishing 
bank guarantees of equivalent amounts. 

The guarantee, claim government officials, will be 
forfeited by the states in case the developer is unable 
to set up the SEZ as per the deadline laid out in its 


MORE STEPS NEEDED TO REIN IN RUPEE 


HE RISING RUPEE HAS BROUGHT INDIA ONE STEP CLOSER 
Te achieving full capital account convertibility. In a 
bid to stem the appreciating domestic currency, RBI has 
allowed Indian companies to invest up to 400 per cent 


of their net worth in 
THE INITIATIVES SO FAR 


foreign JVs and wholly 
พ Cos. can now invest up to 400% 


owned subsidiaries, 
| | up from the present 
of their net worth in foreign JVs P P 


stipulated cap of 300 
per cent. Further, the 
ceiling on portfolio 
investments has been 
raised from 35 to 40 
per cent. In addition, 
individuals can now invest up to $200,000 (Rs 80 lakh) 
abroad, twice the amount allowed thus far, and the 
aggregate investment limit for mutual funds has been 
upped from $4 billion (Rs 16,000 crore) to $5 billion 
(Rs 20,000 crore). Yet, the impact of RBi's latest move 
might not entirely curb the rupee's northward march. 
RBI may still be forced to absorb excess inflows and 
come up with a definitive exchange rate policy. 

AMAN MALIK 


a [he ceiling on portfolio invest- 
| ments goes up from 35% to 40% 





m Individuals can now invest up 
to $200,000 abroad 
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Beyond the gates: How fast will it develop? 


proposal or fails to fulfil norms 
spelt out in the SEZ Act. 

The move was also expe- 
dited as a developer who was 
to develop an sEZ in Gurgaon, 
Haryana, recently approached 
the government seeking per- 
mission to convert the project 
into an integrated township. 
This, since he was unable to 
complete the project in the 
form originally envisaged in 
his proposal. The first sign of 
violation was, however, nip- 
ped in the bud. 

Surely, SEZ delivery pangs are not ordinary, and 
promoters will learn to put their money where their 
mouth is. 


3IHSUOVN HSILVS 


AMIT MUKHERJEE 


FOREIGN LAW FIRMS MAY GET NOD 


OREIGN LAWYERS, ALONG WITH 

foreign chartered accountants 
and company secretaries, will be 
able to work in India once the ` 
Limited Liability Partnership Bill, 
which is pending before the gov- 
emment, becomes law. 

Despite opposition at home, 
the government seems determined to open the legal 
services sector to foreign players and is reportedly 
brainstorming the matter with the local legal com- 
munity. Bringing in foreign players could save the 
government substantial amounts shelled by it as fees 
to foreign law firms, in cases such as the Enron deba- 
cle, which cost the exchequer around Rs 100 crore. 

The Competition Commission of India will be 
entrusted with the responsibility of ensuring fair 
competition between domestic and foreign firms. 
The Law Ministry headed by H.R. Bharadwaj has ` 
been quick to clarify that foreign lawyers will not be 
granted permission to practice law in the country. ง 

RISHI JOSHI 
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DULL GETS DARING! 
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r e, ¿ GARNIER FRUCTIS STYLE 
is HARD GEL 


Give yourself extreme, original and gravity defying 
styles that just won't budge with the new 

Hard Gel from Garnier. Its unique fruit micro-wax 
technology comes reinforced with extra strong 
fixing agents that dry in seconds but hold your style 
through the day. So, when it comes to styling 

your hair, let your imagination go wild. 


| GARNIER FRUCTIS STYLE - THE STYLE REVOLUTION. 
| | 
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THE DIFFERENCE BETWEEN 
“| AM OUT OF OFFICE. PLEASÉ 
LEAVE A MESSAGE” AND 


“HELLO! THIS IS DEV SPEAKING” 
INTELLIGENT COMMUNICATIONS 





www.avayaglobalconnect.com 


A missed phone call can be a missed opportunity. 
And an employee who's unreachable can create 
délays. But Avaya Unified Communications can turn 
those potential problems into real productivity. 


Now your employees can always be reached, 
wherever they are, with just one number. So, if they're 
on the road and a customer calls the office, they can 
answer that call, right from their mobile phone - and 
the customer never even has to know where they 
are at the time. 


What's more, they can even access their voice, fax 
end e-mail messages on the go. And all of this 






comes with the reliability, security and scalability 
only Avaya can offer. 


This is just another example of how Avaya Intelligent 
Communications takes your company from where 
it is to where it needs to be and become a truly 
customer responsive enterprise delivering 
customer satisfaction, employee productivity and 
business efficiency. 


To find out how Avaya Intelligent Communications 
can help your enterprise become more intelligent, 
call Sheril Rachel at +91-11-41750160 or e-mail at 
sheril@avayaglobalconnect.com 


IP Telephony 


Contact Centers 


Unified Communications 





Communications Enabled Business Processes 


AVAYA 
GLOBALCONNECT 


INTELLIGENT COMMUNICATIONS 
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P-WATCH COLUMN 


The why, what and how-to of policy making. 
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who are drawn from the elite 


IAS, is wedded to their bosses. - 


This reality begins to resound 


- louder as elections get nearer. - 
= Prime Minister Manmohan 
f Singh's private secretary is hop- 


ing to "parachute" into the World 
Bank. Nothing unusual, except 
that he has decided to defer the 
decision until April. Does it im- 
ply that elections will not be 
held before that? 

BC 
REGULATING TRAVEL 
THE PETROLEUM REGULATOR IS, FOR 
the most part, a grounded en- 
tity—it can merely regulate pip- 


-eline tariffs and not gas prices. 


as well. The ministry is not keen 
on approving the regulator's plan 


to travel to England. The prob- — 


lem: The invitation is from a 
private consulting company; it 
came from a low-down func- 
tionary in the British High Com- 
mission; and the regulator prefers 
to take along his deputy rather 
than fellow colleagues. BC 
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WHEN IT HELPS TO FOREGO 


VER THE LAST TWO MONTHS, RELIANCE INDUSTRIES HAS REALISED 
IO that selling gas can be tougher than finding it. Never mind the 

fact we live in an era of crippling shortages—amounting to as 
much as half the prevailing demand. Last week, the clouds cleared and 
RIL got the government's nod to sew up consumers. But, not before it 
got a serious scare from a section of the government that pushed for 
artificially low prices to enable supply of cheap electricity and fertiliser - 
to consumers—a reaffirmation that politicians hardly ever miss an 
opportunity to indulge in populism. 

Cut to the telecom sector. Thanks to the telecom revolution, the 
mobile phone has become a mass consumption product, in the same 
league as electricity, fertiliser, petrol or diesel. Yet, there has been hardly 
any political interference to itb the revolution, driven significantly by 
the private sector. But now, there could well be a case for such an indul- 
gence—ironically, one that will benefit the industry. The issue: alloca- 
tion of 3G spectrum. Here, the regulator TRAI has recommended to the 
government that it should auction the air waves. This, since it is a finite 
resource, with demand outstripping supply, and 
since this new generation of mobile telephony 
soaks up more of the limited resource than 
the prevailing 2G system. 

This process will undoubtedly put the 
3G service well beyond the affordability 
of rural India. But surely, it will enrich 
the exchequer and provide funds for 
development activity in rural India. 
However, rural India will be better off 
accessing this service, using it as a tool for 
education and commerce. Yes, today, price 
is a barrier to mass consumption. Currently, 
popular usage is in the realms of streaming 
videos, video conferencing, gaming, navigational 4 
aid, among others—all in the urban fold. 

In this backdrop, an auction process will only drive up the consumer 
price. And, to this extent, the service providers will have no incentive in 
reaching out to rural India. The proposition becomes even more difficult 
since the rural-urban divide extends as much into education as the econ- 
omy. By foregoing revenues, the government will provide for greater 
inclusive growth in the country. At the same time, for the industry, this 
will allow it to charge lower tariffs. This will wedge open the rural mar- 
ket that will provide economy of scales—a strategy that has allowed your 
chauffeur and maid to use mobile phones, yet ensured that the mobile 
telephony business is a profitable one. 

So, how then is the flavour of populism in the RIL deal any different? 

After all, the government is foregoing a part of its profit share from the 
gas fields to ensure lower prices of electricity and fertilisers. 4 

The difference is that the lower prices do not wedge open new mar- 
kets and affordability issues are not keeping consumers away. 

BALAJI CHANDRAMOULI 
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MAHENDRA SINGH DHONI 


PN 


MS. Deus uicina va to BE ROG 


CRICKETER'S FORTUNE SWINGS WITH EVERY MATCH 


but winning the Twenty20 World Cup has made 
young skipper Mahendra Singh Dhoni the darling of 
a cricket-worshipping nation and marketers alike. The 
26-year-old wicket-keeper-batsman scores on many 
counts—but most as an astute, level-headed small 
town lad. However, what makes Mahi a cut above 
the rest is that he embodies the best of the aggres- 
sive Saurav Ganguly (on the field) and the noncha- 
lant and cool Rahul Dravid (off it). | 

On his return to India after winning the first 
T20 World Cup, Dhoni simply commented that 
small town boys are generally mentally and ph 
tougher than those coming from the metros. While 
big towners will duly dispute this, the theory does not 


lack takers. Reebok, which associates itself with. 
cricket even at the grassroots levels, spotted Dhoni 


four years ago when he was playing for Jharkhand. 


Says Sajid Shamim, Director, Marketing & Products, 
1 is his attitude. In 


Reebok India: “His biggest st 
him, dd e raa profes- 


s personality which 
ห ณั 


Also, he goes into games with the hunger to win," 
says Shamim. He has already proved himself on the 


T20 field—and his endorsement fee has reportedly 


shot up from Rs 75 lakh-1 crore per brand to dou- 
ble that amount. So, it's a good time to be in his 
shoes. But how he tackles Ricky Ponting's recently 
humbled Aussies and the Holy Trinity of Indian 
cricket—Sachin, Saurav and Rahul—will determine 
what his future as captain is like. 


SAUMYA BHATTACHARYA & SHAMNI PANDE ` 
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NUMBERS OF NOTE 


2 2 million: The number of installed computers in 
India, compared to 110 million in China 


33: The number of Indian companies that have 
joined the billion-dollar (M-cap) club between January 
2, 2007, and September 21, 2007. There are now 
152 companies with market caps of over $1 billion 


$1. 3 billion: The minimum net worth required to 
get into the 25th anniversary edition of the Forbes 
400, up $300 million from last year 


$20 billion: The size of the Indian drug market by 
2015, according to a McKinsey & Co. report 


20 per cent: The proportion by which the number of 
executive directors of FTSE 350 companies has fallen 
over the past five years. This equates to the loss of 
almost 360 positions since 2002 


2, 770: The number of Indian websites that have 
been defaced/breached by hackers in the first eight 
months (January-August) of 2007 


4. Indian-Americans who have made it to the Forbes 
list of richest Americans. They are Amar Bose, and 
Kavitark Shriram ($1.8 billion, rank 271); Bharat 
Desai and Neerja Sethi ($1.7 billion, rank 286); and 
Vinod Khosla ($1.5 billion, Rank 317) 


550 million: Number of wireless phone users in 
China. The corresponding figure for India is 200 million 


1 3 per cent: The retail sector's contribution to 
India's GDP 


400, 000. The number of students who apply 


to the IITs every year. Only 3,000 get through 


50, 000. The number of NRIs who have re- 
turned to India from the US in the last seven years 


$7. 7 billion: Amount raised by China 
Construction Bank in a public offering on the 
Shanghai Stock Exchange. It was 

China's biggest domes- 
tic flotation to date 


Rs 2 crore: The 


size of India's online 
gaming industry 














. Coluurs work 


because they talk to the heart. 


Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 

KEY FEATURES: Standard printer & scanner = Built-in duplex & ADF « in-house finishing 


, Remote retrieval & editing of files « Security through encryption & authentication a" WS Ñ ; | 
« PictBridge support = High-speed, low-cost B/W printing too 4 ut | T — 
No.1 Colour MFP in U.S. & Europe B `w HN = s pw 


A221 


wide service network PRINT ! COPY ! SCAN ! FAX 





, Colour & B/W Multi-Function Products (A0 to A4, 135 to 16 ppm) = CopyPrinters = 99% up-time = Nation 


CORPORATE OFFICE: 52-8, Okhia Industrial Estate Phase Ill, New Delhi-1 10020: Tel: 011-41613010-18; Fax 011-41612221; Website www. ricoh.co.in; Email: ril.info@ricoh.co.in; SMS 'RICOH to 53456. 
BRANCH OFFICES: Ahmedabad: 26582883, 26588709; Bangalore: 41477620/21. 22248829/30; Chandigarh: 2710162, 2701984; Chennai 30212121/22: Coimbatore 2493948, 2496276 
Delhi: 23353488, 41731867, 23312001, 41731860; Guwahati: 2635311, 2543591, 2602949; Hyderabad: 39185081/82. 39101898; Jaipur: 2707028, 2706299, Kochi: 2353274, 2352266; Kolkata: 22101634 
22488641/42; Lucknow: 3237048, 2239189/76; Mumbai: 67032095, 22883042; Patna: 2222830, 2201490; Pune 30580149/53/54; Ranchi: 2331426/069; Visakhapatnam 2553466, 2754968 
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Reliance Indusiriós Bharti Telecom 

Mukesh Ambani Sunil Mittal 

Market Cap: Rs 4,07,474.30 cr Market Cap: Rs 1,82,613.70 cr 
Promoter Wealth: Rs 2,15,744.06 cr Promoter Wealth: Rs 1,26,089.63 cr 


Aditya Birla Group 


Market Cap: Market Cap: 
as 111,961.95 cr Rs 67,159.37 ๓ 


"Ver er last 19 1 nonths has c -hárigec 3 look and compos ition of India's 


" reni | anda 


Market Cap: Rs 51,014.94 cr 
Promoter Wealth: Rs 37,914.30 cr 


Promoter Wealth: Promoter Wealth: 
Rs 62,018.52 cr Rs 53,445.43 cr 


ui AN 

n: 41.60.90 ๓ 
Promoter Wealth: 
Rs 21,130.35 cr 


GMR 

M. Rao 

Market Cap: 

ns 28,667.83 cr 
Promoter Wealth: 
Rs 20,784.89 cr 


PN terlite Inds. 
P ini Agarwal 
Market 
A 89,603.90 cr 


Promoter Wealth: 
á Rs 19,584.39 cr 


FEB. 10, 2006 
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we" เธ ilii nce-ADAG 


“I am impressed by the talent and sheer intel- 
lectual horsepower. Indian managements often 


3 e 96 oan 2 don't know how smart they are" 


Garry Kingshott, CEO, JetLite, in The Economic Times 


Tm Rs 98,802.73 cr É 
.P Singh “Our #1 challenge is to make the PC more 
: | compelling and relevant" 
Rs 1,26,430.44 cr | T Ravi Venkatesan, Chairman, Microsoft India, tn BusinessWeek 
Promoter Wealth: eU 3 
Rs 1,11,562.22 ๓ x SN “Far too often the investments that the world's 


major corporations make in India, and the re- 
sulting development, do not extend beyond 


India's boom towns" 
Charles Prince, Chairman and CEO, Citigroup, in Hindustan Times 


*The world is an unequal—and sometimes 
cruel—place. We do not seek charity. We seek 
an open, rule-based system of world trade" 


P. Chidambaram, Finance Minister, while delivering a speech on “India at 
60" in Berlin recently, in Business Standard 


“Together they (politicians) are like a bunch of 
children. Sometimes they do the wrong things. 
They need someone every once in a while to 
rap their fingers and tell them what to do" 
Craig R. Barrett, Chairman, Intel, in The Indian Express 


“Whether they (the Chinese) built a port or a 
highway, they ‘did it big, the kind of scale that 
caused sceptics to say, My God! this i is over the 
top. But China always grew into it” 

Ratan Tata, Chairman, Tata Group, in BusinessWeek online 


“If Bernanke starts running those printing 
presses even faster than he's doing already, yes 
we are going to have a serious recession. The 





Yes, we've used figures from the Forbes list that appeared dollar and the bond market's going to collapse. 
in August. Since then, Mukesh and Anil Ambani's wealth There's going to be a lot of problems in the US" 
has grown exponentially, thanks to the boom in the Indian jim Rogers, Co-founder, Quantum Fund, in www .bloomberg,com 
stock market. European and US markets haven t really 
moved much over this period. So, there hasn't been much *Our view was: why do tomorrow what you can 
change in the wealth of the other families mentioned on the do today because every day delayed costs you 

. ๕ แร! As a result, the Ambani Brothers, with a combined more money. You have more bill posts to 


-wealth of $78.6 billion (Rs 3,14,400 crore), find themselves change; you have more shop signs and shop 
Bron than Carlos Slim Helu of Mexico ($59 billion), Bill fronts to change" 
-Gates cda PN) and Warren Buffett ($52 billion). - Asim Ghosh, MD, Vodafone Essar, to CNBC 
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ATTAINED: By State 
Bank of India 
| (Chairman O.P. Bhatt 
pictured alongside) the 
distinction of being the 

"Mi first public sector bank 
to touch a market capitalisation of Rs 
1,00,000 crore. On September 28, 
the bank's shares closed at Rs 
1,950.70 on the BSE, giving it a mar- 
ket cap of about Rs 1,02,665.12 crore. 





SURGED: To $8.6 billion (Rs 
34,400 crore), NRI remittances, in the 
first quarter of 2007-08, against $5.9 
billion (Rs 23,600 crore) in the pre- 
vious corresponding period, a rise of 
50 per cent, according to Balance of 
Payments data released by RBI. 
Remittances from West Asia and 
Europe have shown strong growth. 


ENDED: The tie-up between EIH, the 
flagship company of the Oberoi hospi- 
tality chain, and US-based hotel chain 
Hilton. The Oberoi group had entered 
into a strategic alliance in April 2004 
for marketing and co-branding Hilton 
Intemational with some of its properties 
in India under Trident Hilton tag. The 
strategic alliance was for 15 years up 
to April 2019. The tie-up will end 
effective March 31, 2008. 





RANKED: By investment advisory 
firm Tholons and Global Service mag- 
azine, Chennai, as the top outsourcing 
hub in the world. Other Indian cities 
featuring among the top 10 Emerging 
Destinations worldwide for outsourcing 
of IT and business processes are 
Hyderabad (#2), Pune (#3), Kolkata 
(#5) and Chandigarh (#9). The study 
lists Bangalore, New Delhi NCR, 
Manila NCR, Mumbai and Dublin as 
the top five Established Outsourcing 
Destinations in the world. 


RANKED: By the 
Asian Banker 300 
Report, nine Indian 
banks, led by HDFC 
Bank and K.V. 
Kamath-led ICICI Bank, 
among the Top 50 in Asia. HSBC 
topped the list. 


EMERGED: In an Emst & Young re- 
port on 48 Indian cities, Delhi, as the 
best place to live in. High quality of life, 
transportation infrastructure and over- 
all labour force are contributing to its 
economic growth. The report, based 
on 57 parameters, said the national 
capital takes the lead on its City 
Prosperity Index due to its lower pop- 
ulation and higher per capita income. 


PSUS LEAD IN ADVANCE TAX PAYMENTS 
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Infrastructure sector: High target 


FTER MUCH COAXING AND MONTHS OF 
discussion, the Government of 
India is finally veering around to the 
idea of using its overflowing forex 
coffers to finance the humongous in- 
vestment needs of the infrastructure 
sector. It is planning to float a special 
purpose vehicle (SPV) in London that 
will see participation from both the 
government and the private sector. 

Says Vinayak Chatterjee, 
Chairman, Feedback Ventures: "Many 
countries are using their foreign ex- 
change creatively. Financing infra- 
structure through such means is a 
good idea." 

Under the plan, several incentives 
are proposed for the private sector, in- 
cluding launch of two venture funds 
with representatives from heavyweights 
such as Blackstone Group, India 
Infrastructure Finance Company and 
Infrastructure Development Finance 
Corporation on the board, develop- 
ment of the corporate bond market, in- 
troduction of PPP (public-private part- 
nerships) projects and setting up of 
PPP cells in central ministries. 

The requirements of the infra- 
structure sector have shot up from 
$300 billion two years ago to $495 
billion at present. Says Chatterjee: 
"The government can't raise this 
amount on its own. So, it is keen 
on exploring public-private partner- 
ships wherein it can pool in limited 
public-sector resources with private 
resources." 

MANU KAUSHIK 


HSOHO NVHNIHS5 


14 patents each working day 


Bosch Innovation: Bright ideas are an everyday event at Bosch. On an 
average, Bosch registers 14 patents each working day. A staggering 
achievement made possible because Bosch invests more than 7% of 
its sales in research and development every year. In the financial year 
ending 2006, Bosch’s R&D spend stood at 3.3 billion euros. So every 
innovation that comes from Bosch, truly is Invented for life. 
www.boschindia.com. 


BOSCH 


invented for life 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in September 2007. 


` 


Deal Particulars: In an attempt to strengthen its position as the world's largest manufacturer 
of polyesters, Reliance Industries Limited recently acquired the assets of the troubled Malaysian poly- 
ester manufacturer, Hualon Corporation, from the latter's receivers and managers for $250 million 
(Rs 993 crore). Hualon is a leading producer of polyester in Malaysia with an annual capacity of 
500,000 tonnes of polyester and blended yarns, 30,000 tonnes of nylon, 150,000 tonnes of PET bot- 
tle grade chips and 400-500 million yards of fabrics. 


DE ALTR AC KER Impact Analysis: The acquisition will enable Reliance Industries to consolidate its position 
as the world’s largest polyester manufacturer and result in a 25 per cent increase in its produc- 
o E e RES S REY SOR tion capacity to 2.5 million tonnes, and add $1 billion (Rs 4,000 crore) to its revenues. Following 
the takeover, RIL's share in the global polyester fibre and yarn business is expected to increase 
from 5 per cent to 7 per cent. 
Since RIL makes all the raw materials, the acquisition of Hualon is a significant step towards its 
forward integration into blended yarn, textured yarn and fabrics. The integrated facility at Hualon 
will help RIL to comprehend the entire textile value chain and hasten new product developments 
in polyester. 
Hualon is one of the top five exporters of Malaysia and has extensive tie-ups for fabric and yarn 
supply in the global markets. The acquisition is expected to enable RIL to get easy access to the 
* DEAL OF THE MONTH Western markets. This acquisition is the single largest foreign direct investment inflow into 
Malaysia after the Asian liquidity crisis. 





TARGET ACQUIRER INDUSTRY 








Analog Devices MedaTek .— .— — | Q Computer Hardware Acquisition — 1,389 10095 

Hualon Corpn. Reliance Industries 7 Textiles Acquisition — 993 10076 

Orient-Express Hotels Indian Hotels Company — — Hospitality Investment 850 1076 

| EnCana Brasil Petroleo BPCL, Videocon Industries — — Oli & Gas Acquisition — 675 100% 
| Nagarjuna Construction Company Blackstone Group — — — Construction Investment 615 1576 
| Telecom Services Centre HeroGroup = — TES Acquisition — 322 100% 
MTAR Technologies Blackstone Group —  N&Space Science Parts Investment 300 25% 

ย Adecco India E. DLP QUI gf HR Acquisition — 240 100% 
Voishsky Abrasive Works Carborundrum Universal 1  Abrasives Acquisition — 150 84% 

SVIL Mines Citigroup Venture Capital — — Mining Investment — 150 20% 

1 DataLinx Aricent ม 7 ว 7 Computer Software Acquisition 119 100% 
Fortuna Tcehnologies TietoEnator Corpn. IT Acquisition 119 100% 

Gitanjali Gems Citigroup, Morgan Stanley &BSMA — Gems & Jewellery Investment 114 1% 

à A22 Maintenance & Engg. Services _Beacon India P-E Fund Engineering Investment 75 Undisclosed 
| Western India Shipyard ABGShpyad = Shipping Acquisition 25 51% 
Malar Hospital Fortis Healthcare OO Healthcare Acquisition — 11.76 2876 

RSBconsult “Kalyani Group ย 1 1. Auto Component Acquisition Undisclosed 10075 

Vikram Dairy Heritage Foods India ย — FoodProcessing Acquisition Undisclosed 100% 

York Transport Equipment (Asia) TRF ` i Engineering Equipment Acquisition Undisclosed 51% 


includes only M&A, private equity and brand sale transactions 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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Subprime and After 


Even as central banks in several countries stepped in to help stabilise markets and 
mitigate the impact of the US subprime crisis on the broader global economy, the 

latest International Monetary Fund report says the period ahead may still be difficult 
as bouts of turbulence are likely to recur and the adjustment process will take time. 


Here's a snapshot of financial conditions: 


Emerging market corporations have enjoyed easy access to international markets for some time, and credit 
discipline appears to be weakening. The private placement loan market has experienced rapid growth in 


emerging Europe, West Asia, Africa and, to a lesser extent in Asia. 


Emerging Market Private Loan Placements 
(In $ billion) 
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Source: Thomson Financial 


Losses extend beyond US borders, 
of the credit deterioration. Direct e 


active in the Asset-backed Securities (ABS) and related markets. 


Buyers of ABS and Collateralised Debt Obligation 
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highlighting the benefits of spreading risk, but also the global reach 
xposure extends beyond the US, as European and Asian investors are 
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Straightening 
Indirect FDI 


Coming soon: new guidelines 
on indirect foreign investment. 


FALLOUT OF THE CONTROVERSY- 
A\tidden Hutch-Vodafone deal is 
that the government is now prepar- 
ing guidelines for defining indirect 
foreign holding in Indian companies. 
This issue had held up the deal for 
over two months—whether the for- 
eign holding in the telecom com- 
pany breaches the 74 per cent for- 
eign direct investment (FDI) ceiling 
set by the government. 

The proposal has two aspects 
to it. First, in cases where an Indian 
company (say, company A) has less 
than 10 per cent equity in the com- 
pany (say, company B) under ex- 
amination for FDI content, the for- 
eign holding in company A will not 
be counted. Secondly, in cases where 
a clutch of Indian companies has 
individually less than 10 per cent in 
company B, and they declare that 
they are acting in concert, the in- 
terpretation changes. In such cases, 
the foreign holding in the individual 
companies kicks in for computing 
FDI in company B. 

So, why has a threshold of 10 
per cent been proposed? According 
to government officials, the 
International Monetary Fund’s def- 
inition of direct investment demands 
a minimum investment of 10 per 
cent. The 10 per cent level also sig- 
nifies the threshold beyond which an 
investing company can call an extra 
ordinary general meeting (EGM) in 
company B. The latter definition is 
more significant since the objective 
of regulating FDI is to define for- 
eign control in the Indian company. 
The Department of Industrial 
Promotion and Policy is currently 
undertaking a consultative process 
on this proposal to compute indirect 
foreign equity, before it seeks the 
Cabinet's approval. 
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The debate on computing indi- 
rect foreign holding has got fur- 
ther twisted owing to the varying in- 
terpretations across sectors. For in- 
stance, the insurance regulator (in 
insurance FDI is limited to 26 per 
cent) only recognises the invest- 
ments made by the foreign pro- 
moter of the applicant and its sub- 
sidiaries (where it holds more than 
51 per cent). On the other hand, the 
Ministry of Information and 
Broadcasting has sought clarity on 
whether or not it should include 
the indirect holding regardless of 
the extent of investments. 

The process of globalisation is 
now offering companies greater 
avenues to become tax-efficient, 
yet not infringe on the law of the 
land. For instance, no less than 14 
relationships defined the complex 
web of ownership of four 
promoters, Hutchison Telecom, 
Analjit Singh, Asim Ghosh and IDFC 
in Hutchison Essar, prior to its sale 
to Vodafone. 

Evidently, regulation begets 
regulation. For, had there been 
no restrictions on FDI in the coun- 
try, the debate on extent of own- 
erships would not have arisen 
in the first place. 

BALAJI CHANDRAMOULI 





Ale and Hearty 


Iconic beer brands go against 
the global grain. 


F IT'S INDIA, IT’S GOT TO BE STRONG. 

That's what some of the biggest 
global beer marketers have figured, 
as they target the domestic market. 
There's a strong reason: This seg- 
ment accounts for a little over two- 
thirds of the 132 million cases of 
beer sold in India. So you have 
Carlsberg, the Danish maker of the 
all malt mild beer spiced with unique 
‘Carlsberg Aroma Hops’ deciding 
to first address the strong segment 


SHEKHAR GHOSH 





Carlsberg's Jensen: Taste of India 


by launching its east European 
brand, Okocim Palone. South-Asia 
Breweries, a joint venture between 
Carlsberg Breweries, the IFU 
(Industrialisation Fund for 
Developing Countries, a fund that 
collaborates with Danish trade and 
industry), and a group of investors 
recently acquired Himneel Breweries 
in Himachal Pradesh for around Rs 
36 crore. The ] will also set up 
two breweries at Alwar in Rajasthan 
and Aurangabad in Maharashtra at 
an investment of Rs 85 crore. 
Pallone will be positioned as a 
strong beer against UB’s Kingfisher 
Strong and SabMiller’s Haywards 
5000. But there's also another 
strong beer in the fray, this one 
launched by Budweiser of the us, 
called Armstrong. It is being brewed 
by Crown Beer (an equal Jv be- 
tween the Hyderabad-based Crown 
Beer and Anheuser-Busch 
[nternational, the makers of 
Budweiser). According to Stephen ] 
Burrows, President & CEO, 
Anheuser-Busch, Asia Pacific, who 
was recently in Mumbai to an- 
nounce the company's foray into 
the Indian market: *Armstrong has 
been brewed just for India." 
Armstrong is being carefully fol- 
lowed up with the iconic Budweiser 
beer launch that will be positioned 


Kanz's Bender: Stitching tie-ups 


market for two years to put our 
strategy in place," says Bender. To 
try and walk the tightrope between 
cost and quality, Kanz has aggres- 
sively priced its clothes in between 
Rs 499 and Rs 1,000 and will use 
these rates as a carrot to attract 
people to its products. 

Bender will lean on his experi- 





including Turkey and China, to try 
and make a dent in the Indian mar- 
ket. “The Chinese market is much 
more evolved than India; many big- 
ticket American and European labels 
have set up shop there already, but 
| think the Turkish market is in a 
similar stage of evolution to India 
and we could transplant them (our 


operations," says Bender. 

Aside from India as a market 
for its products, Kanz is looking to 
make India a global hub for sourc- 
ing, with the company already 
sourcing 2-3 million units and ex- 
pected to step that up substantially 
in the next couple of years. 
“Chinese manufacturers want mas- 
sive volumes and Bangladesh may 
offer cut-throat rates, but the polit- 
ical situation there is volatile and un- 
predictable," Bender says about the 
competition. He discloses that Kanz 
will instead shutter an expensive 
facility in Turkey and move more 
production to India. 

While Kanz has successfully 
branched out beyond its core west- 
ern European markets in its search 
for faster revenue growth, Asia and 
India may be where the real growth 
lies in future. 


ence in other emerging markets, 
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Pata Nai, Metro trains ar 
Because steel is so strong! 


Steel is strong but light and cost-effective. 
its high strength to weight ratio makes it 
the best choice for making all kinds of 
vehicies from automobiles to railway 
coaches. it is also used in making the roofing 
of modern structures like that of Metro 
stations. Because only steel has the strength 
to endure for a much longer period of time. 
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Land of Plenty 


Cash-rich property developers 
eye the telecom sector. 

HE SECOND WAVE OF THE TELE- 
M. ced revolution in India is being 
led by a clutch of real estate devel- 
opers. Indiabulls Real Estate Ltd 
(IBREL), Unitech, DLF and Parsvnath 
Developers have applied for uni- 
versal telephone licences. In a coun- 
try where less than one out of five 
persons uses a cell phone, it's not 
surprising for new players foraying 
into the sector. The big question, 
however, is: Why are property firms 
venturing into telecom? The an- 
swer is simple: They're generating 
loads of cash. IBREL, for instance, has 
a market cap of Rs 15,726.41 crore 
and a net worth of Rs 6,300 crore 
(see The Rs 29,000-crore Surprise). 
"We have applied for telephone 
licences in 22 cities which will give 
us access to sell wireless, fixed line 
and internet access services in 
India," said Gagan Banga, CEO, 
Indiabulls Credit Services. However, 
he is clear that his role will be that 
of a financial investor and not an 
operator. *We will play the role of 
Essar in Vodafone," he adds. The 
company has planned an outlay of 
Rs 1,500-1,700 crore for the 
telecom business. 

The market may be huge, but 
players like Bharti Airtel and 
Reliance Communications (R-COM) 
have a head start, and have al- 
ready roped in millions of sub- 
scribers. What chance would these 
new players have of making a 
dent in a business that's capital-in- 
tensive and with a long gestation 
period? Says Devyani Javeri, tele- 
com analyst, Edelweiss Securities: 
“| don't think some of these ap- 
plicants are serious players. It's 
more a valuation game for most of 
the guys who are applying for li- 
cences. In an industry where aver- 
age revenues per user (ARPUS) are 
falling, it will be difficult for new 
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players to capture market share.” 
In fact, for fiscal 2008, existing 
operators, including Bharti and 
R-COM, have already planned an 
investment outlay of over $12 bil- 
lion (Rs 48, 000 crore) to expand 
their networks. 

What may be in favour of the 
new players, however, is the low 
penetration of telecom services in 
India, the 200 million existing mo- 
bile subscribers notwithstanding. 
[n the smaller towns and villages, 
close to 95 per cent of the popula- 
tion have no access to telecom 
connectivity. “By 2015 the mobile 
user base in India is expected to be 
more than three times the size of 
that in the us," says Venugopal 
Dhoot, Chairman & Managing 
Director, Videocon Industries. 
Dhoot is planning to rope in a US 
telecom player and make an initial 
investment of Rs 300 crore for the 
new business. He'll need a lot more 
if he plans to ride the long haul. 

MAHESH NAYAK 
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No Kidding 


A German apparel label hits 
domestic shelves. 

ZGUR BENDER, MANAGING 

Director for Kanz, a five- 
decade-old German kids wear la- 
bel, has been a frequent visitor to 
India, travelling to the country five 
to six times every year for the last 
five years. In that time, he has wit- 
nessed first-hand the rapid growth 
of organised retail in India and con- 
sequently, the increased appetite 
for upscale, branded products. 

Now, Bender wants to not just 
be an observer, but wants a bit of 
the action too. So, he's tied up with 
Prateek Apparels, a Bangalore-based 
textiles firm to set up 60 stores 
across the country in the next 12 
months and he hopes that Kanz 
will act as a catalyst in transitioning 
the kids wear market into a brand- 
driven one, much like the course 
taken by ‘adult’ apparel categories 
over the last few years. 

“The market for branded kids 
wear is around Rs 1,300 crore; but 
the overall market is much larger at 
over Rs 12,000 crore, so there is a 
long way to go for us," Bender 
recently said on a visit to Bangalore. 
While he has already signed on 
Prateek Apparels under a licensee 
agreement and hopes to eventually 
step that up to à joint venture part- 
nership, Kanz will have his hands 
full trying to make a name for itself 
in a highly fragmented and 
unorganised market. 

“We are an unknown quantity 
in the Indian market," Bender ad- 
mits, ^we will spend at least Rs 2-3 
crore on getting ourselves recog- 
nised in India." Aside from a few es- 
tablished names in the Indian kids 
wear market (both home-grown 
like Gini & Jony and upscale la- 
bels), few buyers hunt for brands in 
this market, Bender argues. "We 
want to change this mindset and 
we have been studying the Indian 


worth Rs 70,000 crore. 

The younger Ambani also has 
plenty going for him at RCL, the fi- 
nancial services giant. The com- 
pany is building a massive pan- 
India network and, according to 
analysts tracking the company, is 
aiming for 10,000 touch points in 
retail (versus 4,000 now), and a 
presence in 5,000 locations (against 
700 currently) in a year. At a recent 
RCL shareholders' meeting, Ambani 
said: *Our net worth stands at over 
Rs 5.297 crore as on March 31, 
2007, placing us among the top 
three private sector companies in 
the financial services sector, after 
ICICI Bank and HDFC.” 

Of course, big brother has his 
own big blueprints. RIL recently got 
a huge leg-up when it made an oil 
discovery on the east coast. What's 
exciting investors is the large port- 
folio of highly-prospective ex- 
ploratory blocks that RIL has cre- 
ated. UBS, for instance, estimates 
that exploration and production 
accounts for 38 per cent of the 
value in RIL, and puts a figure of 
$33 billion, or Rs 1,091 per share, 
on the E&P portfolio. 

If there’s some uncertainty 
around RIL, it has to do with its re- 
tail game plan. Local vendors have 
been up in arms in Uttar Pradesh, 
and in West Bengal, Reliance Retail 
(a RIL subsidiary) had little option 
but to sack 400 employees. Yet, it’s 
the sheer upside in the E&P busi- 
ness that’s overriding setbacks in 
the retail venture. Interestingly, even 
the lesser-known companies have 
joined the party. The market cap 
of Mukesh Ambani’s Reliance 
Industrial Infrastructure Ltd (RIL) 
has increased almost three-fold 
to Rs 1,910 crore in less than 
three months. Likewise, Anil 
Ambani’s Reliance Natural 
Resources Ltd (RNRL) is quoting 
close to Rs 100, up from Rs 37.95 
on July 6. For investors, two 
Ambani conglomerates are 
proving to be better than one. 


Checking Out 


PE firms make some high-profile exits. 


"HE PRIVATE EQUITY (PE) MAR- 
ket in India has been on a 
high for some time now. In the 
first nine months, some $8 bil- 
lion worth of investments have 
taken place as against $11.7 billion 
in the whole of last year. What's, 
however, gone unnoticed is the 
spree of exits by PE players. Till 





first investing cycle in India and 
have simultaneously (as they exit) 
started allocating or raising fresh 
funds for investment here." Adds 
Gopal Jain, Partner and Founder, 
Gaja Capital Partners, a Mumbai- 
based private equity firm that 
provides growth capital to mid- 
market companies: *The right 


Deal Value “6 of stake 


USS mn) sold 





| Temasek Holdings — 297 . 
Firstsource Solutions SUN Group — — Sequoia Capital — 42 — 4.45*** 
| Orient Global. Intel 48 940 
Mars Restaurant & India Hospitality Navis Capital Partners 110 74 
Sky Gourmet uei SR E N ee Sg Eo 
ACE Refractori ICICI Venture 136 99 
Punjab Tractors Mahindra & Mahindra Actis, Dabur 212 435 
* ICICI Venture retains a 10 per cent stake — ** ICICI Venture retains a 25 per cent stake 
*** Sequoia Capital retains a 5 per cent stake 
September 2007, some $602.7 time to exit depends on a number 
million (Rs 2,410.8 crore) worth of factors. One of these factors is 
of exit transactions have taken the prevailing financial market 
place. And industry executives ex- conditions. There are two aspects 
pect that figure to climb to over $1 to market conditions—the pri- 
billion by the calendar year-end. vate market condition led largely 
This, however, would still be lower by M&A activity and public mar- 
than the exits in 2005, totally ket conditions led by primary 
worth $3.2 billion. In 2006, total and secondary markets. Currently 
exits were to the tune of $589 in India both these market con- 
million. Till date there have been ditions are extremely favourable." 
eight this year, as against nine for Data culled by BT from 
the whole of last year and 10 exits industry players reveals that the 
in 2005. (These exits do not in- exits of 2007 have been either 
clude those by early-stage venture through strategic stake sales, 
capital investors). known as trade sales in PE jar- 
Says Alok Sama, Founder and gon, or secondary market trans- 
President, Baer Capital, an actions. ICICI Venture Funds 
Investment Management, Management Co made three sig- 
Corporate Finance and Wealth nificant exits worth $161 mil- 
Advisory company: “Many PE lion (Rs 644 crore) in 2007. 
firms are nearing the end of their ANUSHA SUBRAMANIAN 
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The Bellwether Hustle 


The Reliance stocks are fuelling the Sensex's heady ride. KRISHNA GOPALAN 


HOUSAND-POINT POLE- 

vaults on the bench- 

mark index of the 

Indian markets are no 

longer reasons to re- 
lease balloons on Dalal Street or 
clink coffee mugs in broadcasting 
studios. That's because the Sensex 
doesn't seem in any mood to pause 
for breath, and 1000-point mile- 
stones are being crossed in a matter 
of days. Consider: On September 
19, the BSE index had settled at 
16,000. Exactly a week later it had 
gate-crashed into the 17,000 zone. 
Prior to that, the move from 15,000 
to 16,000 had taken almost two 
and a half months. The broader 
markets of mid-cap stocks, too, 
have moved in tandem. 

Riding on this spectacular surge 
are a bunch of stocks, but none has 
captured investor imagination the 
way the Reliance pack has (see 
Leading the Charge). Driving the 
Sensex are Reliance Industries, the 
flagship of Mukesh Ambani, and 
Reliance Energy (REL) and Reliance 









LEADING THE CHARGE 


How the Ambani brothers’ company stocks have blazed a trail. 


Capital (RCL), two companies of lB] Reliance Petroleum Ml Indian Petrochemicals Corporation WI. Reliance Energy BBB] Reliance Industries 


Anil Ambani that have mega-plans 
for growth (the two brothers had 
agreed to split the empire between 
themselves two years ago). As the 
Sensex coasted from 15,000 to 
17,000, a rise of 13.3 per cent, the 
Ambani stocks have comfortably 
outperformed the 30-share index. 
At 17,000, RIL was up a little over 
34 per cent (since early July, when 
the Sensex was at 15k), RCL had 
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WB Reliance Natural Resources 


Wl Reliance Capital 


taken off by close to 38 per cent, 
and REL had doubled in spectacular 
fashion. 

So, what is it that's making these 
Ambani companies tick at such a fu- 
rious rate? Plenty, actually. Let's 
start with Anil Ambani's plan of 
raising $2-2.5 billion from the pri- 


Bl Reliance Industrial Infrastructure 


WS Reliance Communications 
Figures in Rs 


mary markets to fund projects in 
the power sector. He will do this 
via a company called Reliance 
Power, which will implement these 
projects. This initial public offer 
(IPO) will be the largest in recent 
times. Reliance Power reportedly 
has plans to implement projects 
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Open your eyes to Crizal. 


Not just vision correction, but vision enhancement. 


ND 


For most of us the very thought of wearing spectacles 
is a matter laden with anxiety. Will I look good? What 
about glare? And scratches? And discomfort? Enough to 
make you wonder, if the disorder was better than the cure. 

Starting today, you can bid your worries goodbye. 
Essilor presents Crizal. A new age alternative to outdated 
spectacle lenses. It's comfortable. It's scratch resistant. 
It gives you crystal clear vision. Thus helping you see 
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CRYSTAL CLEAR LENSES 


For more info log on 


better, look better and feel better. Most of all, Crizal doesn't 
just correct your vision, it actually enhances it. Making 
vour eyes behind Crizal more beautiful than ever before. 

So the next time, don't just ask for spectacle lenses. 
Ask for Crízal. After all don't your eyes deserve better. 


Visit your optician today. And don't forget 
to ask for your Crizal Authenticity Card. 
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to www.crizalindia.com 
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in the premium-mild segment again 
at Rs 70 for 750 ml and around 
Rs 40 for the pint. 

The other global beer biggie, 
Heineken, has announced its entry in 
India via its regional arm Asia Pacific 
Breweries (APB), which has a joint 
venture with Aurangabad Breweries; 
APB holds 76 per cent in the Jv, and 
Heineken holds approximately 42 
per cent in the Singapore-listed APB. 
The deal includes an entitlement for 
APB to increase its stake in 
Aurangabad Breweries to 100 per 
cent by the end-2008. Via this entry, 
Heineken gets hold of local strong 
beer brands like Cannon 10000, 
which are sold in Maharashtra and 
Goa. It also hopes to introduce its 
Southeast Asian brands like Tiger, 
Anchor and Baron's Strong Brew 
in the Indian market. 

Another global brand that's set 
to launch in India is Guinness, from 
the Diageo stable. But that's a dif- 
ferent segment, and at a different 
price point, of Rs 450 per can. “We 
have been completely blown away 
by the demand for Guinness, as it 
has outstripped our expectations," 
says Asif Adil, Managing Director, 
Diageo India. The unique feature is 
the can, which the company claims 
is a technical innovation that has 
been patented. It has a widget (a 
nitrogen ball) in it to enable the 
beer to pour out with the ‘perfect, 
creamy head.’ 

There's clearly a market out 
there for all these offerings. *The 
total beer market in India is 
approximately 8 million hectolitres 
per annum. This translates into a 
per capita consumption of less than 
1.5 litres, whereas in Russia it is 70 
litres and will soon touch 100 litres. 
This is amazing as the latter was 
known to be a vodka market, but 
has seen a dramatic shift. We think 
India, too, will move this way," 
says Jorn P. Jensen, Deputy CEO 
& CFO, Carlsberg A/S. 

SHAMNI PANDE AND DEEPTI 
KHANNA BOSE 
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Crocodile 
Wants to Bite 


Lacoste thinks big in 
India—finally. 


IZE DOES MATTER IN THE SINGLE- 
S brand retailing sphere. After 
Reebok, it's the turn of Lacoste to 
think big in terms of dimensions of 
its stores, ^We have launched our 
largest store in Delhi at South 
Extension that occupies 7,000 sq. 
ft space and has four levels that 
will include a lounge in the base- 
ment," says Vikas Gupta, MD & 
CEO, Lacoste India. Recently, 
Reebok flagged off a global-size 
store in Hyderabad; Bangalore has 
Nautica and Wrangler, which are 
all supposed to be benchmarks in 
terms of space. 

"It's important for certain 
lifestyle brands to offer consumers 
a sense of the global perspective 
and range. Also, it gives out cues 
about how ‘happening’ the brand 
is,” says Gupta. But it’s not just 
about size. Up his sleeve is a plan 
to pump up the volume on mar- 
keting by bringing in some global 
events to the country. The com- 
pany is preparing to celebrate its 
75th anniversary next year. “We 
are trying to take a call on what 
global events can be ushered in 
here as well,” he says. 

To be sure, the company glob- 
ally participates in The New York 
Fashion Week, where the Lacoste 
family and team participate. This 
fashion show is often presented in 
some of its bigger markets, while 
in some others it sponsors its 
team and media to go to the orig- 
inal event. The company claims 
that it needs to spread to be able 
to do that in India. Having com- 
pleted 15 years in India , Sports 
and Leisure Apparel Ltd—the ex- 
clusive licensee for Lacoste India 
that is promoted by the Turner 
Morrison group—is now look- 
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Lacoste’s Gupta: Making it big 


ing to step up its presence by in- 
vesting up to Rs 10 lakh per store. 
The plan is to have up to seven 
more such stores in the next two 
years and 10 such outlets in three 
years. The company already has 
notched up three such flagship 
locations, including the Delhi 
store—making it all of 32 out- 
lets in the country. 

Lacoste doesn’t seem to be in a 
hurry. With reason. Profitable 
growth is clearly the mantra. “We 
do not have a single unprofitable 
store in the country now and we 
have just one annual sale wherein 
we seek to offload clothes that 
would be out-of-season. But we 
have consciously avoided the fre- 
quent sale strategy. Also, our pric- 
ing is perhaps closest to our 
international rates," says Gupta. 
He adds that the stock on local 
shelves is the same as those any- 
where in the world (the pricing, 
too, Is consistent). Increased ex- 
posure of Indian consumers to 
foreign lands coupled with their 
burgeoning purchasing power 
might just help the French mega- 
brand make up for lost time. 

SHAMNI PANDE 
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Gas Pricing 
Demystified 
Simple answers to confounding 


questions about gas pricing. 

ARLY THIS MONTH, THE GOVERN- 
E us approved a gas price for 
Reliance Industries’ (RIL) mega find 
in the KG basin, off the coast of 
Andhra Pradesh. Although this was 
taken in consultation with large 
consumers like power and fertiliser 
sectors, the way in which the energy 
ministry communicated the pricing 
rationale to the general public left 
several aspects of the deal in the 
dark. Subsequently, the pricing fine 
print has been studied hard by sev- 
eral industry experts on behalf of 
some business publications, which 
have hinted at deliberate obfuscation 
of the deal details. That has raised 
several questions, including whether 
RIL has been allowed to flout norms 
and book unreasonable profits. 
Here, BT provides some simple an- 
swers to confounding questions 
about RIL’S gas pricing. 


Fair price: An RIL oil-rig at work 


What does the approved price formula 
signify? Is this the price consumers 
will pay? If not, does it reflect the floor 
price as several media reports suggest? 
The government has set a floor 
price of $2.5 per million British 
thermal units (MMBTU) for all RIL 
consumers. Further, it has approved 
a formula that applies strictly to 
only 12 companies in the power 
and fertiliser business that bid for Ril 
gas two months ago. Since the for- 
mula is capped at $60 per barrel, the 
price is capped at $4.22 per MMBTU. 
For the rest, the formula offers only 
an indicative price. 


If this is not the consumer price for all 
of the gas that RIL produces, what is 
the government approving and why? 

Fundamentally, the formula ap- 
proved by the government will de- 
termine the valuation of ‘rent’ that 
RIL will pay to the government, also 
called profit petroleum (PP), for ex- 
ploiting the latter’s natural resources. 
While the formula yields the price of 
gas, the volume of gas is determined 
by the production sharing contract 
between the contactor (in this case 





RIL) and the government. It is this 
volume share that is a key deter- 
minant in the award of oil and gas 
blocks—the higher the share of- 
fered, the better the chances of win- 
ning. For instance, RIL offered to 
share with the government 10 per 
cent in the initial years and as much 
as 80 per cent in later years. 


If the government is approving its ‘rent’, 
should it not maximise it? Instead, it has 
trimmed it from RIL's proposal of $4.33 
per MMBTU to $4.22 per MMBTU. 
The government has trimmed the 
price, albeit marginally, owing to 
political compulsion. The domi- 
nant gas-starved consumers, fer- 
tiliser and power sectors, are largely 
in the government fold. Hence, 
while a higher price will improve 
the government's take, it will also 
result in a higher subsidy bill in the 
case of the fertiliser sector, or higher 
fuel bill for state power utilities in 
the case of the power sector. Hence, 
it has succumbed to populism and 
not protected the interests of the 
tax payer—after all, if the exche- 
quer’s rent receipts swell, it releases 
head room for the finance minister 
to consider tax cuts. 


Are there precedents for such actions? 
After all, 15 per cent of gas supply in 
the market is from contracts similar to 
that of RIL's production sharing contract 
(PSC) under the New Exploration 
Licensing Policy. 

None. Moreover, in the case of the 
15 per cent supply, gas has been 
auctioned at the highest price in an 
open bidding process. The reason it 
has not happened in the case of RII 
is owing to the substantial volume of 
gas—to begin with, it meets half 
the prevailing deficit and in two 
years, nearly eliminates this gap. 


Why, then, did RIL not undertake an 
open bidding process? Rather, it went in 
for a limited bidding process, which 
was criticised by the govemment. Where 
did RIL go wrong in its strategy? 
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It went about this process like it 
would in any other case involving 
government intervention—estab- 
lish an informal connection with 
the government and sense the tol- 
erance of the system, in the hope 
that it will ensure a good deal in 
quick time. Only that, this time 
around, this precisely was its un- 
doing. Here's why: Petroleum 
Secretary M.S. Srinivasan infor- 
mally offered two pieces of advice to 
the CEO of RIL’s oil and gas divi- 
sion P.M.S. Prasad, for the pro- 
posal to sail through. First, keep 
the price low; second, ensure that 
power and fertiliser units are well 
covered. In keeping with this advice, 
RIL aborted an open bidding process, 
for which it had appointed Crisil as 
a consultant. Crisil had come back 
with a price affordability in the re- 
gion of $3 per MMBTU. Srinivasan 
would have nothing more than in 
the whereabouts of $4 per MMBTU. 
Hence, it put in place filters and 
selected consumers to fit the bill. 
Having restricted the arena, it placed 
before the bidders a restrictive for- 
mula, hence, a near fixed price. 
This again was criticised by the PM’s 
economic advisory council. The 
council, however, was comfortable 
with the final price. However, fact 
remains that the contract allows for 
this prescription as well, so long as 
the transaction is at arm's length. 


What happens if, for the remainder of 
the gas, RIL sells at a price higher 
than the approved $4.22 per MMBTU? 
In such an event, the government 
will compute its profit petroleum at 
the higher price. This, however, 
might attract the attention of the po- 
litical class, if the volumes are large 
and the deviation from $4.22 per 
MMBTU is significant. After all, it 
caught their eye in the first place 
owing to the large volumes and the 
fact that close to 70 per cent of gas 
supply in the market is sold at an 
administered price of $2.5 per 
MMBTU. The producers: state-owned 
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ONGC and Oil India Ltd (Ort). 


Are there precedents of private gas 
producers selling at different prices to 
different consumers? And, if so, how 
does the government compute its share 
in such cases? 

Yes, although the volumes are small 





compared to the RIL find. In the 
case of Panna-Mukta-Tapti fields 
or Ravva fields, the producers have 
resorted to differential pricing. Profit 
petroleum in each case is taken at 
the actual price at which the trans- 
action has been done. 
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At Vestas, we design wind turbines for turbulent mountain In India, we faced a different challenge - designing a 


winds, extreme arctic conditions, dusty deserts, choppy wind turbine for low and medium wind conditions. 


seas and rolling plains. à : xi 
: b pes The result - the V82, a 1650 kW turbine, the most 


As the world leader in wind power, we have designed powerful in the country today. Specifically designed to ‘ 
wind turbines for all kinds of terrains in 60 countries generate maximum power from Indian winds, the V82 
around the world. offers maximum value to customers. 

Vestas Wind Technology India Private Limited 298, Old Mahabalipuram Road, Sholinganallur, Chennai 600 119, India. Tel: + 91 44 2450 5100 


(Wholly owned subsidiary of Vestas Group, Denmark) Fax: + 91 44 2450 5101 E-mail: vestas-india@vestas.com Web: www .vestas.com 
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Vestas backs the V82 with expert advice and 


lifetime service support. 


Just what you would expect from the world leader 


World No. 1 in Wind Power 


Visit us at www.vestas.com 


Regional Off. Tel Nos Ahmedabad: 6543 3728 Bangalore: 4132 0488 Coimbatore: 2216 091 
Hvderabad: 2373 4590 Indore: 98260 79408 Kolkata: 2289 4270 Mumbai: 6597 2960 
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A Budget that 
Balances 


Zero revenue deficit by 
2008-09? It's possible. 


MPROVED PUBLIC FINANCES ALONG 
[with a buoyant economy have 
boosted the prospects of fiscal con- 
solidation in the last few years. The 
consolidated (centre plus states) fis- 
cal deficit declined to 6.2 per cent of 
GDP in 2006-07 from 9.9 per cent of 
GDP in 2001-02. The revenue deficit 
too has been trimmed from 7 per 
cent of GDP to 2 per cent in the 
same period. Fast growing tax rev- 
enues, which track the economy, 
widening of the tax net and the re- 
structuring of the state finances due 
to the implementation of the 
Twelfth Finance Commission rec- 
ommendations all contributed to 
the dramatic improvement. The 
broad indicators show that barring 
unforeseen circumstances we are 
broadly on track. 

However, the numbers some- 
times may not tell the complete 
story. Reducing the revenue or fiscal 
deficit is not enough as there are 
many off-budget items such as the oil 
bonds and the losses to state utilities. 
Together such items total up to 
around 1.5-2.0 per cent of the GDP. 
And as the central government gears 
up for an early election prior to the 
monsoons of 2008, there may be 
other populist pressures building up. 

A recent note by Jp Morgan 
points out to the adverse impact 
that the Sixth Pay Commission 
could have on the fiscal situation. 
The whopping Rs 53,000 crore 
pay-out in the mid-90s as part of the 
earlier Fifth Pay Commission im- 
plementation upset the fiscal situa- 
tion for many years to come from 
which the economy has recovered 
only in recent years. This pay-out 
was to work in tandem with trim- 
ming the government workforce 
and other cuts in expenditure that 
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were never implemented due to in- 
adequate political will. That may 
well be the case this time around as 
well. Added to it is the mad rush for 
businesses to move into special eco- 
nomic zones. Though there has 
been no decisive number that has 
emerged for the likely revenue loss 
from these zones, it is clear that 
there will be some impact. 

These factors may play out neg- 
atively if growth moderates to a 
less hectic pace. The Indian econ- 
omy over the last two financial 
years has grown at close to a blis- 
tering 9 per cent. Any slowdown 
may well reduce the tax revenues as 
well, especially the corporate taxes. 
Add to this the inability of the gov- 
ernment to reduce expenditure sig- 
nificantly and the prospect of slip- 
page does not seem so unlikely. 
"Rigidity vis-à-vis interest payments, 
defense expenditure, and petro- 
leum and fertiliser subsidies have 
rendered government spending 
highly inflexible," observes JP 
Morgan's economist Rajeev Malik. 

So are we on track for a reduc- 
tion of revenue deficit to zero and a 
trimming of fiscal deficit to 3 per 
cent of GDP by end of fiscal 2008- 
09? "We may achieve it or we may 
miss it by half a percentage point," 


Peterson Institute 


for international Economics 


Finance Minister Chidambaram: A delicate balancing act to perform 






says Abheek Barua, chief economist 
with HDFC Bank. He adds, “as long 
as directionally we are correct, a 
minor slippage should not matter." 
And nobody can doubt that we are 
headed in the right direction. 
SHALINI S. DAGAR 


The ESOP 
Uncertainty 


FBT on ESOPs may blunt 
this retention tool. 

HEN FINANCE MINISTER 

P. Chidambaram announced 
that employee stock options (ESOPs) 
given by companies to their em- 
ployees were to be brought under 
the fringe benefit tax (FED), the move 
was stoutly opposed by India Inc. 
To no avail, though. The legisla- 
tion was passed. “Ideally it is a tax 
that should have been collected 
from the employee and not from 
the employer," says Vikas Vasal, 
partner, KPMG, pointing to the im- 
plementation hassles that such a 
levy engenders. 

"The value of the fringe benefit 

will be determined in accordance 
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with a prescribed method, on the 
date of exercise of the option,” 
Chidambaram said in his budget 
speech. Six months on, the Central 
Board of Direct Taxes is still grap- 
pling with guidelines to calculate 
fair market value for listed and un- 
listed companies. So much so that 
last fortnight, the date for payment 
of the advance tax was pushed to 
December 15. Usually the first filing 
date for advance tax is June 15. 

In the interim, companies are 
uncertain about the provisions that 
need to be made for the FBT pay- 
ments or its accounting treatment. 
The smaller companies have been 
particularly hit hard by this addi- 





Rs 300. “These days, Educomp 


trades at about Rs 2,800. What's - 


tional levy as Kiran Karnik, 
President, Nasscom, told BT (see 
Muddle in the Middle on page 136): 
“ESOPS was one of the strategies 
adopted by the smaller players to 
attract and retain talent. With the FBT 
it has become difficult to issue them." 

The problem is not restricted 
to fresh issues by companies. The 
uncertainty is also affecting vesting 
of options granted earlier. D. 
Kurane, HR Head at YES Bank, 
points out that at his bank the first 
vesting for ESOPs granted in 2004 is 
due this October. “We are awaiting 
clarifications regarding computa- 
tion of FBT so that it can be suitably 
incorporated in the ESOP scheme." 


behind the near ten-fold jump in fim 


stock price? Blame it on the boom - 
in education. In the first quarter of | 
2007-08, its revenues jumped 198 ` 
per cent from Rs 9.37 crore to : 
Rs 27.50 crore and PAT 218 per | 
cent to Rs 5.97 crore. In that time, 
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in the IT education and training 


space, has diversified to aviation 


and animation training. Apart from 


these, entities like New Horizons 
India have risen to prominence in 


the recent past. "This is a great 


sector to be in as there has been. 


time now,” says Alok Mittal, 


. Managing Director, Canaan | 


Director, Everonn: *The investor 
confidence is a clear indication of 


` where the sector is headed.” 


PALLAVI SRIVASTAVA 


As most companies intend ro re- 
cover FBT from their employees, they 
are in a quandary. “This is especially 
so in cases where employees are leav- 
ing and their full and final settlement 
has to be done,” says Amitabh Singh, 
partner, Ernst & Young. An added 
problem is with regard to the possible 
double taxation of globally mobile 
workforce that moves between India 
and other countries. Most countries 
levy the tax on ESOPs of the employees 
and not the employer as is the case 
with India. “There is no correspon- 
ding foreign tax credit relief possi- 
ble in case of ESOPS," says KPMG's 
Vasal. This might well make coming 
to India unattractive for expatriates. 

With the messy implementation 
of the FBT it is one more issue to fret 
over at a time when talent is scarce 
and growth is breathtaking. 

SHALINI S. DAGAR 
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not Stirred 


How does one measure 
radio listnership? Not easily. 


F DEBATE IS WHAT THE MARKET 

Research Users Council (MRUC) 
was looking at when it released its 
report finding holes in the Diary- 
based method, then it seems to be in 
for a surprise as many radio stake 
holders continue to stick to their 
set of respective beliefs. In a pilot 
study conducted in Mumbai to 
check the efficiency of the Diary 
system and the electronic system 
using day-after-recall (DAR), MRUC 
took a sample size of 1,270 re- 
spondents, both male and female, in 
the age group of 20-39 years. 
Overall it did coincidental checks 
in two parts: those found listening 
radio and those not found listen- 
ing radio. It found that 85 per cent 
of the respondents misreporting re- 
sults or wrongly recording their 
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Ph. 9829017629 JAMMU: Kundan Lal 4 Sons, Shakti Nagar, Ph. 2581366 KANNUR: KPK Agencies, Thana, Ph. 2701865 KOLHAPUR: Chandwani Ceramics, 250/B, 52. Nagala Park, PI 
2680111/222 KOLKATA: Designer Homes Pvt. Ltd., Elgin Road (Opposite Forum), Ph. 24862505 LUCKNOW: Jai Mata Di Distributors, Shivaji Marg, Hewitt Road, Ph 15027430 LUDHIANA: 
The AKC Store (Bath Collections), CIMI Lines, Ph, 2300064/65 MUMBAI: indian Ceramic Centre, Fort, Ph. 22654487 * Jay Bee Marbles, Sector-23, Turbhe, Ph. 27830870/3285 * Kohetoor Store 
& Tie, Dadar East Mumbai, Ph. 24145990 La Cera Malls, MG Road, Kandival West, Ph. 28605132/33/34 e Oceanic Arts And Tiles, Next To Gandhi Nagar Tel. Exchange. Powa Ph. 22909403 e 
Paradise Ceramic India Pvt. Lid., Kandivall West, Ph. 28022802 e Sejal Encasa, S.V. Road, Kandi West. Tet 28665100 NOIDA: HOME TOWN, The Great india Place, Sector 38A, Ph. 402750 
SURAT: Ceramica Plus, Raihans Towers, Ring Road, Pn. 99090-36045 THANE: Ceramic Studio, Near Teen Petrol Pump, Ph. 25392277 THRISSUR: Modem Sanitary, Chettupuzha Building 
Kurupam Road, Ph 2442507 TRIVANDRUM: Modern Agencies, Sasthamangalam, Ph. 3018245 (5 lines) UDAIPUR: Shade 'N' Shelter, 3-C-58 Sardarpura, Ph. 0294-2414567 VADODARA: The 
Bath World, Glacier Complex, Jetalour Road, Ph. 2327076 The Bath Lounge: Cosmos Towers. OPP Pashabhai Park. Race Course Circle. Ph. 9879105828 





results. The report admits that the 
Diary method reports higher listen- 
ership across time bands, but at the 
cost of accuracy. The DAR method- 
ology, though not entirely accurate, 
scores significantly in capturing 
accurate listenership behaviour. 

For its part, Radio Audience 
Measurement—a division of TAM 
Media Research and a joint service 
between IMRB International and 
Nielsen Media Research, which uses 
the Diary system—sticks to the 
advantages of its methodology. *The 
content creators can take the help of 
continuous data to not just profile au- 
diences, but also track their behaviour 
by slot programmes/ songs/contest 
and also check for the effectiveness of 
re-runs thereby manage inventory 
very well," it said in response to BT’s 
query. According to it, these are the 
practical reasons why even today 
most markets worldwide Diary rules 
over DAR methodology. 

Meanwhile, the industry con- 
tinues to stick by its set of stated be- 
liefs. “If over 90 per cent of the 
countries across the world use the 
Diary method with the balance 
using the electronic system, then I 
see no reason why we should re- 
consider the Diary system," says 
Apurva Purohit, CEO, Radio City. 

A long time challenger of the 
Diary system, Prashant Panday, 
deputy CEO of Entertainment 
Network India, (read: Radio Mirchi) 
feels that it’s foolish for the country 
to lapse back to a dated methodol- 
ogy. “It’s an old technology and 
most countries that use the Diary 
method are now beginning to shift 
to the electronic system of meas- 
urement,” he says. 

But there are also others who 
think it’s good to have a debate on 
the issue. “It’s a case of the pot call- 
ing the kettle black. I do support the 
Diary system, but I think it needs 
debate and we also need a dialogue 
on pricing issues,” says Anil Srivatsa, 
coo, Radio Today. 

SHAMNI PANDE 
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Banishment 


Why Reliance Retail will be 
back in Uttar Pradesh. 


T'S A PECULIAR POLITICAL TIGHTROPE 
| ris Mayawati's government in 
Uttar Pradesh is walking. Despite 
the state farmers protesting against 
closure of Reliance Retail stores in 
UP, the local government has bowed 
to pressures from middlemen in the 
retail trade and ordered the com- 
pany to shut its 23 (15 in NCR) 
stores across the state. If Chief 
Minister Mayawati is turning away 
investment, employment and bene- 
fits to consumers, it's probably be- 
cause she doesn't want her political 
rival, the Samajwadi Party, whose 
member of Parliament Banwari Lal 
Kanchan is leading the protest 
against Reliance Retail as National 
President of Rahstriya Vyapar 
Mandal to capitalise on the anti-re- 
tail sentiment and, hence, the votes. 

Meanwhile, Reliance Retail has 
decided not to take it lying down. 
While it has kowtowed to the gov- 
ernment's diktat, it has also sought to 
turn the popular sentiment against 
the government by letting go some 
235 contractual employees employed 
by its franchisees. Where is the tussle 
between the state and Reliance 
headed? In the short run, to a stale- 
mate. As per the state's initial or- 
der, Reliance's stores were to re- 
main closed between August 23 and 
October 23. Simultaneously, 
Mayawati had set up a committee 
headed by her Cabinet Secretary 
Shashank Shankar Singh to study 
the feasibility of allowing organised 
retail in the state. The committee 
was to examine issues related to law 
and order, hygiene, licensing and 
location of the stores across the state. 

The five-member committee was 
supposed to submit its report by 
September-end, after which the gov- 
ernment was to take a final deci- 
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Retail woes: Reliance store vandalised 


sion on the issue. On its part, 
Reliance Retail is hopeful of re- 
opening the outlets before the end of 
October. “Exiting the state is not 
an option as it will trigger a chain re- 
action. If we exit Uttar Pradesh, we 
might be asked to leave other states 
too," says a company official. 
Apparently, it has not stopped its 
procurement operations at the var- 
ious collection centres in the state, 
since it buys here for its stores in 
other states as well. 

Reliance has good reason to dig 
in its heels. It claims to have in- 
vested nearly Rs 4,000 crore in the 
state, which is also India's biggest by 
land mass. *We are ready to roll out 
another 44 stores in the state and af- 
ter the issue gets sorted out we 
might do a multiple opening of 
stores as the backend infrastruc- 
ture is already in place," says the 
Reliance Retail official. 

There's another reason why 
Reliance can't pull out of ur. Its 
stores have been under attack in 
others part of the country as well, in- 
cluding Ranchi, Indore, Kolkata and 
Bhubaneswar. In most of these lo- 
cations—except Bhubaneswar, where 
the attacks were recent—Reliance 
has been able to go back to normal 
functioning, If it were to give into op- 
ponents, it would mean having to 
kiss goodbye to its ambitious retail 
plans. And that's a thought, its safe 
to assume, Chairman Mukesh 
Ambani isn't even toying with. 

PALLAVI SRIVASTAVA 
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Crime 
Busters 


A UK firm focussing on 
corporate fraud enters India. 


NDIAN BUSINESSES THAT ARE PRONE 
L. security threats and fraud now 
have a tool to draw up anti-fraud 
policies, courtesy Perpetuity 
Research and Consultancy 
International. The UK-based 
company, which interestingly is a - 


Perpetuity's Chowdhury: Fraud check 


spin-off from the University of 
Leicester and is run by professors 
and research scholars in the crimi- 
nology department, has entered 
India. “We will primarily fill the re- 
search gaps in this area, focussing on 
fraudsters and their views of 
offences—why they did it, how they 
did so, their attitudes to various risk 
factors and the supposed impedi- 
ments; this will provide new insights 
and provide a foundation on which 
anti-fraud policies can be planned," 
says Dr Partha Das Chowdhury, 
CEO of Perpetuity's Indian arm, who 
is also from the same university. 
The five-year-old $20 million 
firm (Rs 80 crore), whose clientele 
includes the uk Home Office, UK 
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Prison Services, UK Police Services, 
Crime Reduction Authority as well 
as banks like HSBC, Barclays and 
Lloyds, has other plans too for 
India. It is already in talks with air- 
port authorities, port authorities, 
the police, various government or- 
gans, banks, oil companies and large 
steel companies to provide its busi- 
ness and technology solutions. These 
solutions are tailored to meet the 
specific needs of the industries they 
serve and are delivered through 
global, industry-focussed lines 
of business. 

Says Das Chowdhury: *We offer 
a comprehensive service that can 
cover physical and electronic 
measures, security personnel and 
management processes, tailored to 
client's needs. We can evaluate re- 
quirements, analyse risks and ad- 
vise on evidence-based solutions, 
leading to a more secure and sus- 
tainable environment-friendly and 
profitable company." 

‘Staff Dishonesty’ and ‘Identity 
Theft’ are the other areas Perpetuity 
will focus on in India, both areas in 
which organisations lose billions of 
dollars. Says the Perpetuity CEO: 
“When it comes to staff dishonesty, 
the scene in India, with its booming 
economy, is no different from the 
advanced world.” Incidentally, 
Perpetuity recently did a study on 
this along with Protiviti, a leading 
independent provider of business 
and technology risk and internal 
consulting services. And the study 
suggests that such fraud costs the 
British economy over £14 billion 
annually, Offenders exploit oppor- 
tunities in the corporate structure; 
advances in technology facilitate 
some frauds and make them easier 
to conduct and more difficult to 
detect. Therefore, Perpetuity’s 
Indian arm will conduct similar 
studies here as an ongoing process, 
adds Das Chowdhury. 

The British firm will eventually 
provide support services to a wide 
range of crime and disorder 


agencies, tackling problems of crime, 
fear of crime, substance misuse and 
anti-social behaviour. “By auditing 
crime and disorder problems, we 
can provide clients with a sound 
evidence base from which to plan 
and encourage investment. We can 
assist in identifying new ways of 
ensuring that the communities and 
individuals, including those affected 
by crime, are engaged and empow- 
ered in the community safety 
agenda,” says Das Chowdhury. 
RITWIK MUKHERJEE 





Raja of 
Re-invention 


Sapient’s interactive media 
business is an unlikely hero. 


HEN SAPIENT, THE US-BASED IT 

X solutions company, first set 
up its India centre back in 2000, 
during the height of the dotcom 
boom, it flew down a team of 40 
expats to manage its operations as it 
struggled to find enough people in 
à buoyant market. Seven years on 
the company, which has been 
through a gamut of re-inventions, 
ranging from pioneering the ‘fixed 
price’ concept, to profiting from 
the internet boom, to morphing 
into the world’s #1 e-commerce 
player, is now looking at India as 
much more than an IT back office, 
as it seeks to step up hiring people 
for its interactive media business. 
Sapient inherited this business with 
the acquisition of the Planning 
Group back in 2005. “We were 
one of the earliest players to have a 
sizeable presence in India, and we've 
grown that to 3,000 people, cover- 
ing our entire gamut of activities,” 
says Alan Herrick, CEO of Sapient. 
Two years after it ventured into 
the interactive media (a move that 
analysts attacked unsparingly at the 
time), this business unit already ac- 
counts for 40 per cent of Sapient’s 
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revenues and is on the way up. 
"This business offers us the oppor- 
tunity to increase our margins and 
profitability, since there is relatively 
lower cost involved," says Herrick. 
"The market for online and mo- 
bile-driven advertising could be as 
large as IT services and consulting." 
He estimates that many of his clients 
spend around 3-4 per cent of their 
revenues on interactive channels, 
and expects this number to at least 
double in the next couple of years as 
companies realise the business ben- 
efit of going online—and, in many 
countries, onto the mobile phone. 
Aside from a raft of advertising 
services related to web design and 


Sector-based Standards 


The ICAI mulls industry-specific accounting norms. 


O DIFFERENT INDUSTRIES NEED 
D their own sets of accounting 
standards? The Institute of 
Chartered Accountants of India 
(ICAI) feels so, and is planning to 
bring industry-specific account- 
ing standards into India. R.K. 
Agrawal, Director, Ernst & Young 
and a member of the ICAI, ex- 
plains why: *The need for indus- 
try-specific accounting standards 
is not only felt in India, but all 
across the world. Existing ac- 
counting standards set out broad 
principles of recognition, meas- 
urement and disclosures. But very 
often these principles, on their 
own, are not enough for applica- 
tion in specialised industries. This 
results in various accounting prac- 
tices on a particular industry-re- 
lated issue. Take, for instance, 
the telecom industry, where there 
are different practices on how to 
account for activation income 
and activation cost." Real estate, 
telecom, mining, oil and gas, agri- 
culture, technology, and pharma 
are industries where the need for 
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industry-specific accounting stan- 
dards is foremost, adds Agrawal. 
An ICAI spokesperson agrees 
that the process will be time-con- 
suming. Particularly when the in- 
stitute has its hands full “con- 
verging” with the International 
Financial Reporting Standards 
(IFRS). IFRS are accounting stan- 
dards and interpretations adopted 
by the International Accounting 
Standards Board. Yet, the ICAI 
will need to get a move on with 
its plans for industry-specific stan- 
dards, as chief financial officers 
(CFOs) across industry have been 
in favour of such standards, and 
expect major benefits from this 
move. “There will be clarity in 
accounting. Clarity will also result 
in appropriate planning, fore- 
casting and budgeting as far as 
the company is concerned. There 
will be consistency in accounting. 
Once there is guidance, everyone 
will be doing it the same way. 
Accounting discretion will, there- 
fore, be reduced,” adds Agrawal. 
RITWIK MUKHERJEE 
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Sapient team: Interactive media a hit 


the development of micro-sites, 
Sapient helps its clients track the 
progress of its online initiatives with 
its own tools and then helps them 
tweak their advertising strategy 
based on these numbers. 

While Herrick contends that 
analysts were slow on the draw in 
understanding the value of the in- 
teractive media business, Sapient's 
bigger worries may come in its 
legacy business, where much larger 
players such as IBM and Accenture 
are investing heavily in not just 
expanding their presence in higher- 
value consulting, but ramping up in 
India too. “The consulting busi- 
ness is very fragmented with the 
largest player owning just a 10.5 
per cent market share. We've got 
well-established customers and con- 
tracts to compete successfully in 
this market," says Herrick. Mean- 
while, he reckons that despite the 
growth of Indian companies in this 
space, it continues to be large 
multinationals that Sapient com- 
petes with most often in these high- 
value deals. “Our larger competi- 
tors may have over 50,000 peo- 
ple here. But most of them are in 
BPO and low-end maintenance 
roles," he claims. While India isn't 
an isolated development outpost 
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10% Ethanol 


Honda Cars are E-10 ready 





IMA 
Energy-saving Hybrid System 





FCX 
Emission-free Fuel Cell Technology 


Ever since the first Honda car rolled on 
the Indian roads 10 years ago, nature 
has been its constant companion. With 
low-emission, fuel-efficient engines and 
cars that are E-10 ready, Honda has 
played an active role in environment 
protection in the country. 
Globally too, Honda has developed 
advanced technologies such as the IMA 
Hybrid and the revolutionary, 
zero-emission FCX. Honda on 
it's 10th anniversary commits itself to a 
greener tomorrow. 
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NORTH: DELHI - Courtesy Honda, Okhla: 39870600; Prime Honda, Patparganj: 42141414-8; Ring Road Honda, CP: 43080000, Motinagar: 42597000, 
Peeragarhi: 25483900; Southend Honda, Badarpur: 40621212, Greenpark: 26536476/96; FARIDABAD - Classic Honda: 0129-4097007: 
GHAZIABAD - Prime Honda: 0120-4374141-5; GURGAON - Ring Road Honda: 0124-4077000, 4688000; NOIDA: Ace Honda: 0120-4000400: 
AMRITSAR - Prestige Honda: 0183-3067777; CHANDIGARH - Harmony Honda: 0172-5022222; Prestige Honda: 0172-3067777; JALANDHAR - Prestige 
Honda: 0181-3067777; LUDHIANA - Horizon Honda: 9878004500; Prestige Honda: 9915377777; PATIALA - Prestige Honda: 0175-3067777; KARNAL - 
Prestige Honda: 0184-3067777; AGRA - Heritage Honda: 0562-2641560; KANPUR - Pushp Honda: 0512-2540018; LUCKNOW - Fortune Honda: 0522- 
2200701; DEHRADUN - Divine Honda: 0135-2645001-04; JAIPUR - Pink City Honda: 0141-3106807-08; WEST: MUMBAI - Arya Honda, Worli: 66539999; 
Hallmark Honda, Navi Mumbai: 9819672330; Ichibaan Honda, Andheri(W): 26744350; Chembur: 25202212-16: Kalina: 26546000: Lower Parel(W): 24910102: 
Linkway Honda, Andheri(E) 9819293334; Goregaon(E) 9223547100 PUNE - Deccan Honda: 9850771223; AURANGABAD - Deccan พ ่ อ ท ศ์ ณ์ 
9373344302; KOLHAPUR - Riverside Honda: 2669494:.NAGPUR Rushabh Honda:9422755223: NASHIK - Rushabh Honda: 0253-2388100/200/300 
GOA - Coastal Honda: 9823298505; AHMEDABAD - Landmark Honda: 9879616733; SURAT - Landmark Honda: 9825824999: RAJKOT - Landmark 
Honda: 9825045801; VADODARA - Kamdhenu Honda: 9227151122/33; BHOPAL - Abhikaran Honda: 9893698883: INDORE - Abhikaran Honda: 
9893041888; RAIPUR - Shubh Honda: 9993574000; SOUTH: CHENNAI - Capital Honda, Airport GST Road: 9940460001: Sundaram Honda, Mount Road 
9940100135; COIMBATORE - Sundaram Honda: 2449303; MADURAI - Sundaram Honda: 2343458; BANGALORE - Dakshin Honda. Hosur Road 
9880421212; Lavelle Road: 22969811; Whitefield Honda, Whitefield Road: 9845008060; Cantonment Station Road: 25553367-68: MANGALORE - Peninsular 
Honda: 9243309999: SECUNDERABAD - Sundaram Honda: 9849661500; VIJAYWADA - Sundaram Honda: 9849725556: VIZAG - Sundaram Honda: 
9849120325; CALICUT - Peninsular Honda: 9895399000; COCHIN - Peninsular Honda: 9895199000; TRIVANDRUM - Peninsular Honda: 9895299000: 
EAST: KOLKATA - Imperial Honda: 033-22896801-04, Windsor Honda: 033-25250929-31; BHUBANESWAR - Highway Honda: 0674-2463522-23 
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for Sapient, the real action may 
happen when the company begins 
to target the local market. “We've 
historically focussed on large, 
Fortune 100 companies, (but) the 
mobile explosion in India is hard to 
ignore," Herrick admits. 
India just could be at the heart of 
Sapient's next re-invention. 
RAHUL SACHITANAND 





Chasing the 


Dragon 


India could still make it in 
manufacturing offshoring. 


ERE IS A RAY OF HOPE FOR ALL 

those who think that India has 
lost the manufacturing race to its 
neighbour, China. A recently-re- 
leased survey by consulting and out- 
sourcing giant Capgemini reveals 
that India could challenge the posi- 
tion of China as the manufactur- 
ing centre of the world in the next 
three to five years. The survey was 
conducted by Capgemini and 
ProLogis, a global industrial real 
estate player, across 331 compa- 
nies from various sectors like auto- 
motive, energy, life sciences, tele- 
com, and retail. “Companies have 
indicated that manufacturing activ- 
ities will be the primary activity 
offshored to India over the next 
three to five years, which will sur- 
pass India's IT and BPO activities," 
reads the report. Considering that 
India's software exports touched 
$31.4 billion in FY2006-07, that 
seems fantastic. 

The reason for this opportunity 
lies more in China's problems in 
the manufacturing space than in 
India’s strengths. Like Ashwin Yardi, 
Vice President at Capgemini India, 
says: “The manufacturing activity of 
China is clustered around the coun- 
try's coastal region. Costs are 


f 


drastically increasing here. Wages in 
this area are in the range of $250 
and $350 per month. In some parts 
of the Philippines, Indonesia and 
Thailand, for similar skill sets they 
are in the region of $100 to $200," 
says Yardi. Therein lies the oppor- 
tunity in India which can offer com- 
petitive rates, says Yardi. Before 
you start dancing in the isles, here is 
a sobering fact—over 43 per cent of 
the companies that offshored man- 
ufacturing activities to India have 
not achieved their “initial 
objectives". The reason: The ab- 
sence of manufacturing and supply 
chain infrastructure. 

Overall, 83 per cent of compa- 
nies that offshored activities (in- 
cluding IT, manufacturing, finance 
and R&D) to China have achieved or 
outperformed their expected bene- 
fits, as compared to 69 per cent in 
India. But split that down individual 
sectors and the scenario changes 
sharply. “Companies that offshored 
R&D, finance, customer service and 
IT recorded greater success levels 
in India. Eighty-trwo per cent of 
companies that offshored R&D to 
India said that they have achieved or 
outperformed their initial objec- 
tives,” says Yardi. 

Contrary to popular perception, 
not every job sent to India or China 


Sonalika's Rhino plant in Himachal Pradesh: Indian edge in manufacturing 





is a job lost. Overall, the closure 
rates of western facilities due to 
offshoring to India and China is 
about 10 per cent. Again, things 
varied according to the activity off- 
shored. Some 32 per cent of com- 
panies shut western facilities when 
they offshored manufacturing 
facilities to China, whereas the 
corresponding number for India 
was 16 per cent. On the other 
hand, western companies that off- 
shored activities like finance and 
R&D to China closed less than 8 per 
cent of existing facilities whereas 
operations in India were considered 
as additional resources. Chew on 
that, Lou Dobbs. 

T.V. MAHALINGAM 


EMM RESP H T a ae 
Finite ` 
Possibilities 
Infinite Computer may be on 
the radar of MNCs at the gate. 


TARTED FROM THE DEBRIS OF THE 

dotcom meltdown six years ago, 
Bangalore-based Infinite Computer 
has become perhaps the fastest com- 
pany to log revenues of $100 mil- 
lion in the fast-growing Indian IT in- 
dustry. But after growing 100 per 
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Statement to Shareholders 
at the 14^ Annual General Meeting of 


Oil and Natural Gas Corporation Ltd. 
by Shri R.S. Sharma, 
Chairman & Managing Director 


Dear Shareholders 


On behalf of the Board of Directors of ONGC, it is 
my pleasure to greet you all and extend a very 
warm welcome at the 14th Annual General 
Meeting of your Company. | appreciate you 
spared your valuable time to be with us on this 
significant occasion. The Annual Report for the 
Financial Year ending 31st March 2007, along 
with the Directors report, Audited Annual 
Accounts and Auditors Report are with you for 
some time, and | assume to take them as read. 
Your Company continues to register 
commendable success and excellence in all 
facets of its activities. Before | take up company's 
performance during last fiscal, let me touch upon 
industry scenario and the emerging dynamics so 
that there is a better appreciation of the 
performance and strategic pursuits of your 
Company. 

industry Scenario 

As you know your Company Is in energy business 
a business crucial to support economic activities 
for improving the quality of life. However, 
historically, this business is characterized by 
complexities. Some of the complexities like shift 
in energy demand-supply axis, energy security 
concerns, geo-politics, growing competition to 
establish control over energy resources, shortage 
of skilled manpower, spiraling cost of services, 
regulatory frameworks and taxation policies have 
put energy on high premium in recent times, As 
we realize, this is the era of high oll and gas prices. 
Average crude oil price during 2006 was over 
USD 65 per barrel almost 20% above the 2005 
average. Oil prices peaked above USD 78 per 
barrel last year. After a dip below USD 60 per 
barrel, the prices have again moved up steadily - 
crossing even USD 80 per barrel momentarily last 
week. Volatility in oil prices is expected to remain. 
Accordingly reliable energy supply, at affordable 
cost, would remain as the first agenda for the 
Energy Strategists against the backdrop that 
energy demand is accelerating with robust 
economic growth, particularly in developing 
countries like India and China. 

The Priorities 


Under such a scenario, the companies in energy 
sector are looking for innovative solutions to meet 
booming energy demand. Improving on reserves 
replacement through exploration successes 
remains the first priority for the upstream oll & 
gas companies. Production enhancement, 
arresting decline in mature fields, improving 
recovery factor and expeditious development of 
discovered fields are the other priorities. At the 
same time, there are structured Initiatives by the 
energy companies to develop unconventional and 


You may recall, during the last year's AGM, while 
prioritizing growth perspectives for your 
Company, we maintained that Exploration & 
Production (E&P) of hydrocarbon would continue 


to be our core activity. Locating new oil and gas 
assets and expeditious development of 
discovered assets were assigned rank one in the 
list of operational priorities. It is my pleasure to 
inform you that focused thrust on technology 
driven intensive exploration has started yielding 
encouraging results on these focus areas. 
Exploration successes 

The fiscal 2006-07 was a year of exploration 
successes as your Company made twenty two 
(22) Hydrocarbon discoveries, out of which nine 
were from new prospects. Further, nine 
significant new discoveries have been made till 
date duríng the current fiscal 2007-08. Accretion 
of 169.52 million metric tonnes (MMT) of Oil and 
Oil Equivalent Gas (0 + 066) of Initial in-place 
(IP) reserves in 2006-07 is the highest during the 
last decade, Your Company, having the distinction 
of discovering 6 out of 7 producing basins of 
India, made yet another landmark achievement by 
opening up the Ultra-deepwater prospect in the 
east coast of Andhra Pradesh. The well UD-1, 
drilled last year at a water depth of 2,841 meters in 
KG-DWN-98/2 Block has proved presence of gas 
in significant quantities for which the volume of 
reserves and commercial viability are likely to be 
established in due course. Exploration, appraisal 
and development activities in the ultra-deepwater 
areas are envisaged to further enhance the 
production profiles. Your Company is firming up 
an appraisa! plan for integrated development of 
the discoveries in shallow to deepwater 
(northern) part of the KG-DW-98/2 block along 
with other fields in adjoining nomination acreages 
which is projected to yield 12-15 million cubic 
meters per day gas by 2012-13. 

NELP-VI 


Maintaining the existing dominance in the E&P 
sector in the country, your Company has been 
awarded the highest number of blocks under 
NELP-VI (New Exploration Licensing Policy) l.e., 
24 out of 52 blocks awarded by the Government 
of India. Cumulatively, your Company has been 
awarded 85 blocks (more than half), out of 162 
blocks awarded so far in the six NELP bidding 
rounds. 

Excellence Accelerated 

Besides exploration successes, achievements in 
other areas are also remarkable. vor opel 
under review, your Company registered an 
increase of 3.2% in Oil and Oil Equivalent Gas 
(0-- OEG) production with 6.7% increase in crude 
oll production. Marginal fields, which were 
brought to the stream during current fiscal, 
contributed about 2% of the crude oil production. 
Considering production of ONGC Videsh Limited 
(OVL) and Joint Ventures, the total production of 
ONGC Group was 60.80 MMT (0--OEG), 5.8% 
more than the previous year The Reserve 
Replacement Ratio (RRR), which is the ratio of 
new reserves added to the total production, 
has been at a very heaithy 1.35. During the fiscal 
2006-07, your Company registered highest-ever 


Turnover of Rs. 59,058 Crore. The Company 
continues to maintain the unique distinction in the 
Indian Corporate Sector of having the highest Net 
Worth (Rs. 61,410 Crore) and earning the highest 
Net Profit (Rs. 15,643 Crore), despite allowing 
subsidy sharing discounts to the 
tune of Rs. 17,024 Crore to PSU Oil Marketing 
Companies (OMCs) in the price of Crude Oil, POS 
Kerosene and Domestic LPG. It goes to the credit 
of well established accounting systems and 
procedures that your Company achieved the 
distinction of getting "NIL' comments from 
Statutory Auditors as well as C&AG Audit for the 
Financial Year 2006-07. 

Plan Expenditure 

Plan Expenditure, of Rs. 13,305 Crore, by your 
Company, during the year, was also tha highest- 
ever. During the X Plan period (2002-07) your 
Company made Plan investments of Rs. 48,323 
Crore out of which 93.5% was on core activities 
Le. E&P and balance 6.5% was on integration 
projects, which includes acquisition of MRPL. 
Dividend 

You may recall that your Company had paid an 
Interim Dividend of Rs. 18 per share (180%) in 
December 2008, and after your approval, in this 
AGM, the final dividend of Rs.13 per share (130%) 
shall be paid in the next few days; making 
aggregate dividend of Rs. 31 per share (310%) on 
the expanded capital (post bonus), for the fiscal 
2006-07 aggregating to Rs. 6,631 Crore. The 
dividend payout would thus be the highest-ever in 
the Company's history and also possibly highest- 
ever amongst all Indian Corporates, Public or 
Private. 

Subsidiaries; Supplementing growth 
Subsidiaries of your Company ONGC Videsh 
Limited (OVL) and Mangalore Refinery & 
Petrochemicals Limited (MRPL), also registered 
excellent performance during the year. 

OVL sourced 7.95 Million Metric Tonnes (MMT) of 
equity Oil & Oll Equivalent Gas (0--OEG), the 
highest-ever, 25% more than the previous fiscal 
and recorded the highest-ever Gross Income at 
Rs. 11,901 Crore and Profits at Rs. 1,663 Crore 
with a growth of 46% and 85%, respectively. 
MRPL achieved new heights in terms of Capacity 
Utilization, Turnover and Profits. it achieved 
highest-ever capacity utilization of 129% with 
crude throughput of 12.54 Million Metric Tonne 
(MMT), 3% more than the last year, and achieved 
highest-ever Turnover of Rs. 32,377 Crore (up by 
15%), with net profit of Rs. 525.52 Crore (up by 


41%). MRPL results were approved In its AGM 


heid on 14th September'07 and the company has 
declared a dividend of 8%. Further, MRPL has 
been conferred the “Mini Ratna” (Category-1) 
Company status by the Government of India. 
Global Recognitions 

You may be delighted to know that your Company 
has been ranked as the Numero Uno Oil & Gas 
Exploration & Production (E&P) Company In Asia 


Saas 


as per the ‘Platts 250 Global Energy Compan 


from India to feature in the Fortune magazine s 
of the World's Most Admired Companies 
Further, it climbed to 369th rank (from 402nd 
last year) in Fortune Global 500 list for the 
2006 based on Revenues. In terms of Profits, yo ` 
Company maintains its top rank from India, wi 
overall global ranking of 121 st (July 2007). 

Our strategic pursuits emanate from the priorit 
which | deliberated earlier and the strategic go: 
which we formulated in 2001 i.&. doubling t 
reserves, improving recovery factor to 40% ar 
sourcing 20 MMT of equity oil and gas by 2020" 
continue to be in focus and | am happy to shaw 
that your Company is on the right course " 


matured fields. 12 IOR/ EOR projects have bee: 
completed and 6 projects are under variou 
stages of implementation. 

Discovery to Stream 

Your Company has taken structured initiatives t 
egisse ir ipea red gedit 
on stream and has established strategi 


basin, where your company has made 
hydrocarbon discovery 


last year. 
Marginal fields 
Out of 165 marginal fields, 63 marginal fiel 
already been monetized and 71 more fields are 
the process of monetization. By the end of XI Pian 
your Company envisages to monetize more thaw 
90% of the marginal field reserves. 
Unconventional Energy Sources 
Your Company has taken structured initiatives for 
tapping new energy resources like Coal Bed: 
Methane (CBM), Underground Coal Gasification 


Overseas Joint Ventures 


OMEL @MESL 


Subsidiaries 





ajiv Gandhi Urja Bhawan 

ialily Gandhi Urja Bhawan” for which Hon'ble 
Minister laid tha foundation stone on 20th 

gust 2007 at New Delhi, in the august 

re ce of Hon'ble Chairperson of the United 

raire Alliance (UPA) Ms Sonia Gandhi, is 

ur hes towards providing enabling 


in core areas of its activities. 


2” 1100100 


echnology solution providers like 
Schlumberger, Baker Hughes, Halliburton, TGT, 
3 and CGG. 


| Technology 
our company has successfully leveraged 


dealings. You may be happy to note that in most 
countries, where OVL is operating, your 
Company is perceived as the “Partner In 
Progress". OVL currently participates in 26 
E&P projects in 15 countries and is operator in 
10 projects and Joint Operator in 2 projects In 9 
countries. OVUs share in production of oll and 
oll-equivaient gas (0-- OEG) together with its 
wholly-owned subsidiaries increased to 7.95 
MMT, up 25%. 

Value-chain integration 

Value-chain integration projects, which your 
Company is pursuing in the areas of Refining, 
Petrochemicals, LNG, SEZs, Power, etc., are on 


and once completed, would provide 
for integrated growth of your 


XI Plan outlay 

XI Plan outlay for your Company has been 
worked out to be Rs. 75,984 Crore against plan 
expenditure of Rs. 48,323 Crore during X Plan. 


Your company has a well laid out, clearly 
defined CSR Policy and is playing an important 
role in strengthening the fabrics of the society 
through promoting Education, Heath care, 
Entrepreneurship in the Community and 

support Water Management and Disaster 
RM hi the co ‘Project Saraswati’ and 
ONGCpura are the landmark initiatives by your 
Company towards CSR. 


Sports 


ONGCians created history at Asian Games, 


Domestic Joint Ventures 


erPc Of 


ONGC TER) Beret Limited 


ONDC- Tree Powe Company P) is 


Doha by contributing 8 out of total 10 Gold 
medals that the Indian Contingent won. Your 
Company sponsored the international football 
tournament “ONGC-Nehru Cup 2007", which 
was inaugurated by H.E the President of India 
on 17th August 2007. India went on to defeat 
Syria by 1-0 to win the Cup marking a proud 
moment for Indian sports. ONGCian, Ms. 
Koneru Humpy, achieved the Super Grand 
Master Status Level, only the second gir! in the 
world history of Chess to attain this level. Mr. 
Chetan B Anand, an employee of your 
Company, received the coveted Arjuna Award 
for outstanding achievements in Badminton. 
The ONGCians 

You will agree with me that the ONGC's 
success story has been scripted by the 
dedicated employees, the ONGCians, who 
have been toiling hard in challenging 
environments to ensure prosperity for the 
organization and the country. Your 
encouragement has always motivated them 
and | am sure it will continue to do so in the 
future as well. 
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Your continued support and unstinted 
confidence inspires us in all our endeavours for 
excellence and, on behalf of the Board of 
Directors of your Company, | wish to convey 
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shareholders, Ministry of Petroleum & Natural 
Gas, Government of India has always provided 
us guidance and encouragement in all our 
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Government of india, the State Governments 
and all other concerned Authorities and 
Agencies. We also place on record our 
appreciation to ail the authorities in various 
countries who perceive us as their partner in 
progress and lastly to the dedicated employees 
of your Company. 


Thank you, 
Jai Hind. 
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Joint Venture of ONGC and Mittal Steal has made big 
inroads in the petroleum province o! Nigeria, the biggest 
African producer of crude. Pic shows R S Sharma (left) 


with Lakshmi Mittal (right) and Aditya Mittal (centre) 


A model of upcoming Rajiv Gandhi Una Bhawan in Delhi, 
being set up by ONGC for holistic research in Alternate 


Energy sources. 


ONGC CMD RS. Sharma explains about an exhibit 


to the Prime Minister of India. 
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integrity Pact in its procurement practices. The picture 
captures a meeting with transparency International, India 
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cent every year since inception (and 
being profitable too), the company 
is now preparing to face the chal- 
lenges of a fast-consolidating market 
head-on. For starters, it has laid 
out plans to become a $300-mil- 
lion company by 2010-11 and will 
focus on the telecom market as its 
main revenue earner. 
Encouragingly, Infinite has de- 
cided to bite the bullet and move 
away from a linear growth model 
(more people and, therefore, more 
revenues) and instead focus on 





Infinite's Zutshi: New targets 


higher productivity per employee. 
“The appreciating rupee, war for 
talent and escalating wage bills are 
all major obstacles for our growth, 
especially for mid-tier companies 
like us," says Upinder Zutshi, CEO, 
Infinite Computer. Evidently, the 
company is preparing to lose some 
of its low-margin business (and 
potentially easy revenue) as it makes 
the transition to a higher- 
value player. 

For starters, the company plans 
to invest $20 million in expanding 
its telecom expertise over the next 
few years and has already begun 
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The Rupee will Reign 


RBI's attempt to free capital outflows may not be enough. 


T'S ALMOST AS IF THE RUPEE HAS A 


good mind to keep cocking a 


snook at the Reserve Bank of 
India’s (RBI's) best intentions to 
rein its rising march vis-à-vis the 


dollar. The recent directives on ` 


external commercial borrowings 
(ECB) notwithstanding, the Indian 
currency appreciated further— 
the dollar currently quotes at Rs 
39.74 to a rupee. This, admit- 
tedly, has caused grave concern 
with the central bank which has 
now tinkered with overseas in- 
vestment norms in a bid to halt 
the rapid rise of the rupee. 
Among the salient features, 
the RBI has doubled the annual 


remittance limit for individuals — 


to $200,000 and the overseas in- 
vestment limit for mutual funds by 
a billion dollars, to $5 billion. “As 
a measure to increase the openness 
of the cabor, they are wel- 
come steps, but if they are planned 
as ร a to curb the rupee’s 
Manhattan climb, they may not be 


successful,” observes Jamal 


Mecklai, ceo, Mecklai Financial. 


this process by acquiring Comnet, a 
us-based telecom software provider, 
for an undisclosed sum in late 
September. “This company has just 
350 people but revenues of nearly 
$10 million,” says Zutshi. “We also 
want to make the transition to being 
a much higher-value player.” 

While Infinite currently focuses 
on five major industries, it expects 
to rework its business model to 
get at least a third of its business 
from the telecom vertical alone. 
“We have managed to survive ven- 
dor consolidation among the 
global telecom conglomerates who 
are themselves in big-ticket merg- 
ers,” says Zutshi. 

Despite this bravado, he is aware 


He feels that eventually, the RBI 


will have to come to grips with the 


fact that it can not control 
the rupee. 

According to a tepore by 
Lehman Brothers, the recent di- 


unlikely to have the desired ef- 
fect on the rupee's appreciation as 
the existing limits have still not 
been fully exploited. The rupee, 
which was quoting at Rs 44.26 
to a dollar at the start of the year, 
has appreciated by almost 10.5 
per cent this year, earning it the 
title of Asia's best performing 

According to Mecklai, the ru- 


pee's rise is a natural corollary to 


India's growing economy; and 
the RBI should refrain from inter- 
vening every time the rupee goes 
one up on the dollar. In fact, the 

by Lehman Brothers pre- 


report 
dicts the rupee-dollar exchange 


rate at 39 by the end of 2007 and 


up poder x 
Bi a N.S. BEHL 


that there is plenty of work ahead if 
he is to keep Infinite’s growth on 
track. For starters, the company is 
beginning to really feel the effects of 
an appreciating rupee, according 
to Zutshi. Profits slid by around 10 
per cent in the last quarter and the 
company is being compelled to in- 
crease its hedge to insure against 
future currency fluctuations. 
Unlike several peers, Infinite has 
relied primarily on internal accruals 
to drive its growth and has re- 
mained debt-free for most of its 
existence. “This will change as we 
pursue our new growth strategy. 
We will decide in the next 12-18 
months on whether to opt for pub- 
lic or private equity to fuel our 
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Consulting. Outsourcing. Investments. 


I 


You live in fear that your pension liabilities will outstrip your market cap. 


Your company is dealing with 8 fund managers, 22 investment funds and the administrative nightmare 
that goes with it. Now you have to tell your employees you have to freeze their retirement plans. 


You wish there were one company that could help you manage risk, control financial volatility, make 
the right investment choices and simplify administration, all while keeping your employees motivated. 
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growth,” says Zutshi. Private equity 
giants such as TPG and Blackstone 
are already circling the mid-tier 
market and have been linked with 
several companies including Patni. 
Aside from raising funds, Infinite 
will also have to worry about getting 
swallowed up by the consolidation 
wave, as large MNCs look to buy a 
sizeable India delivery presence. 
While the likes of MphasiS and 
Kanbay have already sold out to 
MNC giants, Infinite’s profitable and 
growing business may prove to be 
an ideal target for other companies 

in the months ahead. 
RAHUL SACHITANAND 


FEROS TS OT a 
Switching to 
Big League 


Tier-| software firms find a 
way to stay competitive. 


T'S OFFICIAL NOW, INDIA'S TOP IT 

companies are slowly but steadily 
inching their way into the big 
league. According IT research and 
advisory major Gartner, India's top 
six leading IT services companies, 
TCS, Infosys, Satyam, Wipro, 
Cognizant, and HCL Technologies, 
accounted for 1.9 per cent of the to- 
tal Us$ 672 billion IT services market 
in 2006; this is as against 0.5 per 
cent of the $554 billion IT services 
market in 2001. That's almost a 
four-fold growth. 

If that is not enough, in 2006, 
India's largest IT company TCs alone 
commanded a global market share 
of 0.6 per cent, which is more than 
what all the top six companies 
(Gartner calls them SWITCH after 
their first alphabets) held in 2001 
(0.5 per cent). “The SWITCH com- 
panies have evolved from being to- 
tally unknown entities (yes, even 
as late as five years back they were 
still relatively unknown outside of 
their clients) to becoming reasonably 
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known entities today within the IT 
industry globally. This means that 
they tend to be identified and 
earmarked to be on short-lists on 
deals that they might not have been 
considered for in the past," says 
Partha Iyengar, v? & Regional 
Research Director, Gartner. Iyengar 
also feels that the ability of these 
firms to scale in terms of the size 
and complexity of projects has also 
gone up quite significantly (though 
still not within touching distance of 
the largest deals of the 
global biggies). 

Here is another pointer to the 
rapid strides that these Indian play- 
ers have made. In 2001, the ranking 
positions of the SWITCH companies 
spanned from 68 to 212. By 2006, 
they were in the top 100, with rank 
positions spanning from 35 to 86. 
However, they still have a long way 
to go. IBM, the global leader in rr 
services, has more than three times 
the market share (7.25 per cent) of 
all the SWITCH companies (1.9 per 
cent) put together. 

With that kind of a start, can 
this band of six catch up with the 
IBMs and Capgeminis of the world 
without a big ticket acquisition? 
Iyengar believes that it can be done 
provided companies move aggres- 
sively up the value chain to higher 
profitability projects. “However, 
the bad news is that the SWITCH 
companies are not moving on this as 
quickly as they need to. If the busi- 
ness model adaptation does not 
happen, the only way they can reach 
the global top 10 will be by 
inorganic growth—and that too 
some ‘big ticket’ inorganic growth,” 
says Iyengar. 

TCS is among the players who 
have made a few acquisitions, albeit 
smaller ones. Like TCS’ CFO 
S. Mahalingam says: “At the mo- 
ment, the global majors are not 
growing at the pace that we are 
growing or are even close to our 
profitability levels. Currently, we are 
not looking at any acquisitions but if 





TCS’ Mahalingam: New focus 


something interesting comes along, 
we might look at it.” That seems to 
make a lot of sense considering that 
the average annual growth rate of 
the SWITCH companies was 42.4 per 
cent in 2006, compared with a 4.3 
per cent growth of the market 
leader during the same period. 
Does that mean that Indian 
companies would have to sacrifice 
their comfortable profit margins to 
be truly counted in the big league? 
Yes, says Iyengar citing that these 
players have to increase their onsite 
footprint to acquire (costlier) onsite 
domain and business skills. “The 
gap between profitability currently 
is so high that they have a reason- 
able buffer in terms of time before 
the profitability numbers even come 
close. However, the downside of 
this is that it is actually viable and 
profitable (within their current prof- 
itability guidance) for let's say an IBM 
or Accenture to take on domestic 
projects but harder for the Indian 
companies to do so. This is because 
there is a stark difference in prof- 
itability of the domestic projects 
versus offshore projects, and they 
could get hammered by Dalal Street 
for that,” says Iyengar. And these 
domestic projects are the ones that 
are likely to allow these players to 
'experiment' and sharpen their skills 
in newer areas. 
T.V. MAHALINGAM 
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Now connecting to Europe is easier. We'll fly you from New Delhi, Mumbai and Chennai * * to Brussels on the most modern aircraft 
in passenger aviation, the Boeing 777-300ER and the Airbus 330-200. From Brussels you can choose to fly to any of the 
destinations in Europe with Brussels Airlines, our airline partner. JetPrivilege members can earn and redeem JPMiles on all 
the routes of Brussels Airlines. 


What's more? Brussels International Airport was voted as the “Best European Airport” in 2006. At Brussels airport you can enjoy 
seamless transfer to connecting flight in 50 minutes, easy check-in through the departure hall, assistance in immigration, and there 
are clear directions marked for movement inside the airport. All this to ensure your airport experience is extremely convenient. 


So the next time you want to fly to Europe, fly via Brussels only with Jet Airways. 
For reservations call 1800 22 55 22# or 3989 3333, visit your travel agent or log on to jetairways.com 


JET AIRWAYS 





* In conjunction with our airline partner - Brussels Airline. 
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EBRUARY 2000: ON A WINTRY 
morning in London, four 
gentlemen get into a hud- 
dle at the headquarters of 
Mittal Steel (now Arcelor- 
Mittal), the world's largest steel man- 
ufacturer. It's biting cold outside, but 
inside an air of warm optimism pre- 
vails. Sameer Gehlaut and Saurabh 
Mittal, two of the co-founders of 
Indian stock broking upstart Indiabulls 
Financial Services Ltd (IBFSL), are in 
the last lap of negotiations for angel 
funding from steel baron Lakshmi N. 
Mittal (no relation to Saurabh Mittal). 
Present at the meeting are Mittal's 
son, Aditya Mittal, then Vice Chairman 
on the board of directors of LNM 
Holdings, and Rishi Khosla, Mittal's 
fund manager. The three promoters of 
Indiabulls (the third is Rajiv Rattan), all 
alumni of tr Delhi, had mandated a 
Mumbai-based investment bank, 
Avendus Advisors, to scout around 
for an investor. Gaurav Deepak, co- 
founder of Avendus, stumbles upon 
Khosla, who is sniffing for potential 
growth stories across the globe. Aditya 
Mittal and Gehlaut, from Mumbai, 
begin negotiations on the phone. Mittal 
obviously liked what he heard. The 
numbers—an investment of $1 mil- 
lion at Rs 5 per share—are agreed 
upon telephonically. The deal is signed 
in London. 

“It was pure gut feel that made us 
invest in Indiabulls. We backed the 





urprise 





6,300 


A Bullish Blueprint 


How the group will look by March 2008... 


3,600 





IBFSL IBREL ISL 
Revenue ส ต Net profit แพ พ พ Net Worth 


IBFSL: Indiabulls Financial Services; IBREL: Indiabulls Rea! Estate; 
ISL: Indiabulls Securities, which will be de- — be ene 
Figures in Rs crore are best-case projections culled from industry analysts. 


GRAPHICS BY SHINOD AP 


.. and the diversifications lined up for the long term 
VENTURE PROPOSED INVESTMENT GAME PLAN 
(RS CRORE) 
Retailing 1,500 Leverage real estate play; looking at 
ge na 


Banking IPNI M Won t apply for new licence; keen to merge 
IP With existing bank 

Insurance Awaiting RBI's nod for a 100 per cent-owned 
subsidiary; presented to IRDA 

Redevelopment of Dharavi tel tio อ ส ม 

500 MW captive power plant Will generate power for a proposed special 
economic zone in Nashik 

Telecom Will apply for licences, but will not operate; 
will rope in partner for that 

Mutual fund Applied to Sebi 

Credit cards Applied to RBI 





Note: NA = not available; Investment is only the equity part of funding, if required the company will raise debt on Its various 
projects. For the captive power plant for the Nashik SEZ, the company plans to raise Rs 2,000 crore as debt. 
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Run-ins with Sebi 
But they always emerged unscathed... 


Penny stock scandal, 2005 | 

Sebi's view: Price rigging by customers of Indiabulls in penny stocks : 

What happened next: Got away with warning from Sebi and were directed not to 
indulge in any trades related to penny stocks as well as not to carry transaction on 
behalf of its clients in such stocks 

Indiabulls' ocean oon Sis dpi ca cio nd pt nN ` 
or B] group 


IPO scam, 2006 

Sebi's view: Banned for ostensibly trying to comer shares in IPO allotments 

What happened next: Got away in less than 24 hours after convincing Sebi that they 
weren't involved; that they had received IPO shares in their client margin account 
from various clients in their capacity as a stock broker 

Indiabulls’ subsequent action: Not applicable 


F&0 scam, 2007 | 
Sebi's view: Price rigging in stocks traded on the FAO. Sebi found that there were syn- 
chronisad tradas cand aut by bulls Securus that roget ha rice ey 
What happened next: Got away with a warning 

Indiabulls' subsequent action: Apart fom the curent moth contract, ro other 
trades are carried out by the brokerage 





















...yet sections of the market are wary. 






Charge : Retail investors have accused company of trading on their 
account without their consent 

Counter: Investors who lost money raised this bogey. As a precaution, Indiabulls 
now records every conversation with investors—6,000 lines are recorded and 
archived daily. Claim to be spending Rs 10 lakh per day on this 








Charge : Experts in managing the environment; have politicians in 
their poc 

Counter: If that was so, why are approvals for various businesses pending with 
the RBI and Sebi? Also, their bid for United Western Bank was rejected 







Charge : Broking business lacks depth; corporate governance is 
poor 

Counter: TCS, which was appointed by the NSE, gave a 9/10 for its systems and 
processes; Crisil rated them as the best broking house 









Charge : If markets slump, Indiabulls too will slump 
Counter: Stock broking is now only 10 per cent of the entire business; hedging risks 
with a diversified business portfolio 









Charge : They're moving too fast for comfort 
Counter: Investors right from L.N. Mittal to Goldman Sachs to Farallon Capital have 
faith in their execution capabilities 
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individual after we were confident 
about his business plans (e-trade 
broking) and execution capabili- 
ties,” says Khosla. Adds Sameer 
Gehlaut, the “individual” Khosla is 
talking about, and the Founder & 
Chairman of the Indiabulls group: 
“Mittal saab came in as an angel 
investor in Indiabulls perhaps after 
seeing the success of similar business 
models in the us, of firms like 
Charles Schwab and E-Trade.” 


The Early Days 
It's an investment Mittal won't for- 
get in a hurry. For one, it was his 
first in India. More importantly, it's 
yielded him returns of a phenomenal 
100 times. ‘Of all our global invest- 
ments, Indiabulls has given us the 
highest return," beams Khosla. 
Mittal was back seven years later 
to put more money into the 
Indiabulls group. The difference? 
He was now investing at not Rs 5 
per share but at Rs 531 per share 
(via an issue of global depository 
receipts, or GDRs). Mittal today has 
a net worth of Rs 1,200 crore in 
the group by virtue of LNM India 
Internet Ventures' 1.85 per cent in 
flagship IBFSL and 1.60 per cent in a 
recently de-merged property devel- 
oper, IBREL. In addition, the global 
metals magnate has committed Rs 
120 crore to a multi-project special 
economic zone (SEZ) that IBREL is 
putting up at Raigad in Maharashtra. 
Mittal is just one investor—al- 
beit the one with the highest profile 
—for whom Indiabulls has created 
mind-boggling wealth, Others like 
hedge fund giant Farallon, which 
invested $1.5 million at Rs 25 per 
share in 2004 (just before the com- 
pany’s initial public offering, or 
IPO, and Transatlantic 
Corporation, a fund that is pro- 
moted by Madrid-based Harish 
Fabiani, which put in $2 million 
along with Mittal, are just two 
other financial investors that made 
a killing in a relatively short span of 
time. Prominent foreign institu- 


x 


tional investors (Fils) like Deutsche 
Bank, Citigroup, Merrill Lynch, 
Goldman Sachs, Morgan Stanley 
and Fidelity have also picked up 
stakes in the two listed companies. 
And of course, along with these 
financial investors, the promoters 
themselves have raked in the 
moolah. Consider: Since listing on 
the stock exchanges in September 
2004 at a price of Rs 25, Indiabulls 
has appreciated some 60 times. 
Two years ago, the group’s market 
cap was a little under Rs 3,000 
crore. Today, the net worth of the 
three founders itself, by virtue of 
their collective 27 per cent holding 
in Indiabulls Financial Services and 
24 per cent holding in Indiabulls 
Real Estate, is two times that fig- 
ure. The group’s market cap as of 
last fortnight? Rs 29,000 crore, 


into a separate company, Indiabulls 
Securities Ltd (ISL). IBFSL will focus 
on businesses like personal loans, 
loans against property, home loans, 
lending to small & medium enter- 
prises and used commercial vehi- 
cle loans. “The consumer finance 
business is 10 times the size of 
broking. If corporate growth is ex- 
pected at 15 per cent, financial serv- 
ices will grow at 30 per cent. And in 
the next 10 years we will grow 10 
times in the consumer finance busi- 
ness from $3 billion to $30 billion 
(in market cap),” says Gehlaut, who 
after working with petroleum and 
energy giant Halliburton in the us 
came to India to start a mining and 
earth moving business. In October 
1999, along with Rattan and Mittal, 
Gehlaut started Indiabulls after ac- 
quiring a Delhi brokerage. 


Gagan Banga/ CEO/ Indiabulls Credit Services 


Banga is hopeful of receiving nearly Rs 1,100 crore worth of rent by next 
year from the commercial space at Jupiter and Elphinstone mills in Mumbai 


which pitchforks it into the top 
20 business conglomerates in India, 
by market value. 


Beyond Broking 

Gehlaut is now set to create more 
value by taking the securities busi- 
ness out of IBFSL and spinning it off 


Analysts tracking the group 
expect these three companies to 
rack up total sales of roughly 
Rs 3,600 crore by the year ending 
March 2008, with profits of around 
Rs 1,500 crore and a net worth of 
a little over Rs 10,000 crore. That 
would be a mind-boggling growth 


How Indiabulls Compares 


It's king in broking, and #2 overall... 
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of 228 per cent in profits (at the 
group level) over the previous year. 
Significantly, broking, the business 
that Indiabulls started out with, 
will account for just 10 per cent 
of revenues. 

That's not bad going at all for 
an eight-year-young upstart. “We 
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were extremely lucky to be at the 
forefront of the India growth 
story. We did not have much clar- 
ity when we started with the 
broking business. However, as we 
went about penetrating the retail 
market, we realised there was 
huge untapped potential in the 
consumer finance and real estate 
businesses," says the 34-year-old 
Gehlaut. In real estate, IBREL has 
put together a land bank of 4,000 
acres, at an acquisition cost of 
over Rs 2,250 crore. That makes 
it the country's third-largest prop- 
erty developer, after DLF and 
Unitech—again, not bad for a 
company that came into being 


Divyesh Shah/ CEO/ Indiabulls Securities 


Shah is aiming to make the portfolio management segment account for 20 
per cent of Indiabulls’ securities business 


only six months ago. 

The real estate push also gives 
Indiabulls an opportunity to di- 
versify into another sunrise sec- 
tor, that of organised retailing. 
Here, the promoters are explor- 
ing formats like hypermarkets and 
multiplex-cum-mall, and are busy 
acquiring properties for this pur- 
pose. Gehlaut has earmarked Rs 
1,500 crore for this project, and 
has been busy acquiring land via 
auctions in cities like Madurai, 
Jodhpur, Hyderabad, Agra and 
Kanpur. "Financial services, real 
estate and retail are the key sectors 
for growth that will deliver 
double-digit growth over the 
next 20 years. Retail is a 
missing piece in our pie and 


just retail that's on the drawing 
board of Indiabulls's corporate office 
in South Mumbai (the company 
will soon move to the top three 
floors of the 25-storey commercial 
complex it is developing in central 
Mumbai on the land where Jupiter 
Mills once stood; Indiabulls had 
acquired the mill for Rs 400 crore). 
Last fortnight, the top brass revealed 
to BT a clutch of proposed ventures. 
These include plugging gaps in the 
financial services portfolio. A foray 
into life insurance via a wholly- 
owned subsidiary (although a for- 
eign partner is also being mulled), a 


...ünd is #3 in market cap in the real 
estate business in quick time 





we are seeing it as a definite m 

business option as the sec- Unitech 

tor coincides with the real | 

estate story," says Rattan, esee 

the 35-year-old CFO of the Parsvnath 6.261.20 
group, who worked as an Developers gy 
operations manager for os M 6,666.86 


Schlumberger before co- 
founding Indiabulls. 
To be sure, though, it isn't 
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IB Land bank (acres) 
WI Market cap (Rs crore) 
Market cap is as on September 28, 2007. 


1,30,070.21 





Source: Motilal Oswal & Company 





mutual fund, and a credit cards 
business are on the cards. 
Regulatory approvals are pending 
for all these ventures. Indiabulls is 
also keen to merge with an existing 
bank by swapping shares, rather 
than applying for a new licence or 
throwing its hat into the ring when- 
ever a bank is put under morato- 
rium by the Reserve Bank—the 
company had earlier unsuccessfully 
bid for United Western Bank. 

Outside of financial services, 
Indiabulls will be one of the many 
firms keen to redevelop the slum of 
Dharavi. It also has telecom in its 
sights—it has applied for li- 
censes for 22 circles, although 
operating these circles will be 
a strategic partner. For its 
Nashik SEZ, Indiabulls has also 
lined up a 500 MW power 
plant. For all these new ven- 
tures, the group will invest a 
little over Rs 4,500 crore over 
the next couple of years. 





Battling Blemishes 
Such aggression, such risk- 
taking, such haste haven't 
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been heard of in a long time—cer- 
tainly not from an eight-year-young 
wannabe mega-corp. Are Gehlaut 
and company for real, and are they 
here to stay? These are questions 
that sections of the market have 
been pondering for some time now. 
Competitors who've been around 
for decades privately wonder how 
Indiabulls has been able to grow at 
such a heady pace; others can't hide 
their awe about the group's mar- 
quee of investors. Blame it on envy 
or competitive rivalry, but most of 
Indiabulls’ competitors in the 
broking space have few kind words 
for them—all of them in anony- 
mous whispers, needless to say. The 
charges range from an expertise in 
"managing the environment" to 
trading with investor money, with- 
out their knowledge. Says the pro- 
moter of a Mumbai brokerage: “At 
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Land Ahoy 


Indiabulls has big plans in real estate. . . 


PROJECT LOCATION 


Jupiter Mills Mumbai 
Elphinstone Mills Mumbai 
Tehkhand Housing South Dethi 
Sonepat Township National Capital 
Gurgaon Housing National Capital 


Maharashtra 
Nashik 
Navi Mumbai 


Multi-purpose SEZ, Raigad 
Nashik SEZ 

CBD SEZ 

Chennai Housing 


Chennai 


Source: Company; current value numbers by Knight Frank. 


...and land acquisitions for the 
retailing venture are in progress. 


LOCATION ACRES INVESTMENT 
ACQUIRED (RS CRORE) 
Madurai 2 12 
Jodhpur 6 41 
Hyderabad 2 42 
Agra 2 15 
Kanpur 25 14 


Source: Company 


times they've got away with murder 
(figuratively, of course) courtesy 
their financial muscle power and 
close proximity to 10 Janpath (the 
residence of Sonia Gandhi, President 
of the Congress party and 
Chairperson of the ruling UPA)." 
Adds a fund manager: “Corporate 
governance levels are very low at the 
group. I wouldn't touch the stocks 
with a barge pole." 

Reinforcing such theories are a 
couple of facts: Market regulator, 
the Securities & Exchange Board of 
India (Sebi), came after Indiabulls 
not once, not twice but three times. 
This, argue detractors, is evidence of 
the malpractices taking place at the 


Rashesh Shah/ CEO & Managing Director/ Edelweiss Securities 


Shah says Indiabulls entered the arena of retail broking in an aggressive 
fashion when competition was low, and that’s contributed to their success 
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CURRENT VALUE ACQUISITION 
OF PROPOSED 


COST 
rm (RS CRORE) 
4,564 400 
3,083 700 
520 400 
1,685 100 
848 NA 
10,868 NA 
Not known 100 
Yet to start acquisition 
Not known 500 


* of the 6,000 acres only 250 acres have been acquired so far 


group. However, on all three occa- 
sions, Indiabulls emerged unscathed, 
getting away with just a rap on the 
knuckles (see Run-ins with Sebi). 
In fact, during last year’s IPO scam, 
when Sebi ordered a ban on 
Indiabulls for allegedly trying to 
corner shares during allotment, the 
order was dust-binned in less than 
24 hours. The company top brass 
was apparently able to convince 
Sebi that the IPO shares heaped in 
their accounts were those of clients. 
As one market man points out: 
“The day after the order was passed 
the doors of Sebi were opened as 
early as 6:30 in the morning for 
them.” This proves that their con- 
nections with people in power are 
adequate to override the regula- 
tors, say the Indiabulls baiters. 
Others explain that most of the 
capital raised by the broking firm 
was used to fund market opera- 
tors—a decidedly risky business but 
one that’s paid rich dividends. 
Rajesh Boghani, a dealer with the 
Mumbai-based Parag Parikh 
Financial Advisors, says: “Funding 
trading activity in the market was 
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Ambareesh Baliga/ Vice President/ Karvy Stock Broking 


Baliga believes that Indiabulls’ impressive back office operations provide 
them with an edge over other brokerages 


the key reason for Indiabulls to do 
well. It is a risky business and they 
managed to excel in it." 

In case you're wondering how 
such blue-blooded investors agreed 
to invest in an ostensibly dubious 
firm, the detractors point to some 
hanky-panky here too. Saurabh 
Mittal, the promoter based in the us, 
is a partner and portfolio manager at 
Noonday Asset Management in the 
Us. Before that, Mittal had joined 
Farallon in 2001 (after co-found- 
ing Indiabulls), the same hedge fund 
that today has an exposure of 
Rs 365 crore in the group. Mittal 
may no longer be with Farallon, 
but Noonday manages its money. 
Dalal Street veterans question the 
ethics of a promoter also being a 
manager of the funds that find their 
way into the same company. 

The Indiabulls top brass attrib- 
utes such perceptions—that’s all 
they might be as there's little evi- 
dence of any malpractice—to re- 
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sentment amongst sections of the 
broking community, many of whom 
have been at it for decades and are 
still smaller than the Johnny-come- 


Fuel for Growth 


เพ พ ล ร 50 ๐ 05 HSIWN 


lately. Gehlaut is exasperated by 
such aspersions and goes on to syste- 
matically decimate each of the 
charges. Let's start with the political 
connections. "If we had those kind of 
links, why then are our licences for 
starting new businesses (such as in- 
surance, credit cards, mutual fund) 
still pending with different regulators? 
Why was our bid for United 
Western Bank rejected (IDBI eventu- 
ally got it)? Fact is people envy us for 
what we are today. They haven't 
been able to achieve what we have 
done in just seven-eight years," thun- 
ders the usually soft-spoken Gehlaut. 

Let's move on to the run-ins 
with Sebi. Consider the first one, 
during the penny stock scandal of 
2005, when micro-cap stocks in 
the B2, S and Z categories were 
rigged up to ridiculous levels. Sebi 


came down on Indiabulls, amongst 
other brokerages, for contributing to 
the increase in turnover in a few 
penny stocks. This in turn could 


Funds raised by Indiabulls in the past seven years. 


DATE  FUNDS RAISED (RS CRORE) 
LN Mittal Internet Venture Fund & Transatlantic March 2000 — 13 
Infinity Venture Fund November2000 Not known 
Farallon Capital Partners & RR Capital Partners Feb 26,2004 #75 
Public issue of equity shares September 2004 51.65 
GDR offering March2,2005 61 8 
GDR offering August 9, 2005 650.4 
Convertible preference shares to 0beron August 2, 2006 345 
Non-convertible preference shares to Oberon August 2, 2006 299 
Preferential allotment to Crown Capital Nov 7, 2006 302 
Preferential allotment to Oberon* April 11, 2007 4,506 
GDR offering May 15, 2007 1,223 
* Convertible preference shares were converted into an equal number of equity shares of Rs 2 each at a premium 
of Rs 160 per share 


Note: Following the demerger of Indiabulls Real Estate (effective date: 20 December, 2006), the face value of a 
Rs 300 preference share was split between IBFSL @ Rs 162 per share and IBREL @ Rs 138 per share 


Source: Company 
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be construed as price manipulation 
by these brokerages. Indiabulls’ de- 
fence has been that it is not possible 
to keep a tab on such rogue clients, 
and the contribution to turnover 
from such stocks was a minuscule 
part of total turnover. However, 
since that scandal Indiabulls de- 
cided not to trade ever in such 
stocks; today they restrict them- 
selves only to the large and mid- 
caps in the A and B1 groups. 


Road Ahead 

Clearly, Gehlaut believes in being 
proactive in protecting the firm, 
with the benefit of hindsight. 
Consider, for instance, the charge of 
playing around with the portfolio of 
retail investors without their knowl- 
edge. No action was taken against 
Indiabulls but the dirt has stuck. 
Now, to counter such negative per- 
ceptions, the company records every 
single call that comes into its 400 
broking branches nationwide. 


have taken them to the residences of 
30-40 of the clients. As for Mittal 
and the Farallon connection, Rattan 
and Gehlaut rubbish the link, al- 
though agreeing that Mittal's pres- 
ence in the Us financial markets 
provides a huge leg-up when it 
comes to raising funds from inter- 
national investors. 

The clamour in some nooks of 
Dalal Street not withstanding, there 
are those who admire Indiabulls 
for the fire in their belly, their en- 
trepreneurial skills and their exe- 
cution capabilities. Says Rashesh 
Shah, cro & Managing Director, 
Edelweiss Securities, a Mumbai- 
based investment bank: *They en- 
tered the market when competi- 
tion in retail broking was low. Retail 
broking is a high-risk, high-reward 
segment and they were aggressive in 
tapping that sector. Remember this 
was at a time when small players 
were shutting shop as they couldn't 
come to terms with the sea change 


Aditya Mittal/ CFO/ Arcelor-Mittal 


When Mittal first heard out the plans of the Indiabulls’ promoters in 2000, 
he was impressed enough to make his first investment in the company 


"Some 6,000 lines are recorded and 
archived daily. It's an expensive so- 
lution, which costs Rs 10 lakh per 
day," says Gagan Banga, CEO, 
Indiabulls Credit Services. Shrugs 
Gehlaut. “Broking is a thankless 
business.” With new ventures likes 
consumer finance and real estate, 
broking has been relegated to the 
backburner. But he says he won't let 
go of it, and the leadership. status 
that he claims, with a 6 per cent 
market share. “It’s close to our 
hearts, it would be bad for the 
morale of the army if we lose on 
our home turf,” adds the Chairman. 

In the IPO scam, Indiabulls offi- 
cials explain that they arranged 
meetings in Kolkata between Sebi 
officials and 230 of the 559 clients 
from which it had received credits in 
its accounts. They also claim to 
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in the broking environment fol- 
lowing the closure of regional stock 
exchanges, the abolition of badla 
(an indigenous form of carry-for- 
ward trading) and the introduction 
of screen-based trading. They saw 
the opportunity and capitalised by 
investing heavily in setting up e- 
broking facilities and that has paid 
off.” Adds Ambareesh Baliga, Vice 
President, Karvy Stock Broking: 
“Since the beginning they had strong 
system and processes in place. Their 
impressive back office operations 
provide them with an edge over 
other brokerages.” 


Cautious, but Aggressive 

In many ways Indiabulls is a busi- 
ness house that’s pretty much atyp- 
ical from the rest of the crowd (al- 
though Gehlaut quips: “We are the 





crowd; the only difference is that 
we are more efficient.”) For in- 
stance, the promoters don’t like 
putting big-ticket numbers in terms 
of investments for their proposed 
ventures; they don’t talk about ac- 
quisitions or joint venture partners, 
preferring to build rather than buy 
(although in insurance there’s a 
view that a partner may be needed, 
and in a proposed foray into in- 
stitutional broking an acquisition 
may be considered); and they’re 
not taken in by the other flavour of 
the season—going international is 
not a priority, staying focussed on 
the domestic consumption-oriented 
growth story is. 

Couple the group’s aggression 
with the India growth story, and 
you have a business group that’s 
aiming for leadership status in each 
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of its ventures; and one that 
believes in setting new stan- 
dards and benchmarks. In 
insurance, for instance 

(where A.K. Shukla, a for- 

mer Chairman of Life 

Insurance Corporation, has 

been roped in to head the 

foray), the plan is to break 

even in three years, some- 

thing no private sector 

player has been able to do 

since the sector was opened 

up eight years ago. As 

Rattan points out: “Our 

advantage will be our low 

operating costs, as we will 

be targeting the same cus- 

tomer in the securities busi- 

ness for our life insurance 

business." And also for mu- 

tual funds. *By the fiscal 

year-end we will have 1 

million customers in the se- 

curities business. If we can 

penetrate 30-40 per cent 

of that customer base with 

our new mutual fund prod- 
ucts, then on day zero I will have a 
customer base of 3-4 lakh in the 
urban and semi-urban regions of 
the country," adds Gehlaut. 

The aggression, insists Gehlaut, 
is tempered with conservatism. “We 
take calculated risks. Being cautious 
(about capital) doesn't mean we 
can't be aggressive," he points out. 
That attitude can be illustrated with 
the group's approach to retail. It's 
starting small, with a rollout of small 
formats in a few cities. “If those 
stores make profits we will scale 
up. If they don't we will not hesitate 
to back out of the retail project," 
says the Chairman. Adds Khosla 
(L.N. Mittal's fund manager quoted 
earlier): *So far the group has 
diversified successfully, but if a 
project isn't going to be viable, they 
won't hesitate to book losses." 

Caution, however, doesn't in- 
volve any compromise with speed. 
Standing atop the 25-storey Jupiter 
Mills commercial complex that's 
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An Investor Favourite 
Particularly of foreign investors, who collectively own 
53 per cent in IBFSL and 55 per cent in IBREL. 





under development, Gehlaut takes 
in a bird's eye view of the frenetic 
construction activity that's under 
way in Central Mumbai. A few 
kilometres towards the suburb is 
another one of his properties, 
Elphinstone Mills, where IBREL will 
put up Mumbai's tallest tower with 
all of 65-storeys. But Gehlaut is 
quick to focus on how fast work is 
taking place at Jupiter Mills. He 
points to an adjoining mill where a 
retail project is under way. Both 
mills were acquired at the same 
time, and it's clear that the IBREL 
project has made rapid progress. 
Completion is scheduled for April 
2008. “By the next calendar year we 
will start receiving nearly Rs 1,100 
crore of rent from the 3.5 million 
square feet of commercial space 
from the two mills (Jupiter and 
Elphinstone) in Mumbai," says 
Banga, one of the group's first em- 
ployees. Knight Frank, a Mumbai- 
based real estate consultancy, has 


valued the 3.5 million sq. 
ft of land at Rs 7,700 
crore. Indiabulls had pur- 
chase the two mills for Rs 
1,100 crore. That's just 
the real estate activity un- 
der way in Mumbai. “In 
the next 24-36 months we 
will be ready with 50,000 
apartments in Delhi and 
Chennai," adds Banga. 
Says Nirmal Jain, 
Chairman & Managing 
Director, India Infoline, a 
Mumbai brokerage that 
started roughly around the 
same time Indiabulls did: 
“Along with their ability 
to raise capital, Indiabulls’ 
master stroke was to enter 
the real estate business at 
the right time.” 

As Indiabulls moves 
into larger-scale, high- 
growth areas, the mother 
business of securities isn't 
being given the short shrift. 
Divyesh Shah, CEO, ISL (the 
to-be-soon demerged securities 
firm), says a portfolio management 
scheme (PMS) is on the cards. For 
this, ISL's base of six lakh customers 
along with its 400 offices in 200 
cities will provide it with a head 
start. À foray into institutional 
broking might just take off too. 
“We want PMS to account for 20 per 
cent of our securities business, which 
will grow by 40 per cent in the 
next two years. For our institu- 
tional business we may take the in- 
organic route," adds Shah. *When 
we began we were clear that we 
couldn't beat the Merrill Lynchs 
and Morgan Stanleys of the world 
(in institutional broking), which is 
why we went retail." Heady profits, 
a beefed-up net worth and the con- 
fidence that cash in the bank brings 
may have convinced the founders of 
Indiabulls that they are ready for the 
main stage. Now, all they've got 
to do is stay out of trouble. And 
stay in the money. 8 
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MAGARPAT TA CITY 


Near Pune 
Itis spread on 400 acres of land and houses 20 towers for 


office space and 300 residential buildings. 
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Billions of dollars are to be poured into 
setting up more than 200 integrated 

` townships across the country. While 
these could be the answer to India's 
urban problems, there are several risks 
that developers and investors must 
negotiate. A BT-DTZ study. 


MAGINE LIVING IN A CITY 
that has six-lane roads, 
where there are no power 
outages, there's proper 
waste management, you al- 
most walk to work, and there are 
world-class malls and schools. In a 
few years from now, you may not 
have to imagine this; you may get 
to live in one such ‘city’. Reason: 
There's a big scramble to set up 
integrated townships (ITs) across 
the country. At last count, there 
were more than 200 ITs, covering 
over 200,000 acres, under various 
stages of approval, planning and 
construction. Developers see it as a 
panacea to the ills plaguing large 
Indian cities—from overcrowding 
to creaking infrastructure to sky- 
high real estate prices. 
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Destinations 

It's not just the metros, but some 
smaller cities that are on the 
developers’ radar. 


EN > 10,000 acres 

เพ พ 5 000-10 000 acres 

im 1,000-5,000 acres 
« 1,000 acres 


While some individual devel- 
opments like the ones in Gurgaon, 
Mumbai or Bangalore have tackled 
the issues of power, security, water, 
recreation etc., those such as com- 
muting and affordability remain 
unresolved as there have been no 
efforts towards a wider solution. It 
is also apparent that state govern- 
ments do not have the kind of re- 
sources needed to reform urban 
India (never mind the National 
Urban Renewal Mission) —at least 
to a level that could be considered 
world class. 

That's where ITs come in. 
Conceptually, rrs are meant to be 
self-sufficient enclaves comprising 
offices, houses, shops, and recre- 
ational activities all within one 
compound and within a stone's 
throw from each other. rrs are. also 
expected to have superior infra- 
structure network (water, sewer- 
age, power) and support services 
(education, healthcare, security), 
all integrated to provide a better 
quality of life for their inhabitants. 

At present, there is no one for- 
mat that is being adopted by de- 
velopers, although the key drivers 


City No. of Township 

Townships Acres 

1 Bangalore 10 4,656 
2  Delhi-NCR te; 16,970 
3 Mumbai 6 — 6,336 
4 Lucknow AA’ 5,980 
5 Kolkata 4 5,642 
6 Jaipur — 14 ฏ 4333 
7 Chandigarh A -3,213 
8 Chennai - - ' ๒ 1,437 
9 Pune > 6 1,17. 
10 Panipat 4 1,013 
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Project planning methods 
to save millions 
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MAHINDRA WORLD CITY Mi 


Its an SEZ coming up on a 1,300-acre piece of land. Infosys is 
building world's largest software development campus here. 


seem to be common: It is either 
mass housing requirements or de- 
mand for commercial space. 
Therefore, the townships promise to 
come in all shapes and sizes. The 
390-acre Kolkata West International 
City in West Howrah primarily of- 
fers plotted development, while the 
Mahindra World City in Chennai 
offers both commercial and resi- 
dential space (although dwelling 
units are yet to come up). In fact, 
Infosys Technologies, which has 
built a sprawling campus in the 
Mahindra special economic zone 
(SEZ), hopes to employ 35,000 peo- 
ple when the facility is fully occu- 
pied. Magarpatta City in Pune is 
built on 400 acres of agricultural 
land and offers the walk-to-work 
concept to its residents, and the 
Dankuni Township near Kolkata 
is expected to have one of the 
largest planned developments in- 
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volving public-private partnership 
and also cater to the needs of the 
industrial sector. 

It's not just the white-collar or 
skilled workers who will gain from 
the new townships. The BT-DTZ sur- 
vey indicates that ITs could open 
up employment avenues for the lo- 
cal semi-skilled and unskilled work- 
ers by employing them in mainte- 
nance and upkeep of the completed 
projects. In fact, some ITs projects— 
like the Alpha International City 
in Karnal, Haryana—propose to 
undertake socially responsible proj- 
ects to help the nearby villages. 

Globally, such exclusive town- 
ships come in varied forms and are 
usually built around an economic 
epicentre. “Industrial Parks or 
Complexes”, similar to integrated 
townships, can be seen in China, 
Singapore and parts of Southeast 
Asia, primarily arising out of the 


housing needs of the large number 
of tertiary workers employed in the 
tech parks, rr complexes or even 
SEZs. However, these tend to have 
more land devoted to industrial use 
rather than residential. In the us 
and the UK, this concept is present as 
“planned mixed use” communities 
that have been integrating quality in- 
frastructure with a superior self- 
contained mixed-use planning. 
But before an integrated town- 
ship can become the promised 
panacea, it must overcome several 
hurdles, ranging from a fuzzy regu- 
latory framework to project execu- 
tion to competitive pricing. BT com- 
missioned DTZ, a global real estate 
advisory firm, to study the rrs land- 
scape and spotlight challenges for all 
the stakeholders concerned, includ- 
ing developers, investors, customers, 
and policy makers. What follows is 
the result of the BT-DTZ survey, 
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which considered 168 ITs projects, 
encompassing 127,000 acres. 


The Regulatory Challenge 
Traditionally, integrated townships 
have essentially been housing proj- 
ects offering a combination of row 
houses, villas, bungalows and 
group housing—all with essential 
urban infrastructure and ameni- 
ties—at differential price points 
to consumers. Today, townships 
have evolved to include all the an- 
cillary facilities like commercial 
premises, hotels, recreational and 
retail services, along with other 
amenities. However, there is no 
standard definition of integrated 
townships from a regulatory stand- 
point. And that could be a stum- 
bling block. 

At present, different states de- 
fine integrated townships differ- 
ently. Gujarat, for instance, has an 
rrs policy that encourages devel- 
opment of six different types of 
townships: technology parks, ed- 


GREATER NOIDA 
Near Delhi 

It’s home to several Indian and foreign MNCs. It is also becoming a 
notable manufacturing hub. 
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The ITs Drivers 
The reasons why integrated 
townships make sense. 


Urban Expansion: By 2030, 40 
per cent of Indians will live in 
urban areas compared to 27.8 
per cent as per census 2001. 


Housing Shortage: There's an 
estimated urban housing shortage 
of 25 million units currently and it 


could worsen in the years to come. 


Strain on Infrastructure: Growing 
urban population is taking its toll 
on utilities (water and electricity), 
transportation, healthcare, and 
other basic amenities. 








Economic Growth: The services 
sector boom has created demand 
for more and better commercial 
space. 


Rising Incomes: With the salaries 


of white-collar workers rising, 
they are demanding (and able to 
afford) better quality homes. 
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ucation-based townships, medical 
and healthcare townships, tourism- 
related townships, logistics parks, 
and residential townships. The pol- 
icy requires 80 per cent of the 
built-up area to be developed for 
residential use, while making hous- 
ing for economically weaker sec- 
tions (EWS) mandatory. On the 
other hand, Maharashtra, which 
was the first state to come up with 
an integrated township policy back 
in 2004, requires such projects to 
have a minimum spread of 100 
acres and favours rrs and provides 
them preferential land use change, 
even on agricultural land. Other 
sops that Maharashtra offers in- 
clude a 50 per cent waiver on 
stamp duty and no height restric- 
tions, subject to a floor space index 
or FSI (also called floor area ratio or 
FAR in some parts of the country) 
of 1 across the gross area (see 
States and Their Policies). 

There have been discussions at 
the Centre about a separate policy 
on integrated townships, but there 
has been no significant headway 
on this except that such a policy 
has been proposed only for town- 
ships that have IT as their com- 
mercial epicentre. In the absence of 
a firm policy at the central level, in- 
dividual state policies on develop- 
ment and land use will govern the 
development of such projects. 
Recent reforms such as the annul- 
ment of the Urban Land Ceiling 
and Regulation Act in some states, 
modification of the Rent Control 
Act and rationalisation of prop- 
erty taxes in a few cities and towns 
have given an impetus to invest- 
ment but further transparency in 
real estate dealings is needed to 
attract greater investment. For ex- 
ample, while allowing 100 per cent 
foreign direct investment (FDI) in 
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integrated townships has attracted a 
bevy of global investors, their plans 
are hobbled by land acquisition, 
which remains a challenge. 

Therefore, the city and state 
governments need to play the role 
of enablers. Fortunately for the de- 
velopers, some states appear sensi- 
tive to this need. That partly ex- 
plains why the biggest rrs projects 
(townships of above 1,000 acres) 
are coming up in Tier I cities. For 
example, Bangalore Metropolitan 
Regional Development Authority 
(BMRDA) and Kolkata Metropolitan 
Development Authority (KMDA) have 
taken initiatives both at the policy 
and implementation levels to sup- 
port private development of town- 
ships. Interestingly enough, while 
there are few ITs projects proposed 
in south India compared to north 
India (27 versus 95), they are far 
bigger on an average. The 27 town- 
ships in south will cover 68,048 
acres compared to 41,402 acres of 
the 95 in north. 


A Promising Market 


What will drive consumers towards 


SHAMIK BANERJEE 
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integrated townships? The answers 
lie in the important demographic 
and economic shifts that are tak- 
ing place in the country. Growing 
income levels and changing atti- 
tudes towards credit have seen the 
home loan market grow at a CAGR 
of around 90 per cent over the last 
three years, with housing loans out- 
standing increasing from 2.6 per 
cent of the GDP in 2003 to 8.2 per 
cent in 2005. Urban families are 
getting smaller and fragmented, and 
that is creating demand for housing 
in the big cities. The middle class 
segment (annual income between 
Rs 2 lakh and Rs 10 lakh, as per the 
NCAER classification), which com- 
prises just 13 million households, is 
expected to grow to 128 million 
households by 2025, and comprise 
41 per cent of the population. 
The consumerist age bracket of 
16 to 64 is gradually increasing (it 
was 63.5 per cent of the population 
in 2004), and the ratio of working 
population to dependent popula- 
tion is also increasing. That is push- 
ing the purchasing capacity farther 
north. Unsurprisingly, the average 


dm 
KOLKATA WEST INTERNATIONAL CITY 





Near Kolkata 
A satellite township spread across 390 acres, it boasts of residential 
towers, IT parks and a hospital, besides malls and schools. 
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States and 

Their Policies 

Only a few states have a stated 
policy on integrated townships. 


Gujarat: It has a comprehensive policy 
specifying the most probable locations for 
development of such townships. It cov- 
ers six different types of townships (tech- 
nology, education, medical/healthcare, 
tourism, logistics, and residential) and re- 
quires 80 per cent of the built-up area to 
be residential, including EWS housing. 
The state offers to provide access roads, 
bulk water supply and power. 





Maharashtra: Mandates a minimum 
size of 100 acres for townships, and 
favours IT townships through preferential 
land use change, even on agricultural 
land. Its policy allows exemption from 
Mumbai tenancy and Agricultural Land 
Act, and offers 50 per cent waiver on 
stamp duty and no height restrictions, 
subject to an FSI of 1. 


Rajasthan: It has variable minimum 
land limits according to cities and towns; 
it is 10 hectares for Jaipur, 6 hectares in 
other divisional headquarters and 4 
hectares in other municipal towns and 
district headquarters. A sop: the state 
govemment helps acquire land for the de- 
veloper if it already owns two-thirds of the 
total land of the project. Extra FAR is of- 
fered for energy conservation measures. 





Punjab: The state's policy supports 
land acquisition for the private developer 
but is limited to 10 per cent of the total 
project land. IT townships can change 
land use, subject to certain fee. Punjab 
also allows the developer to design the 
product mix and change land use share 
drastically. 





Karnataka: The state acquires land 
on behalf of developers and parcels it out 
to them for a fee. Besides, land 
installments are linked to project com- 
pletion—a feature that checks land 
hoarding. The land use mix specifies 
25 per cent residential development 
and 25 per cent for economic activities. 
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A major outsourcing hub, Gurgaons roads are its Achilles’ 
heels, although water and power shortages are rampant as well. 


age of home loan borrowers has 
dropped from 42 years in 2002 to 
31 years in 2007. The target 
segment for ITs will, therefore, ide- 
ally be professionals between 25 
and 45 years from different income 
levels, but with focus on the middle 
income group as India’s urban 
consumer base will be dominated by 
this income class. 

Growing income levels have also 
led to changes in consumption pat- 
terns. People are spending more on 
education, recreation, healthcare 
and transportation in a bid to move 
improve their lifestyles and quality of 
life. However, cities are getting over- 
crowded and there’s tremendous 
strain on basic infrastructure, both of 
which are resulting in lower quality 
of life. The more affluent consumers 
have already reacted favourably to 
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developments that offer modern 
amenities such as swimming pools, 
clubs, landscaped gardens, and 
round-the-clock security and house- 
keeping. An integrated township 
that addresses these issues in an 
affordable manner will have better 
chances of succeeding in what prom- 
ises to be a crowded marketplace. 
Last, but certainly not least, what 
will drive consumers towards town- 
ships is soaring real estate prices. 
Although consumers appear will- 
ing to pay for ancillary facilities, 
developers will need to price their 
dwelling units competitively. A 
back-of-the-envelope calculation by 
BT-DTZ suggests that a developer 
could construct housing units in 
Tier II and II cities (which have a 
price elastic demand) at between 
Rs 2,000 and Rs 2,500 per sq. ft, in- 


cluding the land cost, the cost of 
construction of the unit, and the 
amenities (see The Township 
Economics). Such a development 
could be aimed at a middle class 
population that is young and aspires 
for quality housing. 


Opportunities and Risks 

There's little doubt that integrated 
townships have the potential to 
transform the urban landscape as we 
know it today. Yet, with opportu- 
nities come risks that need to be 
mitigated or managed in the near 
future. How well the stakehold- 
ers—comprising developers, in- 
vestors, consumers, and policy mak- 
ers—address this interplay will de- 
termine the success or failure of rrs 
projects. Here's a brief risk-oppor- 
tunity analysis from the point of 
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WANTED: A REGULATORY FRAMEWORK 


INCE LAND IS A STATE SUBJECT IN INDIA, THE CENTRAL GOVERNMENT DOES NOT HAVE 

a policy that addresses development of [Ts across the country. However, 
S the Central government is considering a draft policy on ITs, specially in 
relation to the needs of the IT industry. Meanwhile, some Indian states 
have devised their own integrated township policy for better regulation and im- 
plementation of such projects and also for attracting investments. States that 
do not have an integrated township policy follow the National Urban Housing 
and Habitat Policy and the Urban Development Plans Formulation and 
Implementation (UDPFI) guidelines. 

Although 100 per cent foreign direct investment (FDI) was allowed in ITs 
way back in 2002, only a handful of foreign investors have arrived since. It is 
estimated that Rs 2,00,000 crore is needed to meet the huge shortfall of 
dwelling units in the country, but the FDI inflow so far has been small. A ma- 
jor hurdle, of course, is land acquisition. A few Indian states have come up with 
their own integrated township policies that specify probable locations for their 
development, spell out fiscal incentives, and lay down certain ground rules like 
the minimum area and land use mix percentage. For example, most of the 
states require integrated townships to be at least 100 acres in size, reserve 40 
to 50 per cent of the area for residential use, 20-35 per cent for roads, parks, 
and open space, 5-20 per cent for housing for economically weaker sections, 
and the rest for commercial or institutional development. 

One state that seems to have got its integrated township policy right is 
Karnataka. Here, the land is acquired by a state agency (BMRDA) and 
passed on to the developer in instalments for a fee. The state also insists that 
such projects be completed within 5-10 years. That means developers can't 
hoard land. 


HIRANANDANI m 


Near Mumbai 
Houses posh, high-rise residential towers with an influence of classic 
Greco-Roman architecture. Several BPOs have set up shop here. 
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view of the four stakeholders: 
Customers: If the township proj- 
ects deliver on their promise, the 
Indian middle class consumer may 
witness a new housing and (mass) 
lifestyle revolution. For that to hap- 
pen, two things will matter more 
than anything else: The location of 
the development and the quality of 
urban services provided within it. 
Unless the location is convenient 
enough, customers may not want to 
relocate. The quality of services, in 
turn, will depend on the customer's 
ability to appreciate the value of 
integrated amenities, and his/her 
willingness to pay for such addi- 
tional services. In fact, that could 
well determine the sustainability 
and success of any ITs project. 
Developers: ITs will involve proj- 
ects that are of large scale and 
greater complexity, have longer 
completion timelines and require 
massive financial commitments from 
the developers. Therefore, devel- 
opers will need to demonstrate 
strong execution skills—not just in 
project management, but also in fi- 
nancial and marketing management. 
While all real estate projects carry 
some amount of political and social 
risks, township projects will carry 
political risk of a higher magnitude. 
Why? Simply because of the com- 
plexity of land acquisition and the 
quantum of investment. But those 
developers who successfully pull 
off rrs projects could well become 
the new leaders in the real estate 
industry. The rub-on effect will be 
that they bring about much-needed 
maturity to the industry practices. 
Investors: Those putting money 
behind rrs have a unique opportu- 
nity to take part in a large-scale 
real estate development, which has 
residential, commercial and retail 
components in it and is interlinked 
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A DEFINITION FOR INTEGRATED TOWNSHIPS 


ROADLY, INTEGRATED TOWNSHIPS CAN BE DEFINED AS A PLANNED URBAN RESI- 
B dential development, offering combination of row houses, villas, 
bungalows, group housing, along with essential urban infrastructure and 
amenities. Commercial development might also form a small part of the de- 
velopment. The concept has been designed keeping in mind the lifestyle of a 
specific segment of population (in terms of age, income and profession) 
and their aspirations. The idea, invariably, is to provide a quality lifestyle that 
involves good housing facilities with supporting ancillary facilities, commen- 
surate with the location of the development and the consumer profile. 
Although there is a lack of any common definition for integrated townships 
and its constituents, each state government or the respective town planning 
authority has, in some form or the other, followed the ideal town planning guide- 
lines before giving approvals for such development. Depending on size, a town- 
ship project is expected to provide certain social infrastructure and ancillary 
facilities. For example, all townships must provide schools, while the ones above 
1000 acres in size must provide a college as well. Similarly, all townships must 
provide a community room and library, but only the mega townships must of- 
fer a recreational club. Ditto, while private security is expected of all townships, 
a police station is required only of the super-sized townships. Therefore, it would 
be appropriate to describe any development larger than 1,000 acres as an 
integrated township as it carries within it the essence of self-sustenance, which 
differentiates it from conventional developments. 


THE TOWNSHIP ECONOMICS 


It's possible to price apartments within reach of middle-class consumers. 

















A typical 300-acre Integrated Township (estimates) RS CRORE 
Land cost EINN 450 
Site development and infrastructure cost de. eL ead 157 
Other basic amenities cost sad | 15 
Residential development cost MAL. 297 
Total 919 
Costs and pricing of residential developments 

Average residential land use in a township Dx TU E 
Assumed average FAR — — Sri MRE Saat, 2 
Estimated residential development (sq.ft) ย ม ม เท จ 9 5,880,600 
Cost of residential development (Rs per sq. ft) ย — 1,563 
Estimated price of residential development (Rs per sq. ft) 2,220 
Assumed average area of a residential unit (sq. ft) 7 ก 1. 200 
Price of one residential unit in an ITS (Rs) — 26,40,000 


* Assuming a five-year phasing, this would give an IRR of 2595 


with the India growth story. From a 
risk perspective, the multiplicity of 
consumers (from individuals to 
industry to traders) will mean that 
investors get to hedge their bets 
better. However, given that there 
are some pockets around cities 
where townships are likely to be 
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clustered, investors will need to 
bet on developers that have thought 
through their differentiation and 
target market. Finally, given the 
diversity of the real estate market in 
India, investors need to be careful 
about their entry into and exit from 
ITs projects. While some markets 


have already reached middling 
levels of maturity in accepting ITs, 
a lot of others are still waiting to 
be tapped. Investors would need to 
understand this diversity and time 
their investment accordingly. 

Policy Makers: The opportu- 
nity for policy makers is to cre- 
ate an alternative model of urban 
expansion in India. Success of the 
rr model will bring more focus on 
addressing other related needs of 
urbanisation such as EWS housing 
and slum rehabilitation. But policy 
makers would need to use ITs 
along with the SEZs coming up all 
across India. Since all sEzs will 
require strong residential devel- 
opment, a policy framework that 
enables robust growth of both the 
formats could prove beneficial for 
all. The government has a 
combination of fiscal and regula- 
tory measures to support and pro- 
vide incentives for irs develop- 
ments. À transparent and fair reg- 
ulatory environment would help 
address a lot of the urban con- 
cerns today. A few badly executed 
or unsuccessful ITs projects may 
be all it takes to turn investors and 
consumers away from them. 

Of course, what underpins the 
integrated township story is the 
expectation of continued growth in 
the economy. The capacity of 
consumers to invest in real estate 
and housing are directly linked to 
the health of the economy. If the 
economy wobbles, then everything 
ranging from the growth in middle 
class families to lifestyle migration 
to mortgage penetration could take 
a knock. The good news is that 
no one's talking of a major 
slowdown or recession in the 
economy at least for now. So, 
perhaps not 200, but a few dozen 
townships will see the light of day 
and give urban living a fresh lease 
oflife. m 


Abhilash Lal, Priyankar Bhikshu and 
Samarth Agarwal, led the survey at DTZ. 
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ICICI Pru vs Bajaj Allianz — 





CLASH OF T 


TAN 








ICICI Prudential and Bajaj Allianz are the two 
largest private life insurers in India and both 
are expanding furiously. The former leads on 
some parameters and the latter on some 
others. For now, the race is too close to call. 


ANAND ADHIKARI 


ITIC PRUDENTIAL LIFE 

Insurance Company, 

headquartered in Guan- 

gzhou district of China, 
clocked a gross premium of RNB 
1.61 billion (Rs 805 crore) in 2006. 
Launched in 2000, crric Prudential, 
a joint venture between China's 
CITIC and Prudential UK, now ranks 
third among the two dozen for- 
eign insurers in the Chinese main- 
land. In Shanghai's Puming Road, 
the fourth-largest foreign insurer, 
Allianz China Life Insurance Co., 
ran neck and neck, with gross pre- 
mium income of RNB 1.20 billion 
(Rs 600 crore). 

In the first five months of 
2007, however, Allianz China has 
displaced CITIC Prudential from 
the third slot by recording gross 
premiums of RNB 1.02 billion or 
Rs 510 crore (CITIC Prudential 
managed RNB 0.72 billion or 
Rs 360 crore) and is sending jitters 
down the spine of #2 Generali 
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China Life, by equalling its 
premium income. 

China is not the only emerging 
market where Germany's €1 tril- 
lion (Rs 56 lakh crore) Allianz 
and the UK’s $500 billion (Rs 20 
lakh crore) Prudential are slug- 
ging it out. That story is being re- 
peated in India where the Bajaj 
Allianz Life Insurance Company, a 
partnership between the German 
insurance giant and two-wheeler 
biggie Bajaj Auto, is breathing 
down the neck of market leader 
ICICI Prudential Life Insurance 
Company, a JV between India's 
largest private sector bank and 
Prudential. And these two, clearly, 
are the markets of the future. India 
and China have an insurance pen- 
etration of 3 per cent and 1.8 per 
cent, respectively, of GDP com- 
pared to the UK (8.9 per cent), 
Japan (8.3 per cent) and South 
Korea (7.3 per cent). And with 
both the Asian economies growing 
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SAM GHOSH 
Regional CEO (Middle East and India) 
Allianz AG 


BAJAJ ALLIANZ LIFE 


m Targeting moderate, but 
profitable growth 

m Shifting focus to regular 
premium policies — 

m Tapping co-operative banks and 
retail malls to sell policies 

m Poaching experienced people 
from LIC 


m Looking for outsourcing key 
activities like policy issuance in future 


SHIKHA SHARMA 
CEO/ ICICI Prudential Life 





ICICI PRUDENTIAL LIFE 


m Pumping in fresh capital 


พ Scaling up its health and 
pension portfolio - 


a Expanding into the Tier-l| and 


Tier-III towns 


TILVd VAIWHS 





พ Beefing up its management 
team by inducting Bhargav 
Dasgupta as Executive Director 
m Leveraging brand to go 
international 


CARVING UP THE PIE 

ICICI Prudential Life and Bajaj Allianz Life 
are the big boys of this market. 

ICICI Prudential Life 27.7 
Others 13.1 
Aviva Life 4.6 
Reliance Life 4.9 
Birla Sun Life 4.9 
Max NYL 5.4 


HDFC 
Standard Life 8.6 


SBI Life 8.8 
Bajaj Allianz Life 22 







Figures in per cent for 2006-07 indicate market 
shares based on Weighted New Business 
Premium For Individual Business 

Source: IRDA 
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NECK AND NECK 


ICIC! Prudential Life is slightly ahead but 
the race is still too close to call. 





NEW BUSINESS PREMIUM* 
2006-07 
2005-06 
2004-05 
2003-04 
180 E ICICI Prudential Life 
2002-03 ! 294 EE Bajaj Allianz Life 
61 *Includes single premium 
2001-02 120 io 
7 Figures in Rs crore 


Source: Company presentations 


——— the stem 


1,960 
2,079 





244 BS ICICI Prudential Life 
I Bajaj Allianz Life 


Figures in thousands 
Source: IRDA 
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at over 9 per cent annually, the 
business opportunities are huge. 


Two-horse Race 

In India, icici Prudential, better 
known in the market as ICICI Pru, is 
clearly the largest insurer, with assets 
under management (AUM) of 
Rs 15,800 crore, but Bajaj Allianz, 
which manages about half that 
amount, has stolen a march over 
its bigger rival by declaring a net 
profit of Rs 66 crore in 2006-07. 
ICICI Pru, which incurred a net loss 
of Rs 648 crore in 2006-07, ex- 
pects to break even by 2009-10 as it 
focusses on "capturing the explosive 
growth in the industry rather than 
being worried about bottom lines". 

Bajaj Allianz, incidentally, is the 
second new generation Indian in- 
surer, after SBI Life—which reported 
a symbolic net profit of Rs 2.2 crore 
in 2005-06—to come out of red. 
“Our goal is to be profitable and, at 
the same time, maintain our position 
among the top three private sector 
life insurance players," says Sam 
Ghosh, the new Regional CEO of 
Allianz Middle East and India, who 
almost single handedly scripted Bajaj 
Allianz's success and took it from 
the #5 position to its current 
numero dos slot in three and a half 
years. Potential rivals HDFC Standard 
Life Insurance, SBI Life Insurance 
and Birla Sun Life Insurance, are 
way behind on all parameters (see 
Carving up the Pie). 

But from here on, it may have a 
real fight on its hands. ICICI Pru, 
which declined to participate in this 
story, is aiming very high. Its CEO 
Shikha Sharma is pushing hard for 
growth, and K.V. Kamath, 
Managing Director and CEO, ICICI 
Bank, the parent company of ICICI 
Pru, recently told Business Today: “I 
want ICICI Pru to now set its eyes on 
the top slot (in the life insurance 
sector)." Kamath was clearly hinting 
at the 800 pound gorilla in this 
space, the public sector Life 
Insurance Corporation (LIC). 
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It has already built up a 
formidable track record. For six 
years now, ICICI Prudential has 
maintained its leadership among 
private sector insurers. But the rapid 
strides made by Bajaj Allianz over 
the last three years, and its first- 
ever profit, makes this fight inter- 
esting. Also, the life insurance busi- 
ness requires frequent infusions of 
capital (in the form of equity) for 
solvency margins. Today, ICICI Pru 
is the most-capitalised insurance 
company in the country, and can- 
not go on adding equity capital. 
How it sorts this problem out will 
be watched carefully in the industry. 


New Products 

Meanwhile, what has allowed Bajaj 
Allianz to power along is its low-cost 
distribution network comprising 
satellite offices (now being repli- 
cated by its rivals) and the launch, in 
early 2004, of actuarial-based prod- 
ucts, like Bajaj Capital Unit Gain 
(where expenses are distributed over 
the life of the product unlike other 
products where 30-40 per cent of 
the first year's premium is written 
off as expenses). But the Insurance 
Regulatory and Development 
Authority, the sector's regulator, 
recently banned actuarial-based 
products, reportedly under pres- 
sure from some of its rivals, be- 
cause of their complex nature and 
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Bajaj Allianz's CEO Kamesh Goyal: The new man at the helm 


opacity. But Bajaj Allianz, which 
mobilised a bulk of new premiums 
under this head, is now readying 
to launch three new ULIP products, 
which are awaiting IRDA'S approval. 
“We will now aggressively sell reg- 
ular premium policies that will fur- 
ther improve our profitability," says 
Sam Ghosh. *We can roll out the 
products fast as we have a wide dis- 
tribution network," adds Malay 
Ghosh, Head (Sales), Bajaj Allianz. 
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crucial parameter: it is profitable. 


Again, it's six of one and half-a-dozen of the other, but Bajaj Allianz leads in one 


PARAMETER BAJAJ ALLIANZ ICICI PRUDENTIAL 

Number of policies 3.4 million 4 million 

Assets under Management Rs 6,800 crore Rs 15,800 crore 

Branches 876 branches in 840 towns — 583 branches in 421 locations 
Employees 17,000 16,000 

Agents/Advisors 213,000 234,000 

Market value Rs 23,630 crore Rs 30,900 crore 

Capital invested Rs 700 crore Rs 2,100 crore 

Net profit Rs 66 crore (-Rs 648 crore ) 

Figures for 2006-07 Valuation Source: Kotak Report August 2007 Source of other data: Companies 
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Ditto for icici Pru where unit-linked 
products (as against traditional en- 
dowment products) bring in a ma- 
jority of its premium. 


Different Strategies 

ICICI Pru, which enjoys a strong 
brand recall, thanks to the clout 
of its Indian promoter, had ini- 
tially focussed on the metros and 
large cities, while Bajaj Allianz 
spent the initial years on building its 
brand and setting up a low-cost 
distribution network comprising 
branch and satellite offices. “Till 
December 2003, we focussed on 
traditional endowment life prod- 
ucts,” says Malay Ghosh. In 2002- 
03, Bajaj Allianz was ranked #7 
among the 14 players battling it 
out in the then recently liberalised 
life insurance market. 

On the other hand, ICICI Pru, 
one of the first players to com- 
mence operations in December 
2000, has been on the fast track 
almost from Day 1, and by end- 
2003, had already sold 300,000 
policies and mobilised new business 
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The battle ahead: Can ICICI Pru topple LIC from the numero uno spot? 


premiums in excess of Rs 750 crore 
in 2003-04. 

The distribution strategy of ICICI 
Pru was a combination of alternate 
channels like bancassurance and 
branches in Tier-I cities. When Sam 
Ghosh took over in January 2004 as 
the Country Head and CEO of Bajaj 
Allianz, he turned the focus from 
traditional endowment plans to 
ULiPs. He also came out with an in- 
novative distribution plan, called 
the Banyan Tree Distribution 
Model, wherein branch offices set 
up small "sibling" satellites, which 
are turned into full-fledged branches 
when they grow to a certain size 
and so on. This approach helped 
Bajaj Allianz grow from about 30 
branches in a dozen towns and cities 
in early 2004 to 870 offices in 800 
towns in India. This exponential 
growth in its network is what has al- 
lowed Bajaj to also grow its rev- 
enues, A year later, Bajaj Allianz 
rose to #3 position from #5, and in 
2005-06, it displaced Birla Sun Life 
from the second slot to emerge as 
the new force to reckon with. *We 
have managed to build a strong in- 
surance brand in the market," says 
Sashi Krishnan, Chief Investment 
Officer, Bajaj Allianz. 

The success of Bajaj Allianz's 
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distribution strategy is now forcing 
its rivals, and even its German par- 
ent, to follow suit. “Our model is be- 
ing replicated by Allianz in other 
emerging markets," says Ghosh. 

In fact, distribution is one area 
where ICICI Pru has made major 
strides recently. Till March 2006, 
it had only 177 branches in 132 lo- 
cations, manned by 7,700 em- 
ployees and 72,000 advisors (in- 
surance agents). Today, just a year 





ICICI's Dasgupta: Has his hands full 
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later, it has 583 branches in 421 lo- 
cations manned by 16,000 em- 
ployees and 234,000 advisors. The 
aggressive expansion of its distri- 
bution reach pushed up sales, but 
also swelled the losses to Rs 648 
crore in 2006-07. 

Clearly, 16161 Prudential doesn't 
want to sacrifice growth and may 
pump in more capital (as it has 
done more than a dozen times over 
the past six years, pushing its capi- 
tal base from Rs 150 crore in 2000- 
01 to Rs 2,372 crore in July 2007) 
to scale up its pensions and health 
businesses. But in a blow to its 
plans, the Reserve Bank of India 
has put on hold its plan of setting 
up a separate holding company for 
three of the bank's subsidiaries—in 
life insurance, general insurance 
and asset management, valued at al- 
most Rs 45,000 crore—for raising 
capital (equity and debt) inde- 
pendently from the market without 
affecting the bank's balance sheet. 
The idea behind this was to fund 
the insurance venture by combining 
the profitable general insurance 
and asset management business. 
The RBI’s objections were lack of 
regulation for intermediate holding 
company and possibility of exces- 
sive debt funding. If the proposal 
doesn't go through, ICICI Bank will 
have no option but to fund the life 
venture from its own balance sheet. 

If the ban of actuarial-based 
products came as bad news for Bajaj 
Allianz, then this is a major setback 
suffered by icici Pru. But neither 
appears fazed. “We're not scaling 
down our targets because of the 
discontinuance of products," says 
Rajesh Viswanathan, CFO of Bajaj 
Allianz. ICICI Pru, too, is not about to 
slow down anytime soon. 

So, can Bajaj Allianz do a CITIC 
on its larger rival; and can ICICI Pru 
fend off this challenge and overtake 
LIC, as Kamath has threatened? The 
battle has been joined. And whatever 
the outcome, the winner, undoubt- 
edly, will be the consumer. 8 
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Fabulous March 


Fabindia, which has popularised handwoven fabrics among Indians while 
supporting rural artisans, is expanding—at back-end and front-end. KAPIL BAJAJ 


RAVELLING FROM DELHI TO SEDDA VILLAGE IN 

Bijnaur (UP) on a warm September morning, 

one gets a feel of the inconvenient distance 

that separates India from Bharat. There, 

one gets to see how Fabindia Overseas—the 
47-year-old Delhi-based retail chain that sells handloom 
garments, linen and other handicrafts—manages its 
relationships with its rural suppliers. 

The journey is illuminating. Fabindia is recasting 
its supply chain, setting up dozens of "supply-re- 
gion companies" that will gradually take over its 
entire supply chain in a particular region; these com- 
panies will also offer shareholding to Fabindia's sup- 
pliers in line with the vision plan articulated by 
Managing Director William Bissell (40), who sees 
himself as a champion of free market in the NGo- and 
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government-dominated handicrafts sector. 

For a company that owns India's most successful and 
chic brand of handloom garments and handicrafts, 
that's only one of many exciting developments taking 
place—Fabindia has opened 37 stores in the last 18 
months; sales have been growing at a CAGR of 40-50 per 
cent over the last three years; and margins are so 
attractive that investors are queuing up with their 
cheque books. 

Aqueel Ahmed, who owns one of the two dozen 
home-based handloom units in Sedda that weave cotton 
fabrics for Fabindia, has applied for shares worth Rs 1.5 
lakh in Bijnaur Artisans, the newly set up supply-region 
company that will deal with all artisans and suppliers in 
the Bijnaur region. “I have worked with Fabindia for the 
last eight years and supply exclusively to the com- 












All you wanted to know about Fabindia, the 
Delhi-headquartered private limited retail-chain 


» Number of stores: 68 in India (as of September 
2007) and 3 abroad 


» Store formats: 4 (5,000 sq. ft, 2000-3,000 sq. ft, 
2,000 sq. ft and 500-1,000 sq. ft 


» Products: Handloom garments, 
accessories, home linen, home 
furnishings, floor coverings; pottery, 
lamps; stationery and other home 
products, furniture; organic food and 
body care products 


Sources from: 21 states, 22,000 artisans 
» Will source from (by 2010-end): 100,000 artisans 
» Workforce: 700 


»Sales (year ended March 2007): 
Rs 200 crore 


| eProjected 2007-08 sales: 
Rs 300 crore 


eSales Growth: 40-50 per cent 
CAGR in last three years 
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Gross margin: Over 40 per cent (in 


pany. It's à relationship that's based on mutual trust, last three years) 
which is why I have invested in Bijnaur Artisans. | am 
sure it will be to my benefit," he says. e Domestic sales: 95 per cent of total sales 
Nabeel Ahmed, Mohammad Rizwan and Gauhar 
Ali, all Aqueel’s neighbours, are also Fabindia suppliers Retail presence: 20 states (no presence yet in J&K, 
and shareholders-in-waiting in Bijnaur Artisans. All of yx Slag ie al ฝน ละ ร ะ ๑ ส 6 ๆ ema and 
- them say they are *happy" with the orders they get s except Chandigarh and P'uguchery; 
from the company and the payments they receive. e Share of regions in revenue: North+ East: 50 
Nabeel “outsources” part of his work to a house- per cent, South: 25 per cent, West: 25 per cent 
hold unit where Tarannum and her sister Yasmine 
weave colourful cotton khadi table mats for him. e Share of product categories in 
Each of them makes Rs 5 per mat, does about 30 revenues: Apparel: 65 per cent, 
mats, thus, earning about Rs 150 per day. Home linen/furnishings/furniture: 
32-35 per cent, Organic food: 2 
Marketing Finesse per cent, Personal care: 
The successful adaptation of handloom fabrics to ur- 2 per cent 
ban tastes in a purely commercial manner has been » Product-wise sales growth: 
the strength of Fabindia. Government-owned play- Apparel: 60-62 per cent, Home 
ers like Khadi & Village Industries Commission linen/ furnishings/ furniture: Ld 
> (KVIC) and state emporiums have fared miserably on 40 per cent, Organic food: 100 € y 
this front despite large subsidies and grants. per cent, Body care: 200 per cent 





Interestingly, the company has woven its hand- 


loom magic without ever spending anything signif- è Exports: 5 per cent of revenue 
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icant on advertising. “I'll credit Fabindia with bringing 
traditional and heritage products into the mainstream. 
Today, it's the only commercially successful and widely 
available brand associated with handloom apparel," says 
a Bangalore-based marketer of handicraft products 
and a former Fabindia supplier. 

The growing acceptance of handlooms and crafts by 
urban Indian consumers also explains the shift in 
Fabindia's focus, in the early 1990s, from exports to the 
domestic market, and the rapid expansion from 13 
stores in 2003-04 to 68 at present. “The 1992-93 period 
was difficult—we suddenly lost our largest overseas 
buyer and (founder) John (Bissell) suffered a severe 
stroke. By the time we opened our second store in 
Delhi, William (John's son and successor) had decided the 
company's future lay in domestic retail expansion," 
says Charu Sharma, Working Director, Fabindia. In 
the years that followed, Fabindia became increasingly 
surefooted. “We started work on our first Vision Plan in 
2002, which laid stress on creating and sustaining the de- 
mand for handmade goods and generating fast growth in 
sales. Since then, the company has done a lot to stream- 
line its back-end,” says Anita Kathpalia, CFO, Fabindia. 


More Stores, More Products 

The retail expansion gathered pace from 2004 on- 
wards; revenues grew in tandem from Rs 89 crore in 
2004-05 to Rs 129 crore in 2005-06 and then to Rs 
200 crore last year. Riding on over 35 store openings 
this year, the company hopes to close 2007-08 with 
sales of Rs 300 crore. “While we have been opening 
stores in Tier-II cities like Vadodara, Dehradun and 





Fabindia's Chainani: Eyeing the overseas markets too 
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Growth Story 


Fabindia has come a long way 
over the last 31 years. 
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Bhubaneswar, we also want to add more outlets in 
Tier-I cities like Mumbai and Bangalore,” says Sunil 
Chainani, Working Director, Fabindia. The company 
is also looking at retail expansion overseas, particularly 
in West Asia, which “has the scope for multiple 
Fabindia stores”, The existing store in Dubai is doing 
"extremely well" and the ones in Rome (Italy) and 
Guangzhou (China) are picking up. The company 
wants each of its stores to be a profit centre, adds 
Chainani. 

Bissell, who is married to an Indian, says Fabindia’s 
emphasis on utility and contemporariness, rather than 
beauty and quaintness, have created “sustainable de- 
mand”. Result: customers buy a product because they 
need it, not because they think it’s beautiful. “Fabindia’s 
regular customers tend to be Indians who are not inse- 
cure about their identity; who appreciate the fact that 
they have an extraordinary culture and that a handmade 
product has an intrinsic value, not an externally imposed 
price of a big brand, inflated manifold by advertising and 
packaging,” says Bissell. Then, given that its “basic” line 
of garments starts at a price point of Rs 150, Fabindia 
has become synonymous with “affordable chic". 

Bissell and his team have expanded their product 
line to include organic foods and body care products, 
reinforcing Fabindia’s association with the rural econ- 
omy. The company has also introduced furniture, 
which represents a compromise on the time-honoured 
Fabindia principle of every product receiving some 
hand treatment (the company produces its furniture at 
a mechanised factory in Haryana, but ensures that it uses 
no plywood or glossy polishes.) 


Profits and Jobs 
Prakash Tripathy, Director in Artisans Micro Finance, 
a Fabindia arm and main promoter of supply-region 
companies, says these companies are “our way of 
streamlining and strengthening our supply chain, elim- 
inating middlemen, providing jobs to rural artisans, and 
giving our suppliers ownership in this business”. 
According to Bissell’s plan, 200 supply-region com- 
panies, manned by local people, to be set up by 2010 
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across India's handloom- and craft-rich regions, will grad- 
ually take over design, distribution, quality control, 
warehousing, and some processes like dying from the 
parent company. Sixteen companies have so far been set 
up in various states, of which eight are already functional 
thanks to a financing arrangement with ICICI Bank. 
*Fabindia's evolving supply chain is responding to the 
need for large investments in enhancing product qual- 
ity and sophistication. So, we'll provide better quality and 
designs to our customers," says Bissel, whose American 
father John Bissell, a buyer for Macy's, New York, 
visited India in 1958, fell in love with Indian crafts, and 
established Fabindia in 1960 as an export house. 


The company hopes to expand its sourcing from 
over 22,000 artisans in 21 states to about 100,000 
by 2010—the “back-to-the-grassroots” approach it 
decided to take a couple of years ago after agonising 
over whether or not it should move away from hand- 
looms in order to grow faster. *Fabindia's success lies 
in getting small handloom and craft units scattered 
across remote villages to develop products that ap- 
peal to urban consumers. We'll continue to develop our 
supply chain the hard way rather than take the easy way 
of using mill-made fabrics," says Chainani. 


Growth and Constraints 

The company's expansion this year has been helped in 
part by wcp Mauritius Holdings; the private equity firm 
has reportedly invested $11 million (Rs 44 crore) for a 
6 per cent stake. This values the company at about $183 
million (Rs 732 crore). Chainani says the company's 
healthy internal accruals and balance sheet gives it the 
ability to raise debt without overleveraging the company. 
*We have been ploughing back profits into expan- 
sion on an ongoing basis. We'll invest several hun- 
dred crores over the next few years. Options like IPO 



















Fabindia's Kathpalia: Stresses on creating 
demand for handmade goods 





and private placements will be considered 
only when an extraordinary need arises," he 
adds. 

Spiralling real estate prices are, however, 
slowing down retail expansion, admits Shilpa 
Sharma, Fabindia's Marketing Head, who's 
scouting for new store sites. The company's 
strategy has been to lease property rather 
than own it (it owns only 6 stores; the rest are 
leased) and is trying to be the first mover in 
new markets to get cheaper prices, says 
Kathpalia. *Fabindia has decided not to ex- 
pand through the franchisee route in the domestic 
market because we do not want to dilute our brand," 
adds Shilpa Sharma. 

Bissell says his wage costs are rising fast—like in 
the case of other organised retailers. He is also aware that 
retailers like Westside and Pantaloon now stock hand- 
loom apparel, furnishings, and crafts, but points out 
that Fabindia's painstakingly built supply chain gives it a 
clear advantage over its rivals. “Crafts make up a niche 
market in the sense that our customers know what a 
handcrafted product is. The larger market, on the other 
hand, could become increasingly full of fake handloom 
products. So, players like Fabindia need to constantly ed- 
ucate customers," says Charu Sharma, noting that all 
Fabindia products bear *Craftmark", which is the craft 
industry's certification for original handmade products. 

Bissell says he hopes more Indians will wise up to the 
*genius" of modern marketing that sells them big 
brands at outrageous prices. He also hopes that more 
Indians will become secure about their identities and 
stop being dazzled by western lifestyles and brands. 

Whether that happens or not, Bissell and Fabindia 
have little reason to be insecure. 8 
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A 1. apr eciating rupee, 1 ising wage costs, and potential 
withdrawal of tax breaks (not to mention a slowdown in the US) 
"coming together to create the worst ever conditions for 
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ALL FALL DOWN 
Top line and bottom line growth is slowing for the Big Four. 
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OR AN INDUSTRY THAT WAS 

until recently the bell- 

wether on Dalal Street, 

the recent slight from in- 

vestors must seem humili- 
ating. Even as the Bombay Stock 
Exchange index, Sensex, surged from 
16,000 to 17,000 in a matter of just 
six trading sessions (the fastest 1,000- 
point gain, since the index hit 10,000 
in February 2006), leading the rally 
were Reliance Industries, Bharti 
Airtel, L&T and icici Bank. Earlier, 
when the Sensex topped 16K on 
September 19, it was once again 
Reliance Industries, HDFC, and ICICI 
Bank (which together account for 
about a quarter of Sensex by weight) 
that led the surge. 

Sure, the rr stocks—particularly, 
TCS, Infosys and Wipro—gained too, 
but less than 2 per cent compared to 
6 and 8 per cent gains of Reliance 
and HDFC, respectively, on the day the 
Sensex topped 16K to close at 
16,322.75. The second time around 
when the Sensex sped from 16k to 
17k, the IT index rallied a bit, but 
only because the Reserve Bank of 
India generously eased restrictions 
on overseas investment, thus at- 
tempting to slow the rupee’s upward 
march. Step back and look at the 
leading IT stocks’ performance over 
the last one year and you'll find that 
they have languished. The BSE IT in- 
dex has remained unchanged in the 
period (September 25, 2006 to 
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September 25, 2007) compared to a 
Sensex gain of almost 40 per cent. 

There's something about the IT 
stocks that is bothering D-Street and 
it's not hard to put one's finger on it. 
In a multiple whammy of sorts—or 
what looks like an ideal condition 
for a storm—an appreciating rupee, 
high wage inflation, the possibility 
of the withdrawal of the tax holiday 
in 2009 and growing competition 
from multinationals have all emerged 
as serious threats to the growth 
prospects of the IT services industry. 
“There are huge challenges before 
the industry today that can jeopardise 
its long-term growth story,” admits 
Kiran Karnik, chief of the industry 
lobby, Nasscom. 


The Chief Culprit 


The prime, and more immediate, 
concern for most Indian IT compa- 
nies is the hardening rupee. It has 
appreciated almost 10 per cent 
against the dollar so far this year 
and has hurt profit margins in an in- 
dustry that is primarily export 
driven. Most of the big players get 
more than 60 per cent of their rev- 
enues from the us alone. The so- 
called Tier-I companies—including 
TCS, Infosys, and Wipro, among a 
few others—did hedge against a 
stronger rupee, but just the same 
their operating margins were hit by 
2-4 per cent. Says Suresh Senapathy, 
CFO, Wipro: “Hedging can at best 
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Suresh Senapathy 


CFO/ Wipro 

"Hedging can at best 
smoothen the movement. It 
can not beat the secular trend 
exhibited by the currency" 





S. Mahalingam 
CFO/ TCS 


"We are focussing on the 
Euro zone to boost our 
non-dollar revenues" 
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smoothen the movement. It can 
not offset or beat the secular trend 
exhibited by the currency". 

Already the big boys are being 
forced to lower their guidance es- 
timates for the full year. Infosys, for 
instance, lost Rs 287 crore in the 
first quarter of this fiscal due to the 
sharp rupee appreciation. *Our 
first quarter reflected the changed 
business environment for Infosys 
and indeed the entire Indian Ir in- 
dustry," V. Balakrishnan, Infosys 
CFO, told BT recently. 

However, with the rupee drop- 
ping below 40 to the dollar, Infosys 
and its peers may be expected to 
once again revisit their estimates 
as the second quarter numbers 
come out. According to some ana- 
lyst reports, the IT triumvirate (TCS, 
Infosys and Wipro) could see their 
top line and bottom line growth get 
hit by 5 to 10 per cent. Says Hari T, 
Head of Global Marketing and 
Communication, Satyam Computer 
Services: “Our analysis reveals that 
a 1 per cent rupee appreciation 
will negatively impact the margins 
by around 30 basis points and most 
of the companies in the sector are 
impacted likewise. We are trying to 
combat the rupee impact through 
enhanced operational efficiency 
and hedging.” 

Most of the companies, includ- 
ing the big three, are trying to fight 
the rupee appreciation by negoti- 
ating higher billing rates with clients. 
But it’s not been smooth sailing. 
Says Sudin Apte, Senior Analyst, 
Forrester Research: “The rr com- 
panies have been pushing for steep 
increases of 10-15 per cent but have 
in most cases only managed hikes of 
4 to 5 per cent”. The irony is, as a 
Gartner report points out, higher 
billing rates could turn out to be a 
handicap. “This erodes the com- 
petitive advantage (by way of price 
differential) enjoyed by these com- 
panies...and could make them less 
competitive compared with ex- 
ternal services providers in other 
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V. Balakrishnan 
CFO/ Infosys 
“We have two decades of expe- 
rience in running process and 
cost efficient offshore centres 
and MNCs can't buy into this” 


parts of the world,” cautions the 
report. The bigger Indian vendors 
are also exploring a pricing model, 
where they maintain a base level 
convertibility and assured returns 
in dollars. 

Blue chips like Tcs and Infosys 
are moving on other fronts for 
margin expansion. They are busy 
boosting front-end sophistication. 
This includes upgrading skills re- 
lated to sales, relationship man- 
agement, account management, 
negotiations, and standardisation 





of sales processes, among others. 

Analysts also feel the rr players 
have to become more innovative. 
Says Forrester’s Apte: “Indian rr 
companies have to look beyond 
just pushing up utilisation. They 
have to take other initiatives such 
as enhance efforts for non-linearity 
(headcount and revenue linkage). 
For instance, Wipro’s Lean 
Principles methodology or IP Asset- 
based ‘Solution Accelerators’ used 
by Cognizant , HCL and Infosys.” 
“Solution Accelerators” are pre- 
developed software that is used 
by the IT services firms to auto- 
mate a particular business process 
or aspect of product development. 


The Other Bugbear 

An acute shortage of talent at home 
Is yet another concern for the 11 in- 
dustry. The big problem is the ex- 
pected shortfall of around 500,000 
people by 2009, according to a 
Nasscom-McKinsey study and the 
constant 10-15 per cent increase in 
salaries doled out across the board. 
That's clearly eroding the cost ad- 
vantage once enjoyed by the in- 
dustry. According to Wipro’s 
Senapathy, the company is bat- 
tling the problem by increasing 
the number of freshers it hires, 
expanding its reach into campuses 
(from 160 to 260 locations) and 
also looking beyond engineers to 
science graduates for some of its 
work. Then, Nasscom is collabo- 
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rating with engineering colleges and 
technical institutes with its “finish- 
ing schools” concept to hone the 
skills of graduates and prepare them 
for the industry. Says Karnik: “The 
challenge is not availability but suit- 
ability of the manpower available.” 

The industry is also being forced 
to adopt new tactics. Companies 
like TCS and Infosys are setting up 
base in Tier-II cities like 
Bhubaneshwar, Cuttack , Mohali, 
Coimbatore and Cochin. 
Approximately 70 per cent of their 
fresh recruits are from the smaller 
cities. Says T. Madan Mohan, 
Director, Consulting, Information 
Communication and Technolgy 
Practice, Frost & Sullivan: “Their 
gameplan is to hire in the smaller 
cities to rein in costs and attrition. 
Our studies indicate there is a 12 - 
17 per cent cost advantage by mov- 
ing to Tier-II cities”. 

They are moving on other 
fronts as well to control wage costs. 
In an interesting strategy, Indian 
IT firms, which flourished on the 
outsourcing boom in the West, are 
now themselves moving offshore 
to destinations from Malaysia to 
Mexico, besides the Us and Europe. 
Tier-I players aim to have around a 
tenth of their workforce from out- 
side India in the next couple of 
years. "We are diversifying our tal- 
ent pool across the world,” Infosys’ 
Director-HR, T.V. Mohandas Pai, 
told BT recently. “We have opened 
centres in Manila and Mexico and 
we have people from 65 distinct 
nationalities aboard.” Wipro, too, is 
aggressively expanding its non- 
India delivery centres, buying a 
string of companies abroad. 
Broadening its geographical spread 
has also helped Wipro expand its 
reach into contracts that were pre- 
viously off limits to India only ven- 
dors. Says S. Mahalingam, CFO, 
TCS: "We are focussing on the Euro 
zone and have doubled our quar- 
terly revenues from here to $100 
million in just two years." 
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Battle Time 


How the industry is gearing up to 
fight the multiple onslaught. 


CHALLENGES/ RESPONSE 

Rupee appreciation 

Hedge currency 

Increase utilisation rates 

Enhance operational efficiency 
Increase presence in domestic market 


Wage inflation 

Set up base in Tier-ll cities 

Help colleges widen talent base 
Reverse offshoring to Europe & US 


Tax holiday withdrawal 
Migrate to SEZs 


Threat from MNCs 
Move to high-end consulting work 
Increased spend on R&D 


A Taxing Issue 

Another contentious issue is the 
scheduled withdrawal of the tax 
holiday for the rr industry in 2009 
once the Software Technology Park 
India (STPI) scheme expires. This 
could mean that subsequently all 
IT companies will have to pay cor- 





Sudin Apte 

Senior Analyst/ Forrester Research 

"IT companies have been push- 
ing for steep increases (in billing) 
but in most cases only managed 
hikes of 4 to 5 per cent" 


porate tax in excess of 30 per cent. 
If the tax holiday is withdrawn from 
the industry, it is estimated that the 
government will net $3-5 billion 
in direct taxes alone (without ac- 
counting for customs duty, excise 
duty and sales tax exemption). Says 
Apte: “The bigger companies like 
Infosys, TCS and Wipro should not 
get tax holidays. They should man- 
age on their own." 

Meanwhile, the big boys (Infosys, 
Wipro, TCS, Satyam and Cognizant) 
are already gearing up for the even- 
tual withdrawal of the STPI scheme. 
They are all setting up Special 
Economic Zones, In fact, there are 
an estimated 100 plus IT SEZs in the 
pipeline. The major reason for this is 
again tax holiday—though only new 
business is eligible for SEZ tax bene- 
fits. Says R. Chandrasekaran, 
President and Managing Director, 
Cognizant: "SEZs will allow us to 
participate in tax holidays well into 
the future." Argues Karnik: *Tax 
holiday should be extended since 
the big companies can avail of ben- 
efits anyway through SEZs.” 

It's evident why the Indian ven- 
dors are worried about taxation. 
Slimmer profit margins will not only 
lead to a correction in the valua- 
tion of their stocks, but also make it 
harder for them to compete against 
their larger foreign rivals. Already, 
the IBMs, EDSes and Capgeminis of 
the world are buying their way to a 
larger India base. *We have two 
decades of experience in running 
process and cost-efficient offshore 
centres and MNCs can't buy into 
this," says Infosys' Balakrishnan. 

There's no doubt the larger play- 
ers will make course correction and 
sail through the storm. Whether 
they can sustain their high growth 
rates isn’t so certain. 

(ADDITIONAL REPORTING BY 
RAHUL SACHITANAND IN 
BANGALORE, T.V. MAHALINGAM 
IN MUMBAI, NITYA VARADARAJAN 
IN CHENNAI, AND E. KUMAR 
SHARMA IN HYDERABAD) 
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Lacking the scale or skills of Tier-I players, mid-size IT companies 
will need to find profitable niches to survive in what is increasingly 
becoming a Big Boys’ game. RAHUL sACHITANAND 





ITTING IN HIS SMALL OFFICE 
at the headquarters of 
MindTree Consulting in 
Banashankari, a mainly 
residential locality in south 
Bangalore, Ashok Soota, the com- 
pany's 59-year-old Chairman and 
Managing Director has his hands 
full plotting the survival of the 
company he started with nine other 
founders seven vears ago. While 
Soota may have three decades of 
experience in the IT industry (most 
notably at Wipro, where he rose to 
become Vice Chairman), the last 
few months have been rather trying 
for Indian IT in general, but more 
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specifically mid-tier companies like 
MindTree, which have been buf- 
feted by a lack of scale, waning 
margins and a rupee at a nine-year 
high to the dollar. 

What's worse, global multina- 
tionals are also on the warpath, 
looking to exponentially ramp up 
their India headcount and are will- 
ing to spend big bucks to achieve 
their goal. Already, an increasingly 
long list of giants including IBM, 
EDS and CapGemini have bought 
out mid-size players based in India 
(or with large India delivery centres) 
and several more are on the prowl, 
putting mid-tier players firmly on 


the endangered list. Points out 
Forrester Research in its report on 
emerging trends in the IT industry: 
“Incapable of differentiation and 
beaten by the scale and volume 
pricing of the top Indian firms, 
small and medium-size Indian firms’ 
challenges are increasing." 
Soota's MindTree has already 
felt the impact of tougher market 
conditions, with its first quarter net 
profit declining 15 per cent year-on- 
year and rupee appreciation too 
beginning to hurt. For the first quar- 
ter of this fiscal, MindTree had 
pegged the average exchange rate at 


Rs 41.4 compared to Rs. 44.9 in the 


Muddle in the Middle 
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MILKHA SINGH 


RANDHAWA 


set to battle it out for the Indian Open 


Since its inauguration in 1964. Indios national! 
Open hos seamed a special place’ อ ก the 
Asian golfing c ม ชา Boasting a unique and 
friendly atmosphere. the toumoment is one of 
the jewels in the crown of professional golf in 


the region. The lote American Payne Stewort. 


who famously won the toumament in m is 
one of the big nome winners who hov 
contributed to the toumoments. rich history 


The Indian Papal is Indicis longest-running 
international sporti With record 


prize money, $097 e morks the 44th staging of 
the event. the third successive season that Hero 
Hondo have been title sponsors of the 
tournament and the fifth successive yeor that 
the Delhi Golf Club has staged the event 


เก ๑ major coup for แว บ เก อ เท อ ก 1 organizers, the 
toumoment welcomes two of the country s 
golfing อ เอ ว ก ไร - Jeev Milkho Singh and 
defending champion Jyoti Randhawa Also 
present will be 2005 winner Thailand’ 
Thaworn Wiratchant and the 2004 champion 
Mardan Mamat China's Liang Wen Chong. 
current leader of the Asian Tour Order of Merit 
title, ono veteran Australian Peter Senior are 
also set to play in the stellor event 


However all eyes w wi be on oo Milkha Singh 








Os his parti monu fons 
will get to x j ot home for the first 
time since his ial ร ธ ๐ ร อ ก 


The mon role Rendo wb four times lost 

yeo! lifted the Asian Tour ‘Order of Merit 
crown - becoming the third Indian to do so - 
and finished the yeor, ranked 37th in the 
Official World Golf Ronkings. His achievements 
also led: to him being named the Players 

Player of the Year and was the: first Indian to 
play in all four of golfs Grand Slam events this 


year 


Jeev began lost 
seven-ueoí winless drought with victory at the 
Volvo China Open. 


1 - 14% Oct at Delhi Golf Club ° 


| 





Canon 
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by ending o frustrating ` 


A persistent wrist injury had curtailed his 
progress ofter winning four titles in the late 
1990s - the last success being the 1999 Lexus 
Intemational in Thailand 


The Volvo victory sparked o rich vein of form as 
he went on to win the Volvo Masters, the 
European Tour's season-ending event and then 
backto-back titles in Japan ot the Casio Word 
Open. his first tiumoh in Japan and the Golf 
Nippon Series JT Cup. Such was his form that he 
also notched no fewer thon I5 other โอ ด ฯ 0 


finishes on the Asian, Japan and European 
Tours 
So the 35 yearold can expect a ท อ เว ร 


welcome ot the Delhi Golf Club as he bids to 
win his national Open for the first time 


Pitched against him will be Jyoti Randhawa, the 
defending champion and twotime winner of 
the tournament. Randhawa beat SSP 
Chowrosio ond Vijay Kumar in o thrilling 
sudden-deoth play-off lost year. Randhawa 
won the tournament in 2000, giving him o 
quartet of Hero Honda titles, having won the 
Hero Hondo Mosters in 1998 and 1999 


It was ๐ cose of redemption for Ranchawo. 
who missed o fourfoot putt on the first extra 
hole on Sunday, which would have won him the 
title. Tm very pleased with the way | come 
back and won. It was nerve-wracking, missing 
that putt on the lBth. | thought of winning the 
tournament ond did not think about the putt 
said Randhawa 


The athletic golfer reveoled that he had a 
sleepless night thinking about his miss. He said 
| went back and thought about it and figured 
out whot went wrong. This victory wos the most 
difficult of all as there was o lot of pressure on 
me. When | won in 2000, there were no 


expectations of me. | wos on up-and-coming 


io 


golfe: then. Now there is mu ch 
more pressure. | am very proud 
and honoured to hove won the 
Open again’ 
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previous quarter, largely triggering 
a 280 basis point margin erosion. 
Soota, however, says that the fu- 
ture is bright for the company, since 
"size is not the only pre-requisite to 
attract large customers. The market 
opportunity is big enough and 
smaller organisations can co-exist 
with larger players." He points to a 
six-year contract with auto giant 
Volvo and deals with 38 of the 
Fortune 500 companies as proof 
of the company's robust business 
model. “We believe that we have a 
well-diversified portfolio that insu- 
lates us against the downside of any 
single customer, industry segment or 
region/geography," he argues. 
MindTree was hardly the only 
mid-tier company to see its profits 
and margins come under pressure. 
Others such as Aztec Soft have seen 
their profits drop as well—by nearly 
40 per cent in the case of Aztec. 
Says Kiran Karnik, President of 
Nasscom: "The bigger players op- 


erate at significantly higher margins 
of around 25 per cent and can with- 
stand adverse market conditions 
better. The smaller players with 
much lower margins of around 5 
per cent are getting squeezed." 
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THE BIG GET BIGGER 


The gap between Tier-l and Tier-Il players 
is widening. 


EXPORT REVENUES FOR THE FINANCIAL 
YEAR 2004 


Other firms 


($9.9 bn) 


Top three providers 


($3.5 bn) 





EXPORT REVENUES FOR THE FINANCIAL 
YEAR 2007 


Other firms 


($13.5 bn) 


Top three providers 


($9.5 bn) 





Figures are in per cent 
Source : Forrester Research 
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Phaneesh Murthy 
iGate 


“Mid-size companies have the 
same revenue risk profile as 
larger companies. We do not 


expect IT spends to come down" 


Consequently smaller companies 
had to stretch themselves to the 
limit to stay competitive, with some 
players such as Aztec even demand- 
ing a rate hike of up to 15 per cent 
to try and offset some of these losses. 
“Mid-size companies have the same 
revenue risk profile as larger com- 
panies. We do not expect IT spends 
to come down in 2008, except in 
specific pockets," contends Phaneesh 
Murthy, CEO, iGate Global, a 
Bangalore-based company that 
bucked the trend and grew its prof- 
its in the first quarter of this fiscal. 

One of the big problems for small 
and mid-size companies remains at- 
tracting and retaining the best talent 
in the industry, with top HR con- 
sultants arguing that mid-size players 
lack desirability among potential em- 
ployees. “Issues such as quality of 
work are just beginning to make a 
mark. For a majority, working with 
an Infosys remains a much-chased ca- 
reer target,” says Venkat Shastry, 
Partner, Stanton Chase. With lean 
profit margins and an all out war 
for talent, industry observers argue 
that mid-size companies may struggle 
to sustain the 15 per cent salary 
hikes demanded by the market. “We 
have to get used to wage inflation, 
but to offset it we are focussing on 
workforce productivity and service 
optimisation,” says Deepak Khosla, 
Senior vP, Patni Computer Systems. 
Then, the industry also feels hard- 
done by the decision of the govern- 
ment to introduce fringe benefit tax 
on ESOPs. Says Karnik, “ESOPs was 
one of the strategies adopted by the 
smaller players to attract and retain 
talent. With the FBT it has become 
difficult to issue them.” 

Clearly then, mid-tier compa- 
nies have to chalk out a different 
gameplan to survive. Says Mohit 
Rana, Principal, ATKearney: “As 
the scale of all large players in iT 
industry increases, the smaller com- 
panies will come under increasing 
pressure. A key strategic option for 
them would be to develop niche 
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competencies and compete in fo- 
cussed areas.” And many of them 
are trying to find niches to avoid 
being swallowed up by larger firms. 
For example, Sonata Software has 
taken the inorganic route to deepen 
its presence in the travel vertical, 
acquiring Tul Infotech, the erst- 
while travel arm of Tul as it seeks to 
carve a distinct identity for itself in a 
fast-consolidating market. *At Sonata 
we have consciously developed 
strong alliances with technology ma- 
Jors to be at the cutting edge of 
technology," says B. Ramaswamy, 
the firm's President & CEO. Others, 
such as Tech Mahindra, have deep- 
ened their focus on the telecom ver- 
tical, while MindTree gets a major 
chunk of its revenues from R&D- 
led services and is among the best 
known in the rr industry for its semi- 
conductor design solutions. *Many 
of our customers prefer working 
with a relatively small and agile 
player like MindTree rather than 
be the 500th customer for a larger 
player. Our customers trust us with 
the crown jewel applications that 
run their businesses," says Soota. 
At the same time, it's also widely 
believed that medium-size players 
don't have the scale to survive a 
slowdown in IT spending, especially 
in the main North American mar- 
kets, an argument hotly contended 
by most executives from such com- 
panies. “The impact on companies 
will primarily depend on the profile 
of their customers, the nature of 
their business and strategic value 
of service offerings. We have key 
clients with us for many years and 
we do not expect the business from 
these customers to be seriously im- 
pacted. If there is a business slow- 
down, more companies will be 
forced to look at outsourcing as a 
strategic option,” argues Sonata’s 
Ramaswamy. The smaller players 
though are looking to derisk their 
business model by reducing the 
share of US as a market in their 
portfolio. Says Arun Jain, Chairman 
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Ashok Soota 
MindTree 


"Size is not the only pre-requi- 
site to attract large customers. 
Smaller organisations can 
co-exist with larger players ” 


and CEO, Polaris Software: "Many 
small companies are also adept at 
geographical diversification. There 
is no slowdown in Europe or Asia 
Pacific and they are trying to tap 


BIG IS STICKIER 


Attrition rates are lower at 


the big three. 22 
16 
| i 
Attrition as of Q1 CY 2007 3 


E Top three Indians Mi Next three W Third tier 
Figures are in per cent 


A LOPSIDED INDUSTRY - 


Average size shrinks dramatically down 
the tiers. 


4 


Top three Next three Mid-size 
Vendor category 


Average Revenue ($bn) 


Source : Forrester Research 


Arun Jain 


Polaris 

“There is no slowdown in 
Europe or Asia Pacific and they 
(small companies) are trying 

to tap this potential ” 


this potential. Polaris has a good ge- 
ographic spread, which is a good 
risk mitigation practice.” 

The acid test ahead for the small 
and medium companies though 
could be the withdrawal of the tax 
holiday for the rr industry as the 
STPI scheme is set to expire in 2009. 
This could mean that rr compa- 
nies might be required to cough 
up higher corporate and indirect 
taxes like other companies. While 
the big companies are all setting 
up SEZs to avail of a tax holiday in 
future as well, it’s felt that the mid- 
sized companies may not have the 
deep pockets to migrate to a special 
economic zone, which are tax ex- 
empt. Says Karnik: “It would hit 
them hard. The small companies 
can neither set up SEZs nor are in a 
position to shift to them." Nasscom 
is lobbying with the government 
for the extension of the tax benefits 
beyond 2009, 

The going then is going to be 
tough for mid-tier companies in 
the immediate future. They might 
be increasingly forced to innovate 
and think out of the box in a com- 
petitive environment to ensure 
their survival. 8 
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Grandhi Mallikarjuna 
Rao (GMR), Chairman 
of the eponymous 
group, has put in 
place an ambitious 
Em to parlay his 

s 1,700-crore group 
into a Rs 20,000- 
crore MNC. Here’s 
a sneak peek into 
his plans. 
RAHUL SACHITANAND 


N A PLEASANT SATURDAY 

k morning in mid- 

September, the newly 

appointed Chairmen 

(yes, there are four 

Chairmen, but more on that later) of 
GMR Group congregate at Skip 
House, the company’s headquarters 
in Bangalore’s central business district 
to take stock of the latest develop- 
ments in the booming infrastructure 
industry. Just a few days after a com- 
pany-wide re-organisation (and soon 
after announcing that it had won a 
$2.7-billion or Rs 10,800-crore deal 
for the Sabiha Gocken Airport in 
Istanbul, Turkey), Grandhi 
Mallikarjuna Rao, the 58-year-old 
Group Chairman of GMR Group, is 
chairing the weekly meeting of his in- 
ner circle to check on the transfor- 
mation of the company he started 30 


A. PRABHAKAR RAO 





years ago as a jute manufacturer 
into what could become India's first 
global infrastructure player. 

The meeting itself is laced with 
Telugu repartee, but Rao is dead 
serious about his global ambitions. 
He has sharpened the company's 
focus by dividing it into four groups 
—Airports, Urban Infrastructure & 
Highways, Energy & Agri 
Businesses and Corporate & 
Internal Services—and appointed 
professional CEOs for several of his 
projects to drive growth. *We want 
to be a global infrastructure player," 
Rao says unequivocally, “and we 
have already begun our journey 
with the Turkey airport deal." 

The company is looking at other 
segments to expand its global reach; 
it is eyeing coal mines in both South 
East Asia and South Africa to inte- 


METEORIC GROWTH 


Turnover, profits and headcount have 
risen dramatically over the last 5 years... 
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grate its power business backwards 
and it is also eyeing other airport 
projects in West Asia and other 
fast growing economies. *The com- 
petition is much tougher on the 
global stage. There, we are up 
against large global infrastructure 
players and, possibly, some of our 
partners," says Rao. GMR has al- 
ready experienced both of these 
when a consortium it was part of 
beat half-a-dozen others (includ- 
ing Frapport, its partner for the 
under-construction Hyderabad 
International Airport) to win the 
contract to upgrade the Sabiha 
Gocken Airport in Istanbul, Turkey. 
^We have demonstrated our capa- 
bilities in delivering projects on 
time in India across our businesses. 
Now, we want to take the next 
step," says G.B.S. Raju, Chairman, 












1. Delhi airport 
Modernisation project — 
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140 MW hydro project@> 
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power project 


Corporate and Internal Services, 
GMR, who also oversees the com- 
pany’s overseas forays. 


Management Recast 

Before it can make a global splash, 
Rao has taken steps to put sufficient 
management and operational band- 
width in place. Over the last six 
months, the group has worked with 
consulting firm McKinsey & Co. to 
recast its top management and 
sharpen its focus in each of the seg- 
ments it is present in. Following this, 
in early September, Rao took on a 
less hands-on approach to the com- 
pany, by becoming GMR's Group 
Chairman and appointed four busi- 
ness chairmen to drive the company’s 
growth. He has also started the 
process of appointing CEOs for each 
of its units, who will be responsible 


GMR's INFRA EMPIRE 


It's across the country, and 
now 


6. Arunachal Pradesh 
160MW hydro project 







7. Orissa 
1050 MW thermal 
` project 


4 9. Hyderabad 
Airport greenfield project 
7 10. VPGL-Vemagiri 


370 MW power project 
(under const a) 


- 11. Road (TN & AP) 
Road project 
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BUMPY ROAD AHEAD 


S THE GMR GROUP TAKES ITS FIRST 
A steps on the global stage and 
expands its presence at home, the 
company has, off and on, been 
dogged by controversy, most publicly 
in its spat with Anil Ambani over the 
rights to the Delhi Airport moderni- 
sation. As it expands, GMR can ex- 
pect more run-ins with both the 
government and its competitors as it 
looks to enter either highly contro- 
versial or highly-regulated segments. 
Special Economic Zones (SEZs), for 
example, have attracted violent 
protests, especially over land ac- 
quisition, while areas such as nu- 
clear power are wrapped in layers of 
protective legislation that bar pri- 
vate players from entering. "Our 
first SEZ foray in Tamil Nadu is on 
waste land, where human rehabili- 
tation is minimal," says G.M. Rao, 
Group Chairman, GMR. Nuclear 
power, he asserts, will be opened up 
as India's power deficit grows and 
countries in Europe, including 
France, set an example of exten- 
sive, yet safe use of this form of 
power generation. "France gets 
around 80 per cent of its energy 
from nuclear sources and we could 
easily follow their lead," he says. 
Despite his bravado, Rao can expect 
to face a volley of barbs and brick- 
bats as he expands his company 
into these high-risk areas. 
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"We have nearly a decade's experience in executing such 








projects and we're poised to take the leap" — 
KIRAN KUMAR GRANDHI, Chairman, Airports, GMR 


for running the day-to-day affairs of 
the individual businesses. *The busi- 
ness chairmen will have a strategic 
role and I will only intervene in ex- 
ceptional circumstances," says Rao, 
"but, this is not my first step into 
retirement; there is a long way to 
go for us." While professionalism 
may be GMR's new mantra, the com- 
pany is not going to lose its family 
moorings so quickly (See “We want 
to be a global company"). 

Rao, who started three decades 
ago as a jute yarn manufacturer in 
Rajam, Andhra Pradesh, has trans- 
formed the company into one of 
the best known names in Indian in- 
frastructure. It now boasts a top line 
of Rs 1,700 crore, but Rao's ambi- 
tions are much larger. He is targeting 
operational assets worth $10.5 billion 
(Rs 42,000 crore) in four years, com- 
pared to Rs 14,000 crore now. 
Already, the Hyderabad and Delhi 
airports, managed by GMR, handle a 
third of the country's air traffic; its 
power stations generate around 
4,000 MW of power and it has built 
and operates 450-500 km of roads 
across the country. 

Now, it wants to expand this 
footprint, by bidding for new air- 
ports to be constructed in Tier Il 
and Tier III towns (in addition to its 
overseas ambitions), establish a more 


even fuel balance in its power proj- 
ects (mostly hydel at present) by 
setting up thermal projects and, sub- 
ject to regulations changing, going 
nuclear and expanding its SEZ foot- 
print nationwide. *We want to add 
another 5,000 MW to our power 
capacity and also want to aggres- 
sively tap the nuclear power op- 
tion," says B.V.N. Rao, Chairman of 
GMR's Energy and Agro Business, 
which contributes the largest portion 
of the company's revenues. 
According to G.M. Rao, several 
western European countries, in- 
cluding France, have already demon- 
strated the viability of nuclear power, 
obtaining 80 per cent of their fuel 
from this source. *Nuclear power is 
an emerging opportunity. The peak 
power deficit is already 60,000 ww, 
and conventional sources such as 
hydel and thermal power will not 
bridge the gap," says Rao. 


Beyond Power 

Generation is, however, only part of 
GMR's focus on the power sector; 
the company is also looking to add 
transmission projects across eastern 
India and coal mines to its portfolio. 
"We want to be present along in 
the entire power chain," says Rao. 
GMR is targeting around 2,000 km of 
power transmission capacity. 
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"Our strength is project manage- 
ment and we source technica 
expertise from our partners 


GBS RAJU. Chairman, Corporate & Interna! Services 


In the airports segment, mean- 
while, Rao has proved that win- 
ning the deal to modernise Delhi 
airport was no fluke by bagging the 
Sabiha contract against established 
global players. Now, Kiran Kumar 
Grandhi, Rao’s younger son, is look- 
ing to take the business to the next 
level by bidding for new projects 
across the globe. “We have nearly a 
decade’s experience in executing 
such projects and we're poised to 
take the leap,” Kumar Grandhi says, 
a touch dramatically. On the anvil 
are possible deals for greenfield 
airports in Chennai, Nagpur, 
Amritsar and Chandigarh. “Growth 
in smaller cities is dependent on 
government policy. The Chennai 
airport project, for example, is stuck 
in a tug-of-war between the state 
and central governments,” he grum- 
bles. GMR Airports is also eyeing 
growth opportunities in eastern 
Europe and “geographies similar 
to India”. Elsewhere, the company 
is also looking to broaden its avia- 
tion expertise with a foray into 
maintenance, repair and overhaul 
(MRO), in a JV with Lufthansa 
Technik and a training initiative 
with Sabena Technics. 

The expected boom in GMR's 
airports business is closely tied to its 
initiatives in urban infrastructure 


RANDHI MALLIKARJUNA 
Rao, 58, the recently 
anointed Group Chair- 
man of GMR Group, spends most 
of bis time shuttling between 
various project sites across the 
country and globe-trotting for 
industry conferences. He met 
BT’s Rahul Sachitanand for a 
free-wheeling chat on the econ- 
omy, bis group and its plans for 
the future. Excerpts: 





What's your take on economy and 
specifically, the booming infra- 
structure market? 

The Indian economy is growing 
at nearly 10 per cent and I be- 
lieve that infrastructure is the 
common thread that will sustain 
this explosive growth across var- 
ious sectors. Today, perhaps 5 
per cent of the market has been 
tapped by companies such as 
GMR. In the 11th Plan period 
alone, infrastructure investment 
is pegged at $320 billion 
(Rs 12,80,000 crore), so sky is 
the limit for us. 


Which areas will you focus on? 
Our focus is on power, urban in- 
frastructure and airports; several 
other players are focussing on 
other areas such as sea ports. 
Besides our existing initiatives, 
we want to deepen our presence 
in each of our segments. For 
example, in airports, we don't 
just want to build new projects 
and modernise existing termi- 
nals. We want to be in allied 
areas such as maintenance, re- 
pair and overhaul (MRO) and 
training, besides ancillary busi- 
nesses such as duty-free shops. 
Similarly, in power, we want 
to bid for transmission projects 
besides establishing new gener- 
ation units. 


“We want to be a global company" 


Do you have any global plans? 
We want to be reckoned as à 
global infrastructure company 
and I think we're making the 
right moves in that direction. À 
GMR-led consortium has won the 
contract for the nearly $3-bil- 
lion (Rs 12,000 crore) Sabiha 
Gocken International Airport, 
Istanbul’s second. We have 
nearly a decade's experience in 
managing fast-growing projects 
like this and we continue to be 
interested in similar deals. In ad- 
dition, our power business is on 
the hunt for coal mines in South 
Africa and Indonesia. 


GMR has courted controversy in 
the past; R-ADAG questioned your 
airport credentials, and initiatives 
such as SEZs and nuclear power 
projects are mired in controversy. 
How will you manage these issues? 
Any new infrastructure initiative 
always has attendant obstacles. 
We have dealt with these hurdles 
in the past and are confident of 
dealing with them. Each of these 
areas is a major pain point for 
India and controversies will sort 
themselves out. 


GMR is one of the few companies to 
have a family constitution in place. 
Why did you take this initiative? 
The family is at the centre of 
our organisation and our values 
are incomplete without this 
piece. We spent around 560 
hours and 60 days putting to- 
gether this family constitution. 
Six months back, we all (family 
members) signed it. The docu- 
ment deals with succession plan- 
ning, the economic benefits that 
will accrue to each member, rules 
of conduct, conflict resolution 
and entry of next-generation 
(and exit) into the business. 
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“We want to add another 5,000 
MW to our power capacity and 
aggressively tap the nuclear 
power option" 


BVN RAO, Chairman, Energy & Agro Business, GMR 


and highways. *We want to be the 
common link for infrastructure 
growth. There are always connec- 
tivity issues when an economy is 
in a growth phase. We want to fill 
in the gaps that may occur over the 
next 5-10 years," says Srinivas 
Bommidala, G.M Rao's son-in-law 
and Chairman, Urban Infrastructure 
& Highways. *We plan to under- 
take projects worth Rs 5,000 crore 
over the next three-four years; these 
include elevated highways and six- 
lane expressways.” 

That aside, the company's sewing 
up an anchor client for its 3,300- 
acre SEZ and says that by using arid 
land, it is minimizing the need for 
human re-settlement. However, the 
most critical piece may be the prop- 
erty and construction part of 
Bommidala’s business, which will 
focus on developing areas around 
existing initiatives. In Delhi, GMR 
will develop self-contained com- 
merical developments called Aero 
Cities, within the revamped airport, 
encompassing several developments, 
including 3,500 hotel rooms, while 
in Hyderabad, it will construct an 
" Aerotropolis" around 15 km from 
the greenfield airport it is con- 
structing. *This will house indus- 
tries allied to the airport like ex- 
press cargo," says Bommidala. 

Part of Rao's strategy also in- 
volves garnering more revenues 
from volumes-driven businesses, 
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rather than relying on guaranteed or 
annuity revenues from its road busi- 
nesses. As a first step, it is looking at 
duty-free stores at its new airports 
and getting incentives for higher 





"We want to be the common 
link for infrastructure growth" 


SRINIVAS BOMMIDALA, Chairman, 
Urban Infrastructure and Highways, GMR 


plant load factor (PLF) at some 
power projects. In Turkey, for in- 
stance, the GMR-led consortium 
(partnered by Limak Insaat Sanavi 
San Ve Tic A.S. Turkey, which has 
a 40 per cent stake, and Malaysia 
Airports Holding) has been given 
only the terminal to overhaul. So, it 
will get revenues from hotels, duty 
-free stores and other retail outlets. 
“Volumes-driven businesses depend 
on our ability to drive passengers 
and customers to our projects and 


SLICING THE PIE 


Power now contributes the bulk of 
the group's revenues but that may change. 


Others 60.97 







Airports 316.02 — —— 
Roads 143.18 —— 


Power 1,194.90 


Total Income: 1,715.07 
Figures in Rs crore 


Source: Company 


are riskier, but give much higher 
yields. This will see us move from 
being an unseen operator to one 
with a much more visible presence 
in future,” says Rao. 

While GMR's blockbuster Rs 
1,300-crore listing in late July last 
year helped raise funds for its capital- 
intensive projects, it has also struc- 
tured its projects autonomously to 
allow each unit to easily bring on 
joint venture partners and private 
equity funding to sustain their growth. 
Already, it has tied up with partners 
for its MRO, Tambaram-Tindivanam 
Expressway and Delhi and 
Hyderabad airport projects. “Our 
strength is project management and 
we source technical expertise from 
our partners, This structure also helps 
us bring investors aboard specific en- 
tities,” says G.B.S. Raju. Meanwhile, 
GMR has sought shareholder approval 
to raise Rs 5,000 crore from overseas 
markets and permission to double 
its debt limit to Rs 10,000 crore. 
“We are in investment mode now 
and will require around Rs 35,000- 
40,000 crore over the next few years 
to finance our plans,” says G.M. Rao. 


The Challenges 
Despite Rao’s bullishness on GMR 
and the infrastructure market, there 
are several challenges the company 
faces. Its focus areas, such as SEZs, 
are controversy-laden and over-reg- 
ulated; and the private sector is still 
not allowed to operate nuclear 
power plants. Management band- 
with is also an issue and he will 
have to do much more before he 
can honestly call GMR a profession- 
ally run company. Rao, however, 
says that these issues are part of 
the process of evolution in any 
growing economy. "Any new in- 
frastructure initiatives always come 
with attendant obstacles. We have 
dealt with these hurdles in the past 
and are confident of dealing with 
them in future as well," he says. 
For now, it is suffice to say that 
the future looks exciting. ge 





Presenting Birla White Glass Fibre 
Reinforced Concrete (GRC). 


Now you can turn 
your living space 
into a magnificent 


* palace too. Be it the 





magnificent pillars 
and sculptures or the intricate lattice work and 
carvings, this wonder material can recreate it all. 
Just the way you want. Extremely lightweight, 
GRC combines the moulding properties of cement 
with the tensile strength of glass fibre. And it's such 
unique qualities that have made it one of the most 


versatile, most preferred architectural tools in the 


For further information contact: Birla Whire (Division of Grasim Industries Limited), 1st Floor, Ahura Center, Mahakali Caves Road, 
Andheri (E), Mumbai - 400093. Tel: (022) 66928303/10. Plant address : Birla White G R C, Plot no 14, G.I. D. C. Estate, Village Manjusar, 
Taluka Savli, District Vadodara-391775, Gujarat. Tel.: (02667) 264380, Fax.: (02667) 264381. Or write to pdasgupta@adityabirla.com 


Visit www,birlawhite.com 
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Be Arches & columns like The Leela 
Bios like The ITC Sonar Bangla 
Domes like The Nareli Temple 
Shouldn't your living 


space get that feel too? 


world. Having opened up a whole new world of 


opportunities for modern architecture, GRC can 
even mould a design of 
yesterday, today. Want an 
Egytian cavetto- and- fillet 
comice at your entrance? Not 


a problem. All you need is 





your imagination, a design in 
your mind and you can leave the rest to GRC. 


Amazing, isnt it ? 






Birla 


White GRC 





(rw? rears 


bt i 


b. RACHIT GOSWAMI 


E ARE GOING TO 
paint the town 
red," a visibly 





Executive Arun 
Sarin told the media after the 
Vodafone Essar board meeting. It 
was less than a day since the Hutch 
brand name had made way for the 
now ubiquitous red Vodafone 
logo. This effectively concluded 
the process of Vodafone acquir- 
ing a 52 per cent stake in 
Hutchison Essar—now renamed 
Vodafone Essar—for $10.9 bil- 
lion, making it by far the biggest 
telecom M&A deal involving India. 

The brand transition too, which 
was the final touch to the entire 
process, was anything but easy. It 
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was across a subscriber base of 35 
million and at over 400,000 outlets. 
“That apart, it was across 10,000 
employees and over 40,000 part- 
ners. It has been the largest-ever 
exercise in the Indian telecom mar- 


INDIA INROADS 


34.11 
Vodafone Essar' s subscriber base 
sees steady growth. 
23 
16 16 16 

13 12.97 

20004 2005 2006 Aug '07 
Il No. of circles Source: COAI 


Subscriber base (in million) 


The British telecom giant gets 
ready to play the Indian telecom 

market on its own terms and under 
its own name. KRISHNA GOPALAN 






Astm Ghosh. MD. 
Vodafone ๕ 


ket and probably among the largest- 
ever in the world,” says Vodafone 
Essar's Managing Director, Asim 
Ghosh. While nobody is talking 
numbers, it is estimated that the 
media spend for the exercise was 


well in excess of Rs 300 crore! 


What's in it for Consumers? 
On the face of it, the advertising 
blitzkrieg is all about the change in 
brand name to Vodafone. *We 
will incorporate key elements like 
having an emotional connect with 
the customer and a big focus on 
value-added services (VAS)," says 
Ghosh. If Hutch brought a slew of 
the customer, 
Vodafone will almost certainly go 
one step farther and Ghosh is quick 


services for 





+ 


to admit that. “Vodafone has a 
global scale of operations, which 
means it has a huge access to prod- 
ucts, knowledge base and hand- 
sets,” he says. 

Interestingly, Vodafone, in 
many countries, is known to bun- 
dle handset offerings with its own 
cellular services. Sarin has spoken 
of this several times in the past 
and has tied-up with Chinese hand- 
set maker ZTE. This will be a low- 
cost handset targeted primarily at 
the rural markets. “It is quite com- 
mon for Vodafone to do bundling 
in a country like the UK. No GSM 
player does that in India,” observes 
Romal Shetty, Executive Director 
(Telecom), KPMG. 

Given that the Hutch brand 
name enjoyed high levels of re- 
call, it was not easy to drop the 
name completely. According to 
Ghosh. the traditional Vodafone 
strategy has been to use the 
Vodafone brand name with that 
of the local partner. “If that had 
been the case here, it would have 
been wastage of scale and we 
would have spent twice as much 
money. Besides, it was not neces- 
sary in this market,” he rationalises. 
The pug has remained and the 
tagline merely says, “Hutch is now 
Vodafone." Adds  Sarin: 
*Consumers can look forward to 
great innovations from Vodafone." 
The company has already outlined 
an investment of $2 billion for its 
expansion plans in India. 

The key will remain in speed of 
execution. This is a telecom market 
where tariffs are rock-bottom and 
the consumer is spoilt for choice. 
As things stand, Vodafone will 
look to bring in its suite of offer- 
ings. According to Shetty, there 
are two challenges that Vodafone 
Essar will have to face. “They have 
to get in the consumers from the 
Tier 2 cities. Hutch has been a 
high-class brand and it is important 
for the consumers in these mar- 
kets to relate to Vodafone," he 





Vodafone's Sarin: Betting on VAS 


ROARING REVENUES 


Vodafone Essar s 
financials on the upswing.. 7212.96 





9,120 


2004 2005 2006 


Mi Revenue MEN EBITDA — All figures in Rs cr 


Note: The company was earlier called 

Hutchison Essar Limited 

EBITDA: Earnings Before Interest, Taxes, 
Depreciation and Amortisation 

Source: Hutchison Telecom International website 


thinks. The other challenge, points 
out Shetty, will be to get in the 
data services quickly. *They have 
to introduce this before a player 
like Airtel, which has already had a 
headstart with the launch of the 
BlackBerry," he adds. Among 
Vodafone's key offerings globally 
are Vodafone Live and Vodafone 
Mobile Connect. Vodafone Live, 
which is available on Vodafone's 3G 
network, provides high quality 
content and communication serv- 
ices, which include music videos, 
sports highlights and movie trailers 
apart from music downloads. 


ห ห พ ก จ ง [ห 


Vodafone Mobile Connect, อ ท the 
other hand, offers data cards that 
provide high-speed data connec- 
tions. This targets the corporate 
clientele with specialised offerings. 


Other Key Issues 

India could well become one of 
Vodafone's key markets. With 
most of its other markets heavily 
saturated and with an absolutely 
minimal presence in Asia—it has a 
3.3 per cent stake in China Mobile 
and it sold its 97.68 per cent stake 
in Vodafone Japan to Softbank 
Corporation last year—the im- 
portance of India can hardly be 
overstated. The increase in sub- 
scriber numbers in India tells the 
story—5.4 million net additions 
in April this year, 6.82 million in 
May, 7.61 million in June, 8.05 
million in July and 8.31 million 
in August. The number of wire- 
less subscribers crossed 200 million 
in August and there seems to be 
some distance to travel. 

“We have forecast the Indian 
wireless subscriber base to reach 
254.9 million by March 2008, im- 
plying a monthly net addition run- 
rate of 7.66 million subscribers in 
the remaining seven months of 
FY08,” says a report by Macquarie 
Securities. For Vodafone, it will 
have to deal with a market that is 
heavily pre-paid tilted—at the net 
additions level, pre-paid users ac- 
count for 80 per cent on a month- 
on-month basis while the propor- 
tion is at around 70 per cent at 
any given time—where the Average 
Revenue Per User (ARPU) has been 
falling. From a level of Rs 438.29 
for the July-September quarter of 
2005, the ARPU for Vodafone Essar 
stood at Rs 315.81 for the January- 
March quarter of 2007. That has 
been the story for all operators, 
as pre-paid users generally do not 
spend very much. 

For Vodafone, it seems like a 
case where it has to protect market 
share in key markets and at the 
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NOT DONE YET 


Essar is angling for a larger share in the telecom joint venture... 


Y ALL ACCOUNTS, THE ESSAR GROUP IS IN 
B. good position as far as its holding 
in Vodafone Essar is concerned. When 
Vodafone acquired a 52 per cent stake 
in Hutchison Essar for $10.9 billion, the 
company was valued at just under $21 
billion. At that valuation, the Essar 
Group's 33 per cent holding is worth an 
impressive $7 billion. 

What's more important is how the 





down by the regulators and is under 
arbitration. Now, BPL Mobile, through 
a subsidiary, has applied for a universal 
access service licence (UASL), which will 
allow it to operate in all the 21 circles in 
the country. What's the great idea be- 
hind that? "We have a great partnership 
going on with Vodafone and that's all | 
want to say," said Essar Group Vice- 
Chairman Ravi Ruia. BPL Mobile's 


Litvd sisvg3d 


relationship between Vodafone and ^ Essar's Ruia: Long-term game plan Director & CEO S. Subramaniam wasn't 


Essar will pan out given the stormy 
ties between Essar and its erstwhile partner Hutchison 
Telecommunications International (HTIL). Interestingly, 
when HTIL decided to sell out, Essar was one of the bid- 
ders along with Reliance Communications and the Hinduja 
Group. That was eventually, of course, won by Vodafone. 
Some of the Essar Group's moves have confounded ob- 
servers. When it bought BPL Mobile, a key cellular service 
provider in the lucrative Mumbai circle, the plan was to 
merge it with Hutchinson Essar. But the move was shot 


of much help either when he told BT: 
"We have been a one-circle operator. The UASL will allow 
us to derive economies of scale. The broad objective has 
been to have an all-India play." 

Something similar happened in early 2005. Then, 
the Essar Group, through a subsidiary, Essar Spacetel, 
applied for licences to provide services in seven circles where 
Hutchison Essar was not present. But shortly afterwards, 
Essar Spacetel was sold to Hutchison Essar. There seems 
to be a feeling of déjà vu this time around as well. 


same consolidate further in India. 
This is at a time when its own fi- 
nancials have not been looking 
too good. For FY07, Vodafone's 
revenues stood at £31.1 billion 
(Rs 2,50,770 crore) with a loss of 
£5.29 billion (Rs 42,570 crore). 
The loss figure for FY06 was much 
higher at £21.82 billion. India is 
key, since it already has a high 
subscriber base with penetration 
levels still at encouragingly low 
levels—it is less than 17 per cent. 

Spectrum is another key issue 
that could be a bit of a dampener 
for Vodafone Essar. With all large 
operators, including Vodafone 
Essar, upbeat on their 3G plans, 
this issue needs to be addressed 
with a bit of urgency. Sarin himself 
is candid when he says that spec- 
trum is the lifeblood of the telecom 
business. *We are looking to get 
spectrum and we are looking for- 
ward to discussing these matters 
with relevant agencies," he told 
BT. By all indications, the spec- 
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THE ALL-NEW VODAFONE 





Vodafone has earmarked $2 billion for 
its expansion plans in the country that 
centre on the following: 


m Big focus on value added services - 


m Bundling handset offerings with its 
cellular services. Currently, no GSM 
player in the country does this 


m Targeting consumers in Tier Il cities 


m Speedy introduction of data services 
like Vodafone Live, which provides 
music videos, sports highlights, movie 
trailers and music downloads, and 
Vodafone Mobile Connect, which offers 
data cards for high-speed data 
connections 


trum issue will be discussed at 
length, but an early resolution 
seems still a while away. 


The Way Forward 


For Vodafone Essar, the way for- 
ward looks interesting even as it 





will need to execute its plans 
quickly. “Over the next five years, 
we will have a tremendous focus on 
our fundamental expansion,” says 
Ghosh. Meanwhile, Vodafone, on 
its own, acquired a 10 per cent 
stake—through a combination of 
direct and indirect holding—in 
Bharti Airtel in late 2005 for $1.5 
billion. Early this year, Vodafone 
sold 5.6 per cent of this stake to the 
Bharti Group for $1.6 billion. It’s 
not clear what Vodafone intends to 
do with its balance stake. A state- 
ment from Bharti earlier this year 
merely said: “Vodafone will con- 
tinue to hold an indirect 4.4 per 
cent economic interest in Bharti 
Airtel as a financial investor and 
will not have any representation 
on its board nor any management 
rights.” Without doubt, Vodafone's 
focus will be on Vodafone Essar 
and to ensure that the Indian op- 
erations become a large part of its 
global assets. Other decisions till 
then may just have to wait. ü 


N ITIE MUMBAI 


NATIONAL INSTITUTE of INDUSTRIAL ENGINEERING 
(An autonomous body under the Ministry of HRD, Govt. of India) 





NNOUNCES ADMISSION TO THE FOLLOWING PROGRAMMES (2008-2010 BATCH) 


ส ท POST GRADUATE DIPLOMA IN INDUSTRIAL MANAGEMENT 


| PGDISEM | POST GRADUATE DIPLOMA IN INDUSTRIAL SAFETY & ENVIRONMENTAL MANAGEMENT 


PGDITM POST GRADUATE DIPLOMA IN INFORMATION TECHNOLOGY MANAGEMENT 


-ll the above are two-year full time programmes and approved by AICTE. For course details please visit 
Bur website : www.nitie.edu 


- TY & ON 


Ingineering/Technology graduates in any branch with first class (relaxable by 5% in case of SC/ST/PD candidates) and with 
"alid CAT score (Common Admission Test). Admission is based on Group Discussion and Personal Interview with appropriate 
eightage to CAT score. Reservation for SC/ST/PD candidates(for OBC candidates,if applicable, at the time of admission) is as 
r Govt. of India rules. Final year Engineering/ Technology candidates can also apply, provided they secure the qualifying 
wegree with first class before June 20 *, 2008. Only shortlisted candidates will be called for Group Discussion and Personal 
YXterview at NITIE, Mumbai. 


mterested candidates can apply to NITIE through any one of the following modes : 


-Online Application : Candidates can fill the application form ONLINE. For details and instructions please visit NITIE's official 
website : www.nitie.edu 


*.Offline Application : Brochure & Application Form for PGDIM/PGDISEM/PGDITM may also be obtained from the address 
shown below by enclosing a DEMAND DRAFT for Rs. 1000/- (Rs. 500/- in case of SC/ST/PD candidates with attested 

* certificate of caste/disability), drawn in favour of 'NITIE, MUMBAI’ and payable at SBI, Vihar Lake, Mumbai - 400 087, with four 
self addressed stickers (7.5 cms x 3.5 cms). 


$.For PGDISEM and PGDITM Courses : Some seats are available only to Industry Sponsored Candidates. The candidates 
applying for the Industry Sponsored Category should fill in the Sponsorship Form also. CAT is not required. 


Issue of Brochure & Application October 08. 2007 
IMPORTANT DATES Forms / Online Application Begins 


Last Date for Receipt of Completed Applications November 30. 2007 


v One of the best centres for learning 
v Continuous interaction with industry professionals 


All the communications should be addressed to : DEPUTY / ASSISTANT REGISTRAR (ACADEMIC), NITIE, Vihar Lake, 
2.0. NITIE, Mumbai - 400 087. Tel. : (022) 2857 3371 Fax: (022) 2857 2066 


»-mail : admissions@nitie.edu Website : www.nitie.edu 












~ 100% placement since inception 
Consistently ranked among the top 10 B- schools 





Shalini 





NITIE will not be responsible for anv postal/courier delas 


bt, corporate 


New 


M 
of BAC 


From contract 
farmers to corporate 
yuppies and even 
engineers, everyone 
is clambering on to 
the winewagon. 


TEJEESH N.S. BEHL 
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"Y 
TRUGGLING TO STEM HIS tu 
falling returns from 
table grapes, Pralhad 
Khadangale, Chairman, 
Sankalp Winery, came 
across Rajeev Samant who con- 
vinced him to become a contract 
farmer for Samant's yet-to-be- 
launched Sula wines. *Armed with 
samples of Sula's wines, I got them 
independently verified for quality in 
the international market, which 
convinced me that we were on a 
winning  wicket," recalls 
Khadangale. He then made samples 
of his own and showed them to a 
wine master in France, receiving an 
encouraging response from him. 
Thus was born Vinsura, a collective 
effort by a group of 30 grape farm- 
ers who, despite their rural back- 
ground, have come up with an 
award winning product—its 
Vinsura Chenin Blanc 2005 bagged 
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Pralhad Khadangale/ Chairman (centre EJ 

Sankalp Winery —L | 

BRAND NAME: Vinsura Vw 
A. LOCATION: Niphad, Nashik district L. £. 


ACREAGE: 250 acres (Owned by 30 farmers) 
YEAR OF FOUNDING: 2001 

YEAR OF FIRST CRUSH: 2002 

PRODUCTION CAPACITY: 500,000 litres 

CHIEF GRAPE VARIETIES: Chenin Blanc, 
Sauvignon Blanc, Muscat (white); Zinfandel, Shiraz, 
Cabernet Sauvignon, Merlot (red) 

NUMBER OF WINES: 11 

INVESTMENTS: Rs 3 crore (initial) and 

Rs 12 crore (till date) 

TURNOVER: Rs 3.2 crore (2006-07) 

EXPORTS (it any): The Netherlands, Germany 
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a Silver Medal at the Wine Style Asia 
Award 2006 held in Singapore. 





Ashok Gaikwad/ Chairman Khadangale is part of the growing 
N.D. Wines breed of “vinopreneurs” in India— 
BRAND NAME: NLD. Nashik Valley wines while Maharashtra alone has close 
LOCATION: Dindori. Nashik district to 50 wineries, including the big guns, 
ACREAGE: 250 acres (owned by 5 farmers) Champagne Indage and Sula, other 
YEAR OF FOUNDING: 200] states like Madhya Pradesh, Himachal 
YEAR OF FIRST CRUSH: 2003 Pradesh and Punjab are also uncork- 
PRODUCTION CAPACITY: 875,000 litres ing their wine potential. And more 
CHIEF GRAPE VARIETIES: Sauvignon Blane, are in the offing—flamboyance’s 
Chenin Blanc (white); Cabernet Sauvignon, Merlot, poster boy Vijay Mallya is also 
Shiraz, Zinfandel (red) savouring the bouquet. 

NUMBER OF WINES: 8 šut it's not just the big brands 
INVESTMENTS: Rs 7 crore that are planting the vines. Young 


TURNOVER: Rs 10 crore (2006-07) 


guns like 26-year-old Nitin G. Shinde, 
EXPORTS (if any): UK and Singapore 


Director, Deccan Plateau Vineyards, 





are opting for viniculture as a career 
of first choice. Shinde, who after 
his graduation went to Australia to 
study oenology, worked with the 
more established plavers—in India 
and the Us—before venturing out on 
his own from this vear onwards. 
He is expecting an output of 70,000 
litres from his first crush next vear. 


Meet the Makers 


For a drink associated with the up- 


wardly mobile—both in terms of 


consumption and manufacture— 
the growing breed of winemakers 
are an eclectic mix. While corporate 
high-flyers and young, urbane pro- 
fessionals are to be expected, It IS 


the farmers-turned-winemakers 


who are stealing the show. Many of 


them were either grape growers, 
contract tarmers for the bigger 
winemakers or exporters and wine- 
making was a natural extension of 
their product portfolio. Says Ashok 
Gaikwad, Chairman, N. D. Wines: 
“Growing table grapes is a high- 
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Yatin Patil/ Director 
Vintage Wines 

RAND NAME: Reveilo 

CATION: Niphad, Nashik district 


100 acres 


AOC A 
ALKUAGE 


YEAR OF FOUNDING: 2002 
YEAR OF FIR 2005 
nn APACITY: 200.000 litres 
HIEF GRAPE VARIETIES: Chenin Blanc Sauvignon 


Blanc, Chardonnay, Grillot (white); Cabemet Sauvignon 
Syrah, Sangiovese, Merlot, Nero d'Avola (red) 
I 


NVESTMENTS: Rs 8 crore 
| | 


"7 
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input and low-return business. We 
first toyed with the idea of export- 
ing grape juice but realised that 
wine had far more potential.” 

Of course, as Gaikwad recol- 
lects, being farmers bred in the 
rural hinterland, they did feel a 
bit awkward initially when they 
had to interact with foreigners. 
“Our confidence stemmed from 





our knowledge of the grape vari- 
eties and that helped us in our ef- 
forts to produce and market a 
quality wine,” he says. Today, all 
ot these farmers can reel off the 
names ot European grape vari- 
eties with consummate ease. 

And giving them good com- 
pany are medical doctors and en- 
gineers who developed a penchant 
for the business during the course 
of their career. Prashant Sankpal, 
Managing Director, Ritza Wines, is 
a qualified mechanical engineer 
who was employed with a wine- 
making equipment company. 
Curious to know how the Cquip- 
ment functioned, Sankpal breezed 
into winemaking through acquisi- 
tions of small land holdings. 


From Napa to Nashik 

Of the total 6,000 acres under wine 
plantation in Maharashtra, Nashik 
alone has close to 4,000 acres de 
voted to vineyards—an Indian ver- 
sion of California's Napa Valley. 


with the scenic quotient also com- 
ing in handy. This, coupled with the 
liberalised wine policy of the state 
that came into effect in 2001, has 
prompted many to chuck their reg- 
ular bread and butter vocations 
and plunge headlong into wine- 
making—helped to a certain ex- 
tent by neglected family land hold- 
ings. Yatin Patil, Director, Vintage 
Wines, and his wife Kiran were 
comfortably ensconced in their cor- 
porate careers when the itch to do 
something of their own got the 
better of them. *Our first prod- 
ucts hit the shelves in 2006 in 
Mumbai and this year, we launched 
our wines in Bangalore. We also 
have firm orders from the us and 
plan to start exporting within the 
coming two to three months," says 
Patil, whose plantation is today 
spread over 100 acres. 

Of course, while the enthusi- 
asm was there, the winemakers were 
realistic enough to recognise that 


winemaking was best left to wine 
masters, with most of them hiring 
wine masters from the major wine 
producing nations—even though 
they don't come cheap. “It costs 
Rs 15-20 lakh to hire the services of 
a wine master for a year, during 
which they make three to four trips. 
And for a fledgling winery, that 
kind of money means a lot in the 
initial years," says Khadangale. 


Banding to Brand 

Wine being a no-return business 
for the first couple of years after 
start-up, smaller players are dis- 
playing a proclivity for coming to- 
gether under a common brand um- 
brella. So while Vinsura sources its 
wine grapes from 30 farmers—each 
has between 10 and 50 acres of 
land—N. D. Wines has five part- 
ners, including Gaikwad. “Given 
the small land holdings prevalent 
in India, the financial feasibility of a 
small winery is extremely poor," 


says Dr Jaideep Patil, Proprietor, 
Kalyani Wines, which has five part- 
ners and sells its wines under the 
Ritza brand. Patil, a practising gy- 
naecologist, runs his own winery 
and is now planning backward in- 
tegration by planting his own vine- 
vards. Also, as both Khadangale 
and Gaikwad point out, hiring the 
services of a foreign wine master 
will be nearly impossible for an in- 
dependent small vineyard owner 
and so it makes financial sense to 
pool in resources. 

They may be first-timers—with 
some coming from a completely 
non-corporate background—but 
each one of these players knows 
where to target his product. 
Khadangale, for instance, has iden- 
tified a site on his vineyard planta- 
tion, just off the highway, for a 
wine bar that he savs should be 
operational within six months. 
"The idea is to take advantage of 
the setting—within a vineyard— 





bt corporate 


and encourage people to taste our 
products," he says. 

Others like Shinde are planning 
for the upper crust of consumers, 
both in India and abroad, including 
the us, Europe and the Far East. “I 
am planning to limit my production 
capacity to 2.5 lakh litres to con- 
centrate more on quality," informs 
Shinde, who has also hired a con- 
sultancy service to promote his 
brand. Given the current econom- 
ics of the market where wine is 
perceived as an upmarket drink, 
these entrepreneurs are keeping 
the prices within sighting distance 
of the middle class—between Rs 
100 to a little over Rs 1,000. 

And while wine tasting sessions 
at luxury hotels remain the norm— 
Vintage Wines' Yatin Patil recently 
held a session at a Mumbai ho- 
tel—some like Dattatreya Dnyadev 
Tupe, Managing Director, 
Associates Wines, are going in for 
the masses. "Wine needs to be 
made a mass market product, for 
which prices need to be kept low, 
which is why we introduced a 180 
ml pack priced at Rs 25," he says. 





Prashant Sankpal 
Managing Director 


Ritza Wines 


BRAND NAME: Ritza Estate Vineyards 
LOCATION: Palus, Sangli district 


ACREAGE: 600 acres (owned by five directors) + 
50 acres (contract farming) 


YEAR OF FOUNDING: 2003 

YEAR OF FIRST CRUSH: 2004 

PRODUCTION CAPACITY: 172,000 litres 

CHIEF GRAPE VARIETIES: Chenin Blanc, Sauvignon 
Blanc (white); Merlot, Cabemet Sauvignon, Shiraz (red) 
NUMBER OF WINES: 11 

INVESTMENTS: Rs 3.5 crore 

TURNOVER: Rs 2 crore (2006-07) 

EXPORTS (if any): None till now 


RAIS LE 

Dr Jaideep Patil 

Proprietor (Rin 

Kalyani Wines 

BRAND NAME: Ritza Wines 

LOCATION: Khanapur, Sangli district 

YEAR OF FOUNDING: 2004 (winery) 

YEAR OF FIRST CRUSH: 2004 

PRODUCTION CAPACITY: 40,000 litres 

CHIEF GRAPE VARIETIES: Chenin Blanc, Sauvignon 
Blanc (white); Merlot, Cabernet Sauvignon, 
Shiraz (red) 

NUMBER OF WINES: 11 

INVESTMENTS: Rs 75 lakh (winery) 
TURNOVER:RS 1.25 crore (Rs 2006-07) 
EXPORTS (if any): None till now 


Tupe, in fact, has gone a step fur- 
ther by introducing publicity ma- 
terial in Marathi, listing the bene- 
fits of wine consumption vis-à-vis 
molasses and grain alcohol. *Along 
with these posters, which have 
been put up in beer bars and liquor 
shops, we are also offering acces- 
sories like wine openers and wine 
glasses free of cost with every bot- 
tle," adds Tupe. 

There are still others like 
Sankpal who are directly targeting 
the wine distributors by getting 
them to vet their product personally 
through tasting sessions. He says, 
though, that these sessions perforce 
need to be organised in hotels in 
Mumbai, which as a city accounts 
for 40 per cent of India's total wine 
consumption. 


Points to Ponder 


No doubt, winemakers are happy 
with the special incentives being 
announced for the industry by the 
government—the most important 
being the clubbing of wine with 
the food processing industry. Still, 
the players say there are some press- 
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ing issues that need to be addressed. 
"While wineries are treated as agro- 
processing units by the Central gov- 
ernment, they are still subjected to a 
sales tax of 20 per cent, as against 4 
per cent charged on food processing 
units," says Dr Jaideep Patil. 

Sankpal further adds that the 
dynamics of the wine industry are 
very different from those of other 
industries. For one, production starts 
only two to three years after plan- 
tation, which means blocking the 
capital without returns for that pe- 
riod of time. “While we can raise 
loans for plantation, we also need to 
raise money for marketing. 
Typically, for an investment of Rs 1 
crore in the winery, you require 
twice the amount for marketing 
and sales promotions, for which fi- 
nancial institutions don't lend sup- 
port," says Sankpal. 

Of course, as Yatin Patil says, it's 
still not easy to get a loan for starting 
a winery, and when vou do, there're 
the distributors and retailers to con- 
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Nitin Shinde/ Director 
Deccan Plateau Wines 


BRAND NAME: Deccan Plateau Wines 
LOCATION: Haveli, Pune district 


ACREAGE: 20 acres (owned) + 14 acres 
(contract farming) 


YEAR OF FOUNDING: 2007 

YEAR OF FIRST CRUSH: 2008 (expected) 
PRODUCTION CAPACITY: 70,000 litres (expected) 
CHIEF GRAPE VARIETIES: Sauvignon Blanc, 
Viognier, Semillon (white); Shiraz, Cabernet 
Sauvignon, Merlot, Zinfandel (red) 

NUMBER OF WINES: Yet to decide 

INVESTMENTS: Rs 3.1 crore 

TURNOVER: Yet to start operations 

EXPORTS (if any): None till now 


tend with, who demand big dis- 
counts as the market is dominated by 
old industry players. “Besides, 
advertising of wine is still taboo and 
we have to depend on word-of- 
mouth publicity,” adds Patil who 
has forsworn freebies or discounts. 

That wine largely befuddles 
the Indian palate is another 





headache these winemakers face. 
“Despite all the publicity in the 
media about wines in India, you'll 
be surprised to see the ignorance 
levels among the swish set who 
are largely caught up in the hype," 
says Patil, who proceeds to bust 
another myth, that older the wine, 
the better it tastes: “Rubbish. Each 
wine has a particular shelf life dur- 
ing which it achieves its peak and 
then deteriorates." 

But if there is one grouse that 
makes all of them see claret, it's the 
nomenclature of the neighbourhood 
liquor shops across the country that 
carry the signboard of a wine shop. 
“Due to this misnomer, people have 
come to associate wine with hard 
liquor and matters have not been 
helped by the sight of drunks lying 
prostrate on the pavements or roads 
near these shops,” rues Khadangale. 
But these are minor hurdles that 
the new winewagon will have to 
negotiate on its way to the Indian 
and global markets. m 
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MARKETERS Š 


T'S EVERY MARKETER'S HOLY GRAIL: TO CREATE A BRAND THAT'S SO COVETED 

consumers will ask for it by name, pay a premium to buy it and perhaps even post- 

pone consumption when it is not readily available. Since this is the real world and 

not marketing Utopia, what often happens is exactly the opposite: consumers al- 

ways hunt for bargains and switch brands faster than they hit store shelves. It's 
a brave marketer, therefore, who wades into a crowded marketplace and still manages 
to stand apart. For three years now, Business Today has been putting together an an- 
nual listing of the Best Marketers in the country. To compile this year's list, we once 
again turned to marketing experts to identify companies that have done an exceptional 
job of marketing themselves. Nabankur Gupta, Founder & cro, Nobby Brand 
Architects, Sunil Alagh, Chairman, sKA Advisors and former Britannia CEO, A.G. 
Krishnamurthy, Chairman, AGK Brand Consulting, and former Chairman and CEO, 
Mudra Communications, Nirmalya Kumar, Co-director, Aditya Birla India Centre, 
London Business School, Avnish Bajaj, founding Managing Director, Matrix Partners, 
and Farokh Balsara, Partner, Ernst & Young, were the six panellists who helped us gen- 
erate a master list of 33, out of which 10 were finally selected. In drawing up the final 
list, we kept a couple of things in mind: One, there had to be overwhelming evidence 
from the recent past that the company in question had pulled off a difficult marketing 
feat; while market leadership is without doubt a measure, it is not always the best in- 
dicator of marketing innovation. Two, we deliberately looked for diversity and chose 
not to pick more than one best marketer from one industry. Therefore, our final list 
of 10, featured in the following pages in no particular order, boasts of a dotcom, an air- 
line, a bank and even a government-run technology institute, among others. Read on. 
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ANAND 
MAHINDRA 
Vice Chairman and 
Managing Director 
Mahindra Group 





MAHINDRA & MAHINDRA 


A Brand for 
all Reasons 


T'S A TRACTORS-TO-RESO 
glomerate that thinks like an 
company. But that's a conscious rein- 
vention Mumbai-based Mahindra X 
Mahindra (M&M) is putting itself through 
as competition gets stiffer and it moves 
into newer consumer markets. Àrn« 
nowhere is that change more evident than 
in its automotive business. Ever since 
M&M launched its snazzy SUV Scorpio 
back in 2002, it has quickly learnt | 
the consumer pulse in the passenger car 
market. Take Logan. Since April this year, 
when the mid-size sedan was launched 
by M&M's joint venture with French car 
maker Renault, the car has sold 10,509 
units (until August). That's fewer cars 
than rival SX4 from Maruti Suzuki an 
City from Honda, but M&M has just got 
started. “It is a question of offering ti 
right product at a price that delights the 
customer and exceeds his expectations in 
some areas," says Rajesh Jejurikar, 
Managing Director, Mahindra Renault. 
Logan is easily the most value-tor- 
money car in the segment. Originally 
launched by Renault's Romanian subsidiary 
Dacia in 2004, the Logan was built in 1 
sponse to Chairman Louis Schweitzer 
brief for a car that was ‘modern, reliable and 
affordable’ and yet cost €5,000 (Rs 2.50 
lakh). Not surprisingly, the Í ogan retains Its 
pricing edge in India. It costs Rs 4.28 laki 
(this is the cheapest model) in Mumbal, a 
good Rs 2.85 lakh cheaper than the Honda 
City and Rs 1.44 lakh less than the Suzuki 


to become a globally recognised utility 
and off-road vehicle brand, and our intense 
customer centricity is going to help us 
achieve that goal," says Anand Mahindra, 
52, Vice Chairman & Mp, Mahindra 
Group. He can say that again. Even in 
brutal global market like auto, there’ll al 
ways be room for marketers who know 
how to read their customers well 
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— — KHANDELWAL 9... - : 
Chairman & MD 
Bank of Baroda 
BANK OF BARODA 


UMESH GOSWAM!I 


Turning Young at 100 


WO-AND-A-HALF YEAR AGO, BANK OF BARODA'S 
Chairman and Managing Director Anil 
Khandelwal sent out a simple message to the 
bank's 38,086 employees: There'll be zero tolerance of 
discourteous or indifferent behaviour towards cus- 
tomers. It was part of a brand and customer experience 
overhaul that the industry veteran was driving at the 
100-year-old bank. Results have been quick to come in. 
Business per employee has jumped from Rs 3.16 crore 
in March of 2005 to Rs 5.48 crore in March 2007, re- 
tail loan approval time has shrunk to less than six 
days compared to 15-30 days two years ago, and the 
top 500 customers at every branch get special attention 
from the bank. *The new corporate identity, the 
‘Baroda Sun’ logo, and brand ambassador (Indian 
cricketer Rahul Dravid) have really helped reposition 
the bank in a crowded marketplace," says Khandelwal. 
À younger image has helped BoB, which has assets 

in excess of Rs 1.40 lakh crore and 2,700 branches, con- 
nect with younger customers in the retail business, 
which has grown by more than 40 per cent over the last 
three years. In the backend, Khandelwal automated 
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branches that transformed traditional deposit-taking 
branches into "sales and service centres" for marketing 
home, auto and personal loans. “Young marketing 
officers were deployed at key centres and branches to 
help sell and cross-sell products and services," says 
the chemical engineer-turned-banker. 

The bank also rolled out more than a dozen retail 
loan ‘factories’ across major centres in the country 
that represented an innovative "sales & delivery model" 
based on assembly-line principles, engaging its own peo- 
ple like never before. The retail loan factory had twin 
outfits comprising a “sales team" and a “centralised pro- 
cessing cell" manned by the bank's own specially se- 
lected and trained employees. *A team of tele-callers as- 
sisted by other functionaries worked together and 
made the process of availing of the loan a pleasant and 
hassle-free experience for the customer," says Khand- 
elwal, 59, who earlier was CMD at Dena Bank. 

The man has another six months to go at the top 
job, but a revitalised BoB may be his lasting legacy at a 
public sector bank that turned 100 this year. 

ANAND ADHIKARI 
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HINDWARE 


A unique collection of Italian designs and 
shapes, exclusively imported and marketed by 
Hindustan Sanitaryware, with the back-up 


Li 
of nation wide after sales service. . | | nd Wa Ve 


SIMPLY OBSESSIVE 


{in designer-wear, leather, jewellery and ài 


from Italy. the fashion c pital of the world HATH FITTINGS AND ป 


HINDUSTAN SANITARYWARE & INDUSTRIES LIMITED New Delhi: Tel: (*91-11) 65960160-64, 25854656. Fax (+91-11) 
E-mail: delhi@hindware.co.in Kolkata: Tel: (+91-33) 22487406, 2248/7407. Fax +91-33) 2248/7045. E-mail: hsikolsale@@somanyent.con 


Mumbai: fel: (+91-22) 22044766, 22022247, 22829301. Telefax: (+91-22) 22022247. E-mail. mumbar@tindware.co.in Secunderabad: Tel: (+91-40) 66288000 
Fax: (*91-40) 66288080. E-mail: marketing. hyd@hindware.co.in Bangalore: Telefax: (*91-80) 41136377. E-mail bangalore&bhindware : 
Chennai: le +91-44) 28220912. E-mail: chennai@hindware.co.in Pune: Te! t9 


1-020) 26430035. E-mail: pune@hindware.c 
Ernakulam: Tel: (+91-484) 2207016. E-mail: cochin@hindware.co.in Website: www.hindwarebathrooms.com, www.hindwarehomes.com 


PERFETTI 


Candy Czar 


"NW RAKASH WAKANKAR HAS TRIED IT ALL. VENDING LOLLIPOPS 
E -7 in beauty parlours, candies in swanky call centres, and 
A. hawking stuff in dusty villages. Perhaps that's why the 
Managing Director of around two years of Perfetti Van 
Melle India feels at home at the candy major. When what you 
sell can't be priced over, say, 50 paise, then distribution has to 
be the key, or the *unsung hero' of the business, as Wakankar, 
44, prefers to describe it. Yet, Perfetti, which reaches out to 1.5 
million outlets directly and indirectly and has a third of the Rs 
2,000-crore sugar confectionery segment, is as much a mean 
marketer as a seller. It raked home five silvers at Abby Awards 
(The Advertising Club Bombay) last year for memorable ad- 
vertising. “Alpenliebe, Chlor-Mint, Mentos and Happydent, 
among others, already enjoy easy recall and we always sought 
to sustain interest by launching new products and flavours 
every year,” says Wakankar. Since the beginning of last year, 
Perfetti has launched five new products, including teeth- 
whitening gum Happydent, Bubble Fresh (under its Protex 
brand), ChocoDuet, new flavours in its brand Mentos and wasi 
Centre Fruit (in peach). Korea's Lotte, Hershey and Wrigley Sa 
are some global confectionery giants that are ramping up PRAKASH 
their plans, but the Rs 600-crore Perfetti isn't breaking out in WAKANKAR 
a sweat. For one, it's looking at pushing the topline to Rs 700 Managing Director & 
crore end of this calendar year. Perfetti <“ 





SHEKHAR GHOSH 


SHAMNI PANDE 


IITs 


Brand that Brain Power Makes 


จ OR A TECHNOLOGY EDUCATION SYSTEM THAT HAS LITERALLY NO MONEY TO MAR- ล ÉZ - ery 
fF ket itself, the seven Indian Institutes of Technology (irs) are the best-known í # . AN ESSN 
A Indian brand around the world. So how does the irr system do it? Notby | Z X w i 
itself, but through its outstanding alumni network. McKinsey & Co’s Rajat Gupta, CI BAS 
Vodafone's Arun Sarin, Infosys Technologies’ Nandan Nilekani, and Silicon Valley — 7 4 
venture capitalist Vinod Khosla are all irr alumni, and they are the best brand am- 
bassadors any alma mater could ask for. Even better, these gentlemen are also 
among the hundreds of irr graduates who have been hard-selling the brand across 
the world. Panirr, a brand marketing movement that was launched in 2002 by a 
handful of alumni, is moving like a gale across countries through its various chap- 
ters. "The tipping point came in 2003, when Lesley Stahl in the now legendary 
‘60 Minutes’ on CBS News, put IIT on world map by equating it to the combined 
power of Harvard, MIT and Princeton,” says Ram Kelkar, an alumnus of IIT 
Bombay and a Director of the rrr Bombay Heritage Fund. He also handles in- 
vestment funds worth $34-billion for a major financial firm in Chicago. But as 
says Ashank Desai, Co-founder, Mastek India and India Chairman of Pani 
Alumni, more needs to be done. Panirr wants to raise Rs 500 crore to invest in 
research infrastructure and draw top talent to the irrs. The good news: “We al- 
ready have commitments for 20 per cent of that amount from not just alumni, 
but top donors,” says Kelkar. 
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The Indian Face 


If your advertising & marketing communication needs to have faces that your 
audience can identify with, look no further than ImagesBazaar.com. DEEPAK VERMA 


that is meant for Indians, does it 

make sense to have an 
American, African or Spanish Face 
in your promotions? To connect 
instantly with your audience, you 
need faces and environments that 
are distinctly Indian. The images we 
often encounter in print and on 
hoardings show emotions and 
moments that could easily be a 
snippet of our lives. That's what 
makes us look at an advertisement 
twice. 

Advertising agencies, design set- 
ups and corporate communication 
departments revolve around finding 
the right image for each bit of 
communication material they whip 
up - Ads, Brochures, Hoardings, 
Packaging, Presentations or 
Websites. Often it means expensive 
and long winding photo shoots, 
which involve finding the right 
photographer, make-up artist, 
stylist, art director, production 
manager, models, location, travel, 
shooting and then processing of the 
images. All this could run up bills of 
Rs.2,00,000 to Rs.4,00,000 and 
even after spending so much there is 
no guarantee that the final output 
will be same as intended. 
ImagesBazaar.com has changed all 
this. You can source an image that 


I: you have a product or service 


matches your needs within minutes, 
and at a throwaway price. 

ImagesBazaar.com is the world's 
largest collection of creative images 
with Indian faces. The images have 
faces and earthy colors we associate 
with, and that is the reason why this 
image library is immensely popular. 
The website has one of the fastest 
image search engines in the world 
and the quality and range of pictures 
are unparalleled. 

ImagesBazaar works with almost 
all the advertising agencies and 
creative professionals of India. 
Thousands of leading brands such 
as Kodak, Sony, Nokia, IBM, 
Reliance, ICICI, Apollo, Microsoft, 





Club Mahindra, 
Epson, TATA, HP, Bajaj, GE Money 
and many others have been using 
their images. And they are a 
satisfied lot. 


Emaar MGF, 


"ImagesBazaar.com is the best 
image bank in India. The processes 
and systems are simple, and the 
turnaround time is excellent. 
Talking of the collection of images, 
they have a wide variety from all 
segments and across industries. The 


Thomas Friedman 


Set OTHER SIDE OF Seenaa 
P-OUTSOURCING Sranan 





other thing that impresses me the 
most is the continuous innovation to 
bring the best to the customer," 
exclaim Lakshman Raju from R K 
Swamy BBDO. 

'A picture speaks a thousand 
words', said many wise men. That's 
what drives ImagesBazaar.com. 
And as Ashwin Kunder of Digital 
Driftwood says, “I am sure, in times 
to come, ImagesBazaar.com would 
add more value to Indian advertising 
& marketing communication." m 
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for your Advertising & Marketing campaigns? 


Simply search, buy 8 download it on 
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World's Largest Collection of Creative Indian Images 
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VIKRAM 
KAUSHIK 
MD and CEO 
Tata Sky 


TATA SKY 


A Million in One 


Y F VIKRAM KAUSHIK WEARS A GRIN ON HIS FACE, IT'S 

only because he has a year's hard work to show 
A. off. Last August, when Tata Sky, an 80:20 joint 
venture between the Tata Group and STAR, launched 
its direct to home (DTH) television service, there were 
hurdles galore. Less than four out of every 10 Tv 
households had heard of DTH, popular broadcasters 
Zee TV and Sun Tv refused to put their bouquet of 33 
channels together on Tata Sky, and there was uncer- 
tainty over pricing of cable Tv. And, by the way, 
Tata Sky wasn't the first to offer DTH; Zee Group's 
Dish Tv had already been in business for two years and 
had mopped up over 1.5 million subscribers by 
August 2006 and currently has about 2.2 million 
subscribers. 

À year on, Tata Sky has managed to garner sub- 
scribers across 4,500 towns in the country, boasts of a 
bouquet of 140 channels (including those of Zee and 
Sun), and an 87 per cent brand awareness. *Any good 
marketing initiative has to start with a well-defined vi- 
sion. In our case, the real work started about three years 
ago, which helped us prepare the ground for this 
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TATA 


SATEI SEN TELEVISION 






Sky 








UMESH GOSWAMI 


venture in real earnest,” says Kaushik. 

Six months before Tata Sky launched, it came up 
with a vision statement that had three elements: a) con- 
nect every television home (universal ambition), b) 
empower the consumer and c) revolutionise home 
entertainment. Therefore, simplicity of control (read: 
use), choice and convenience form Tata Sky’s core 
marketing proposition. “Hi-decibel advertising and 
physical demonstrations in key markets, where we 
were showcasing the product benefits, have helped 
us a lot,” says Kaushik, 57, who has earlier worked in 
Britannia and Colgate Palmolive. 

Of the Rs 3,000 crore earmarked for investment, 
Tata Sky has invested about a third so far and will be 
pumping in the rest over the next four years. “We 
have made life difficult for ourselves by clocking one 
million subscribers in the first year. We have got to be 
better than that going ahead. We have to maintain 
our standards of quality in service and customer serv- 
ice,” says Kaushik. Just the same, he is targeting 8 
million subscribers by 2012. 

ANUSHA SUBRAMANIAN 
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DIGITAL เว ร บ ร 


Where style meets substance 





DIGITAL |2 ร ป 5 ร Canon 


Where style meets substance 


Delighting You Always 
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Get that edge in your style: with the advanced IXUS range of 3 - 
Digital Cameras. Equipped with superior linear lens and innovative 
DIGIC Ill processor, Canon IXUS makes every click a style statement. 


dentsumarcom/Canon/088/07 


XUS 70 ^ ` IXUS 850 IS | 
* 3x Optical Zoom ว : E * 3 Bx Optical Zoom with IS - - 
+ 2 5 Pure Colour LCD * 3.0 Pure Colour LCD + 28mm wide angle lens ° Delighttul Years 





Canon weve 4; Master Service Center now in Mumbai: 022-67605000 & Gurgaon: 0124-4160068 ien Guiants aid ee 


For Further Information CALL CANON: 1800 345 3366/39010101 OR VISIT US AT www.canon.co.in Canon India Pvt. Ltd 
CORPORATE OFFICE : Canon India Pvt. Ltd., Second Floor, Tower A & B, Cyber Greens, DLF Phase-ill, Gurgaon 122 002. 
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L.N. MITTAL 


AKSHMI NIWAS MITTAL DOESN`T 

yet have a company in india 
that's up and running, but 
there's probably no one in the coun- 
try who hasn't heard of him or his 
Arcelor Mittal. That's not at all sur- 
prising. The London-based Mittal, 
who still holds an Indian passport, 
stunned the global steel industry 
and India Inc. last year by mounting 
a hostile bid for Europe's best- 
known steel maker, Arcelor. After a 
bitter battle, which got a lot of press 
globally, Mittal, 56, emerged suc- 
cessful and today is the world's 
largest steel maker with an annual 
capacity of 110 million tonnes (the 
combined capacities of the next 
four players is 116 million tonnes). 
In the process, Mittal, who left 
India in 1976 to seek his fortune 
abroad, has become the world's 
fifth richest individual (and Britain's 
richest), with an estimated net worth 
of $32 billion. America’s Time mag- 
azine named him one of the 100 
most influential people in the world. 
Mittal's influence in the steel in- 
dustry is obvious; forget his dispro- 
portionate share of the manutac- 
turing capacity, the man has single- 
handedly turned an unglamorous 
old economy industry into a sexy 
beat for reporters, investors, and 
investment bankers. "Steel market- 
ing is all about B2B. Mittal, by posi- 
tioning himself as an aggressive steel 
marketer, has brought steel into the 
limelight," says Harish Bijoor, CEO, 
Harish Bijoor Consults. There is a 
far subtler impact Mittal may have 
had on the mindset of Indian busi- 
nesses. While many Indian compa- 
nies had been thinking global for 
years, the Mittal-Arcelor deal 


The Art of the Possible 


L.N. MITTAL 
President & CEO 
Arcelor Mittal 


an Indian businessman, has done 






market," quips Bijoor. 
ond Andrew Carnegie, b: 
Scotland, but India. 

is a global Indian; the world is his KRISH 


brought into sharp focus what was 
possible if companies only dared to 
dream big. Unsurprisingly, then, the 
world media, which considers Mittal 


its bit to turn the man into a poster 
boy of a resurgent India Inc. “Mittal 
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Winner of the Dogfight 
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T’S BEEN A GOOD YEAR FOR NARESH 
Goyal’s Jet Airways. Nearly six months 
after the company sealed the contro- 
versial acquisition of Air Sahara (now 
JetLite), India’s leading private airline seems 
to be on the cruise mode. For one, it posted 
profits of Rs 31 crore for the first quarter, 
among the few private airlines to do so. For 


OCTOBER 21 2007 


another, it has spread its 
wings to international desti- 
nations. In August, it 
launched a Mumbai-Newark 
(New York) service, followed 
by Delhi-Toronto (via 
Brussels) flight in September. 
Recently, it got the nod from 
the civil aviation ministry to 
fly to West Asia from January 
2008. That’s a crucial market 
considering the fact that over 
4 million Indians work there. 
In addition, the airline inau- 
gurated its international hub 
at Brussels through which 
most of its flights to North 
America would fly, making 
it the only Asian airline with 
a European hub. 

The airline, launched by 
the 57-year-old Goyal back in 
1993, is also on a massive fleet 
expansion programme. Like 
Jet Airways Executive Director 
Saroj Dutta told ar recently, 
“By the end of Fy 2011, Jet 
Airways’ fleet size is expected 
to increase to 110 aircraft, in- 
cluding 25 wide-bodies, 18 
turbo-prop ATRs and 67 B737s. 
In addition, the company 
has on order 10 B787 
“Dreamliner” aircraft for de- 
liveries from June 2011.” 

But what makes Jet, 
which has an 22.7 per cent 
share of the domestic mar- 
ket, a best marketer is its abil- 
ity to remain the premium 
private carrier. Even when 
the low-cost carriers started eating into 
Jet’s market share, it dropped fares without 
cutting on its quality of service. That, ex- 
perts say, was a brilliant piece of marketing. 
Now with Air Sahara repurposed as a low- 
cost carrier, Jet stands a chance to lure 
the service-conscious value flyer to its fold. 

T.V. MAHALINGAM 
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COMMUNICATION 


“nique design. Exclusive material. 
Perfect craftsmanship. 


| เณ ร = k ] | ESIGN 


PORSCHE DESIGN 





bt, special 


Matchmaking — 


Made Easy 


T ALL STARTED 10 YEARS AGO 

when one day an old man 

claiming to be his father’s friend 
barged into Anupam Mittal’s of- 
fice in Mumbai and told him that he 
was in the matchmaking business 
and wanted to discuss a few things 
with him. As it turned out, the old 
man was trying to get Mittal 
hitched—to one of the many girls 
whose horoscopes were in his bag. 
But Mittal wasn’t thinking wed- 
ding bells but business and decided 
to probe the old man about his 
matchmaking vocation. As Mittal 
heard the intricacies of the trade, it 
occurred to him that matchmaking 
may be just the business his internet 
start-up needed to enter. 

In 1997, Mittal launched Sagaai- 
.com as an experiment and four 
years later, decided to go the whole 
hog and shut down its web devel- 
opment business. “We paid around 
$30,000 for the Shaadi.com URL. 
It was a big risk I was taking but I 
was confident of this business,” re- 
calls Mittal. In 2001, Sagaai.com 
was finally re-launched as 
Shaadi.com and there has been no 
looking back for Mittal since then. 

Today, Shaadi.com claims to be 
the world’s largest matrimonial site, 
with more than 10 million mem- 
bers. According to Alexa.com, which 
tracks internet traffic, Shaadi.com 
has a traffic rank of 1,422, followed 
by Jeevansathi.com (2,034), 
Bharatmatrimony.com (4,687) and 
Simplymarry.com (18,740). Even 
in terms of consumer mindshare, 
Shaadi.com is perceived to have a 
higher recall than its rivals. Mittal, 
34, attributes the success of the por- 
tal largely to word of mouth adver- 
tising and internet advertising. In 
the three years to 2004, Shaadi.com 
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conducted several marketing activi- 
ties such as India's largest 'swayam- 
var with a member base of over 
two million and pre-marital work- 
shops, and launched Shaadi Times, 
India's first wedding and relationship 
portal. Subesquently, Mittal even 
launched Shaadi Point, offline cen- 
tres for matchmaking. 

In between, Mittal raised $18 
million in venture funding from 
Sequoia Capital India, with $8 mil- 
lion going to People Interactive (the 
consumer internet arm of his People 
Group) and $10 million to Mauj.- 





com, a mobile solutions company. 
People Group is privately held, but 
it expects People Interactive to log 
$20 million in revenues, with the 
lion's share coming from 
Shaadi.com and the rest from other 
portals, including Mauj.com, 
Fropper.com (social networking), 
Astrolife.com, and Makaan.com. 
"By 2009, People Interactive ex- 
pects to be listed on the bourses," 
says Mittal. By then, Mittal also 
hopes to take matchmaking beyond 
India and Indians. 

ANUSHA SUBRAMANIAN 
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NOKIA INDIA | | NOKI | 
Speaking the Language IA Connecting Pé. 


MONG THE MANY NIGHTMARES THAT MARKETERS 
have, a product failing in the hands of consumers 
Ais pre bably the worst. It should have been so for D. 
Shivakumar as well when defective Matsushita batteries 
(BL-5C) had to be recalled in India, too. Except that the 
Managing Director of Nokia India turned that into an- 
other opportunity to strengthen consumer confidence. 
How? Like in other parts of the world, Nokia in India or- 
chestrated a swift and comprehensive response to the re- 
call, offering free replacement of suspect batteries. 
“Eventually, only 100 batteries were found and reported 
defective globally and in India there have been just three 
reported cases, all of which have been addressed to the to- 
tal satisfaction of the customers,” says Shivakumar. 
What helped, apart from Nokia’s own corporate 
values, was the massive distribution that the market 
leader (it has 60 per cent share of the cellular handsets 
market) has in the country. It has 95,000 retail outlets out 
of which 50,000 are exclusive to Nokia. “Really, what's 
paying off is our ability to service people quickly, which 
is highlighted with the ‘Care’ network," says the 48- 
year-old Shivakumar. Nokia claims that 50 per cent of the 
problems are resolved within an hour and 45 per cent get D SHIVAKUMAR 
attended to within 24 hours. Of course, few can beat Managing Director 
Nokia when it comes to user interface of handsets. Nokia India - 
SHAMNI PANDE 









HIDESIGN 
-DILIP KAPUR we 
j c The World in His Ba 
Hidesign g 
' "Y TY HEN SOMEONE LIKE LOUIS VUITTON QUEUES UP TO BUY A 
piece of your company, you know you have a good 
thing going. Dilip Kapur, Founder and President of the 
Puduchery-based boutique leather company, Hidesign, has known 
that for years. And that's precisely why he's run his small company 
on uncompromising marketing principles. For instance, Hidesign 
uses only vegetable dyes, shuns Chinese buckles in favour of locally- 
made brass ones, and steers clear of patent leather even if that 
means losing out on shine and fashion. More importantly, 
Hidesign will sell only under its own name. In fact, Louis Vuitton 
had to buy a stake in Hidesign partly because it refused to supply 
unbranded products to the French luxury giant. 

Currently, Hidesign is doubling capacity and consolidating its 
markets (it is present in 18 countries). ^We are already an inter- 
national brand, and we also have the happy advantage of under- 
standing the Indian market. Our products would be world class and 
priced cheaper," says Kapur, 59. Not quite what a luxury marketer 
would do, but then Hidesign is no Louis Vuitton. At least, not yet. 

NITYA VARADARAJAN 
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he government is trying to bridge the gap between | replacement for a city is attached which highlights that if, say 8 
demand for power and power generation. But the | lakh households in a city replace 3 lamps each, about 250 MW 
demand for Power in India is growing @ > 7% per | power can be saved during peak hour. 


annum. There is also international pressure to contain more The Lighting Industry in India has already launched 
power generation due to green house gases and environmental awareness programme through media, by participating in 
exhibitions and organizing seminars etc. The industry has 
also brought down the price of good quality CFL from 
Rs. 300 four years back to Rs 100 or less now. 
Due to efforts by both industry and Ministry 

of Power, the demand has been growing @ 

more than 40% per annum. This has 


problems. Therefore the only solution that comes to mind 
is to contain power use. This can be achieved by 
providing more energy efficient products. The 


































Lighting Industry in India has recognized the 
fact and is working vigorously to not only 
provide energy efficient products, but to also 
create awareness on energy saving in resulted to adding to new production 
Lighting. The Lighting in India was consuming around 
18% in India about 3 years back as against the ideal situation 
of not more than 12%. But due to electrification of villages 
and high construction activity and industrial development, the 
Lighting consumes more than 20% today. It is therefore most 
important to tackle the usage of power for Lighting. The most 
p efficient and immediate product that can reduce power 
consumption is Compact Fluorescent Lamp (CFL). This lamp 
can save up to 80% of power as compared to Incandescent 


capacities and also entry of new players in this 
business. 

Other energy efficient products in Lighting are Electronic 
Ballasts (EB), Fluorescent Tube Light(FTL), Light Emitting 
Diode (LED) and Metal Halide Lamp (MH). Besides this an 
efficient Luminaire can also save energy upto 40%. 

Electronic Ballast when used in FTL consumes only 2W 
as compared to 12W to 14W in conventional magnetic 
ballast. Fluorescent Tube Light saves more than 60% power 
as compared to Incandescent Lamp. Light Emitting Diode 
(LED) consumes just IW to produce 60 lumens with a 
minimum life of between 30,000 to 1,00,000 hours. At 
present LED's cost is prohibitive to be used for domestic 
purpose. However research is going on to bring in more 
cheaper version of LED to replace ordinary bulb. Very soon, 
we will have LED of 6W which will replace 60W 
Incandescent Lamp. At present, LED is being used for Traffic 
Lights, advertising boards and high rise installations where it 


Lamp. Besides, this lamp has more than 4 times the life of 
Incandescent Lamp. Though CFL is 8 to 9 times more 
expensive than Lamp, but at the same time, it pays back over 
a period of time due to long life and power saving. (See box) 

Government of India with the help of Bureau of energy 
Efficiency (BEE) has planned to work out a Clean 
Development Mechanism (CDM) programme to provide CFL 
to consumers at a very subsidized rate or may be free where 
ever it is possible. The costs can be recovered from Carbon 
Credits as well reduced power generation. For example, is difficult to replace a lamp so often. 

The Luminaire, the so called carrier to the lamp, plays 
equally important role in energy conservation. Till last two 
years back, the manufacture of Luminaires was reserved 
for Small scale industry and therefore, no effort was 

made to do any research on luminaires. Once the 
manufacture of Luminaires has been de-reserved, all 
major manufacturers of Lighting equipment have taken 
major initiatives in manufacture of most energy efficient 
Luminaires. In fact foreign collaborations have taken place and 
many others have put up large plants to manufacture luminaires. 
It is expected that very soon, like CFL and other energy efficient 
lamps, we will also be talking of energy efficient luminaires. 4 


during peak hours, Delhi Power Supply Companies are 
buying power from other states at around Rs. 10 per Kwh and 
supplying to consumers at a maximum of Rs. 4.50 per 
Kwh. The peak hour is mostly between 6 to 9 p.m. when 
most of the Light bulbs are switched on. This is where 
CFL will be able to contribute a major part of power 
consumption during peak hour. A plan for CFL 


Shyam Sujan 

Secretary General, 

Electric Lamp & Component 
Manufacturers' Association of India 
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required lighting level. 


"Lighting Ç 


lumination accounts for 19% of global electricity consumption. Also, 
Carbon dioxide (CO2) emission from electricity generation is 
uivalent to 70% of that from passenger vehicles (globally), which is 
three times more than that from global aviation. According to the 
International Energy Agency (IEA), a global switch to efficient lighting 
systems would reduce the world's electricity bill by nearly 10%. Thus, 
lighting being such a "visible" consumable part, it attracts more attention 
from the consumers, environmentalists and technologists than any other 
form of power consumption. In this article, we will discuss the state-of- 
the-art in lighting technologies and the criteria for designing a lighting 
system which can curb electricity consumption and ameliorate harmful 
environ- mental impact. 

Lighting technology developed in the recent years can help to 
significantly reduce lighting costs and simultaneously diminish harmful 
environmental impacts. Technological breakthroughs in lighting have 
the potential to save up to 80% of the energy consumed for 
illumination, while simultaneously enhancing light quality. Quality of 
lighting is closely related to the quantity of lights used for a required 
level of illumination. Proper installation of high quality lighting will 
result in fewer quantities of lights for the same level of illumination. 

The mantra for energy consumption is "Save the energy not the 





- light". This mantra is based on the principle that we need to reduce 


lighting load on energy consumption without compromising the 
Energy efficient lighting depends on a 
combination of several different factors that need to be in "harmony" to 
produce the required level of comfortable lighting. The factors that 
define energy-efficient lighting installation are a)Lamp b)Control Gear 
c)Luminaires d)Lighting Design  e)Control System f)Maintenance 
g)Daylight , and last but not the least h)Economy. 

Table below compares energy efficient lamps with standard lamps 
and the resultant energy savings that consumers can get for the desired 
level of lighting. 
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A key principle of energy conservation is to remember that "light is 
for the people not for empty space". Using the right amount of light, 
installed at the right location and made available at the right time will 
save lot of energy. Proper selection of lights and use of controls that 
automatically switch lights ON/OFF or control brightness will save 
more than 40% of energy. Most common type of lighting controls 
includes dimmer, motion sensor, occupancy sensor, photo sensor and 
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Energy saving by replacement of standard lamp with efficient lamp: 








timers. The selection of an 
automatic control system depends 
upon a)Occupancy level b)Amount 
of daylight c)Level of control 
satisfaction required d)Type of 
lighting f)Total budget. 

Maintenance plays a key role in 
ensuring proper level of lighting over 
prolonged periods. Poor 
maintenance increases the cost of providing useful light and cay 
the appearance of interiors to deteriorate . Maintenance-friene 
lighting installations that facilitate cleaning will help to maintain # 
level of illumination as designed. The amount of light reaching t 
working place from the luminaire depends upon factors such as ty 
of luminaire, room dimensions and reflection factors of walls ,ceilin 
and floors. Hence walls and ceilings should be painted bright cole 
and should be properly cleaned periodically. 

Major advances have been taking place in lighting technolog 
Volumetric concept has changed luminaire design from dark light 
to multidirectional light concept . Hence instead of illuminating on 
working plane, with the new concept, wall and ceiling will also ¢ 
illuminated so that occupants will feel more comfortable wig 
working with it. 

The concept of "Green Building" is becoming very popular in t 
recent years. Introduction of efficient lighting svstems and controls h 
significantly reduced requirement of lighting power density (Watt/Sq fee 
Light pollution, which has a detrimental effect on environment, poses 
major challenge to lighting experts around the globe. Light pollution c; 
be minimized by using right optics and by locating the luminaire 
the proper direction. Global warming is a great threat and hen 
developed countries are committed to reduce their CO2 emission, whit 
is a primary cause for raising atmospheric temperature. According 
Scientific consensus, the earth's atmosphe 
is warming due to the release of carie 
dioxide and other "greenhouse gase 
through human induced activities. F 
effective use of modern technologic 
lighting systems we can reduce tl 
carbon content at drastic levels. 

There are several factors th 
determine the optimum design of energ 
saving lighting system, the investments 
such systems have short-term and lon; 
term impacts. While energy-savir 
systems can give cost-benefits | 
residences and businesses, the positive impact of these systems on th 
environment has far-reaching consequences for our planet. * 

Contributed by: Mr. Manoj ข่ อ ท ร 
Vice President - Lighting Crompton Greaves Limite 
Wi Cromptor 
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TODAY 


) 
2008 


DIARIES 
SIZE 
(Cm.) 

IT201 YEARBOOK (Leather) 22 * 27 
IT101 YEARBOOK 22°27 
IT118 DESKPLAN (Wiro) 15 * 23 
IT105 APPOINTMENTS 32* 9 

(Combo With Pocketline) 
IT104 SLIMLINE 9 * 18 
IT113 SLIMLINE (Wiro) 9 * 18 
IT119 RECORD BOOK 21° 30 
1114 ORGANIZER 18 * 26 
IT110 POCKET LINE (Leather) B * 10 
IT108 POCKET LINE B* 10 
IT106 EXECUTIVE 22* 27 
IT116 EXECUTIVE (Wiro) 22* 27 
IT107 PROFESSIONAL 18 * 26 
IT120 CORPORATE (Hard Case) 12 * 19 
IT109 COMPANION 18 * 24 
11121 CORPORATE (Soft Cover) 12 * 19 
11102 PAGE-A-DAY 13 * 19 
IT122 DAY PLAN (Soft Cover) 10 * 16 
IT200 LEATHER SET 

( Yearbook / Slimline / Address Book) 
IT203 ADDRESS BOOK (Leather) 13 * 22 
IT202 SLIMLINE (Leather) 9 * 18 
IT204 ADDRESS BOOK 13 * 22 
PLANNERS 
[T217 EXECUTIVE PLANNER 

(Leather Black, with calculator) 
IT210 PLANNER(Leather Red, with cell case) 
IT211 PLANNER(Leather Tan, with cell case) 
IT216 PLANNER(Leather Black, with cell case) 
IT212 PLANNER(Leather Red, with calculator) 
IT213 PLANNER(Leather Tan, with calculator) 
IT215 PLANNER(Leather Black, with calculator) 
IT218 EXECUTIVE PLANNER 

(Leatherette Black, with calculator) 
IT214 PLANNER(Leatherette Black, with cell case) 
IT219 PLANNER(Leatherette Black, with calculator) 
IT221 CORPORATE PLANNER (Leatherette) 


(Available with Stic On pads) 
Í | 1] | 4 Í AR [ 

IT222 MINI PLANNER (Leatherette) 

(Golden, Silver, Black, Blue & Red) 


REFILLS 
[T602 REFILLS FOR EXECUTIVE PLANNERS 
IT302 REFILLS FOR PLANNERS 


495 


600 
500 


us Manage 


meni 


terindividual 


I 
A I E 
RA AAA 


| 
| 
| 
| 
| 


โซ 
| TED 


| | 


2008 






p. t 


uly, 9+111016 





1 yy 


Wer 
ITI 


Authorised dealers and distributors : 
NORTH ZONE ! | Office Ph.:011-23326324 mail: 3 f | 

New Delhi Quill Stationery & Office Supplies (P) Ltd. Ph.: 23414620/23417054/41513132/9810499446, 

Fax-011 23417195 Kanpur Universal Book Stall Ph.: 2305793/2305799 Jammu Sadhna Pen Store Ph.: 2578432/ 
9419135033/9419234225 Chandigarh The English Book Shop Ph.: 2702542/9814010136 Ajmer Geeta Pustak 
Bhandar Ph.: 2431135 Bikaner Asa Ram Khatri Ph.: 9414339201 Jodhpur Sarvodaya Book Stall 

Ph.: 2653734/2653735/9314985001; Rathi's Media Centre Ph.: 2513580/3290230/9829023580: Latest Magazine 
Centre Ph.: 2620686/9314710365 Jaipur Rajesh Manish Agencies Ph.: 9829139626 Kota Chaman Book Agency 

Ph.: 2323377 Patiala Reader's Paradise Ph.: 2215170/9815521218 Ludhiana Sardar Stores Ph. 9872290515/ 
9216594503 Jalandhar Sethi Enterprises Ph.: 2226189/9888110326 Amritsar Pt. Beli Ram & Sons Ph.: 2550285/ 
9815022966 Dehradun The English Book Depot Ph.: 2655192/2710958 Jhansi Variety Book House 

Ph: 2471312/2470312 Lucknow Modern Magazine Distributors Ph.: 2611829/933591 1140; Universal Book Sellers, 
Hazratganj Ph.: 3919708/9839020290; Universal Booksellers, Gomtinagar Ph.: 3234057 /9839011437; Universal Book 
Centre Ph.: 2329641/2387180/2374548; Kalakunj International Ph. 2612783/9452274811 Rishikesh Sanjay News 
Agency Ph.: 2430968/9927016595 Meerut Naveen News Agency Ph.: 2661646/ 2656215 Agra Cant. The Modern Book 
Depot Ph.: 2225695/9412262324 Pathankot Bhatia Book Depot Ph.: 2221916/9417459022 Gorakhpur Student's 
Corner Ph.: 2330337/2338059/2338700 Varanasi A P Singh Ph.: 2220060/2221511/941522884) Allahabad 

Om Agencies Ph.: 3257246/9415236658 Srinagar Janta Agencies Ph.: 2474755/9419066192 Karnal Reader's Paradise 
Ph.: 2251153/9896255566/98961 11128 
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Kolkata The Modern Book Depot Ph.: 22493102/22490933; Emami Retail Pvt. Ltd. Ph.: 22822617/18/19 

Nikhil Enterprises Ph.: 9831123406 Bhubaneswar Pen Hospital Ph.: 2534310/2534796/2394690 Ranchi Kailash 
Stores Ph.: 2305379 Guwahati The Modern Book Depot Ph. 2546244/ 2544791 Siliguri NB Modern Agencies 

Ph.: 2521297/2432349/6528415 Patna Magazine Corner Ph.: 2672339; Brite Stationers Ph.: 2218497 Imphal P C Jain 
Ph.: 2221756 Jamshedpur Agrawal Book Store Ph.: 2439906; Cascade Book Distributors Ph.: 2306640/9431301042/ 
9815701068 Agartala Monarch Ph.: 2383887 


I I 
> d 
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Mumbai Saidev Finance & Investments/Krips Stationers Ph.: 26108683-85/9920212161; Atlanta Ph.: 22042762; 
Satyam Stationery Ph.: 22854704/66751053; Mango Stationeries Ph.: 25400604; JB Karani Ph.: 22656088; Poonam 
Stationers Ph.: 22665099; Jagruti Stationers Ph.: 22041122; Nalanda Book Store Ph.: 22022514 Pune Onkar Enterprise 
Ph.: 24451173/24484428; Venus Traders Ph.: 24457023; Natraj Stationery Mart Ph: 26134740; Crossword 
Ph: 26059600/56033049/25537005 Ahmedabad H K Enterprises Ph: 9998055571; Crossword Ph.: 264468031; 
Antakshri Ph.: 25434441; Nikiz Stationery Ph.: 26407503; Vasani Stores Ph.: 26425523; Raj Stationers Ph.: 26300845 
Baroda Baroda Stationery Mart Ph.: 2362373; Om Music Ph.: 5531253; The Shoppee Ph.: 2333620; Crossword 
Ph.: 2339484; Kalpana Traders Ph.: 2436865; Umakant Book Sellers Ph.: 2359633 Rajkot Rajesh Book Stall 
Ph.: 2233518 Gandhidham Amritlal Hirji Pandya Ph.: 220212 Bhopal Variety Book House Ph.: 2556022/2554057, 
Variety Gallery Ph.: 2467480 Indore Sogani Book House Ph.: 2545130 Jabalpur Prem Book Depot Ph.: 2625840 
Nashík Jyoti Stores Ph.: 2306700/01/711; Jyoti Book Seller & Stationery Ph.: 2306702/3/4 Aurangabad Aurangabad 
Book Depot Ph.: 2353116 Gwalior Novelty Book Centre Ph.: 2325619; Raipur Laxmi Stationery Stores Ph.: 5049266/ 
2227068 Nagpur Greet & Gift Ankita Agencies Ph.: 2540585/5655185/9373102199 

JU I AD (1 Office Ph.: 044 70525-44; I | esh KOGAVA ni 
Chennai Sri Venkateswara Agencies Ph.: 28352080/28350356; Higginbothams Ltd Ph.: 285] 3519/42128356; 
Landmark (Spencer's Plaza) Ph.: 28490455/28221000; Landmark (Apex) Ph.: 28221000: Landmark (Citi Centre) 
Ph.: 28477777; Odyssey (Adyar) Ph.: 24402265; Odyssey (Thiruvanmiyur) Ph.: 24455577; Odyssey (Anna Nagar) 
Ph.: 42611473: Fountain Head Ph.: 28112650; Connections Ph.: 26260429/23764093; SAS Connections, R.A Puram 
Ph.: 24612719; Words & Worth Ph.: 24468659; Sas Connexions, Besant Ngr. Ph: 42077019 Coimbatore Greenland 
Book Stall Ph.: 9443422928 Madurai College House Shoppers' Shop Ph.: 2347354/9843174735; T R Book Stall 
(Airport) Ph.: 9865141000/3842681855 Pondicherry Focus, The Book Shop Ph.: 2345513 Tirunelvely Eagle Book 
Centre Ph.: 2578899 Bangalore Pavan Enterprises Ph.: 26892952/25908387; Gangaram's Gallery Ph.: 25589678 
Landmark (Forum), Ph.: 22067777/79; Odyssey (R T Nagar): Ph.: 41749070; Odyssey (Jayanagar) 
Ph.: 32533008; Odyssey, RMZ Millenia (Ulsoor) Ph.: 41572592, Cochin Pai & Co. Ph.: 2355835/2361020 
Thíruvananthapuram Pai & Co. Ph.: 2330116/2330813 Kottayam Pai & Co. Ph.: 2562391 Calicut Pai & Co 
Ph.: 2302851 Hyderabad Om Enterprises Ph.: 65198683/65191255; Walden Book Links Pvt Ltd, Begumpet 
Ph.: 23413414, Banjara Hills Ph.: 9866635111; Odyssey India Ltd Ph.: 23414801; The Deccan Pens Stores, Abids 
Ph.: 23202306/66777755; Deccan Pens Stores, Green Lands Ph.: 66786455/66987755; Jyoti Book Depot 
Ph.: 24758606, Pages Ph.: 39101203 Secunderabad Deccan Pens Stores Ph.: 27813020/66493020 Vishakhapatnam 
Jyoti Book Depot Ph.: 6645757/6645858 


MUTUAL FUNDS OVERSEAS FUNDS x TELEVISION 
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10 Down-but-not- 


out Stocks 





A handful of fundamentally sound companies 
has not made much headway in this bull market. 
But all is not over for them. AMIT MUKHERJEE 


ITH THE BSE SENSEX 
soaring past 
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17,000—the quick- 
est six-day 1,000 
point rise in its history—the mar- 
ket is on a roll. Predicting where it 
will go seems to be futile as foreign 
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Bombay Dyeing 
A major plan to develop its Mumbai land bank 
will unlock its value. 

Quarter ended June 2007 

Sales 126.18* 498% 
Op. profit 28.73* 15.01% 
Net profit 17.88* 21.14% 


668.35 
Sept. 27, 2007 





EPS” 18.524 
P-E 36.1 


^ Growth YoY #inRs *inRscr l-yrretums: 25% ^ Annualised 
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Greaves Cotton 


This equipment manufacturer has been expanding 
its product pipeline. 


Quarter ended June 2007 315.55 
Sales 283.05* 11.93% HT 
Op. profit 37.8* -14.77% 

Net profit 34.05* 2275% 

EPS 21.9# 

Price 315.554 

P-E 11.3 





am Growth YY sin Rs *InRscr lyr retums: -97% ^ Annualised 


ม ห พ ก จ ง [จง ม 


inflows continue to prop up the 
stock market. Wherever you look 
in the market, there are stocks hit- 
ting their all-time highs. Several 
stocks have outperformed the mar- 
ket in the last year even as the 
Sensex has given a solid 42 per 
cent return last year. 

But for all the market's gains, 
there are stocks that have under- 
performed or barely performed over 
the last year. The reasons are 
plenty—for rr major Infosys, the 





Hindalco — 
This aluminium major is expanding its 
overseas presence. 


Quarter ended June 2007 

Sales e 4,671.9* จ น 
Op. profit 1,008.9* -021% 
Net profit — 602* 023% 


164.1 
Sept. 27, 2007 





EPS” 204 
Price 164.l# 
PE 82 


= Gowth YoY #inRs *inRscr 1y mms -3.12% ~ Annualised 


rising rupee is weighing the stock 
down while for HPCL, the high oil 
subsidy is dragging its stock price. 
Yet, some of these laggards have 
value written all over them. In 
the current market, they provide 
an excellent hedge against a sud- 
den downslide as they have al- 
ready bottomed out. You may 
have to be patient with some of 
these stocks, but they make an 
excellent case for investment. 


Bombay Dyeing and 
Manufacturing (Rs 668) 
Famous for its textiles and its 
range of fabrics and ready- 
mades, including bed linen, tow- 
els, furnishings, Bombay Dyeing 
has also forayed into real estate 
development. Recent market re- 
ports suggest that it is attracting 
the attention of a host of pri- 
vate equity players, including 
the Blackstone Group. Whispers 
are that it is also looking to di- 
vest some stake to private eq- 
uity funds to help fund its ex- 
pansion plans in real estate, avi- 





HPCL 


Rising oil prices have increased subsidy bills, 
but the stock has little downside risk. 





Quarter ended June 2007 212.45 
a Sept. 27, 2007 

Sales 21,881.7* 5.84% 

Op. profit 206.55* (N.A.) 

Net profit -86.93* (N.A.) 

EPS -2.56# 

Price 272.454 

P-E NA. 


Growth YoY #inRs เท 1-yw retums: 6.4% ^ Annualised 


ation and planned forays into 
retail. The stock has underper- 
formed the market, but now is 
poised to recover. 


Greaves Cotton (Rs 316) 


A manufacturer of agro equip- 
ment, and construction equip- 
ment, the company operates 
through four groups: Power 
Generation, Agro Equipment, 
Light Engines, and Infrastructure 
Equipment. It will start selling 
engines for mini trucks in 2008, 
marking its entry into the fast 
growing four-wheel light cargo 
carrier segment. The company, 
which already sells engines to 
three-wheeler makers such as 
Piaggio and Atul Auto, plans to 
tap the growing number of fleet 
operators migrating to mini 
trucks from three-wheelers citing 
costs and ease of operations. 
The company's expansion at the 
right time will help its stock. 


Hindalco Industries 
(Rs 164) 

When Hindalco acquired 
Novelis Inc., the world’s leading 
producer of aluminium rolled 
products, the company’s stock 
got bogged down because of 
the huge price tag. But the 
Novelis acquisition catapulted 
Hindalco into the list of the top 
10 primary aluminium produc- 
ers in the world. The company 
should benefit from the syner- 
gies of global operations over 
the long haul. Hindalco exports 
its products to North America, 
western Europe, West Asia, 
Asia, China, Korea and Taiwan. 
Aluminium demand is expected 
to grow at 7 per cent over the 
next four years, and its prices 
are expected to remain stable 
due to a strong demand, and 
its brownfield expansions will 
deliver good results in the com- 
ing years, making its stock an at- 
tractive buy. 


ว 6 
UARANTEED 


pias 
ACULAR 


RAVITY 


With latest project management techniques, 
professionalism and commitment towards 
quality construction, SG is establishing new 
benchmarks in the world of real estate. The 
Group boasts of a strong set of purposeful 
virtues which is amply reflected in its 
Buildings, Apartments, Commercial Centers, 
Corporate Hubs, Malis, Hotels etc. As a 
result SG Estates has been awarded KEY 
PLAYER OF 2006 by Builder Information 
Bureau. 


Undoubtedly, Success is Guaranteed with 
SG. And why not, Gravity is the very theme of 
our identity symbol. 


ONGOING GROUP HOUSING PROJECTS 


เท ท อ ห ธร 51 ๕ ns 


impressi ns 
DEHRADUN 


R id Deht 


L. 


RETAIL & COMMERCIAL TOWER 


Peta 


TOWER 
Sector-3, VASUNDHARA, Ghaziabad 


CORPORATE TOWER 


SEC.-9, VASUNDHARA, GZB. 


SG ESTATES LIMITED 


S. G. Plazaa, 3rd Floor, Plot No.: 4. LSC 
inder Enclave, Paschim Vihar 
New Delhi-110 087 
Phones: 011-65448044, 25289586 
Fax: 011-25289311 


www.sgestates.in | info@sgestates 
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HPCL (Rs 272) 


High oil prices are a cause of con- 
cern and oil subsidies have bogged 
down the stock prices of Indian re- 
fineries. Hindustan Petroleum is one 
of them. But the company is a con- 
trarion play, having underperformed 
the markets for a long time. The 
growing demand for petroleum 
products will keep refiners busy. At 
the beginning of the year, there's 
a high uncertainty about sharing 
under-recoveries; however, the com- 
pany's stock is already discounting 
the pessimism and seems to have 
little downside risk. 


Indian Hotels (Rs 137) 


Owner of the popular Taj Hotels, 
this hotel major needs no intro- 
duction. A high capital expendi- 
ture plan has weighed down the 
company's financials, but the ad- 
ditional room capacity will result in 
a spike in revenues in future. It 





Indian Hotels 


Major acquisitions overseas and organic growth 
have increased its inventory of rooms. 


Quarter ended June 2007 

Sales 346.5* 1975% 
Op. profit 127.53* 29.21% 
Net profit 54.76* 38.98% 
E^ | 3649 

Price — 137.15» 
PE รั น | ว ก กา 
«โถ พ ท | #inRs *InRscr l-yrretums: 02% ^ Annualised 


137.15 
Sept 27, 2007 
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owns and operates 82 hotels under 
the Taj, Gateway, and Ginger ho- 
tels brand names in India, Great 
Britain, the United States, Australia, 
South Asia, and West Asia. Indian 
Hotels is trading at an attractive 
valuation of 22 times 2006-07 
earnings. Expect some moderation 
in average room rates over the 
next year. However, volume 
growth from room additions is 
likely to contribute to strong rev- 
enues, helping sustain profit 
growth. Indian Hotels completed 
its first phase expansion in the us 
market and has now set sight on 
the Asian hotel market, which is 
promising. A rights offer proposal 
is underway for funding its growth; 
this is an ideal opportunity to ac- 
cumulate the stock. 


Infosys Technologies 

(Rs 1,912) 

This rr major is among the best 
technology-enabled business solu- 
tions providers in the country. The 





Infosys Technologies 


The tech major is scaling up rapidly and 
expanding its global presence. 


Quarter ended June 2007 
Sales 3551* 23.86% 


Op. profit 1,316* 30.82% 
Net profit 1,028* 221% 


EPS 711.18 
Price 1,911.75 1,808.99 
P-E 26.6 | 1 


am Growth OY # เ ท *inRser l-yreetuns:5.7% ^ Annualised 





"AU HS33%19 


appreciating rupee has put pres- 
sure on the company’s margins, 
worrying the investor community. 
The stock has taken a heavy beat- 
ing lately and barely performed in 
the last year, but is now beginning 
to recover. Infosys is weathering 
the rupee storm and is scaling up 
its operations. A planned increase 
in its billing rates for both existing 
and new customers should help 
increase its operating margins. The 
company is also likely to make ac- 
quisitions. It’s still the best rr com- 
pany to invest in. 


INOX Leisure (Rs 122) 


This fast growing multiplex chain 
has state-of-the-art projection and 
acoustic systems, stadium-style 
high-back seating with cup-holders, 
arm-rests and international-stan- 
dard interiors. INOX is also ex- 
panding. Till March 31, 2006, it 
operated 12 multiplexes with 44 
screens across cities; this has 
increased to 18 multiplexes and 
62 screens that get 75,000 footfalls 
every day. Besides, Future Media, 





INOX Leisure 
This 18-multiplex company has tied up with 
Future Media for a minimum assured income. 


Quarter ended June 2007 122.25 
~ Sept. 27, 2007 

Sales 48.04* 44% 

Op. profit 17.48* 28.91% 

Net profit 10.96* 30.94% 

EPS' 7.364 

Price 122.25# 

P-E 16.6 





— Growth Y = #inRs *inRscr 1-yrretums: -24.1% Annualised 
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3€ - India's largest iron ore producer 
SAIL - India's largest producer of steel 


RINL - India's most energy efficient steel plant 
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Chairmen signed the Memorandum of Discussion 












NMDC, SAIL & RINL 
join hands to set up a 
state-of-the-art 4-million 
tonne per annum capacity 
integrated steel plant in the | 
resource-rich State of 
Chhattisgarh 
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National Mineral Development 
Corporation Limited 


Eco-friendly 
Miners to the Nation www.nmdc-india.com 
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the media arm of Kishore Biyani's 
Future Group, has acquired on- 
screen media rights of all Inox 
multiplexes in the country for 
the next two-and-a-half years. 
Advertisers will go through Future 
Media and this will fetch INOX 
an assured minimum level of 
income after which there's rev- 
enue sharing. 


Ranbaxy Laboratories 
(Rs 420) 


Among the top 10 generic pharma 
companies in the world, exports 
contribute 80 per cent of its rev- 
enues. Ranbaxy has been seeing 
a bit of dip due to severe price 
competition resulting in a drop in 
profitability. Further, a delay in 
product launches and the loss of 
Lipitor patent has affected its 
performance. But the worst is 
behind it and the company is back 
to its profitable ways. It is growing 
on the back of increased contri- 
bution from emerging markets. 
The company has lined up new 
generic launches and has adopted 





Ranbaxy 
Emerging markets, new product launches and 
strong generic pipeline will rev up its growth. 


Quarter ended June 2007 420.4 
Sales 1,01463* -219% “7 
Op. profit 413.51* 157.86% 
Net profit 291.15* 79.11% 
05” — 197» 
Price — 4204» 
P-E 213 
< Growth OY #inRs จ ก ร ย |-yrretums: 153% ^ Annualised 
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cost-control measures. Further, its 
acquisition and integration 
of Be-Tabs (South Africa) and 
Terapia (Romania) will pay off. 
The stock makes a good defen- 
sive acquisition. 


Savita Chemicals (Rs 253) 


This Mumbai-based company 
manufactures critical petroleum 
products, including liquid paraffin, 
optical fibre cable filling com- 
pound, transformer oil, pour point 
depressants and white oil, most 
of which are used in machineries. 
These products enjoy strong de- 
mand due to the huge capital 
expenditure plans across India Inc. 
right now. The company also gen- 
erates power through its wind 
power plants and has an installed 
capacity of 11.60 MW. High oil 
prices are a concern, which is why 
the stock has not performed, but a 
steady demand for its products 
points to a sound future. 





Savita Chemicals 


Intermediate oil-based solutions are seeing a 
robust demand due to the capex boom. 


Quarter ended June 2007 
218.29* 24.4% 





Sales 

Op. profit 25.51* 81.82% 
Net profit — 14.91* 73.17% 
EPS 40.84 

Price 253.1# 

P-E 6.2 


m Gowth bY #inRs "inRsar 1 “ห แต ่ ม ห ระ -11 9% ^ Annualised 
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Tata Motors (Rs 751) 

It is India's largest commercial ve- 
hicle manufacturer and commands 
a 16 per cent market share in the 
passenger car segment. Analysts 
have a positive look on the stock 
and expect it continue to perform 
well in the medium to long-term 
period. Considering the robust de- 
mand growth, it has aggressive cap- 
ital expenditure plans of around Rs 
10,000 crore over the next three-to- 
four years, and issue of convertible 
securities in the foreign market is a 
step forward. The market has a 
positive outlook on the Cv and pas- 
senger car segment and expects 
these segments to report growth of 
10-12 per cent for next two-to- 
three years. Higher interest rates 
have been a cause of concern as it 
impacts volumes, but given its strong 
positioning in the market, the stock 
makes a good buy. 





Tata Motors 
Commercial vehicle sales are growing rapidly as 
the company gears up to launch its small car. 


Quarter ended June 2007 151.3 


c Sept. 27, 2007 
Sales 6,056.82* 5.34% 
Op. profit 821.16* 15.36% 
Net profit 291.15* 22.24% 





FPS” 46.084 
Price 751.34 
P-E 16.3 


— Gowh Y #inRs “เห ล ะ ย |-yrretums:-13.61% ^ Annualised 
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How to Become a Global Investor 


Investing abroad just got easier with overseas funds. Here is how 
to go about it. SHALINI S. DAGAR 


OPPORTUNITIES EVERYWHERE 


Many overseas markets have delivered handsome returis, 


FEW YEARS AGO, THE INDIAN 
As market was the only 
playing field for investors 

and scouring beyond the geograph- 
ical boundaries for investment op- 
portunities seemed like a distant 
dream. But when the Reserve Bank 
of India relaxed the overseas in- 
vestment norms some time ago— 
even upped the individual overseas 
investing limit last week to $200,000 
(Rs 80 lakh)—it marked the arrival 
of the global Indian investor. Global 
funds have truly arrived as mutual 
fund houses offered as many as half 
a dozen schemes in the last few 
months. There are a few more in the 
pipeline. These funds invest either 
wholly or partly in global equities. 
When the window for overseas 
investments first opened, there was 
only one fund: the Principal Global 
Opportunities Fund. Since then the 
restrictive conditions that marred 
the growth of overseas funds have 
been further relaxed. Just last week, 
RBI relaxed the investment limit for 
the overall fund industry from $4 
billion (Rs 16,000 crore) to $5 bil- 
lion (Rs 20,000 crore). Last week, 
SEBI too increased the limit from 
$200 million (Rs 800 crore) to $300 
million (Rs 1,200 crore) for each 
fund house to invest overseas. Fund 
houses have grabbed the opportu- 
nity, launching schemes with dif- 
ferent global themes—from a wide 
angle view on emerging markets to 
a sharply focussed Chindia invest- 
ment theme to global gold mining 
companies—they are offering it all. 


The Global Rush 

The global funds have been well- 
accepted for another reason: diver- 
sification across countries. ABN 
AMRO's China India Fund is banking 
on two of the largest and most 
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Indonesia 


Hong Kong - e. 2584378 
South Korea 131926 Y 
Singapore | 3,54222 
Malaysia —  ' 130594 
India 1656423 ` 
โส ต ต 3 310528. 
Gnd 19448 
ผด พ ต 6 121 7 


Major indices of each country as on Sept. 21, '07 


887 gain (one-year return) 













322 
30.7 
28.7 


Source: B7 research 


THE GLOBAL ADVANTAGE 


How to diversify your investing risk in different geographies. 





Advisor Fund 


Sundaram BNP Paribas FundQuest 
Global Advantage Fund จ ะ ร ั น น 
Open-ended zT H 
Kotak Global Emerging T Rone Pe 
Market Fund MURIS 
Three-year close-ended — lise “s k. 
ICICI Prudential Prudential - 
Indo-Asian Equity Fund ye Mgmt - 
Open-ended 2 SMA x s 
DSP ML World Lyne 





Gold Fund Open-ended — Word T ( T 
INTHEOFFING — — — 


Birla Sun Life S&P 
International Equity Fund = 
Open-ended ENS 
Tata Indo Global 


Infrastructure Fund P TE: 
Three-year close-ended 


promising countries. On the other 
hand, Kotak Mutual Fund’s Global 
Emerging Markets Fund will invest 
across markets where its investment 
manager, T. Rowe Price, has in- 
vested. In Birla Sun Life’s 
International Equity Fund, around 


Destination 


S Overseas MFs, ETFs; includes US, Mexico, 


Hungary, Poland, Turkey, Argentina, Chile, 
and Venezuela 

T. Rowe Price SICAV Funds, debt, money 
market; invests in over 15 countries (including 
India: over 10%) 

Indian equities (over 65%), the remaining 

in Asian Equity Fund (at present, Indian 
investments —4%) 

Shares of gold mining companies: has no 
investment in India 


Indian equities (over 6576); overseas equities; 
no geography, sector or market cap bias 





` Infrastructure focussed Indian equities (65-85%); 
. foreign securities (15-35%), 
debt and money market (upto 35%) 


65 per cent of its corpus will be in- 
vested in India, the rest overseas. 
“The value of these funds will 
become clear over a period of time," 
says Anup Maheshwari, Executive 
vp and Head (Equities), psp Merrill 
Lynch Fund. The fund house 


dV GONIHS 


* 


recently raised $120 million 
(Rs 480 crore) for its World Gold 
Fund, which invests in International 
gold mining companies. 
Maheshwari outlines the logic for 
the fund, “It is an asset class which 
was not available to Indian in- 
vestors. It is not strongly correlated 
to the rest of the portfolio of the in- 
vestor." 

N. Prasad, Chief Investment 
Officer, Sundaram BNP Paribas 
Mutual Fund, agrees that the key 
advantage of global funds is asset di- 
versification. Prasad's fund house 
mopped up around Rs 320 crore 
earlier this year for a fund- 
of-funds scheme that invests in in- 
ternational mutual funds with a fo- 
cus on emerging markets, real estate 
and commodities. Some of these 
overseas funds may well be rein- 
vesting in India. 

Fund houses have launched 
feeder funds for overseas funds or 
are investing directly in equities on 
the advise of investment managers. 
Birla Sun Life is banking on 
Standard & Poor's advise. The asset 
allocation is distinctly bottom-up 
which, essentially, is directly in- 
vesting in growing overseas stocks. 
For instance, Kotak Global 
Emerging Market Fund's invest- 
ment pool comprises 100-175 
stocks spread over more than 15 
countries. There is no investment re- 
striction in a particular country. As 
S. Naren, Senior VP and Fund 
Manager, ICICI Prudential Mutual 
Fund, points out, the overall inten- 
tion is to mirror the benchmark 
weights, which for the Indo Asian 
Equity Fund is the MSCI Index. 


Different Risks 

One key risk associated with over- 
seas funds is currency fluctuation as 
they don't have an option to hedg- 
ing against adverse currency move- 
ments. *The inherent currency risk 
in such funds is over and above 
risks associated with similar funds in 
India," says Krishnan Sitaraman, 


E GLOBAL RISK BALANCE 





Essential facts you should know before going global. 


@ Case for asset diversification; global events may influence Indian markets, but the 


reverse may not always be true 


e Buying opportunities in truly global companies and sectors not available in India 
@ Leverage growth potential; India accounts for less than 1 per cent of world market cap 
e Funds which are predominantly Indian funds (65% and more) are quite tax efficient 


AGAINST 


e Short-term movements in currency could upset gains made on the investments — — 
* The investment climate of overseas markets and countries could change substantially 
e The investors may have to bear the expenses of the underlying schemes aswell — 
e The underlying schemes could wind up leading to short periods of no returns 


Head (Fund Services and Fixed 
Income), CRISIL. As the Indian rupee 
has appreciated over 10 per cent 
against the dollar since the begin- 
ning of 2007, the dollar assets may 
well be hit by this movement. But 
overseas, funds are not invested di- 
rectly in dollar assets alone. “The 
dollar is only a translating currency. 
We will be invested in Chinese 
Yuan, Korean Won and others,” 
says Naren. 


Taxing Issues 

There’s a tax advantage for funds 
that are invested 65 per cent in 
India. These funds get treated as 
equity funds which attract zero 
long-term capital gains tax. The 
same in case of funds which are in- 
vested overseas by more than 35 
per cent is either 10 per cent with- 


out indexation. 

No surprise then that fund 
houses are structuring Indian in- 
vestments into such funds to make 
them more tax efficient. But there's 
a dual fund management structure. 
So the short advice to investors 
would be to go global by investing 
in these overseas funds, but not be- 
fore you have invested in India. 
While there is a case for diversifi- 
cation, Maheshwari cautions that 
"these overseas funds are certainly 
not the right products for an Indian 
investor who is under-invested in 
India". Prasad's succinct advice is in- 
vestors should not invest more than 
3-4 per cent of their total pool in 
overseas funds. But some diversifi- 
cation can do much good as the 
world is now your playing field at 
your dox step. 
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EVEN THE BEST IN BUSINESS CAN GET STUMPRIS 
ARE YOU READY TO PLAY? 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


THE WEST ZONE ROUND OF ACUMEN 2007 TV Partner 
STARTS AT WELINGKAR, MUMBAI ON 26TH OCTOBER, 2007. HEADLINES 


TODAY 


The stage is set, once again for a thrilling contest. Presenting 
Business Today - Aditya Birla Group Acumen 2007, India's only 
National B-School Challenge. This is where you get to witness an 
unusual display of debating & quizzing skills and an intense battle of 
wits, strategies and reflexes. The winners take away mega prizes 
and a rare distinction of being India's best B-School debaters & 
quizzers. The sharpestin the audience also get to win exciting prizes. 
So what are you waiting for? Grab your moment on centre stage! NUS) 5 อ 9 


Buru : 


ted Networs 


Radio Partner 


d 


` Media Partner 
Date Zone B-School partner Venue 


ç axcha 
Oct 05, 06 North IIFT, Delhi IIFT Auditorium \ - 4 media = 
Oct 26, 27 West Welingkar Institute, Mumbai Welingkar Auditorium À 
Nov 03, 04 South IM, Bangalore IIM B Auditorium | 


+ ' B-School Partner 
Nov 30, Dec 01 East IIM, Calcutta IIM C Auditorium 


ACUMEN QUIZ FOR B-SCHOOL ALUMNI 
Do you want to revive those good old days of quizzing? Just send us your WE LINGKAR 
participation at acumen@intoday.com and get ready to beat your old rivals. ร 
Please indicate your name, mobile number, organization, business school ม่ 
attended and the zone in which you would participate. ^ 


— 


To register, log on to www.btacurnen.com 


TAKING INDIA TO THE WORLD 
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The Prime Time Dilemma 


Home entertainment has never been better. But with a slew of platforms 
vying for your attention, what should you choose? ANUSHA SUBRAMANIAN 





OME ENTERTAINMENT HAS 
H come a long way from the 
days of Doordarshan to the 
age of satellite television (Cable TV) 
and now DTH (Direct-to-Home) and 
Internet Protocol TV (IPTV). With 
so many technologies vying for your 
home entertainment space, it's a 
tough choice to make especially as 
each television platform offers dif- 
ferent benefits and viewing experi- 
ence. For many such as Mrs 
Chaudhari from Worli (south 
Mumbai) the choice was not easy. 
Says Mrs Chaudhari: *When cas 
was introduced, we had to make a 
choice whether we want to con- 
tinue with Cable TV or to go for 
DTH. As a society we opted for DTH 
as we got a good deal.” 
But now the home entertain- 
ment canvas has expanded as MTNL 
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and BSNL have introduced the IPTV 
platform through telephone con- 
nections. IPTV is delivered using IP 
technology that delivers signals to 
your television and other video con- 
tent transmitted over a broadband 
network. Your TV connects to a set- 
top box that decodes the Ip video 
and converts it into standard tele- 
vision signals. But choosing between 
a cable box, a DTH box or an IPTV is 
not easy, especially as each claims a 
superior technology. 


Pay as You Watch 

But let’s evaluate the costs. For the 
conditional access television, the 
price structure is fixed by the 
Telecom Regulatory Authority of 
India. Essentially, there are two 
schemes on offer—one gives a set- 
top box for a refundable deposit of 


ษ จ จ ย ๓ ส ม ห ษ 


Rs 999 and ล monthly rental of 
Rs 30, and the other has a monthly 
rental of Rs 45 with a refundable de- 
posit of Rs 250 on the set-top box. 
If one does not want a set-top box 
(STB), cable operators offer 30 free- 
to-air channels for Rs 77 a month. 
With a set-top box you pay an ad- 
ditional Rs 5 per pay channel. For a 
consumer, say, who chooses 15 pay 
channels, his monthly bill would 
work out to Rs 182, which includes 
the basic Rs 77 along with Rs 75 for 
15 pay channels as well as monthly 
rent of Rs 30. 

Similarly, MTNL’s IPTV is available 
for an introductory rate and a one- 
time activation and installation fee 
of Rs 999. For now, the monthly 
subscription is Rs 199 for 150 chan- 
nels with the set-top box rental 
Rs 100 per month. Currently, there 
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THE DIGITAL DIVIDE 


Your home entertainment options and what they cost you. 





DISH TV 

ONE-TIME EQUIPMENT: Rs 2,950 
INSTALLATION & ACTIVATION: Rs 200 
SUBSCRIPTION: Ranges from Rs 100-300 
per month 

CHANNEL BASKET: 170 


TATA SKY 

ONE-TIME EQUIPMENT: Rs 2,999 
INSTALLATION & ACTIVATION: Rs 1,000 
SUBSCRIPTION: Ranges from Rs 200-350 


per month 
CHANNEL BASKET: TATA(Sky | 
140 tareata th rm 


CABLE TV 
ONE-TIME EQUIPMENT: 
Scheme 1: STB monthly rental Rs 30, and 


is no separate pricing for channels, 
which could change later. 

Both Cable and IPTV pricing are 
currently lower than what the DTH 
operators charge. Tata Sky sells 
the DTH set-top box for Rs 2,999 
and charges Rs 1,000 for installa- 
tion. It offers channel packages 
that range from Rs 200 to Rs 350 
per month with a choice of 80 to 
140 channels. Zee-owned Dish Tv 
offers a set-top box at Rs 2,950 
and with an installation fee of Rs 
200. Packages range from Rs 100 
per month to Rs 300 per month 
and consumers can choose from 


85 to 170 channels. 


refundable deposit Rs 999 per box 
Scheme 2: Monthly Rental Rs 45, and 
Rs 250 refundable deposit per box 
INSTALLATION & ACTIVATION: No charges 
SUBSCRIPTION: Rs 77 for free-to-air (FTA) 
channels and with STB all FTA channels 
and an additional Rs 5 per pay channel 
CHANNEL BASKET: 30 FTA plus over 200 
channels to choose from 





wy 





mr l 
MTNL IPTV (introductory rate) 

ONE-TIME EQUIPMENT: STB monthly rental of 

Rs 100 

INSTALLATION & ACTIVATION: Rs 999 

(one-time) 

SUBSCRIPTION: Rs 199 per month 

CHANNEL BASKET: 150 


*Cable TV set-top box will become free after five 
years. Also, each cable operator has his own 
scheme that he offers to his consumers 


Hi-tech in Entertainment 

DTH operators claim that they are 
in touch with customers directly 
and the installation is done by com- 
pany engineers, unlike in cable serv- 
ice where the middleman— the lo- 
cal cablewallah—does the last mile 
connectivity. Another benefit: DTH 
is geographically mobile. If a DTH 
subscriber is moving home, he has 
to only pack up his dish, set-top 
box and reinstall it at his new place. 
DTH satellites have a national foot- 
print and can reach anywhere in 
the country. With a cable box, even 
a minor shift within a city entails 


you to switch cable operators. Also, 


if you miss your favourite and pop- 
ular show like an ‘Indian Idol’ you 
could still catch up with it the next 
day on DTH platforms. 

On the other hand, one multi- 
system operator (MSO) in Mumbai, 
on condition of anonymity, points 
out that while cas offers rental and 
deposit schemes on their set-top 
boxes, DTH operators do not offer 
this facility—a consumer has to 
make a one-time full payment to 
get DTH services. Secondly, he also 
points out that there is no a la carte 
pricing for channels in DTH like the 
CAS system offers. Tata Sky’s 
spokesperson says: “Currently, there 
is no a la carte pricing as the 
government has not fixed it. 
But we understand that from 
December onwards we will have 
to offer rental schemes on our set- 
top boxes". Another hitch common 
to both cable (CAS) and DTH is when 
there are two TVs in a home, the 
consumer has to buy two set- 
top boxes. 

As for IPTV, the newest enter- 
tainment platform on the block, 
A.S. Oberoi, Executive Director, 
IOL Broadband, says: “IPTV is a very 
good alternative to CAS and DTH. 
The two crucial differentiating fac- 
tors of IPTV services are ‘on-demand 
services’ as well as the interactiv- 
ity capability. This enables a sub- 
scriber to have total control over the 
media because of two-way connec- 
tivity." As of now, MTNL is the only 
one offering IPTV in Mumbai, but 
more telecom companies are ex- 
pected to offer this facility in the 
coming months. Technology ex- 
perts opine that while iPTV is a great 
medium, it still has a long way to go 
in India as broadband connections 
in India have still not reached a 
critical mass and speeds are not up 
to the mark. While some like 
Mrs Chaudhari have made their 
choices, it's best for you to stick to 
a competitive pricing package and 
with the technology you are most 
comfortable with. 
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When to Sell Your Fund 





It is all right to invest in a fund, but also know when 


to take that crucial exit decision. MAHESH NAYAK 


AYESH GANDHI (NAME CHANGED), 

Assistant Vice President of in- 

stitutional sales business, working 
with a domestic brokerage house 
in Mumbai, exited Principal Global 
Opportunity Fund in January 2007. 
Since then, the fund delivered a 22 
per cent return as against a 20 per 
cent of the Sensex, but Gandhi has 
no regrets. Reason: the fund 
changed its investment mandate— 
from investing in developed markets 
to investing in the emerging mar- 
kets. Says Gandhi: “The mandate of 
the fund didn't match my diversifi- 
cation objective, which is why I 
moved out of the fund. I know that 
the earlier returns were low, but | 
wanted to stay invested in stocks 


have a higher co-relation to the 
Indian equity market." 

Selling a fund is normally asso- 
ciated with churning as more of- 
ten fund distributors pitching for 
new sales tend to compel you to 
sell your fund for wrong reasons. 
One should not churn between dif- 
ferent mutual funds as funds should 
be long-term investments, but some- 
times there are compelling reasons 
why one must exit a fund. Says 
Jayant Pai, Financial Planner: “Exit 
only if there is a dire need for 
money, or one can exit if an indi- 
vidual reaches his goal or if there is 
some material change in the fund. 
Otherwise, an exit makes no sense." 
Here are 10 reasons when and why 


overall structure and return of a 
fund. Therefore, if the new fund 
manager cannot deliver similar if 
not superior returns, one must look 
out for exit opportunities. However, 
a change in fund manager of passive 
funds like index funds should not 
worry investors. 


A Fund's Mandate is Altered 


Funds occasionally change their 
mandate. Consider the original 
reason why you invested in a fund. 
If the mandate of a fund has 
changed and no longer matches 
your investment objective, it's time 
to exit than hold the fund. Franklin 
Templeton's Opportunities Fund 
(earlier Franklin Templeton 


of developed markets like us, which one should sell their funds. Internet Fund) changed its man- 
has a lower co-relation to India in date from investing in upcoming 
these unprecedented times as com- Fund Manager has Changed technology companies to a diver- 


pared to emerging markets which 


A fund manager can influence the 


sified investment in stocks. Since 


SHOULD YOU SELL FUNDS AT 17K? 


ITH THE SENSEX LOGGING AN ALL-TIME HIGH, 

the 17k question is: should you sell? 
The answer depends on your personal 
investment status. If you have invested 
three years ago, and would like to book 
part of the profits, some equity funds, 
particularly large diversified funds, make 
for good profit booking at this stage. 
Don t sell if you have invested for the 
long haul and if you are building a portfo- 
lio. Says R. Swaminathan, Associate Vice 
President and National Head (Mutual 
Fund), IDBI Capital: “Selling is a personal 
decision. For a long-term investor who is 
building a portfolio, selling is not advis- 
able. For a trader, there is an option to 
book profit because this is a high risk- 
reward situation.” 

Certain sectoral funds make a case 


for selling. Pharma and auto funds have not 
done too well in the market, and aren't ex- 
pected to clock good performance. Says 
Hemant Rustagi, CEO, Wiseinvest: "Investors 
should stick to the funds which are in sync to 
the India growth story like the infrastructure 
and power funds, while sectoral funds like 
pharmaceutical and automobile should be 
avoided." Experts feel investors with the long- 
term horizon; it's no need to time the market, 
but review asset allocation. 

Debt funds aren't a sell at these levels. 
As interest rates are expected to come 
down, the debt funds can deliver good re- 
turns with the increase in net asset values. 
On the other hand, a floating rate fund may 
not be a good idea to hold as the rates are 
coming down, and the yields on this fund 
will come down as well. 


MYNHVYS NIWVY 
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March 10, 2004, when it changed 
its mandate, the fund has deliv- 
ered nearly 265 per cent return, 
compared to a 198 per cent rise in 
the BSE Sensex. But for those who 
did not want a broad exposure but 
a sectoral exposure, exiting was 
the right decision. 


Asset Allocation is Altered 
As per financial planners, this is the 
foremost reason for selling a mutual 
fund. If the fund's asset allocation 
does not match with what an in- 
vestor desires, it is necessary to exit. 
After the SEBI changed the regulation 
defining an equity fund, where 
funds had to keep a minimum of 65 
per cent of the total portfolio in 
equities to enjoy tax advantages, 
many balanced funds changed their 
asset allocation from about 50-50 
debt equity to 35-65 debt equity. 
This changes the asset allocation of 
an individual and increases his risk 
due to the increase in equity expo- 
sure. At such times, if the additional 
risk is not comforting, exit. 


Benchmark 

If a fund underperforms its peer in 
the short-term, you should not 
necessarily jump the bandwagon, 
sell your fund, and get into an- 
other. But when a fund is consis- 
tently underperforming its peers, 
year after year, you have to seri- 

think about your investment 
and take a re-look at how the fund 
is managed. Don't hesitate to sell 
even if one has to book a loss. 
Likewise, don't time the markets. 
If your investment is in large-cap 
and the mid-cap stocks are out- 
performing, you don't have to sell 
your mutual fund if it sticks to its 
mandate and continues to remain 
in large-caps. When large-caps re- 
turn as flavours in the market, 
they will perform well. When 
studying performance, you have 
to look at your fund and compare 
it to its peers. When choosing a 
benchmark, you must select funds 





Jayant Pai/ Financial Planner 


"One can exit if an individual reaches his goal or if there is some 
material change in the fund. Otherwise, it makes no sense" 


in the same category, and com- 
pare its performance within the 
asset class. 


Size Matters Too 

Size sometimes plays a critical role. 
Sundaram Mid-cap Fund performed 
consistently well till it started at- 
tracting larger inflows and as 
the fund's size increased, it impacted 
its performance as the fund 
tends to pick more stocks in the 
portfolio. 


Rising Expense Ratio 

A rise in expense ratio can change 
the performance. Higher expenses 
reduce returns. In the case of bond 
funds or money market funds, it is 
highly unlikely that the fund can 
increase its returns enough to justify 
an increase in expenses. If loads are 
increased on equity funds, it re- 
duces an investor's corpus. 


When Funds Consolidate 

Fund houses may also merge oc- 
casionally and it is usually followed 
by a restructuring of the different 
funds among them—similar schemes 


are merged or one of them closed. 
This may change your fund man- 
ager and the style of the fund. At 
such times, study the changes and if 
it does not match your comfort 
zone, take the exit. 


Re-balance Your Portfolio 
Sell a fund to achieve the right mix 
of equities and fixed-income and 
the right types of funds in each cat- 
egory. One has to revisit one's port- 
folio every six-to-12 months. 


Change in Personal Situation 
If you are at a certain important 
stage in your life, you may want to 
consider selling your fund. For in- 
stance, if you are near retirement, 
you may want to consider investing 
in conservative funds and reduce 
exposure on risky equity funds. 


Booking Profits 

Timing the market is not advisable. 
But if there are indicators that your 
sector or the market has peaked, 
then an occasional profit booking 
is a good practice. You can re-enter 
the market once the selling is over. 
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NEWS ROUND-UP 


When the Flls Come Marching in 


Foreign investors are pouring in the moolah, and the trend is here to stay. CLIFFORD ALVARES 


T THE BEGINNING OF THE YEAR, 
As fund inflows in the 

country were negative as 
January saw an outflow of $482 
million (Rs 2,121 crore) and the 
market mood was sombre as market 
watchers debated whether foreign 
investors will continue to prefer 
India. By June, the current improved 
marginally but total inflows till then 
were just about $4.3 billion 
(Rs 17,630 crore) suggesting that 
this could be another mediocre year 
for the inflows. Then came what 
appeared like a deluge—July saw 


ES HDFC 


-ICICI Bank 
Amtek Auto 






Company 


Amtek India 
Rolta India 


y SUN 
< t 


Pritish Nandy Communications 


IVRCL Infrastructures & Projects 
ES GVK Power & Infrastructure 
Prajay Engineers Syndicate 
Geodesic Information Systems 
Hexaware Technologies 

Satyam Computer Services 


SREI Infrastructure Finance 
As on June 30, 2007 


THE SHOPPING LIST 


The companies in which FII stake increased 
substantially last year. 


GVK Power & Infrastructure 
Baroda Rayon Corpn. 

Jupiter Bioscience 

Pritish Nandy Communications 
Ganesh Housing Corpn. 
Himalya International 


Soma Textiles & Inds. 
Voltamp Transformers 


Increase in holding since June 30, 2006 


the year's biggest foreign fund in- 
flow of $5.8 billion (Rs 23,200 
crore). Foreign investors took a 
fresh look at the Indian stock market 
as companies reported bumper re- 
sults for the first quarter of financial 
year 2006-07 and the consensus 
view of the market changed from an 
also-ran to that of an outperformer. 

But when August came around, 
the Us sub-prime mortgage issue 
threatened to balloon into a global 
credit crisis and foreign investors 
withdrew $1.9 billion dollars (Rs 
7.790 crore). But the us Federal 





% increase 


96.03 
38.55 


On a Shopping Spree 


Both FII & their investments are on the rise. 
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Reserve defused the situation with 
a 50 basis points cut in the lending 
rate. That move saw foreign in- 
vestors pouring in more than $2 
billion (Rs 8,000 crore)—it added 
1,000 points to the Sensex in a 
week—and taking the total inflows 
this year to a record $12.2 billion 
(Rs 48,800 crore) surpassing 
calendar year 2005 peak. 

It’s now raining inflows. Says 
Andrew Holland, Chief 
Administrative Officer, EVP DSP 
Merrill Lynch: “The Fed reduced 
interest rates and that has freed the 
credit market and also increased 
investors’ appetite towards risk mar- 
ginally.” These days, foreign in- 
vestors are making net purchases 
on average of Rs 1,000 crore. 

Will they continue to invest? 
India’s growth story is attracting 
more new foreign investors—their 
numbers have doubled in the last 
four years (see On a Shopping 
Spree). They have also upped their 
stakes in many companies to record 
highs (see The Toppers List) and 
also have been big buyers last year 
(see The Shopping List). For now, 
market experts opine that over the 
long-term, India’s growth engine is 
steaming steadily ahead for foreign 
investors to ignore. 


dY GONIHS 


> NEWS ROUND-UP 


Launching a New Model 


Floating rate car loans have come gliding in. 
Should you take a ride? 


added option for buyers: the floating rate. ICICI 

Bank recently introduced a floating rate product 
for car buyers—the first of its kind in the country. This 
product has a lower interest rate of 50 basis points for 
like-to-like cars (interest rates differ between car 
models) and the rate will be reviewed every three 
months. The bank is linking the rate to its floating ref- 
erence rate (FRR). 

With the interest rates on the rise, most car buyers 
have deferred their plans to buy a car waiting for the 
rates to come down. Car volumes have been growing on 
average at around 11-12 per cent. Says N.R. Narayanan, 
Head (Auto and Commercial Loans), Icici Bank: “We 
want to bring those customers who are waiting for the 
interest rates to reduce before buying a car. It's a solu- 
tion for them." A car buyer will gain if the interest 
rates come down over the tenure of the loan. 

But there's also a risk: interest rates can go up; 
borrowers will see their monthly installments increase 
if rates rise. Floating rates move up or down depending 
on the interest rate movement in the economy. Usually 
this type of loan is available on longer duration loans 
such as a home loan. But, unlike a home loan, the in- 
crease in interest rate will have a higher impact be- 
cause of the lower duration of the loan. However, 
since car loans range between Rs 3 and 8 lakh, unlike a 
house where the borrowing is larger, car buyers may not 
see a huge hike in Emis. Still, those looking to drive a car 
should go for the floating rate only if they are com- 
fortable with the risk of a rising interest rate. 8i 

CLIFFORD ALVARES 


[: YOU ARE LOOKING FOR CAR FINANCE, THERE'S AN 


CAR LOANS GO AFLOAT 
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MF SCOREBOARD: SEPTEMBER 2007 


The top performers category-wise. 


SCHEME NAME 





DIVERSIFIED EQUITY 


1 Sundaram BNP Paribas Select Focus 78.57 19.78 
2 Sundaram BNP Paribas SMILE Fund 23.88 19.45 
3 Sundaram BNP Paribas Equity Multiplier Fund 1284 19.10 
4 Taurus Discovery Stock 21.15 18.82 
5 Sundaram BNP Paribas India Leadership Fund 36.71 18.27 
แส ล ล ธะ ร 5. 
1 Taurus Libra Taxshield 235] 19.2 
2 OptiMix Retirelnvest Fund-Series | 1252 18.03 
3 DWS Tax Saving Fund 13.82 17.04 
4 SBI Magnum Tax Gain Scheme 93 55.07 16.94 


5 Sundaram BNP Paribas Taxsaver-(Open-ended fund) 34.37 16.77 


SECTOR FUNDS อ ท $0 
1 JM Financial Services Sector Fund 1448 19.32 
2 UTI Thematic Banking Sector Fund 27.86 19.11 
3 Birla Sun Life Basic Industries 91.85 15.79 
4 Reliance Diversified Power Sector Fund 54.86 14.78 
5 Reliance Banking Fund 54103 1393 
1 Escorts Balanced Fund 60.64 14.45 
2 Can Balanced Il 4544 1261 
3 Sundaram BNP Paribas Balanced Fund 396 1247 
4. PRINCIPAL Balanced Fund 26.24 1142 
5 CIC! Prudential Balanced 399 111 

แก พ เร วะ อ 
1 PRINCIPAL Monthly Income Plan Plus 1404 432 
2 LIC Monthly Income Plan-Cumulative 2686 427 
3 FT India Monthly Income Plan-Plan B 2212 3396 
4 UCM Floating Rate Fund-Monthiy Income Plan-PlanA — 1406 — 369 
5 DWS MIP Fund-Plan A 13.64 342 

INCOME FUNDS- < ง 50 0 
1 Kotak Twin Advantage Fund-Series III 1065 342 
2 Kotak Twin Advantage Fund-Series II 10.89 1.87 
3 UTI Bond Fund 2266 146 
4 Birla Sun Life Income Fund 21.19 124 
5 Birla Sun Life Income Fund-54EB 26 124 

เบ อ กระ ม 8 เร ร๊ ไ ฬ [ ๊ ไ ๊ ร ท 1 ก 
1 Escorts Liquid Plan 11.38 0.74 
2 DWS Credit Opportunities Cash Fund 10.23 072 
3 (CIC) Prudential Liquid Plan-Fil 1119 O67 
4 ICICI Prudential Sweep Plan 1321 067 
5 Reliance Liquidity Fund 116] 065 
* Absolute retums percentage as of Sept. 27, '07 Source: Mutualfundsindia com 
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Win great prizes with your suki 


* Round-trip airfares for 2 couples to Amazing Thailand with hotel accommodation for 
3 days/2 nights * 30 Domestic Holiday packages in India * 4 Blackberry phones * 50 Couple 
invites to attend the Men's Health 1st Anniversary Gala Event 
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Son of Men's Health. 


SUBSCRIBE NOW AND GET FABULOUS ASSURED GIFTS. 
WIN MEGA HOLIDAY PACKAGES AND BLACKBERRY PHONES. 
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Charting a Corrective Course 


The flurry of hiring activity is in for a temporary halt, reveals the fifth 
quarterly BT-TeamLease Employment Outlook Survey 


XPECT THE UNEXPECTED. WHILE THE ECONOMY 

continues with its upward march quarter 

after quarter, the latest sT-TeamLease 

Employment Outlook Survey reveals that 

the business confidence and employment 
prospects are at present at an all-time low in the last one 
year. The new constraints are thanks to a strong rupee 
coupled with the fact that margins in rr have been 
under pressure for a long time now. Ergo, time for a 
correction in the booming job market. 

Quarter-on-quarter, the net employment outlook is 
at an all-time low, indicating that India’s job market is 
witnessing a temporary decrease in its hiring needs. The 
net outlook (calculated as the difference between the 
proportion of respondents reporting an increase in 
their hiring and those expecting a decline, expressed as 
a percentage) stands at 78 per cent, a decline of 6 index 
points over the last quarter. 

Spread across eight cities—Mumbai, Delhi, 
Bangalore, Kolkata, Chennai, Pune, Hyderabad and 
Ahmedabad—the survey drew responses from 490 
companies (see Methodology for details). The net 
business outlook for the quarter starting October 2007 
is 81 per cent, the lowest among all the quarters this 
calendar. “Margins in the rr sector have already been 
under pressure over last few quarters—coupled with un- 
precedented appreciation of the rupee. With the cost of 
HR capital in IT being the highest (about 40 per cent), 


Net Employment Outlook 
Quarter 3 July-Sept. 2007 
14 No change 20 


Quarter 4 Oct-Dec. 2007 












| HÚ 


1 Decrease 1 






Figures in per cent 


— =- E á- á- om om LL. DLL mm  - um á- mm se (7 (ท  — mw = 


m Outlook Index — Sectorwise 


aliit i 


SHINOD AP 





IT ITES Financial Retail, Infrastructure ra & *Telecom 
Services Media & 
Figures in per cent FMC 
m Quarter 3 mm Quarter 4 * Telecom sector has been newly added 


this has impacted hiring," says Sampath Shetty, Vice- 
President, TeamLease Permanent Staffing Solutions. 


Eighty per cent of respondents showed their willingness 
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RETAIL 


Top of the Trends 

The financial services and infrastructure sectors lead the 
decline in the employment outlook (see Employment 
Outlook Index-Sectorwise). This, however, seems a 
temporary phenomenon. “In financial services sector, 
more and more jobs are getting outsourced. As a result, 
the companies themselves are recruiting less, but that 
doesn't and shouldn't mean the sector needs fewer 
people," says Jayanta Roy, Director, Peerless General 
Finance and Investment Company. 

An employment outlook index score of 71 means 
that there's been a drastic decline in the hiring prospects 
of the infrastructure sector. The sectors that continue 
to gain momentum are ITES and the newly-introduced 
(for this survey, that is) telecom sector is at 83 index 
points. The ITES sector is the most bullish on recruit- 
ments this quarter. It has moved 5 points to 92 index 
points indicating a strong intent to hire. 


Tale of the Cities 


By all accounts, Bangalore is buoyant and inches ahead 
as favoured employment destination with more com- 
panies announcing their intention to hire people this 
quarter compared to the last—96 per cent against 93 
earlier (see Employment Outlook Index-Citywise). 
Delhi too continues to be bullish on this front. 


However, job prospects in the previous boom towns of 


Mumbai and Chennai have plunged to 77 and 64 index 
points, respectively. The power surge that Chennai 
witnessed two quarters back seems to have fizzled out 
with a decline of 29 ponits. 

A surprised K. Pandia Rajan, Managing Director and 
CEO, Ma Foi Consultants, reasons: “The cause for this 
could be two-pronged—the strong rupee plus its im- 
pact on the export dependent industries and the fact 
that there is a certain element of cyclicity in hiring with 
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most of the projects peaking a quarter or two earlier." 

The hiring sentiment in Kolkata is almost un- 
changed with a marginal decline of one point. Explains 
Basab Dasgupta, Executive Director, Global Binary 
Concepts, a technology start-up based out of Kolkata: 
“Be it IT, ITES, manufacturing, retail or anything else, I 
don't see any new project in Kolkata getting off the 
ground or taking off in the next quarter or so—they are 
either complete, up and running or will take longer time 
to get started. Larg-scale hiring will take place only when 
they are ready to take off. " 

Hyderabad continues to score on the back of 
employment growth in infrastructure and financial 


to hire in metros compared to 12 per cent in Tier-I cities 
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Hiring Across Functions 











me Quarter 3 
ers include quality assurance and maintenance etc. 


Fi res in per cent แพ พ Quarter 4 


— mw om ร E SL o wm om om mm 0 mm B BL  — um om ow om om om om - 


Net Business Outlook 
Quarter 3 July-Sept. 2007 Quarter 4 Oct-Dec. 2007 


e E 25 
1 1 


Decrease 
Figures in per cent 


Business Outlook Index — Sectorwise 


แพ 






Financial Petai, Infrastructure a & *Telecom 
Services 
Figures in per cent 
E Quarter 3 แพ พ Quarter 4 *Telecom sector has been newly added 


210 BUSINESS TODAY OCTOBER 21 2007 








services, Says T. Muralidharan, Chairman, TM! Group: 
"The city has a concentration of infrastructure com- 
panies and this is one area that requires a lot of en- 
trepreneurial skills as there are different models at work 
with differring levels of risks. The growth as far as fi- 
nancial services is concerned is mainly on account 
of rising demand for these services resulting from 
emergence of other sectors like rr and ppo.” 


The Divide Deepens 

The bigger, the better—that seems to be the dictum for 
hiring this quarter with four out of five hirings coming 
from the metros. It is tough luck for Tier-I cities—cities 
that have a population of 20-40 lakh—this time round 
with the metros cornering major hiring at their expense 
(see Hiring Across Geographies). A staggering 80 per 
cent of the respondents this quarter showed their 
willingness to hire in the metros compared to 12 per 
cent in Tier-I cities. Tier-II cities showed an opti- 
mistic job scenario at eight index points, the highest so 
far for this segment. Kris Lakshmikanth, Founder 
CEO & Managing Director, The Headhunters India, ex- 
plains: *People across sectors are interested in work- 
ing in metro because of several reasons. Though the 
rate of growth in number of jobs in Tier-I and Tier-II 
cities is higher, the absolute number of jobs created 
every year are much bigger in the metros." 

This is due to the availability of eco-systems— 
good homes, international schools, 24/7 medical fa- 
cilities—that are easier in metro cities vis-à-vis smaller 
towns. "Barring few sectors, most of the new products 
or services are first launched in the urban markets, and 
people are eager to associate with them. Media, FMCG, 
consumer durables, construction are the sectors where 
people find it more worthy or opportunistic to work 
in the metros rather than in any Tier-I town," 


adds Lakshmikanth. 


Ahead of the Curve 
While marketing and production functions score in hir- 
ing, customer services notches up high numbers as well 
at 9 per cent for the fourth quarter (see Hiring Across 
Functions). Pune, Ahmedabad, Chennai and Kolkata 
are riding good times with manufacturing and engi- 
neering contributing to employment growth. Prince 
Augustine, Senior Vice-President, Human Capital, 
Mahindra Automotive, says: "Manufacturing is shown 
as being a major component of India's gross domestic 
product and exports. The sector, which requires cap- 
ital and investments for growth, is getting a slew of 
funding from financial institutions and overseas in- 
vestors and as a result, companies across the spectrum 
are able to raise new resources." 

However, there is a word of caution on the sig- 
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As organizations take giant 
leaps to transform themselves, 
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transformational goals, while 
implementing cultural change in 
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Metro Cities: Mumbai, Delhi, Kolkata, Chennai and Bangalore 

Tier-I: Hyderabad, Ahmedabad and Pune Tier-Il: Cities with population 
less than 20 lakh Rural: Towns with population less than 0.5 lakh 


nificant challenges ahead that could mar the manu- 
facturing dream run. “First, there is an urgent need to 
improve the poor state of infrastructure—bad roads, 
congested ports and airports, and power shortage. 
Secondly, agriculture, where the majority of the 
country's workforce is engaged, requires serious 
reforms," he adds. 


The Biz Picture 

Though the business outlook for the fourth quarter has 
declined, retail, media and FMCG sectors show a mar- 
ginal increase of 1 per cent while most of other sectors 
have remained constant (see Business Outlook Index- 
Sectorwise). Infrastructure in particular is in for a ma- 
jor decline of 32 index points at 64 as against 96 index 
points for the last quarter. “We see a slowdown in the 


Business Outlook Index — Citywise 
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infrastructure sector due to the investment slowdown 
over last one quarter; this may constrain the Indian 
economy from macro perspective,” says Shetty. 
However, the business optimism is not waning. Says 
Debmitra Sinha, Head, HR and People Development, 
DLF Laing O'Rourke India: “Significant growth op- 
portunities in the infrastructure sector are expected 
through the Public-Private Partnerships (PPP)." DLF 
foresees the infrastructure vertical to create new source 
of revenues and growth to the group. 


Fresh Twist 

Kolkata has pipped Delhi as the attrition capital of India 
during the last one year with attrition rates for the cities 
standing at 28 per cent and 23 per cent, respectively. 
During the last three months, Kolkata and Bangalore 
emerged as the leading cities for attrition. “There are 
more reasons than one why attrition rate is so high in 
Kolkata recently. New industries are coming up; inter- 
industry movements (like movements from FMCG to re- 
tail) have gone up. There have recently been higher 
movements and turnover from medium-sized compa- 
nies to large companies,” says Tushar Basu, Managing 
Director, Analytic Consultants, a leading HR 
Consultancy firm in Kolkata. 

Among the sectors, infrastructure at 13 index points 
has the highest attrition rate for the last quarter followed 
closely by manufacturing and engineering; retail media 
and FMCG; and IT sectors at 12 per cent each. Says Sinha 
of DLF Laing O'Rourke: “DLF has a two-pronged ap- 
proach to curb attrition in the form of attractive re- 
muneration and constant career growth. The company 
has so far been able to maintain the attrition rate at less 
than 10 per cent." 


What's Next? 
Despite the imminent bleak scenario, the sentiment for 
the future quarters remains upbeat. Arun 
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DasMahapatra, Partner-in-Charge, Heidrick & 
Struggles, an executive search firm, says: “The India 
growth story has been primarily driven by the overall 
regional excitement in Asia-Pacific. Although the 
growth in manufacturing and engineering services has 
declined marginally, I don't see any impact on the 
job opportunities across sectors till end 2010. In Delhi, 
infrastructure sector is going to be the largest provider 
of employment compared to Mumbai, where financial 
services will lead the pack." 

On the road ahead, Shetty of TeamLease 


SQUE TPS = "y 





summarises: “The Us sub-prime fiasco has cautioned the 
BFSI sector market approach in terms of market 
penetration and future hiring. The interest rates going 
north have only further slowed down the consumer 
credit off take." There, however, is clear silver lining 
with the insurance hiring expected to stay bullish over 
next two quarters. The manufacturing and engineering 
sector has been stable and will continue to do so, 

he adds. 
INPUTS BY: MANU KAUSHIK, RITWIK MUKHERJEE, 
E. KUMAR SHARMA, SAUMYA BHATTACHARYA 


METHODOLOGY 


"HE BUSINESS TODAY-TEAMLEASE EMPLOYMENT OUTLOOK SUR- 


vey, which follows a rigorous, statistically validated 
process adhering to the 
. highest standards in mar- 
ket research, was cond- 
ucted among 490 compa- 
nies selected from the 
Kompass Directory that 
enlists 70 per cent of the 
registered companies in 
the organised sector, from 
NASSCOM for IT companies 
and from companies reg- 
istered with the website of 
www.bpoindia.org for ITES 
companies. A combination 
of database and random 
sampling as a technique 
has been used. Care was 
taken to ensure a good mix 
of large, medium and small 
companies as also an eq- 
uitable representation 
across industries to remove 
any bias or variation that 
might be attributable to a 
particular industry. The tar- 
get respondents at these 
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501-1000;40 >1000:46 250-500: 85 


Turnover Base 


Not Disclosed*: 190 ~ 1000: 31 





ing process. The questionnaire used for the survey collated 


The Break-up 
Sectors Mum 
Manufacturing & i 15 y 
Engineering ( 5 4 


Retail, Media & FMCG _ 
Financial Services 3 





Figures are number of companies interviewed 








Figures in Rs crore *The turnover of the company; however, they 
shared the rest of the information as desired in the questionnaire 


companies were the HR heads or decision makers in the hir- 


information on overall business improvement (last three 
months and next three months); overall recruitment needs 
(last three months and next 
three months) and recruitment 
trends (across age, geographies, 
cities, functions and levels). A 
total of 490 interviews were 
conducted during August over 
telephone and responses ob- 
. tained were coded at tne time 
of data collection. The inf- 
ormation was then analysed 
using the Statistical Package 
for Social Sciences software, 
which is used by research and 
consulting companies world- 
wide. Given the concentration of 
companies in Mumbai, Delhi, 
Kolkata, Chennai, Bangalore, 
Hyderabad, Pune and 
Ahmedabad, the study was 
restricted only to companies 
with a presence in these cities. 
A random sampling was drawn 
from each city with due weigh- 
tage to size. Two indices, the 
Employment Outlook Index and 
the Business Outlook Index 
were computed to elaborate and analyse the trends that 
emerged from the data. 


«250. 319 














Reference: Mum.: Mumbai, Del.: Delhi, B'lore: Bangalore, itk "e Chn.: Chennai, Pun.: Pune, Hyd.: Hyderabad, Ahd.: Ahmedabad 
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Laced With Growth 


Time for textile merchandisers to make it big. 


IS BOOM TIME FOR THE TEXTILE MERCHANDISING PRO- 
| bens in India with the scope of job opportunities 
expanding both in the local as well as the export markets. 
Says Sanjay Jog, Head, HR, Pantaloon Retail: “Capacities 
of top-notch companies have more than quadrupled in 
the last 3-4 years. Also, with consumption in metros 
already being exploited, manufacturers and retailers 
are increasingly targeting consumers in Tier-II cities 
and towns. As a result, more professionals will be 
joining the bandwagon." 

Retail giants like Wal-Mart and J.C. Penny have 
been attracted to India because of its potential to provide 
one-stop shopping. Says Venkat Shastry, Partner, Stanton 
Chase: "India is turning into a production factory for the 
global brands." 

MANU KAUSHIK 


FACT FILE. 

. WHO'S HIRING: Arvind Mills, Aditya Birla Nuvo, Raymond 
Group, Bombay Dyeing, Madura acting’ and a host 
of others 


WHO'RE THEY HIRING: Bachelors in Textile Engineering, 

M.Techs, and Diploma holders from NIFT and NID 

At wnat LEVELS: Merchandising manager (eight or more 
of experience), senior merchandiser (4-5 years) 

andiser or junior merchandiser (0-2 years of 










AT WHAT SALARIES: Rs 2-3 lakh p.a. at fresher's level; 
Rs 6-8 lakh p.a. at senior level; and Rs 15-18 lakh 
p.a. at merchandiser manager level 

"WHAT ARE THE NUMBERS LIKE: At present, the industry 
employs around 10,000 textile merchandisers but the 
number could grow at the rate of 20-25 per cent per 
Jn for the next 3-4 years 









COUNSELLING 


HELP 
TARUN! 


Q: | have done an MA from the JNU School of Arts and 
Aesthetics. | want to pursue a career in design. What in- 
stitutes, apart from NIFT, offer such courses and what open- 
ings are available for design in areas other than fashion? 
Design is a very wide term and it applies to everything 
from fashion design to product design and may even 
stretch to art direction and set design. NID, or the 
National Institute of Design, offers comprehensive 
courses in design as do other local design institutes. 
The ts also offer courses in design. Then there are in- 
stitutes that offer courses in advertising and publica- 
tion design, digital art and design, and animation. You 
need to narrow your definition of ‘design’ or take a 
comprehensive course like NID’s. 


Q: | have a B. Tech in Manufacturing Engineering and cur- 
rently | am working with a company manufacturing cold 
rolled steel coils. | want to do a course in CAD (Computer 
Aided Design). Which institutes are offering such a course 
for professionals? 

Almost all engineering colleges offer CAD courses 
as do most computer institutes. The 1115 also offer 
these courses. There are good prospects for CAD ex- 
perts, especially with a lot of design work 
being outsourced. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


3I Infotech Ltd., Head - Operations, 
Bangalore, Chennai, 10 - 14 years, 
4267848 


As Head Operations, you will be responsible 
to define and design an operations structure 
for delivering to the target clients as per agreed 
process SLA's (including turn around times). 


Apotex Pharmachem Pvt. Ltd., 
Head (Process R&D), Bangalore, 


10 -20 Years, 4280046 

Entrant should have Ph.D. in Organic 
Chemistry and preference will be given to 
candidates with Post Doctoral qualification. 
Excellent skills in the operation and 
interpretation of analytical data from NMR, 
IR, UV, GCMS, HPLC, GCMS etc. 


Changepond Technologies Ltd., Sr. 
Manager/ Head/ GM - International 
Sales, Chennai,11 - 18 years, 3978305 


Person should be able to understand 
customer's requirement and design technically 
and commercially superior solution by 
effectively utilizing and deploying the 
resources, Would be responsible for pricing 
decisions and the bid win ratio. 


Cherry Hill Interiors Limited, Sales 
Head, Delhi, 5 - 10 Years, 4284501 


Person would be responsible for generating 
business through establishing & building 
corporate relations with architects, interior 
designers etc., Building, motivating & training 
sales team to achieve the over all sales targets. 


Citadel Architectural Pvt. Ltd., 
General Manager - Commercial, 
Mumbai, 15 - 20 Years, 4265539 


Must be a commerce graduate / post graduate 
having 15 to 20 yrs of experience, well versed 
with all commercial, accounting/finance & 
taxation and import/export formalities with 
excellent leadership qualities and 
interpersonal skills. 


Inventurus Knowledge Solutions 
Inc., AVP/ VP - Legal, Mumbai, 
10-20 Years, 4267832 


Person should have experience in Litigation / 
Contract Law / Financial Transactions / 
Intellectual Property. You should be able to 
manage and lead the Indian Legal Operation. 


M.J. Biopharm Pvt. Ltd., DGM/ 
Manager Production, Mumbai, 
10-15 Years, 4298471 


Required dynamic, ambitious and goal 
oriented production managers who wish to 
work in a fast growing pharmaccutical 
company. Good knowledge of GMP is a must. 


Magna Steyr India Pvt. Ltd., Head of 
MSI, Pune, 10- 16 Years, 4295498 


Responsible for identification of our 
projects/ customers requirements and 
implementation of the necessary IT 
tools/solutions to increase performance and 
productivity of the organization. 


Mahagun India Pvt. Ltd., General 
Manager - Marketing, Delhi, 10 - 12 


Years, 3405987 

Candidate must be an MBA Graduate having a 
rich experience in Real Estate Industry with 
min. 10 yrs of experience from the relevant 
industry. 


Radhakrishna Hospitality Services 
Pvt. Ltd., Operations Head, 
Hyderabad, Mumbai, 6 - 11 Years, 
4215269 


Ensure smooth start of operations and 
consistency in following operating standards 
and procedures, Start-up new projects, Follow 
SOPs, CPI & QHSE for Education segment 
operations and ensure they are followed there 
onwards on regular basis. 


Shapoorji Pallonji & Co. Ltd., 
Deputy General Managers 
(Construction), Ahmedabad, 5 - 15 


Years, 4086257 

Aspirant should be Civil B.E. with 15 years 
experience out of which atleast 5 years in a 
Consulting organization, having the skill to 
develop his own team and business. 


Tata Autocomp Systems Limited, 
GM/DGM - Finance, Pune, 15 - 20 
Years, 4279125 

Professional having 15 20 years of 
experience in Finance. Experience in larpe 
multi unit, multilocational corporate with 
manufacturing background will be preferred. 


Torrent Power Ltd., Assist: 
General Manager (SAP-T 


Ahmedabad, 12-14 Years, 428651 
Aspirant should be B.E / B. Tech - Ce 
science/ Information technolo; 
Electronics with first class track record. 1] 
NIT qualification would be of ad 
advantage. Experience in at least one c 
completion in SAP implementation as pro 
leader / module lcader desirable. 


Troikaa Pharmaceuticals Ltd., AG 
Distribution, Ahmedabad, 10 - 
Years, 4297728 


Responsible for coordinating with S; 
Marketing and C & F's for receipt of Orc 
Dispatches, Collection, MIS related to 5: 
Market Returns, Credit Note passing, Che 
return etc. 


Unity Infraprojects Ltd., Gene 
Manager - Marketing, Muml 
15-20 Years, 3936071 


He should have flair to keep market scen 
on his tips and should have a comman 
control his marketing department and 
information pertaining to Business availal 
in the market. 


US Tech Solutions, Retail Chair 
Marketing Head, Mumbai, 10 - 
Years, 4294923 


Responsible for interface with their tele 
outcentres ๕ Operations Support, buil 
relationships with leading chain stores 
their Mobile as a category, handling R 
Operations for Telecom, large format t 


chain, Shop- In Shop àt Malls. 


Wipro Technologies, Head Pre Sa 
Bangalore, 10 - 15 Years, 4281806 


Your responsibilities will include den 
generation, acquiring new customers thre 
highly effective Presales and creating bes 
class processes and capabilities for desig 
outsourcing solutions. 

WNS Global Services, CFC 
Enabling Unit, Mumbai, 8 - 13 Ye 
4295755 

Person should be able to analyze the mor 
expenses of the EU and circulate a repo: 
the variances, Draw the budget for the 
and draw the cost estimates for the EU. 


To know how to apply for these jobs, go to finance jobs listing page. 
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AAKIT Technologies Pvt. Ltd., SAP 
Consultants, Mumbai, 1 - 8 Years, 
4266938 


Aspirants should be trained, certified on SAP 
and should have at least one end to end SAP 
implementation or one year of support exp. in 
any of following: FI, CO, MM, PP, HR, SD, 
ABAP, and BASIS. 


Apollo Health Street Pvt. Ltd., 
Team Lead - Networking, 


Hyderabad, 4-7 Years, 3967730 

Skills required Data Com Networking - Very 
Good Exposure to Routing, Switching, Load 
Balancers, VPN, MPLS and Network Security. 


Credence Analytics (I) Pvt. Ltd., 
Manager - Implementation, 
Mumbai, 5-9 Years, 3918372 


The incumbent is expected to successfully 
manage a team of 5-7 members for the 
Product Delivery and Client specific 
“Customizations for cat h Implementation. 


Cybernet Software Systems, Linux 
Senior System Engineer, Chennai, 
3-5 Years, 4293076 


Entrant should have 3-4 yrs of relevant 
experience in Linux. You should have good 
experience in Linux, Web Server - Tomcat & 
Apache, Windows basics, ( )racle / SQL basics, 
Shell Scripting. 


DSS Systems & Software 
Technologies Ltd., Project Manager, 
Pune,9-12 Years, 4280468 


Candidate should be a Project manager with 
total 10 years of experience out of which at 
least 2 year of experience in handling projects. 


Infotech Global (India) Limited, 
Lotus Notes Developer, Bangalore, 
2-3 Years, 4281109 


We are looking for people with 2-3 years of 
experience in client based technologies, having 
knowledge of Lotus Script, Formula 
Language and RDBMS connectivity (Oracle/ 
PL-SQL). 





IP Soft India Pvt. Ltd., Oracle DBA - 
Shift Lead, Bangalore, 7 - 15 years, 
2934659 

Required Engineers from prestigious 
Institutes, working in top-notch Companies, 
having experience in DB administration in 
USA a plus. 


Iris Software Pvt. Ltd., Java Team 
Leader, Delhi, 4 - 7 years, 2052108 


The Project Leader/ Team Leader should 
have strong skills in development, debugging, 
testing and troubleshooting applications using 
Java / J2EE. 


Mastek Limited, Oracle PL/SQL 
Designer, Mumbai, 4 - 6 Years, 
4284479 

Aspirant should be able to write Functional 
Specification, Technical Specification, Review 
Source code, participate in design activities. 


Newgen software Technologies Ltd., 
Project Leader / Project Manager, 
Mumbai, 7 - 10 Years, 4195562 

The candidate should be M.C.A / B.E, having 
7-10 years of experience of JAVA / J2EE 
/JSP (in detail level of coding, code walk — 
through and unit testing of S/W modules.). 


Progress Software Development 
Pvt. Ltd., Senior Product Readiness 
Engineer, Hyderabad, 4 - 6 Years, 
4153761 

Bachelors/ Masters with Computer Science 
and Engineering, MCA or M. Sc computer 
science, having experience with Java, J2EE, 


TMS and related technologies JSP, Tomcat etc. 


and exposure to OOD, OOP and SDLC 
knowledge is required. 


Progress Software Development 
Pvt. Ltd., Senior Instructional 
Designer, Hyderabad, 6 - 8 Years, 
4153880 


Bachelor's degrec with 3-5 years of experience 
in the instructional design and development 
of technical training courses. You should be 
able to design and/or develop C/WBT 
and/or ILT (Instructor-led Training) courses 
drawing on knowledge of instructional 
strategies for a self-paced online environment. 
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Real Soft Inc. Technical Lead 
(Java/J2EE), Baroda, 5 - 9 Years, 
4111050 


Candidate should have worked at the Level of 
Team/ Project Lead/ Sr. Software Engineer. 
Mandatory skills: HTML / JavaScript/]SP 
Core Java/ Serviets/Struts/|2EF EJB/ 
XML/SOAP/ Web Services etc. 


SAP Labs India Pvt. Ltd., ABAP 
Developers, Bangalore, 2 - 11 Years, 


3508934 

Skills required HR, FI, CO, SD, MM, IS-Oil 
(Upstream/Downstream), Supply Chain 
Management, Customer Re lationship 
Management, Financial Services (Leasing). 


Seec Technologies Asia Pvt. Ltd., J2EE - 
Technical Project Leader - Insurance 
Domain, Hyderabad, 6 - 10 Years, 
2718585 


Person should be BS/MS Computer Science 
or MBA (Information Systems). You should 
application 
development on J2EE environments/ Java, 
Application Servers, XML, Web Services, 


JSP/JSF, XSD ete. 


have extensive experience Jn 


SQL Star International, SOL DBA, 
Chennai, 4-6 Years, 4275273 


SOL DBA with 4 years of experience in 
production support, having knowledge of log 
shipping, replication and clustering and 
recovery models, 


Syntel Inc., Technical Architects - 
J2EE, Mumbai, Pune, 8 - 15 Years, 
3999859 


Aspirant should have ability to be technically 
agnostic when building systems but with at 
least one language/ platform at least one of 
which is either Java |2EE. 


Virtusa (India) Pvt. Limited, Senior 
Engineer - Dot Net, Chennai, 3 - 6 
Years, 4177900 

Person should have worked on the .Net 
Design and Deployment. You should have 
skills in Asp.net, vb.net, c#, Xml, Web 
services, Design Patterns, etc. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ArthroCare, National Sales 
Manager, Mumbai, 8 - 18 Years, 
4290467 


A recognized university degrec with 8 years of 
channels sales and direct sales management 
experience. Responsible to formulate and 
execute the sales strategy and promotional 
program. 


Cimcon Software (I) Pvt. Ltd., 
Resident Sales Manager and Sales 
Engineer, Bangalore, 3 - 9 Years, 
2958856 

Entrant should be worked in industrial sector 
for marketing of automation products like AC 
Drives, PLC, SCADA, HMI, RTU and 
Familiar with working in government sector. 
Willing to travel extensively. 


Eastern Book Company Pvt. Ltd., 
Marketing Executive, Bangalore, 


1-5 Years, 4285152 
Person should be MBA or PG Diploma in 
Computers / Marketing / Management, 
Highly energetic and motivated candidate 
with pleasing personality. 


ETP International Pvt. Ltd., Sales 
Co-ordinator, Mumbai, 1 - 4 Years, 


3473445 

Responsible for preparing vouchers and bills 
for senior members of the Sales & Marketing 
Team, Scheduling appointments and 
maintaining his diary. 

HDIL, Senior Manager/Manager 
(Sales & Marketing), Mumbai, 4 - 8 
Years, 4292104 

Incumbent will be responsible for Sales and 
marketing activities forthe sale of commercial 
space. He should be thoroughly conversant 


with FSI rules and calculation, sales/leasing 
of IT Parks/ Offices/ Institutional Sales. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Manager, 
Bangalore, Delhi, 4- 8 Years, 2171001 
Graduate in Engineering or Science with 4 to 6 
years relevant experience in selling high 
performance servers, multi/parallel 
processing systems such as IBM/ HP/ SUN/ 
Sgi etc. 


Honeywell, Business Development 
Manager, Pune, 4-8 Years, 4284994 
Entrant should have experience of selling/ 
Marketing of Field instruments/ DCS/ PLC/ 
SCADA. You should have prior experience 
into projects/ Instrumentation maintenance. 


Ingram Micro India (P) Ltd., Sr. 
Associate / Dy. Manager Sales, 
Bangalore, 2-8 Years, 3778196 
Responsible for keeping abreast of all new 
products released by Hitachi and ensuring 
relevant information is filtered and accessible 
to the Internal and Field Sales teams. 


Intense Technologies Limited, 
Manager - Enterprise Software Sales, 
Mumbai, 5 - 10 Years, 4260231 

Any Graduate or Post Graduate. À degree or 
diploma in management and IT would be 
preferred. You should have 5 - 10 years 
experience in selling software products / 
solutions in Banking & Insurance domains. 


Kansai Nerolac Paints Ltd., Product 
Manager - Auto Refinish, Mumbai, 
3-6 Years, 4255935 

Person should be able to identify the market 
potential of auto refinish paints and increase 
sales, design and implement sales promotion 
schemes appropriate to the product and 
services required. 


Mold Tek Technologies Limited, 
Marketing Executive, Hyderabad, 
2-5 Years, 4282817 

Candidate must be experienced in Sales, 
posessing Salesmanship skills. You must have 
2+ yrs of Field experience in marketing. 


MothersonSumi Infotech & Designs 
Ltd., Executive - Marketing 
(Engineering & Design), Noida, 3 - 6 
Years, 3807782 

Candidate should be B.E Mechanical/ MBA. 
You should have domestic & international 
market exposure with CAD, MS Project, MS 
Office Software know how with exposure to 
Mechanical Design. 


Naprod Life Sciences, Area Busine 
Manager, Lucknow, 5 - 15 Year 
4276351 

Candidate should have exp. of working 
hospitals as Medical Reps or executive. Ye 
should be B. Pharm or B. Sc with Flair for fic 
work with good communication skills 
excellent leadership Qualities. 


Nous Infosystems Pvt. Ltd 
Business Manager, Bangalore, 5 - 
Years, 3535187 

Requires candidate with Bachelor's degree 
engineering, business, or marketing 
equivalent education and experience wi 
selling IT services. 


Omnex India Pvt. Ltd., Area Sal 
Manager, Delhi, 2-4 Years, 385250 


Person would be responsible for plannin 
organizing sales program for the regio 
Tracking and reporting sales plan progress 
management. 


Overnite Express Limited, S 
Marketing Executive 
Bangalore, 2-9 Years, 3766968 

We expect you to have 2-3 years experience 
your respective field, We will fit vou in a rig 
and suitable slot at the executive cadre of tl 
company with a real meaningful challeng 
growth and remuneration. 


Sigrun Group of Companie 
Managers/ Assistants/ Executives 
Sales, Mumbai, Goa, 3 - 10 Year 
4049888 

Candidates should be dynamic and posse 
good business acumen, leadership qualiti 
and have excellent skills in sales / marketir 
with proven track record of achievements. 


Wings Pharmaceuticals Pvt. Ltd 
ASM/SO (Pharma), Bangalor 
6-10 Years, 4047938 


The incumbent is responsible for leading tea 
of Sales Representative in & will | 
responsible for motivating team & sales targ 
achievement. | 


To know how to apply for these jobs, go to finance jobs listing page. 


Search for a job with Monster 


by your side 


Monster has the best employers hiring online.. 
Post your Resume for FREE Today 


monsterncom 
Sharp search. Right jobs. 








Jobs 1 oday 


© 


monster.com 





Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Accenture Services Pvt. Ltd., 
Corporate Finance - GCMC - FPM, 
Chennai, Delhi, 10 - 20 Years, 4251786 
Applicant should be able to assist in 
development and testing of new business 
processes, capabilities, and, as appropriate, 
supporting technologies and Develop 
deployment deliverables. 


Ascent Networks Pvt. Ltd., 
Accountant/ Account Assistant, 
Mumbai, 1-5 Years, 4299410 

Person would be responsible for overall 
accounts and stores. You should have good 
communication skills and having hands over 
Accounting Packages. 


CFC India, Financial Analyst, 
Mumbai, 2-5 Years, 3761352 

Person should be CA/ CWA / MBA/ B.E. / B. 
Tech/ M.S. /M.A. Finance or Economics with 
2-4 years of finance and/or accounting 
— experience required. 


ETA West Asia Exports & Imports (P) 
Ltd., Accounts Executive, Chennai, 3 - 
5 Years, 4297351 

Candidates should be graduate in commerce 
with 2 - 5 yrs in the field of accounts, should be 
well versed with latest version of tally. 


H&R Johnson India Ltd., Manager - 
Accounts, Mumbai, 4 - 8 Years, 
4237946 

He will be responsible for the finalization of 
wwork, bill processing, bank reconciliation 
statements, finalization of inventory, 


compliance / work related to indirect taxes 
such as VAT, WCT, Service Tax etc. 


InfoCepts Technologies Pvt. Ltd., 
Finance Officer, Nagpur, 2 - 7 Years, 
2210333 

The person should be able to handle 
independently the finalisation and 
supervision of overall accounts department, 
statutory compliances and income tax 
matters. The person should be abreast with 
latest developments in Accounting Standards, 
Company law matters and taxations. 


CAN YOU FIND THE PERFECT EXECUTIVE? i 


Infomedia India Ltd., Finance 
Executive, Mumbai, 5 - 9 Years, 
4019936 


Candidate should have minimum 5 to 8 years 
experience in handling Indirect Taxes — 
Accounting and Compliance and Good 
Accounting knowledge. 


Jupiter Aqua Lines Ltd., Accounts 
Executives, Chandigarh, 2 - 4 Years, 
4242160 

The candidate should have clear accounting 
concepts to be able to manage fund flow, 
creditors, debtors, balance sheet, refunds, 
sales tax declaration forms, bank accounts, 
liasioning and other accounting necessities. 


Larsen & Toubro Limited, Sr. 
Manager/ Manager - Corporate 
Product Financing, Mumbai, 8 - 10 
Years, 4246831 

Person should be CA/ MBA (Finance) with 8- 
10 years experience in Financial services 
preferably in NBFCs; Marketing of Financial 
Products to Corporates, in particular Leases. 


Magic Software Pvt. Ltd., Manager - 
Finance, Noida, 7 - 12 Years, 4201332 
Responsible for taxation matters and all other 
statutory compliances such as TDS, PF, ESI, 
financial budgets, cash flow management and 
MIS. 


Mahyco Seeds Limited, Chartered 
Accountant, Aurangabad, 1 - 3 Years, 
4287573 

Entrant should be Chartered Accountant with 
| - 3 years of industrial experience of 
finalization of Accounts, Internal! controls, 
budgeting, MIS in an ERP environment. 


Sanderson Group India Pvt. Ltd., 
Accountant, Vijayawada, 1 - 3 Years, 
2511218 

The candidate should be well versed with: 
Maintaining stock record / petty cash 
Maintaining stock record / petty cash, 
Reporting to HO / Seniors, having knowledge 
of costing / site handling, Tax / Octroi / 
Transportation and Tally 6.3, 7.2 (is must). 
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Sapat, Senior Officer Taxation, 
Mumbai,2-3 Years, 3501681 

Person should have Transaction level 
knowledge of Direct and Indirect Taxation, 
ROC compliance and Trade Marks, Preparing 
details required in connection with Income 
Tax assessment. 


Sodexho Pass Services (India) Pyt. 
Ltd., Coordinator - Accounts, 
Mumbai, 2-3 Years, 4261266 

Responsibilities include respond to 
customers’ enquiries relating to accounts, 
filter and escalate other enquiries relating to 
billing and handling account's related queries. 


Unity Infraprojects Ltd., Accounts 
Assistant, Mumbai, 2 - 4 Years, 
4283006 

Candidate should have good working 
knowledge of basic accounting, He should be 
responsible for Bank reconciliation and 
various other Ledgers. 


Whistling Woods International Ltd., 
Accounts Executive, Delhi, Mumbai, 
3-6 Years, 3907067 

You will compile data for financial reports and 
compute financial data and taxes. You will 
maintain balance sheets, inventory of office 
forms, record of organization expenses, 
reports or files 


Zoom Developers Ltd., Accounts 
Executive, Mumbai, 1 - 2 Years, 
4024209 

The candidate should have good knowledge 
of TDS & BRS, Service Tax, FBT ,VAT 
TDS,ETDS & Central tax etc. You should be 
specialised in TAX. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the "Search Jobs" 
box on the home page 
3. Click the "Go" button 
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Murky waters: U! 





Two Indian cities—Sukinda in Orissa and Vapi in Gujarat—make it to 
Blacksmith Institute’s list of 10 “dirtiest places” in the world. 
BT visits the two sites to check out the veracity of the institute’s report. 


Vapi, Gujarat 
[THOUGHT MUMBAI WAS POLLUTED UNTIL 1 VISITED 

Vapi, the Rs 5,000-crore (one of the richest) in- 

dustrial belt situated at the southern end of India’s 

‘Golden Corridor’ in the state of Gujarat. 

There’s a whiff of toxic chemicals in the air as we 
enter the Vapi town. A walk along the banks of the 
Damanganga river at the downstream takes one to 
the chemical waste effluent gushing into the river 
through a tank that supposedly is connected to the com- 
mon effluent treatment plant (CETP). It’s CETP’s re- 
sponsibility to treat the effluent water and then dispose 
it into the tidal zone of the adjoining Damanganga river. 
A look at the water here and you wonder if it has been 
treated at all. The water emanates strong toxic odour 
that is unbearable. Incidentally, this treatment plant 
caters to the entire state and is managed and operated 
by Vapi Industries Association’s Vapi Waste & Effluent 
Management Company (VWEMC). 
An assortment of chemicals, dyes, pharmaceuticals, 

paints and plastic units make up the majority of 1,402 
industries in Vapi along with several engineering, glass 
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Far from potable: 





and paper units. Naming Vapi among the 10 most 
polluted places in the world, the Blacksmith Institute re- 
port states that the high levels of mercury in the 
groundwater and effluents from industries in the Vapi 
Industrial Estate are being discharged into the 


Ls 


Damanganga river, resulting in water and air pollution. 

As per the Central Pollution Control Board (CPCB) 
norms, the bio-chemical oxygen demand (BOD) and 
chemical oxygen demand (CoD) levels in the effluent 
water have to be 30 mg per litre and 250 mg per litre, 
respectively. Environmentalists claim that at Vapi, BOD 
stands at 400 mg per litre and COD at a staggering 
1,000 mg per litre. 

However, Manoj Ojha, MD, VWEMC, is quick to 
say: “We are definitely meeting the CPCB norms and 
there is no problem." He also dismisses the Blacksmith 
report saying the references used in the report are 
years old and do not stand true today. 

However, a different story unfolds before us. 
The present location of effluent disposal is in the river- 
ine portion of the Damanganga as a single point 
discharge. The heavy toxic water has practically 
killed the marine life—this when fisheries was one of 
the main livelihoods for the local fishermen in this 
area. | was told that most of these fishermen have 
taken up jobs in some small-scale industries in and 
around the Vapi area. 


SEPTEMBER 20, 2007 | 


Sukinda Valley, 220 km off Bhubaneswar 


Reality check: Ef 





PHOTOS: SHAMIK BANERJEE I 








We now proceed to the second polluted site in 
Vapi—Bill Khadi where the water pollution levels 


are high. As a result, the groundwater in this area is 


contaminated. The local residents have stopped using 
the water from bore-wells and some who do, use it 
only for bathing and washing clothes. 

The situation is similar 
in adjoining Dongri- 
Faliya—once a dumping 
site of heavy toxic and 
hazardous industrial 
wastes, We are told by 
the residents that the in- 
dustrial units are not 
dumping waste here any- 
more as industries have 
been ordered to dump 
their waste in VIA's GIDC 
Estate dump closeby. We, 
however, find heavy hap- 
hazard dumping of sludge 
and industrial waste here. 

On the pollution lev- 
els at Bill Khadi and 
DongriFaliya, Ojha gives 
a clean chit to the indus- 
tries. *In these areas, the 
pollution is largely due to the chemical drums and 
plastic scrap being washed in the Khadi by the local 
scrap merchants," he says. Arguments such as these 
notwithstanding, the locals continue to suffer. 

ANUSHA SUBRAMANIAN 


A dumping site at Gala 
Masala in GIDC 


T’S BEEN RAINING INCESSANTLY SINCE LAST NIGHT. 
And as we (Br lensman and I) approach Sukinda 
Valley, India's largest chromite ore bed (and also 
one of the world's largest open cast chromite 
ore mines), nothing is visible except the gush of 
reddish water generated from the moving wheels of 
the passing vehicles. 

The valley, home to 97 per cent of India's 
chromite ore deposits, is in the public eye in the wake 
of Blacksmith Institute's report that has put this 
far-flung tribal area in Orissa as one of the world's 
10 worst polluted places. A four-hour drive in the 
valley between the two mountain ranges, Mahagiri 
and Doitreyee, takes us to our destination that is sur- 
prisingly quieter than expected. The driver tells us 
that mining activity comes to a halt during rains. 

The Blacksmith report claims that over 30 million 
tonnes of waste rocks are spread over the areas 
surrounding Sukinda and the Brahmani riverbanks. 
As a result of untreated water discharge, nearly 70 
per cent of the surface water and 60 per cent of the 
drinking water contains hexavalent chromium, a 
dangerous toxic, at more than permissible standards. 

“| have been here for more than three decades 
now and have been consuming this water for this 
long. Nothing has happened to me. If someone 
wants to do some serious research on the subject, Í 
am ready to offer my body after my death," says 
Ashok Ghosh, (Head, Township Administration) 
at the Tata Steel's township within the mine site. 

Ghosh is not alone in pooh-poohing Blacksmith 
Institute's apprehensions. K.C. Dash (a mining 
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engineer who looks after ETP (ef- 
fluent treatment plant), takes us 
around and explains how hexa- 
valent chrome in water can be 
treated applying ferrous sulphate 
into the water. “We have ETP 
operational round the clock. And 
there is a special cell monitoring 
the ETP manually every now and 
then. We have our own lab to 
conduct frequent check-ups,” 
says Dash. 

As the rain stops, we see a 
number of sprinklers along the 
hauling road controlling dust at 
regular intervals to check air con- 
tamination. “The locals are so conscious that no driver 
would move the car even an inch unless the road is 
sprinkled sufficiently,” says V.K. Agrawal, Senior Vice 
President (Mines), Indian Metals & Ferro Alloys Ltd 
(IMFA). “The operating cost of ETP (Rs 0.26 per kilo litre 
water) and sprinklers is so low that I fail to understand 
why one wouldn’t have them in place,” asks Agrawal. 

However, others are not as confident. Tata Steel of- 
ficial spokesman tells us: “Originally, Tata Steel owned 
1,200 acres in this chrome ore belt. Now we have 
only 400 acres, while 400 acres have gone to other play- 
ers. We have all the pre-emptive and remedial measures 
in place; so probably do the other large players. But we 
cannot talk about the places where there is no mining 
activity currently.” 

However, L.N. Patnaik, Chairman, Orissa Pollution 
Control Board, asserts: “If you don’t mine, you don’t 
discharge water. And if you don’t discharge water, 
how do you contaminate potable and other water 
sources?” There is absolutely no 
reason to press the panic but- 
ton, according to him. “The re- 
port in question is based on 10 to 
12-year-old facts and figures. 
Now all the mining companies 
have their ETP, dust and air con- 
trol measures in place. We con- 
duct regular and surprise checks. 
Hexavalent chromium may be 
dangerous but if the 
overburdened dumps are man- 
aged and treated properly, there 
is nothing to be worried about.” 

However, Subhrakant Panda, 
MD, IMFA, feels there is no place 
for complacency. “Let there be 
a joint forum of miners, the pol- 
lution control board, government, 
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external agencies (if need be) to look into the matter." 

At around 4 p.m., we leave the mines to go down to 
the villages closeby. As many as six villages surround the 
mines—Kaliapani, Chingripal, Ostia, Saruabil, Kans, 
Kalrangri (these villages together have a population of 
25,000-30,000 and certainly not 2.6 million as men- 
tioned in the report). It's still raining and one hardly gets 
to see people outside. When we do get hold of some vil- 
lagers with our Oriya driver playing the interpreter, pol- 
lution is the last thing on their mind. These villagers 
work in the mines, but most have no work during the 
rains. They demand being made permanent workers. The 
villagers are aware of the hazards of working in a 
mine but do not seem too bothered about any imme- 
diate danger of contaminated drinking water from 
the river Brahamani, which is joined with Dumpsala 
canal, where the mines release their water. 

When we visit Tata Steel hospital later in the 
evening, we are told no case of illness arising out of pol- 
lution at the mines has been re- 
ported there in the last three 
decades. “Neither the district ad- 
ministration nor the state ad- 
ministration has so far received a 
single case of any disease caused 
by discharges from the mines. 
The state pollution control board 
conducts regular checks," reit- 
erates U.P. Singh, Secretary (Steel 
& Mines), Orissa. 

As we set out on our return 
journey, a few questions— 
whether the closed mines con- 
taminate potable water and 
whether the small players are 
equipped with ETPs—still 
remain unanswered. 8 

RITWIK MUKHERJEE 
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Memoirs of a Mandarin 


This book throws light on the evolution of SEBI and the 
Disinvestment Commission. ARNAB MITRA 


TWO SCORE AND TEN .V. RAMAKRISHNA, A DISTINGUISHED 
GV. Ramakrishna 3 bureaucrat, retired from service in the late 
Aso Foutddlon | '8Os. It remains an irony that the really 
Pp: 370 important positions—Chairman of the Securities 
Price: Rs 595 and Exchange Board of India, Chairman of the 


Disinvestment Commission and a stint with the 
Planning Commission—came to him after that. 

Two Score and Ten, My Experiences in 
Government, which recounts his 50 years in 
public life, is interesting in parts. That 
qualification is important: chapters on his 
childhood and his early days in the bureaucracy 
can be of little interest to a wider audience. 
Ramakrishna would have faded into oblivion 
but for two important post-retirement sinecures. 
Soon after retirement, he was appointed by then 
Prime Minister V.P. Singh as the second 
chairman of SEBI. 

That was a time when Indian stock markets 
were run by a cabal of powerful brokers. It was Ramakrishna who first 
tried to streamline the working of the bourses and bring transparency 
into their working. He will be remembered for banning badla, that 
uniquely Indian forward trading mechanism that lent itself to misuse and 
manipulation. Expectedly, this didn’t go down very well with the 
broker community and the latter mounted tremendous political 
pressure to remove the man who killed the bird that laid them golden 
eggs. In the end, he accepted “advice” from friends to move on to the 
Planning Commission with the rank of a Minister of State. 

Interestingly, despite his efforts at portraying himself as a cham- 
pion of stock market reforms, he admits that he opposed efforts to in- 
troduce free pricing of public issues. Young readers will find it hard 
to believe, but India had an office called the Controller of Capital 
Issues, which decided the premium that companies could charge 
from potential investors—allegedly to save them from being duped by 
unscrupulous promoters. 

Fortunately, for India and the investor community, Ramakrishna’s 
concerns were ignored. This one instance shows how a large part of 
India’s reforms was engineered by a bureaucracy that had still not come 
to terms with the loss of its discretionary powers. 

His stint with the Disinvestment Commission, during the tenure of 
the United Front government of 1996-98, was less eventful. But it is im- 
portant because it set the tone for pick-up in the pace of disinvestment 
under the subsequent NDA regime. 

Two Score and Ten is a good read for students of India's reforms 
process as it provides an insider's account of how events unfolded at SEBI 
and the Disinvestment Commission. But the huge number of newspaper 
and magazine clippings at the end of each chapter and the ponderous early 
chapters make large parts of the book heavy and reader-unfriendly. 








BEONDHR / = 

John W. Boudreau & Peter M. Ramstad 
Harvard Business School Press 

Pp: 258 

Price: $35 (Rs 1,400) 


HE TWO BIGGEST PREOCCUPATIONS 
Ta most HR departments these 
days are recruitment and retention. As 
organisations become more ambi- 
tious and take bolder bets, there is a 
need for newer skills, and as the 
war for talent becomes fiercer still, re- 
taining one's most valuable employ- 
ees has become even more of a pri- 
ority. In the scramble to recruit and 
retain, there are other HR issues 
that get neglected. For example, up- 
skilling employees, planning HR 
needs for the long term, focussing on 
the most important talent within the 
organisation etc. In Beyond HR, John 
Boudreau, professor at the University 
of California's Marshall School of 
Business, and Peter Ramstad, a for- 
mer executive at Personne! Decisions 
International (PDI), turn the spot- 
light on ‘talentship’, which they say is 
a new decision science that allows a 
strategic approach to talent man- 
agement. Their basic premise is that 
every organisation derives its com- 
petitiveness from the decisions that its 
employees make at every level, there- 
fore, people are what differentiate 
one organisation from another. 
Talentship takes this premise for- 
ward by stating that every employer 
ought to focus on ‘pivotal talent’ by 
identifying where it exists in the com- 
pany, investing in it differentially, 
putting key talent where it matters the 
most, and constantly aligning talent to 
changing goals. But as the authors 
themselves say, the talent-based ap- 
proach to HR won't work if organi- 
sations look at it only as a new tool 
and not a new way of doing business. 
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The Gregarious Web 


What are senior Indian execs doing hanging around at social networking site, 
Facebook.com? BT's young one, PALI AVI SRIVASTAVA, finds out. 
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Unfinished business: Khanna logs in for an hour daily before hitting the sack 


ILIP CHERIAN, FOUNDER- 
Partner, Perfect Rela- 
tions, Is an anxious 
man these days. His 
big worry: he is slowly 
getting addicted to the social net- 
working site Facebook. Cherian, 
51, realised it during his recent 
Afghanistan trip where he was 


spending long hours on the site. A 
recent convert, Cherian joined 
Facebook three months back when 
a friend's daughter sent him an invite 
to be her friend on the site. Since 
then, Cherian has, hold your breath, 
found 250 more friends with whom 
he is regularly in touch. 

Cherian is not the lone social 





networker on a roll. 
According to India Online 
2007, a survey conducted by 
online research and advisory 
firm JuxtConsult, social net- 
working sites in India have 
rallied up 44 per cent of the 
internet time with over 11 
million Indians getting hooked on to it. 

In India, the online social networking market is 
clearly dominated by the international websites due to 
their first-mover advantage. Latest figures from 
comScore, an internet marketing research company, in- 
dicate emergence of Facebook as a challenger to Orkut, 
MySpace and Hi5 in India. From 238,000 users in 
January 2007, Facebook has grown by 230 per cent to 
785,000 users from India in June 2007. According 
to the report, Facebook's growth in India was phe- 
nomenal between April and June 2007, when it added 
323,000 users. 

Not to be left behind, desi social-networking sites are 
also multiplying. Rediff.com launched iShare in July and 
claimed a million users in a month. Reliance's seven- 
week-old BigAdda has already garnered half-a-million 
users and is hoping to net another 10 million by 2010. 
InfoEdge has come out with a professional networking 
site called Brijj.com that has a ‘pay and contact’ model, 
while Bangalore-based social networking site minglebox 
is focused on college-goers. Recently launched, 
ApnaCircle is being promoted by 
Sabeer Bhatia, one of the co-founders 
of Hotmail. 

However, what makes Facebook 
story in India remarkable is its popu- 
larity among the senior corporate ex- 
ecutives, who use the site to connect 
with both old and new contacts. 
Founded by Mark Zuckerberg with 
his Harvard classmates Dustin 
Moskovitz and Chris Hughes in 
February 2004, Facebook has the largest number of reg- 
istered users (among college-focussed sites) with over 
34 million active members worldwide (as on July 
2007). India is Facebook’s ninth largest market. 


(oe Boe 


Fun Quotient 

The reason for Facebook’s popularity among the top ex- 
ecutives in India is not only its ease of use or the privacy 
shield that it offers, but inexorably because a lot of peo- 
ple enjoy the applications that the site has to offer. Deep 
Kalra, 38, Founder and CEO, MakeMyTrip, considers 
Facebook addictive as the fun quotient is high. “You can 
meet friends, play party games, pry into your friend’s list 
and see who they are chatting up or just check what they 
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One is not enough: Karwal is on Orkut and LinkedIn also 


are up to through their profile status." Kalra has an eight- 
year-old who's hooked to Barbie.com. As a profes- 
sional and as the father of a would-be member of the so- 
cial networking space, Kalra wanted to check out 
Facebook and figure out the phenomenon himself. He 
got caught in the virtual hang-out zone instead. 

[t was Facebook that came to rescue when Ashutosh 
Khanna, 40, lost touch with a lot of his old neigh- 
bourhood friends from Havelock 
Square in Delhi after a section of the 
area got demolished. A couple of 
months back, Khanna, Client Partner 
at Korn/Ferry International, a global 
consultancy and recruitment com- 
pany, logged on to Facebook and 
found Malini Rao, a friend from the 
same area. This encounter at 
Facebook resulted in Rao telling 
Khanna about a community blog of 
the old residents who had to move out of the locality. 
A site addict now, he happily spends an hour on 
Facebook before going to sleep and has trouble sleep- 
ing if he doesn't check out his Facebook account at least 
once a day. Khanna did visit other networking sites but 
decided to ignore them when he realised they didn't 
have any fun applications or games and were too 
teeny for his taste. 


It's Simply Marketing 

For some, the site serves as a turf for network-based 
marketing. Lloyd Mathias, MD (India & South West 
Asia), Motorola, says he wanted to check out Facebook 
like any other marketer would. “I wanted to know what 
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Dip Chertan’s Friends 


others wanted.” What 
he had not bargained for 
was a continuous obses- 
sion with the site; but 
that’s what Lloyd is suf- 
fering from recently. For 
the 40-year-old mar- 
keter, the secret of 
Facebook’s success lies 
in the fairly simple us- 
ability, easy-to-use ap- 
plications, and, of 
course, the first-mover 
advantage. Mathias, 
who checks his Facebook account more than five 
times a week, says the site helps fuel both the needs— 
staying in touch with old friends as well as getting in 
touch with some more people. 


Mobile’s the Buzz 


As social networking moves beyond the computer, the 
numbers continue to swell. Rajiv Karwal, Founder 
and CEO, Milagrow Solutions, is part of the growing 
tribe of CEOs who find it necessary to have Facebook 
on their mobile phones. “I won't say I am hooked to 
it but the instant there is a notification alert, I have to 
look it up immediately." Karwal, 44, who logs on to 
the site at least twice daily, says in the last four months 
he has found around 140 friends and on an average 
gets 4-5 invites daily. *Facebook helped me connect 
with my old colleagues from Philips, LG, Kelvinator and 
Reliance. Even though there is no cause to mail peo- 
ple specifically, I can always say a *hi through 
Facebook." Karwal is also logged on to Orkut and 
LinkedIn but has no plans of migrating completely 
from any of these sites. 


Let's network: For Mathias, Facebook is both fun and business 
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Nice addiction: Cherian's online network comprises 250 friends 


Bumpy Trek Ahead? 


Not everyone, however, is as upbeat about the social 
networking site. Jaspreet Bindra, Country Manager, 
MSN India, warns of Facebook becoming a trivial site 
like other social networking sites. *There are 
too many trivial applications like sending hugs, choco- 
lates and gifts. Facebook is in danger of becoming 
more like MySpace. So while everyone is excited 
about the social networking sites right now, too 
much exposure is going to disturb some individuals 
in a very serious way." While Facebook offers partial 
screening of messages, no site is completely fraud-free. 
People need to be very careful while using such 
sites, he adds. 

Siddhartha Roy, Chief Operating Officer, 
BigAdda, differs. His site has a tracking system that 
maintains a log of every bit of user interaction. Plus, 
parental mail is issued to the parent of any user 
who is below 18 years. *We have tied up with local 
television channels for content as unlike foreign 
players, we want to create a market for the Indian 
youth only," explains Roy. Next on agenda? BigAdda 
plans to go wireless soon. 

Other home-grown sites like iShare, Fropper, 
Yaari and minglebox are also gearing up to challenge 
the international heavy-weights. Their success, how- 
ever, will depend on whether they are able to lever- 
age their local knowledge and content to differenti- 
ate their offering. Nevertheless, for a segment that 
grew from almost nothing to 11 million users in 
over a year (according to JuxtConsult), this is cer- 
tainly a space to watch. 8i 
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Meet the Indian Humvee 


PHOTOGRAPHS BY RAJKUMAR 





M&M's Axe prototype is every bit as versatile as the iconic US Army carrier. KUSHAN MITRA 


FW VEHICLES COME CLOSE TO THE EXHILARATION OF 

the new Mahindra Axe. This is a vehicle that 

is, technically, still a prototype, and might 
never be put to “civilian” use because it has been de- 
veloped for the Indian Army. Mahindra Defence 
Systems (MDS), which developed this light, extreme 
off-roader from scratch in about six months, has 
fulfilled its aim of developing an Indian “Humvee”, 
the ubiquitous Us Army vehicle. And in fact, there are 
some external similarities. 

This is a vehicle developed for the Army, so it 
comes sans all luxuries; the seats and some other in- 
terior fittings are commandeered from the Mahindra 
Bolero, but the power train, a five-cylinder 2700cc en- 
gine mated to a five-speed automatic gearbox, comes 
from Korean company SsangYong. It doesn't end 
there; the imported shock absorbers are designed for 
racing and are used by rally cars and the massive 
305/70R16 all-condition tyres would have done good 
service on vehicles doing the Paris-Dakar Rally. 

But how is this car to drive? Tremendous fun. 
Okay, one can argue that open-top off-roaders are 
always fun, but driving an open-top off-roader at 80- 
90 km per hour in the badlands of Haryana, jumping 
over rocks and splashing through little ponds of water 
and throwing up so much dust that silica covered all the 
occupants of the car from top to toe isn't something you 
can do with such ease with every off-roader. 

The vehicle is perfectly balanced. That be- 
comes apparent when you throw it into 
turns; the huge tyres grip even loose mud 
perfectly well (though we were in four- 
wheel mode) and the six-foot wide 
vehicle, which rides 
over a foot above 
the ground, never 
lets you feel that it Á 
is getting ahead of 
you. Fair enough, 
there is this 
sneaking suspi- 
cion that the en- 


gine is revving a bit higher than it needs to, but this ve- 
hicle is designed for military needs, and a bit of fuel econ- 
omy lost is really not a big deal, since performance is the 
key. The ride quality is decent—yes, you do get jolted 
around a bit, but if you drive through stone quarries, you 
can't really expect not to get your spine jolted. 

As far as cutting its teeth as a military vehicle goes, 
the Axe can seat up to eight fully equipped infantrymen. 
A light machine gun can be mounted on the front 
passenger side; and there is storage space for a rocket- 
propelled grenade launcher and other weapon mounts. 
Also interesting is the provision for tanks that hold 240 
litres of water in the car itself. And the Axe has a 
range of over 750 km thanks to its 100-litre diesel tank. 

MDS is but one of many contenders for this re- 
quirement, and the initial order might be a paltry 
200. But in developing the Axe from scratch, 
Mahindra engineers have shown their prowess 
again, and the Axe will be a strong contender for the 
Indian Army. 


ENGINE: 2700cc five-cylinder diesel 

TRANSMISSION: Five-speed automatic 

POWER/TORQUE: 173bhp at 4000 pm/340Nm at 1800 rpm 
KERB WEIGHT: 2,500 kg; PAYLOAD: 1,500 kg 
LENGTH/WIDTH: 4400mm/1960mm 
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Great to Look at, But... 


The RAZR2 does not really give you 
your money's worth. 


OTOROLA PROBABLY RUNS THE BEST ADVERTISING OF ANY 

large mobile handset company today, and the new ad 
for the brand new Motorola V8 RAZR2 is another fantastic one. But 
recent Motorola products have failed to enthuse buyers for a va- 
riety of reasons, poor user interface being one of them, and this has 
been evident in its slide down the global sales charts. 

That is why the RAZR2 is so crucial for Motorola. The original 
phone rejuvenated a then dimming star and became the hottest prod- 
uct in a dull market. The problem was, as many users of the RAZR dis- 
covered, it looked darn cool, but the phone was a pain to operate. 
Motorola gave us various iterations of the phone, with slightly updated 
features, but over 30 months after launch, the RAZR was well past its sell-by 
date, and frankly, the RAZR2 may have come a year too late. 

Don't get us wrong; the RAZR2 is still a great device. It has a beautiful form-fac- 
tor and as far as clamshell phones go, it is the best looking phone in the market. 
Motorola has also worked double-time to correct many of the problems that were 
a concern on the original. Heck, the RAZR2 has the nicest Motorola interface yet 
and has a lot of interesting little tricks and treats. 

But here is the problem: at Motorola's Rs 20,000 price-point for a 512 MB phone 
(the v& model sold in India does not have expandable memory), it is pushing the 
limit. You can get Nokia, Sony Ericsson, Samsung handsets that are equally, if not 
more, capable (more memory, more megapixels), and if you consider Samsung's 
Metal series, as good-looking. And there are unlocked iPhones available too for 
around Rs 25,000 (or less, if you do it yourself). 

The RAZR2 should have been launched in 2006; by 2007, we should have seen 
the RAZR3. This is a beautiful device and one should buy it for its looks alone, but 
as far as capabilities go, there are better devices out there. 


KUSHAN MITRA 





Samsung's 70-inch LCD TV is a monster. 


F YOU VISIT A SAMSUNG DIGITAL BRAND SHOWROOM 
in some cities, you could find yourself staring at the 
TV pictured here—in its actual size. This 70-inch be- 
hemoth is the largest production Liquid Crystal Display 
(LCD) TV being sold in the world. The Tv incorporates 
the latest Orangic Light Emitting Diode (OLED) backlight 
technology that allows for very high contrast ratios— 
in this case exceeding 500,000: 1, something that is quite 
noticeable when you watch anything on this beast. 
Samsung India will sell you this Tv for the minor con- 

sideration of Rs 24 lakh. 
KM 
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Abs and Myths 


HERE'S A NEW URBAN LEGEND IN THE MAKING AND IT ALL STEMS 
| from the makeover that actor Shahrukh Khan got himself. Khan's 
chiselled new look—complete with washboard abs and lean, 
vein-popping muscles—has given rise to intense speculation about how 
Khan, 42 and a chain-smoker, transformed himself into a hunk in 
barely six months. One theory is that Khan went under the knife. That 
he opted for surgical procedures to carve out a middle that wowed 
you when you saw him bare torso-ed in his new film, Om Shanti Om. 

That, in all probability, is a myth. True, going under the knife can do 
wonders for the human body. As we all know, women can get their breasts 
enhanced to improbable Barbie-like proportions. Men too can get pec- 
toral implants to enhance their chests, calf implants to get from spindly 
to athletic and even biceps and triceps pumped up with a bit of silicone. 
So why can't plastic surgery get you six-pack abs? 

The simple answer to that is because it's not necessary. Everyone, yes, 
everyone, has a six-pack tucked away into his or her middle. You can't see 
it because of what is on top of it—fat. Get rid of those layers, and you too 
can flaunt what you already have, a six-pack. 

It's not easy to get your six-pack to show. 
Myths abound as well. Doing endless abdominal 
crunches are not enough to get a six-pack. Crunches 
are like any other resistance training work-outs— 
they help muscles grow larger and stronger but they 
don't help reducing the fat that covers muscles. For 
that to happen, there is no other way than to reduce 
your overall body fat. There are various ways of 
measuring body fat—you can either go in for a skin- 
fold caliper measurement (which measures the 
amount of fat in different parts of the body) or a 
bio-electrical bodyfat scale (which passes a low-level 
electrical current through the body) or by hydro- 
static weighing (which uses the Archimedes Principle 
to calculate body density and, hence, fat levels). 

According to health experts, for men, it is acceptable to have 18-25 
per cent body fat, while for women a higher 25-31 per cent is okay. Go 
beyond those levels and you're classified as obese. Fit males should 
have a 14-17 body fat percentage and fit women 21-24. Athletes usually 
have 6-13 per cent (men) and 14-20 per cent (women). 

If you can get your body fat levels down to athletic levels, your six-pack 
will pop out magically. Except that there's no magic, only very hard work 
that can get you there. What's the route to a six-pack then? Intensive car- 
diovascular exercise, like running, cycling, rowing, etc. Plus weight 
training so that you burn fat but don't lose muscle. And, last but not least, 
a sensible low-calorie diet. This could mean saying goodbye to lots of your 
favourite stuff—carbohydrate and sugar rich foods, alcohol, etc. It 
would also mean eating less but more frequently to keep your metabolism 
fired up to burn fat. 





Shahrukh's six-pack: 
How did he get it? 


MUSCLES MANI 





— —————— 


write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 


SIX TIPS TO 
PREVENT HIGH BP 


IGH BLOOD PRESSURE CAN CAUSE 

serious health problems. Find 
out how you can avoid it by following 
a healthy lifestyle. 
Eat Bioflavonoids: Bioflavonoids pro- 
mote the passage of blood through 
the body by dilating the arteries. 
Says Dr Rakesh Sapra, Senior 
Consultant, Artemis Hospital, 
Gurgaon: "By increasing oxygen sup- 
ply to the blood, they also help lower 
the risk of high blood pressure." 
Apricots, pineapples, blackberries, 
black currants, broccoli, oranges and 
lemons are food that are high in 
bioflavonoids. 
Swear off Sodas: Sodas are linked to 
increased heart disease risk. Says 
Dr Peeyush Jain, Senior Consultant, 
Escorts Heart Institute, New Delhi: 
"Soda can deplete the body's potas- 
sium content, which is needed to 
lower blood pressure." 


Butt Out: Says Dr Sapra: "Smoking 
increases your risk of heart disease. 
Smoking leads to the build-up of 
plaque that clogs the blood vessels." 
The remedy: quit smoking. 

Get Moving: Regular physical activ- 
ity makes your heart stronger. A 
stronger heart can pump more blood 
with less effort. Says Dr Sapra: "Go 
for a brisk 30-minute walk 4-5 days 
a week." Get plenty of sleep. Being 
sleep-deprived can make your prob- 
lems seem larger than they are. 

Go for Garlic: Says Dr Jain: "Garlic 
has the power to ease the spasms of 
the small arteries and slow the pulse 
rate and modify the heart rhythm." 
You can eat a single clove of garlic 
per day with a meal or by itself. 


Watch your Weight: An obese person 
runs a greater risk of having high 
blood pressure; a person with body 
mass index in the acceptable range of 
18-25 also diminishes his chances of 
a heart disease. Says Dr Jain: "Keep 
a closer watch on your body mass." 

MANU KAUSHIK 
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WIRELESS HEADSET 


* Wireless reception from any electrical device 
with audio output 

* A perfect audio chat tool 

* Can be used as FM Radio separately with 

automatic search options 














SIM CARD READER " D | 


* Read, edit and take backup of valuable data N 
from your mobile phonebook, SMS etc. 2 


. Simple & easy-to-use device 


* Elegant contour, no extra power, plug and 
play USB port 
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| Haircare 


One for the album: (From L to R) Aroon Purie, Vishakha Mulye, Usha Narayanan, Akhila Srinivasan, Chanda Kochhar, 
Renuka Choudhary, Sangeeta Talwar, Mallika Srinivasan, Zia Mody, Ashu Suyash, (second row) Manisha Girotra, 
Leena Nair, Renuka Ramnath, Shikha Sharma and Douglas Baillie 


A Stellar Act 





India Inc's most powerful women gathered under one roof to step up 
and be recognised for their achievements. A report. 


ALK ABOUT RISING STARS. I1 

was a room packed with 

the most talented, success- 
ful and influential women in 
Indian business—precisely why 
the annual do to felicitate these 
power women is one of BT’s most 
popular events. 

The gala evening at rrc's Grand 
Sheraton Hotel in midtown Mumbai 
saw the business luminaries turn up 
to salute the incredible women in 
business. Among these were 
Hindustan Unilever's CEO and MD 
Douglas Baillie; HUL s Executive 
Director, Home and Personal Care, 
Nitin Paranjpe; IDBI Deputy MD, 
Jitender Balakrishnan; marketing 
and advertising honchos Sunil Alagh 
and Ranjan Kapur. Also among the 
attendees were Tushar Jani, 
Chairman, SCA Group of Companies, 


and his daughter Bhairavi Jani, Bollywood actor Koel Purie 
Sanjay Nayar, CEO, Citi India, and added to the glitterati quotient. 
his wife Falguni Nayar, MD, Kotak Power women in their own right 
Mahindra Capital. —Varsha Bhawnani, Director, 





= I =- 
Thoughtful twosome: WPP's Ranjan Kapur and his wife 


Vinegar Exports; Darshana Bhalla, 
CEO, Madison Teamworks Enter- 
tainment Services; and Lara Balsara, 
Business Development & Diver- 
sification Manager, Madison—joined 
in to cheer the select twenty five. 

Extolling the achievers, Aroon 
Purie, Chairman and Editor-in-Chief 
of the India Today Group, which 
publishes Business Today, said: 
“Within the last two decades, one of 
the greatest changes which have 
happened in India is the way the 
status of women has changed. It's 
one of the most heartening of de- 
velopments....but we still have a 
long Way to go." 

Purie quoted from an article in 
the Harvard Business Review that 
describes the idea of glass ceiling 
for women as the wrong metaphor. 
The article says the metaphor for 
today is labyrinth—a twisted path 
full of turns and obstacles and 
somebody with real perseverance 
and persistence can get to it. 
"Women who are able to navigate 
this maze need to be commended,” 
said Purie. 

Echoing similar sentiments, 
Renuka Choudhary, Union Minister 
of State for Women and Child 
Development and chief guest of the 
evening, exhorted the powerful 
women present to work towards 
empowering other women. She 
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Saluting women: HUL's Nitin Paranjpe 
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Lauding achievers: BT's Pavan Varshnei 


said: "Women who are achievers 
are not just outstanding, most pow- 
erful in business, they are most out- 
standing and powerful. Period." 

BT Editor Sanjoy Narayan ear- 
lier spoke about how each edition of 
the most powerful women in busi- 
ness had been a meticulous peek 
into the business triumphs. 

HUL s Nitin Paranjpe—its brand 
New Dove Haircare was the event 
sponsor—said: “This association is 
a step forward in Dove’s mission 


Pe 
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Power-packed show: BT's Aroon Purie 


to make more women look and, 
importantly, feel beautiful. Like 
these women, Dove is real, opti 
mistic, and a keeper of promises.” 

It was now time for Baillie to 
present the awards. Though 
awardees like Kiran Mazumdar- 
Shaw and Naina Lal Kidwai could 
not make it to the event, others 
including Zia Mody, Renuka 
Ramnath, Leena Nair and Manisha 
Girotra made up for the absence 
with their exuberant presence. 8 
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Aiming for a Plum Job 


FINANCE MINISTER P. CHIDAMBARAM'S NAME WAS 
doing the rounds in world capitals last fortnight as 
a likely candidate to head the International Monetary 
Fund's Monetary and Financial Committee. Not 
without reason. India after all is poised to be one of 
the powerful growth drivers for the world economy 
in the coming times. The success of Chidambaram's 
candidature would reflect India's growing clout at 
the high tables of world finance. At the North 
Block for the second time as finance minister, he has 
by design and default presided over one of the 
most prosperous times that India has seen in recent 
times. À trained lawyer, Chidambaram, 62, is being 
his usual meticulous-with-details self this time 
around. Though there are plenty of supporters for 
him, but to probably make sure that the remaining 
3 votes also walk over to his side, Chidambaram was 
in Europe and the us last fortnight. 


sisyvyada 





Mission Accomplished 


TWELVE YEARS AGO, THE LATE PARVINDER SINGH 
invited BRIAN TEMPEST for a cup of tea in Geneva 
and ended up selling him a dream. And it’s one that 
Tempest, 60, has pursued passionately over the 
years, first with Singh, then his successor D. S. 
rar and finally now with Singh's son, Malvinder. 
So, it's with a tinge of sadness that Tempest 
hangs up his boots at a company that went from 
a little-known drug maker to one of the top 
generic giants globally. *Parvinder was a vision- 
ary," says Tempest thrice over with more than a 
bit of nostalgia. So, come Christmas, Tempest will 
be back home in the UK, but he has no plans of 
severing his India links. He will continue to advise 
Ranbaxy. But mostly, it will be golf. He's just 
bought a new set of golf clubs. 





Fresh Tidings 
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‘Span’ner in the Works 


NOT MANY IN INDIA WOULD HAVE CARED FOR 
ALAN GREENSPAN'S wise words when he was the 
chairman of the Federal Reserve for 18 years presiding 
over arguably one of the most prosperous periods 
America has seen. That is no longer true. Greenspan, 
81, retired from office in January 2006 and is now 
probably making up for years of watching his words. 
He recently authored The Age of Turbulence where he 
has struck a discordant note with his criticism of 
India's romance with socialism. Greenspan con- 
cludes that India's divisive politics holds up progress 
on the economic front. *India has great potential if it 
can end its embrace of the Fabian socialism that it in- 
herited from Britain," he notes. While he rustled 
up vehement reactions in India, at the very least his 
comments will push up the sales of his book in India. 


Now, Low-cost Terminals 


An Experience Cover 


EXPERIENCE COUNTS AND THAT PROBABLY EXPLAINS 
Future Group CEO Kishore Biyani's choice for a 
non-executive chairman for his insurance venture, 
Future Generali—former SEBI and Lic chairman, 
G.N. BAJPAI. Bajpai, who retired as SEBI chief in 
2005 after a three-vear stint, has taken over the reins 
at the joint venture between 

Future Group and Italy's 
Assicurazioni Generali, which 
collected €64 billion (Rs 
3,61,460 crore) in premia 
in 2006 and has operations 
in 40 countries. Bajpai, 65, is 
credited with restoring the 
credibility of the markets 
in the aftermath of the 
2001 Ketan Parekh 
securities scam. He 
also brings with 
him 37 years of 
experience as top 
honcho of LIC, 
which is what 
Biyani says he 
Wants to 
leverage. *While 
he will not be 
involved in 
operations, he 
will certainly 
be planning 
the company's 
growth strat- 
egy, says 
Biyani. A per- 
fect cover for 
future, perhaps. 
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FOUR YEARS AFTER AIR DECCAN TOOK TO THE SKIES AND GORUR RAMASWAMY GOPINATH INTRODUCED INDIANS TO THE 
concept of low-cost aviation, the sericulturist-turned-aviation-entrepreneur is training his guns on 
low-cost airport terminals. Gopinath, 55, has tied up with GVK Group, the company behind the mod- 


emisation of the Mumbai airport, Raheja Developers and IDFC to get his latest business venture airbome. 
He has also spoken to several state governments in the South and says there are several administrations 
interested in this novel concept. "Each of these terminals will have a basic terminal building and in- 
strument landing facilities and little else...and will cost around Rs 16-17 crore,” Gopinath says. 

He believes this could be a critical step in extending India's low-cost aviation revolution. A flying 

start already for the tireless cost warrior, should we say? 
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IEJEESH N.S. BEHL AND RAHUL SACHITANAND 


Connect 
your 
business 
to the 
world 
with one 
number. 


Get a 1-800 
toll free 
number 
from Airtel. 
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bt leadership spotlight 





Released on October 8, 2007. 


NAME: RAHUL BAJAJ 


AGE 68 = hi 
DESIGNATION: Chairman 
COMPANY: Bajaj Auto 


บ อ รุ 


HEMANT CHAWLA 





A Spokesman for India Inc. 


AKE THIS POP QUIZ: WHICH INDIAN COMPANY GREW 1,852 PER CENT, THE FASTEST 

among large Indian companies, in the '80s? No; the answer is not Reliance Textiles 

(as it was then called). The correct answer is Bajaj Auto, which couldn't make its 
Chetak scooters fast enough. And it was Rahul Bajaj who guided the two- and three- 
wheeler maker during this period. He is still the company's Chairman, but now follows 
a more hands-off approach, having passed on the day-to-day management to his sons 
Rajiv and Sanjiv. 

But that doesn't mean Bajaj is ready to ride into retirement anytime soon. His formidable 
management and negotiating skills are being put to test in a new terrain: the dispute over 
dividing the family jewels with his brother Shishir. This on again, off again saga has been 
going on for seven years; the latest twist: the outline of a family settlement, thrashed out 
between Shishir on one side and Rahul and his cousins Shekhar, Madhur and Niraj on the 
other, has been formally scrapped by both sides and probably signals the start of a 
long-drawn battle of attrition between the two sides. 

But being embroiled in scraps and controversies is nothing new to the battle-hardened 
Bajaj. Long regarded as an outspoken champion of India Inc. in general and the free mar- 
ket in particular, Bajaj sparked off a controversy when the so-called Bombay Club—a group 
of leading Indian businessmen of which he was a leading light—called upon the government 
to protect Indian businesses from the post-liberalisation onslaught of MNCs. 

But that was a rare blemish in a career glittering with achievements. Bajaj, an MBA from 
Harvard University, has been heading the Bajaj Group since 1965 and was instrumental 
in turning the then relatively small Bajaj Auto into one of India Inc.'s bluest chips. 

The company faltered in the early '90s when it failed to read the market’s preference 
for motorcycles over its bread and butter scooters, but it has since managed to recover lost 
ground. The hands-on manager of a decade ago has now given way to the hands-off, big 
picture patriarch. But how does the old soldier keep himself occupied—when he's not sort- 
ing out family feuds or lobbying for India Inc. these days? As a people's representative— 
he was elected to the Rajya Sabha from Maharashtra in June 2006. m 

AMIT MUKHERJEE 


238 BUSINESS TODAY OCTOBER 21 2007 


Vol. 16, No.21, for the fortnight October 8-21, 2007. 

















P. 


tt 


f 
^ v 
- ^c 
WhitePaisley ` ๕ % 














PIT 


wipe 
wes - 


techno cod 







^ 
>a = 


- - 5 
- 





- 


e - » 





E 4 
ww 5 





Free Threads. Turn on the party meter with free thread shirts 
unleashing their powers on you. The all-new breakthrough weave 
technology of this collection will set you free. 
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SMART CASUALS 








Pasha /eatimer 


Polished stainless steel 40.5 mm case. 
Self-winding mechanical movement, 
Cartier calibre 049 (21 jewels, 28'800 
vibrations per hour). Rotating bezel with 
phosphorescent marks. “Clous de Paris” 
decor in black ceramic. Brushed stainless 
steel bracelet covered in rubber. 

Water resistant to 100 meters. 


www.cartier.com i | 
Cartier Authorized Dealers: Mumbai: faba... Pallazzio, Ethos, New Delhi: Johnson & Co, Kapoor & Co, 
The Regent Watch & Jewellery, Gurgaon: Kapoor & Co, Chennai: Helvetica, Kolkata: Exclusive Lines, 
Chandigarh: Talwar Jewellery House, Bangalore: Rodeo Drive, Helvetica, Ahmedabad: Golden Time, 
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Connecting india € I88ü6rs with 
global investors. 


Best Debt House - India* 





A Passion to Perform. Deutsche Bank 


For more information: www.db.com/india This document has been approved and/or communicated by Deutsche Bank AG and appears as a matter of record only. Copyright 
Deutsche Bank 2007. *Euromoney Awards for Excellence 2007. The above accolade was awarded by Euromoney through a formal pitch submission and selection process carried 
out among financial institutions active in the investment banking market of the country. 


IN A WORLD OF TOUGH 
BUSINESS DECISIONS, 
HERE’S AN EASY ONE. 


In business, time is money. And with an HP Officejet All-in-One's integrated printing, faxing, scanning and 
copying functions, you can save both time and money. Its convenience saves you the hassle of running around 
on errands, thus increasing your productivity and allows you to focus on your business. As the market leader 
in All-in-Ones, HP provides industry-leading technology which enables you to do more with limited resources 


It's the one business decision that makes perfect business sense. 
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From The Editor 


O AHEAD AND CALL IT THE PRODUCT OF A FERTILE 
( 15 but I’ve seen it in the past and I see 

it now. When the Sensex scales new heights, all 
of Mumbai appears to exult. Not just the crowds 
milling outside the BsE building on Dalal Street to 
gawk at the outsized screen flashing prices, but every- 
one, even people whose normal livelihood is not de- 
termined by the stock market. Restaurants and bars do 
well as do malls and theatres. And, unless it's an illusion, 
everyone seems to be walking with a spring in their step. 
When the Sensex rises, it seems, it spreads good cheer 
all around. The Sensex's recent surge has been spec- 
tacular, rising from 16,000 to beyond 19,000 in a 
mere 17 trading sessions. While this has spread the usual 
good feeling all around, enriched investors and made 
wealthy promoters even wealthier, the question on 
everyone's minds is: how long will this last? Is there 
more room for the Indian stock prices to climb higher? 
Or is it already overvalued? 

How markets move depends on how the key play- 
ers—buyers and sellers—perceive the future to be. 
Going by the flow of global funds—more than $16 bil- 
lion in the past 10 months—at least 
the buyers think it's great to bet on 
the Indian market's future. And 
that, as our cover story (How Long 
Will the Bull Run Last? Page 86), 
has been the main driver of the 
current rise. While foreign funds 
are bullish about Indian stocks and 
many in the market expect the 
funds flow to grow further (See 
our panel discussion, “This Is Still A Market With 
Legs”, Page 94), there are several factors that could 
make things go wrong. For instance, if the domestic 
GDP slows down or, if corporate profits belie expec- 
tations of a 20 per cent growth rate during the finan- 
cial year. A US recession could dry up foreign funds 
going to emerging markets like India. All of these 
and several more factors could trip up the bull run. Our 
cover story examines what could be in store for the 
Indian stock market in the coming months. 

Asked how a strong rupee (as Business Today went 
to press, it was $1=Rs 39.38) was affecting his business, 
an acquaintance, a small exporter, quipped: “Even if Í 
wanted to cry, l'd need to borrow some tissues to wipe 
my tears." Of course, he was exaggerating but the 
point is the stronger rupee has not only rendered thou- 
sands of Indian exporters uncompetitive but it threatens 
to close down many of them. Our feature (The Rupee 
and the Small Exporter, Page 108), looks at what ex- 
porters, hit hard by a rupee that has risen nearly 12 per 
cent against the dollar between January and October, are 


doing to keep their nose above the water. 
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No Mean Achievement 
WHEN WE ANALYSE THE RISE OF 
Indiabulls (Br, October 21, 2007), 
we tend to draw parallels with ICICI 
Bank, which has also achieved phe- 
nomenal growth and success over a 
similar time frame. But the flip side 
of the Indiabulls' success story is its 
not-so-clean past given the IPO and 
Penny stock scandals, to name a 
few. Nevertheless the rise 
of Indiabulls is no mean achieve- 
ment, especially the ability of its 
promoters to get funding from L.N. 
Mittal at a time when the com- 
pany was not very well known. 
Now, when it is planning to foray 
into the retail, telecom and banking 
sectors, it needs to do proper 
groundwork as it will be facing 
stiff competition from big players 
like Reliance. 

R.K. SUDAN, through e-mail 


Sensex Free of Politics 

THE SENSEX HAS BEEN MAKING ITS 
spectacular northward journey de- 
spite the political uncertainty at the 
Centre. [n fact, Finance Minister 
P. Chidambaram is himself reported 
to have said that the Sensex *some- 
times surprises me and sometimes 
worries me". Whether it (Sensex) is 
In Bubble Zone (Br, October 21, 
2007) or not, it is clear that our 
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Bullish on Indiabulls 

THE COVER STORY ON INDIABULLS 
shows what great success can be 
achieved through commitment, in- 
tellectual strategies and institution- 
alised practices. The timely entry 
of the company into high-risk con- 
sumer finance and real estate busi- 
nesses has paid rich dividends, which 
is amply reflected in their net worth 
and market value. Criticism apart, 
Sameer Gehlaut and Rajiv Rattan 
have literally taken the bull by its | 
horns and proven their mettle. 


B. RAJASEKARAN, through e-mail 


economic policies will go forward 
irrespective of what happens at the 
political level. And that is a positive 
sign in the country's economic 
growth story. 

A. JACOB SAHAYAM, through e-mail 


FBT Is Illogical 
IN MY VIEW FRINGE BENEFIT TAX (FTB) 
is illogical (The EsOP Uncertainty, 
October 21, 2007). Given the un- 
certainty surrounding the provisions 
that need to be made for FBT pay- 
ments, I think it should be made ap- 
plicable only to those employees 
who fall in the higher tax brackets. 
Also, it should be applicable to both 
public and private sector companies. 
MAHESH KAPASI, through e-mail 


All Women Are Achievers 

IT IS INSPIRING TO LEARN THAT MORE 
and more women are joining the 
galaxy of successful corporate lead- 
ers (The 25 Most Powerful Women, 
Oct. 7, 2007). India is fast emerging 
as a confident and influential econ- 
omy because of such achievers. At 
the same time, one should not un- 
dermine the power of the women 
who stay at home and take care of 
the household and their children. 
Even the powerful corporate 
woman has a housemaid working 
for her who, in her own way, 


contributes to the former’s success. 
N.M. KRISHNAMURTHY, through e-mail 


Sound Companies 
THIS REFERS TO 10 DOWN-BUT-NOT- 
Out Stocks, (Br, Oct 21, 2007). 
While you have featured a few of 
the fundamentally sound compa- 
nies that have not made much 
headway in the current bull mar- 
ket, investors like me are keen 
that you should keep track of such 
companies on a regular basis. After 
all, it's our hard-earned money 
that is at stake, and we would like 
the benefit of informed opinion 
from reputed publications. 

MADAN GOPAL, through e-mail 


Correction 

IN OUR EDIT LAST ISSUE (RETAIL S 
Ligbtning Rod), we had written 
that cil has not come to the sup- 

. port of Reliance Retail. kis 
been brought to our notice that - 
the cn did put out a release 

condemning the uP govern- 
ment`s move to shut down 
Reliance Fresh stores in the state. 
Also, we should not have im- 

plied that cn’s silence could be 
due to its current President, 
whose own retail venture is in 
competition with Reliance 
Retail. BT regrets the error. - 
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bt editorials 


Stock Market 101 


HEN ANYONE SIGNS UP FOR A CLASS ON FINANCE, 

W the first thing they are taught is this: the price of 
any asset is equal to the cash flow it generates periodi- 
cally, discounted to factor in the prevailing rate of in- 
terest. To put it more simply, when you pay Rs 100 for 
a stock, it should fetch you at least Rs 106 at the end of 
first year, given the risk-free rate of return of 6 per cent. 
We have not even begun to look things like industry, 
stock and asset risks, which would further push up 
your asking rate of the stock. When things are more or 
less sane, that’s how an asset market works. But when 
too much money starts chasing too few quality stocks, 
then this Good Investing 101 flies out of the window. 

To an extent, that's what is happening in the Indian 
stock markets. A rate cut by the us Federal Reserve has 
sent billions of dollars gushing towards emerging mar- 
kets in search of higher returns. For example, some $16 
billion dollars (that's Rs 64,000 crore) has flowed into 
Dalal Street so far this year, with $4.7 billion coming in 
September alone. In fact, compared to other Asian 
markets such as Indonesia, Indian equity has received 
the most foreign investment in calendar 2007. 

Result: the 30 stocks that make up the bellwether in- 
dex, Sensex, are getting pricey. On a trailing PE (price to 
earnings), it has topped 25, and on forward PE (which 
considers March-ending earnings), it is still a relatively 
high 22.91. The only stock indices (of the major markets) 
more expensive than the Sensex are China's Shenzen and 
Shanghai, with forward PEs of 51.07 and 45.92, re- 
spectively. No doubt, investors are paying a premium for 
the robust growth in India and China. But how much 
premium is too much? Unfortunately, at this moment, 
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Breaking news: Investors need to tread with caution 








when there's too much global liquidity around, that 
seems like a difficult question to answer. 

What's evident, though, is that one needs to be 
wary of the soaring stock prices. The Sensex had 
topped 19,000 when BT went to press, and there was 
talk of it topping 25,000 well within the end of next cal- 
endar year. Are corporate earnings growing as fast? 
Experts will tell you that the Sensex stocks are ex- 
pected to grow their bottom lines between 16 and 20 
per cent, but there are fresh concerns over the hardening 
rupee. Just as it makes exports that much less com- 
petitive, a dearer rupee makes imports cheaper. That'll 
be a double whammy for companies that sell goods in 
the domestic and export markets (unless, of course, their 
products have sizeable imported raw materials in 
them). There is nothing about corporate earnings that 
has so dramatically changed (for the better) in a matter 
of a few months to justify the surge in Fil inflows. 
And that is the worrying bit. 








RBI Governor Y.V. Reddy: Which way will he bend? 
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NDIAN BANKERS SEEM TO BE TAKING A CUE FROM US 

Federal Reserve Governor Ben Bernanke who 
slashed the short-term us rate for the first time in 
four years by 50 basis points to 4.75 per cent in 
September. While Bernanke's move was clearly directed 
at protecting the world's biggest economy from a 
possible recession, Indian bankers, led by the two 
biggest lenders, State Bank of India and icici Bank, 
reacted this month by cutting floating interest rates on 
home and auto loans by 25-50 basis points. Is this a 
pointer to what RBI Governor Y.V. Reddy will do 
when he unveils the second quarterly review of mon- 
etary policy on October 30? 

There is a strong case for lowering interest rate to 
pump up demand in the economy. There are already 
signs of a slowdown in retail credit, especially in the 
home and auto loans segments. The Index of Industrial 
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bt editorials 


Production (IIP) slipped into single digits in July, before 
improving again in August. The latest inflation rate 
figure, at 3.2 per cent, is also very encouraging. 

However, overflowing liquidity in the market, 
especially on the back of record rit inflows of $16 
billion, dilutes the argument in favour of a rate cut. 
With the US economy still grappling with the fallout of 
the subprime crisis, international investors are pouring 
money into countries like India and China. Result: the 
rupee has appreciated almost 12 per cent to $39.45 
since January this year. This is hitting exporters hard. 
If dollars keep flowing into India, Reddy will have no 
option but to address the demand of exporters by 
buying dollars to arrest the rise of the rupee. A natu- 
ral corollary: the liquidity arising out of RBI's action has 
to be sucked out by raising interest rates. 


So, there are strong arguments in favour of both 
raising and cutting interest rates. To complicate mat- 
ters further, the third alternative—that of maintaining 
status quo—is also very attractive. Despite a few 
scares, like the August IIP figure, the overall economy 
is still growing at over 9 per cent, making it difficult 
to make out a fool proof case in favour of a slow- 
down. Taking this argument further will lead to the 
logical conclusion that there is no case to reduce 
rates. Also, it can be argued, market dynamics will en- 
sure that dollar inflows slow down once Dalal Street 
becomes too expensive for profitable investments. 

Reddy has maintained a Sphinx-like silence on 
which way he will bend. Whatever he does, this 
will be one of his most eagerly anticipated 
announcements ever. 














A Fatal Mistake 


S IT TIME TO WRITE AN EPITAPH FOR THE INDO-US 
Lider deal? Going by the pronouncements of 
Prime Minister Manmohan Singh and UPA Chairperson 
Sonia Gandhi, it does seem so. The Left parties, it 
appears, have won this game of brinkmanship quite de- 
cisively. In previous editorials, Business Today had 
vocally supported the nuclear deal and urged the gov- 
ernment to call the Left’s bluff. Unfortunately, that 
hasn’t happened. Government managers have obviously 
decided that discretion is the better part of valour. 
They may have prevented a premature collapse of 
this regime, but it is a pyrrhic victory. 

Why? The Prime Minister and senior government 
leaders have themselves listed the benefits the nuclear 
deal would have brought for the country. The estimates 
of this benefit have ranged between $40 billion (Rs 
1,60,000 crore) and $100 billion (Rs 4,00,000 crore) 
over the next 5-7 years in direct trade terms. Then, the 
velocity of economic activity kicked off by this huge in- 
fusion into the economy, and the additional megawatts 
of power generated, would have created additional 
benefits whose quantum hasn’t been calculated. The 
effective burial of the deal means that all this will remain 
in the realms of dreams. 

Then, what does this backtracking say about the 
credibility of the government? A political grouping 
with a little more than 10 per cent representation in the 
Lok Sabha and 5 per cent of the popular vote has 
overturned a major international treaty that had the 
backing of the Prime Minister and the Union Cabinet. 
It shows that the government lacks the courage of 
conviction to stand up for its own decisions. Obviously, 
foreign governments and large investors will conclude, 
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How to nuke a good thing: The alliance may be stillborn 


with justification, that doing business with such a gov- 
ernment can be dodgy. In the long term, this will do 
even more damage to the country’s credibility in the 
international arena. 

The changing geo-strategic and economic scenario 
of the world, and Asia, in particular, had thrown open 
a unique window of opportunity for India. Based on its 
size, rising economic clout and strategic location, India 
was emerging as another pole, albeit a very small one 
at present, in world affairs. The nuclear deal was an- 
other step towards increasing the size of this pole; 
the long-term goal should have been the leadership of 
a new “arc of democracy and prosperity” in the Asia 
Pacific region and, later, the world. 

The government’s pusillanimity means that the 
Indian foreign policy matrix will remain hostage to the 
insular Third World mindset that has shaped it for 
much of the time since Independence. Backtracking on 
the nuclear deal sends out this message. India’s leader- 
ship, it seems, still doesn’t have the gumption to play The 
Great Game according to its unwritten rules. 8 


ALYOAVUNVHD NYATVN 








Slowing Down? 


Not really. The economy is headed for 
a soft landing. SHALINI S. DAGAR 


E un | ™ s 
À i nu = == A í 
“ 1 ` 1 


What is happening to the economy? The question is on the minds of Indians 


themselves are wondering what is happening to the economy? 

The half full or empty glass conundrum may well be the answer to 
this question. Demand is definitely softening in some sectors, leading to fears 
of a slowdown. Higher interest rates combined with other factors have en- 
sured that demand remains subdued. 

However, the broad macro-economic indicators point to a less worry- 
ing scenario. Inflation has dropped to 3.26 per cent by the end of September, 
well within RBIs tolerance limit; industrial production figures—after giving 
a bad scare in July, when it dipped to 7.1 per cent compared to 
13.2 per cent in July 2006—seem to have bounced back. The Index of 
Industrial Production rose 10.7 per cent in August this year, compared to 
10.3 per cent in August last. The investment rate continues to be high and 
interest rates stable. The fiscal situation, despite the issue of oil bonds, also 
seems manageable. Economists such as Saumitra Chaudhuri, Economic 
Adviser at ICRA and member of the Prime Minister’s Economic Advisory 
Council, believe there can hardly be an overall slowdown when the broad 
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The fortnight's burning question. 


WILL MID-TERM GEN- 
ERAL ELECTIONS 
AFFECT THE 
OVERALL INDIA 
GROWTH STORY? 


No. Habil Khorakiwala, 
President, FICCI 

The recent rally in the stock market 
indicates a de-coupling of the Indian 
economy from the political 
processes and related uncertain- 
ties. Mid-term polls will certainly be 
an unnecessary cost to the nation, 
but it is unlikely to have any major 
impact on growth. 


No. Abhishek Singhvi, MP 


and National Spokesperson, 


Congress 

The content and direction of eco- 
nomic reforms in India is suffi- 
ciently deep-rooted to become elec- 
tion-proof. So, regardless of who's 
in power, the process will carry on 
unhindered. Political turbulence is 
not the quicksand on which the 
pillar of Indian economy rests. 


No. T.K. Bhaumik, Chief 
Economist, Reliance Industries 
The good thing about the Indian 
economy right now is that it is suf- 
ficiently insulated from political 
shocks. The industrial and financial 
services sectors, which are the 
high performing sectors powering 
growth, won't be affected by mid- 
term polls. 

COMPILED BY BIBEK BHATTACHARYA 


macro-economic indicators are so robust. “Sure, there is some slow- 
ing down in consumer durables, but industrial production is growing, 
so are agriculture and the services exports,” Chaudhuri says. Many will 
agree with him. Key software services exporter Infosys Technologies 
posted an 18 per cent increase in its profits in Q2 this financial 
year compared to the previous corresponding period. 

The half-empty glass viewpoint sees the August 1P data as proof 
of falling demand for consumer goods. Production of textile products 
was down as a result of the rising rupee. What can one conclude from 
this? "The growth impetus is shifting from consumer goods to in- 
vestment goods," says Chaudhuri. Sanjay Prakash, CEO, HSBC Mutual 
Fund, agrees with this view. “India's long-term story is certainly in- 
tact, though there may be a growth moderation in some sectors," he 
says. And that is what global fund managers are also concluding, as 
is evident from the deluge of fund inflows into the country. 

Currency appreciation and high interest rates—often cited as cul- 
prits for the softening in the export and the leveraged economies— 
remain connected to these waves of capital washing up on our 
shores. The first waves hit immediately after the us Federal Reserve 
cut its rate by 50 basis points in September and accelerated thereafter. 
"The pace of capital inflows could be affected by any further 
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changes by the Fed and the fallout of the us subprime crisis in the 
coming months,” says Prakash. That could well mean more funds in- 
flows unless there are major shocks. “We need a strategy to absorb 
these flows without creating aberrations in the economy,” says 
Vimal Bhandari, Country Head, Aegon India, which is planning to 
set up a life Insurance business in India. 

Managing this cocktail of local and global factors to sustain the cur- 
rent growth rates will be a tough task. With crude oil and critical food 
prices at high levels, inflation could start rising again; long-term issues 
on the agriculture side need to be fixed; physical infrastructure that is 
needed to fulfill India's promise also needs to be created. And human 
stock, which is critical for India to sustain the high growth rates remains 
bereft of appropriate education, health and other amenities. So, it is not 
unnatural for bad dreams of slowdown to haunt us. But the broad con- 
sensus among economists is: this is not a slowdown. Instead, it is just 
slight and expected moderation or a consolidation of recent growth 
rates. Shorn of jargon, that means GDP growth rates will probably mod- 
erate from over 9 per cent to somewhere around 8.5 per cent. 
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Q&A 


“AIM Is Ideal for 
Small Cap Firms" 


BUKUN ADEBAYO, MANAGER (INDIA & 

International), International Business 
Development, London Stock Exchange, 
was in India recently for a seminar or- 
ganised by cil on The Alternative 
Investment Market: Opportunities for 
Indian Companies. He met BT’s Manu 
Kaushik for a free-wheeling chat on 
the India chapter of aim. Excerpts: 


Why are Indian companies rushing to the 
Alternative Investment Market (AIM)? 

AIM is an ideal platform for small cap 
companies and offers them a wider 
investor base and greater liquidity. 
Companies that have joined AIM so 
far don’t look for a general way of 
raising money through AIM. It is for 
companies that have clear strategic 
reasons for coming to AIM. And this 
may include companies that are look- 
ing not only at the Indian market, but 
aiming for a much larger global role, 
from an early stage of their existence. 


What is your strike rate in India? 

AIM has witnessed substantial growth 
in recent times. Seven Indian compa- 
nies have listed on AIM so far this year 
and raised $725 million (Rs 2,900 
crore). We hope to see two or three 
more Indian companies listing on AIM 
by the end of this year. 


Which sectors are you planning to target? 
In 2007, we have seen companes in 
sectors such as media, private equity 
and real estate coming to AIM. We are 
looking for companies having the right 
kind of equity story—companies look- 
ing for acquisitions abroad and those 
trying to widen their investor’s base. 


bt trends 


Marketers Go Long on Cricket Derivates 


ELIEF IS AT HAND FOR 
Riss advertisers who 
want to be part of cricket, 
but find participation dif- 
ficult due to the stiff rates 
charged for live action. 
Therefore, many pro- 
grammes centred around 
cricket are queuing up to 
fill this gap. Most mar- 
keters want to be part of 
the buzz, but shudder at 
the clutter and the fact that 
they may get lost in an 
ocean of other brands. So, 
to gain mileage out of the 
game, marketers are now 
eagerly hopping on to 
shows like Lotte Superskills, 
Cricket Star and others. 

And it's not as if the 
television market leader 
has been taken by surprise. 
“The market for original 
programmes around cricket and 
other sports is growing. We al- 
ready have programmes around 
cricket that work well,” says Manu 
Sawhney, MD, ESPN STAR Sports 
(ESS). In fact, Harsha Ki Khoj, 
launched three years ago by ESS, 
was presented this year as Clinic All 
Clear Dream Job. It seeks to com- 
bine the magic of cricket, with the 
thrill of a reality show. In its first in- 
nings as Close Up Dream Job in 
2005, it drew over 40,000 entries; 


over 750 contestants auditioned, of 


which 32 finalists were chosen. 
The winner, Anand Narasimhan, 
today has his “dream job” as a 
sports presenter at ESS. 
Little wonder, there’s 
a follow on this year with 
Clinic All Clear Dream 
Job on Ess. “In the past, 
the show has garnered 
TAM ratings in decimal 
points like 0.3, which is 
not very high. But ESS has 
been actively running the 





Lotte Superskills: Brainchild of the late Bob Woolmer 


promos and vignettes in between 
other programmes, thus, giving 
value to advertisers," says Mona 
Jain, Executive vp, India Media 
Exchange (Publicis Group). Moving 
forward, there are more new prod- 
ucts being launched— games be- 
ing developed around the sport 
that can be played real-time even as 
a match is on. *We have a format 
ready called Beat Them All, which 
can be aired on a channel even as a 
live match is on. Viewers can par- 
ticipate through mobile phones or 
online," says Pankaj Thakar, CEO, 
Cellcast Asia Holdings, that has 


the technology and creates content 


SPIN- OFFS L HUGE DEMAND 
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for TV where real-time 
participation is possible 
via many routes. This is a 
cricket-related version 
of Gold Kick, a multi- 
player soccer derivative 
very popular in the UK 
and South East Asian 
countries. 

Lotte Superskills, 
meanwhile, is a TV cricket 
programme, that was 
conceived by late 
Pakistani coach Bob 
Woolmer, and the last 
two editions, shot in 
2004 and 2005, had seen 
fierce competition from 
players like Wasim 
Akram, Chris Cairns, 
Rahul Dravid, 
Mohammad Kaif and 
Kevin Pietersen, among 
others. The game checks 
the skills of each player on various 
parameter like strokes, power 
drive, deadeye (where fieldsmen 
chase and throw balls at stumps 
within a time restriction), etc. 

Then, there’s Cricket Star— 
which organises cricket matches 
between company teams and fresh 
finds in different Indian cities and 
gets them trained for real expo- 
sure—that is gearing up to launch 
its second edition soon. 

The first edition early this 
year saw Fair & Lovely Men’s 
Active and Airtel as the main 
sponsors and it got support from 
Reebok and Air India. Though 
the TVRs hovered at the 
sub-1 levels, clearly brands 
want traction with male 
viewers that are into hard- 
core sports involvement. 
And it's clear that the 
market for all these 
"cricket derivatives" is 
only growing. 

SHAMNI PANDE 
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What Exactly Are These Ads Saying? 


ESPONSIBLE ADVERTISING, 
Kue, is beginning to 
sound like an oxymoron. Check 
out the growing din from the ad- 
vertising community and the bur- 
geoning list on Advertising 
Standards Council of India website 
for proof. “Advertising is a reality 
show of sorts, but ads also mirror 
aspirations and they need to be re- 
sponsible as consumers are told 
that these things are real and 
meant for consumption—unlike 
in movies where they know that 
some amount of exaggeration is 
involved," says Prathap Suthan, 
National Creative Director for 
South-West Asia, Cheil 
Communications, a leading global 
communications, marketing and 
advertising company and the mar- 
ket leader in South Korea. 

Ads have to walk a fine bal- 
ance to gain attention in a market 
inundated with choices today. 
“Brand custodians need to be 
aware about various responses 
their communications can unleash. 
Even when something is liked and 
appreciated—like the old Hutch 
ad with the pug—it can have a 
tangential effect,” says K.V. 
Sridhar, National Creative 
Director, Leo Burnett, who says 
the ad, in addition to selling the 
brand, also sparked off a demand 
for pugs in the country (over 
50,000 were imported, many il- 
legally). “In my conversation with 
people associated with animal 
rights and Maneka Gandhi, I was 
shocked to discover that Indian 
conditions are not suitable to the 
rearing of pugs. They cannot give 
birth naturally and need cae- 
sarean,” he says. Apparently, there 
are not enough qualified vets to 
handle this; and, as a result, many 
have died for lack of care. 
Admittedly, Hutch (Vodafone 


now) cannot be blamed for this 
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TATA AIG: Disturbing ad of a small 
boy wandering and being tipped 


Voltas AC: Ad appears to glorify poor 
girl’s ignorance and predicament 





Nicco Tiles: Crass humour, gives 
wrong message on hygiene 


A" - 
BEST IN CRASS mitt 


Suzuki Motorcyles: Rap from ASCI on 
rash driving. TVC modified later 





and the claim is not fully vali- 
dated. *But cases like these high- 
light the need on the part of every- 
one involved to carefully study 
the ways in which people con- 
sume advertising—which is not 
always only for the product or 
service that they seek to promote," 
says Sridhar. 

Then, some ads trivialise is- 
sues and unwittingly, poke fun at 
the poor. “I find the Voltas air- 
conditioner ad (in picture) quite 
disturbing and insensitive. 
Somewhere, the ad is making fun 
of the poor even as its brand 
proposition remains a little vague 
and stupid," says Santosh Desai, 
MD & CEO. Future Brands. In a 
different segment, children have 
also been soft targets and in fact 
there's growing concern over this. 
“But there's the TATA AIG ad that 
has a very small kid wandering 
around and gets a buck for help- 
ing an elderly lady... There are 
several issues at stake here and 
it’s really not cute or positive,” 
says Sridhar. 

The list is endless. Car and 
bike ads have routinely drawn flak 
from nodal agency Advertising 
Standards Council of India for 
perpetrating irresponsible and sex- 
ist behaviour. “It’s shocking the 
way they portray people pulling off 
dangerous stunts and depict bad 
driving. I also find the Mountain 
Dew ad, which shows kids driving 
down a hillside, quite unsettling," 
says Suthan. 

While many think that poor 
humour and bad behaviour mas- 
querading as *cool" ought to be 
taken with a pinch of salt, as in 
real life, many in the ad frat itself 
feel that joke is wearing a little 
thin. Time, then, for advertisers 
and ad gurus to introspect? Sadly, 
we don't think they will. 
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Q&A 
"India Is Among Our 4 Top Markets" 


BC HAS BEEN BROADCASTING 
Hees in India for decades but 
this is the first time that a 
Director-General of BBC is visiting 
India. Mark Thompson, who is in 
India to meet BBC staff and also to 
interact with cultural and political 
leaders in this country, has de- 
cided to visit India 


once every 18 
months. He spoke to 
BT’s Anusha 


Subramanian about 
the Indian media 
and entertainment 
market and BBC’s 
place in it. Excerpts: 


How do you view India 
as a market for BBC? 

India is an incredibly 
diverse market. And 
one of the challenges 
for international me- 
dia players here is 
how to tackle this di- 
versity and how to 
make sure that one’s programming 
is relevant to this market. For us, in 
particular, the challenge is: how 
do we bring news of the world 
into this market in a way that it is 
relevant. BBC is a trusted name 
here. But we have to work hard, 
maintain that trust and also pro- 


duce content that is relevant. Indian 
broadcasters have established a 
strong emotional connection with 
their audiences. We international 
players have a lot to learn from 
them as we try and build that con- 
nect with the Indian consumers. 

What are your plans for the Indian 
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market? 

India is among the top four “op- 
portunity markets” for BBC 
around the world after the UK, 
the Us and Australia. We see huge 
potential in the television sector, 
and particularly for our licenc- 
ing business here. We are setting 


up a television production office 
in Mumbai which will look at 
television shows and also look at 
developing formats and new ideas 
for this market and for the world 
market. Our experience tells us 
that global television formats, if 
sensibly adapted with the help of 
local talent, can 
work very well 
locally and can be 
taken to different 
markets around the 
world. 


Five years from now, 
where do you see BBC 
in India? 

Five years from now, 
BBC will still stand for 
the most trusted 
source for interna- 
tional news and be 
an aspirational brand. 
But many young 
Indians would also 
know us for our 
other businesses like magazines 
and TV formatted shows. We 
would like to begin to change and 
broaden the view of the audience 
about BBC. We will have a larger 
presence in India with some more 
global channels, magazine titles 
and entertainment programmes. 
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Low-cost Airlines Are all Hiking Fares 


ONE ARE THE DAYS OF CHEAP AIR TRAVEL IN INDIA. 
After the recent spike in ticket prices of low-cost air- 
lines by 8-10 per cent, a lot of people who until recently 


flew by these carriers are now finding it cheaper to travel 


by train. Result: passenger traffic fell by 5 per cent in 
September compared to last year. Says S. Sridharan, cco, 
SpiceJet: “As of now, there is no ticket for less than Rs 
2,000; travellers are being forced to go back to trains." 
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Delhi-Mumbai 
Delhi-Chennai 


MANU KAUSHIK “figures in Rs 


Mumbai-Bangalore 


TAKE-OFF POINT 


This latest increase in air ticket prices isn't the last... 


INDIGO SPICEJET 
July October July October 
1905 2,075 2,041 2674 
2915 2974 2435 2574 
3,928 4074 4932 5,074 


Bosch novation? 


Yes 1 


14 Patents a day fór our future 


The Bosch group represents great 
innovative strength, resulting in beneficial solutions for the 
future. A total of roughly 26,000 associates work in Research | 
and Development and the company spent over 796 of its Invented for life 
annual sales amounting to 3.3 billion euros in 2006. 
, www.boschindia.com 
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Local Search Maybe Getting Too Hot 


N A HOT DAY 18 MONTHS 
(C). serial technology en- 
trepreneur Kiran Konduri 
found himself in Delhi looking 
for the contact details of 
Cotton World, a specialty gar- 
ment retailer. After a frantic 
net search, he hit upon not 
one, but two of its outlets in 
Gurgaon. “They were right 
there, but there was nowhere 
for me to find their addresses. 
This prompted me to set up 
asklaila.com and actually build a 
data repository from the ground 
up," he explains. Asklaila.com, 
which recently closed $10 million 
(Rs 40 crore) in funding from the 
California-based vc firm 
Lightspeed Ventures, was the result 
of this fruitless search by Konduri, 
and co-founder Sriram Adukoorie. 
So, surfers can now look for not 
just their favourite Italian restau- 
rant, but specify a location (say 
M.G. Road in Bangalore) as well 
as other search parameters (valet 


IT'S GETTING A LITTLE TOO CROWDED 


Several companies in the local search space are - 
receiving ndn rom Seasoned vestis. 
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Source: Four S Services 


parking and outdoor seating). “We 
have started with Bangalore, but 
want to expand into the large met- 
ros," says Konduri. 

However, his is hardly the first 
engine to take a crack at this Indian 
market opportunity. Other sites 
such as Burrp.com, based out of 
Mumbai and Guruji.com, funded 
by Sequoia Capital, have also tried 
their hand at this market. *There 
are over 50 million web pages 
housed in India and there wasn't a 
single service to tap their content," 
says Anurag Dod, who co-founded 


Guruji.com with his 111 class- 
mate Gaurav Mishra. 

That's not all. Justdial.com 
has got funding from SAIF 
Partners to expand the reach 
of what is basically an online 
yellow pages beyond the four 
or five metros. Its competitors 
are already ahead in this race; 
Burrp.com is present in five 
cities, while Guruji allows 
browsers to search in five dif- 
ferent languages. 

Critics say that there may al- 
ready be too many players in this 
market and that too much fund- 
ing is going around. *There are 
already five or six players in this 
market and each will have to look 
at a niche to differentiate itself, 
or else, the me-too syndrome 
will quickly set in," says Alok 
Mittal, Managing Director, 
Canaan Partners India, and one- 
time dotcom entrepreneur (job- 
sahead.com). 

RAHUL SACHITANAND 


Intel India Readies for Round 2 


T HAS BEEN A TOUGH COUPLE OF 
LE for Intel in India. The inte- 
grated chipmaker has been rocked 
by withdrawn R&D projects, has 
sacked up to 250 of its staff at its lo- 
cal sales and marketing operations 
and, to top it all, has had to cope 
with a cocky upstart called AMD. 
Now, it’s clearly time for the 
company to clean up the 
mess and look ahead, as it 
seeks to consolidate its 
position in its core mar- 
ket and grow its position in 
others such as mobile 
phones, where it has been a 
laggard. “We made some 
strategic mistakes in the 
early part of this 
decade,” says 















Patrick Gelsinger, Intel’s Senior vp 
and GM (Digital Enterprise Group). 
"We've taken corrective action now 
and hope to be back on the growth 
track.” 

Two years ago, Intel made news 
for all the wrong reasons; it sacked 
nearly 250 people and closed down 
promising chip development 
projects at its India R&D 

centres. Now, Gelsinger, 
who was earlier the com- 
pany’s CTO and today 
manages a business that 
contributes over 50 per 
cent of Intels revenues, 
hopes to have another 
crack at the boom- 
ing Indian market. 
"[ndia is already 


the #6 market for Intel and going 
up; we've grown market share for 
five consecutive quarters globally 
too," he contends. 

Now, the company wants to 
cash in on the 20 per cent-plus 
growth rate in PCs as well as ex- 
pand its presence in the booming 
cellphone market in India. *We're 
present primarily at the top end of 
this segment but want to extend 
our reach to the mass market," says 
Gelsinger. Meanwhile, Intel is also 
a key votary of WiMAX, or wide 
area broadband and expects many 
Indian cities to make the jump di- 
rectly from wired broadband (skip- 
ping Wi-Fi) directly to this form of 
internet access. 

RAHUL SACHITANAND 
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Global PE Biggies Setting up Shop in India 


HANKS TO THE ECONOMIC BOOM 
and the rising consumer mar- 
ket in India, the action in the pri- 
vate equity space is increasing by 
the day. So, it’s not surprising that 
private equity funds are queuing up 
to enter India. Blackstone India 
and Apax Partners, which started 
investing in India this year, already 
have full fledged offices here. So do 
Baird Private Equity and Lehman 
Brothers. And looking at the grow- 
ing potential in this space, Deloitte 
Touche Tohmatsu India has set 
up a dedicated private equity prac- 
tice called Deloitte Corporate 
Finance Services India to address 
the needs of the growing private 
equity market. Now, two more 
big names from the PE world, both 
specialising in leveraged buyouts 
(LBO), Kohlberg Kravis Roberts & 
Co. (KKR), and Cerebrus Capital 
are setting up shop in India even 
though buyouts are not very pop- 
ular in this market. 
So, is this good news or bad 





NEW BUYOUT FUNDS IN INDIA 


All the big boys of the PE world are 
marking their footprint in India. 

Cerberu Management 
Chairman n W. Snow is slated to 


visit India later this year as a precursor 
to a direct presence 


ee 
up last year's buyout of Flextronics 





and tech buyouts, set up an 
steep ts sa 
m European buyout major Apax Partners 
its office in Mumbai in 
ovember 2006 
Source: Four S Services 


news? “Neither,” says Alok Sama, 
Founder and President, Baer 
Capital, an investment manage- 
ment, corporate finance and wealth 
advisory company that has set up a 
private equity fund called Beacon 
India Private Equity Fund. “Most 


of these top buyout funds are cur- 
rently not operating the way they 
do in the western markets. Their 
modus operandi is different in 
India. Leveraged buyouts are still 
not happening in India. Here, 
funds are investing largely to build 
companies." Also, another hitch 
in the Indian market is that the 
skill sets required for leveraged 
buyout are not easily available; 
foreign players such as Blackstone 
India and Apax Partners make do 
with extremely lean teams here. 
Nevertheless, the potential is there 
of buyouts and players are bull- 
ish. BT's attempts at contacting 
these PE firms proved futile. 

According to Four-S Services' 
fortnightly industry update, as the 
Indian market matures, these funds 
with deep pockets can create a 
market for their core business. 

For now, they are just casing 
out the joint and waiting for larger 
opportunities. 

ANUSHA SUBRAMANIAN 


Are Interest Rates Headed Downwards? 


AST FORTNIGHT, MANY BANKS, 
| posts them the largest private 
and public sector banks—icici Bank 
and State Bank of India—cut in- 
terest rates on auto, home and other 
loans for new borrowers up to the 
end of the month. Some even 
slashed deposit rates on select 
tenures and special deposit schemes. 

So, has the interest rate cycle 
turned? These pre-emptive cuts, 
ahead of the Reserve Bank of India's 
quarterly review in end-October, 
may lead one believe so. 

However, while bankers are cer- 
tain that interest rates have peaked, 
they are not sure whether an across- 
the-board decline is in the offing 
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ONE SWALLOW... 





anytime soon. Hence, the patchy 
cuts, mostly up to October 31. 
There seems to be merit in wait- 
ing for RBI's signal, they say. 


Rajeev Sabarwal, Head (Retail 
& Rural Loans), icici Bank, sums it 
up: “It is very difficult to say where 
the interest rates are headed." The 
festive season offers currently on 
are mostly short-term measures to 
fuel consumer demand that has 
slackened due to a combination of 
factors over the past few months. 
And this time, RBI Governor 
Y.V. Reddy does not have to just 
contend with a slowdown in con- 
sumer demand while deciding on 
rates. Other variables on his table in- 
clude buoyant capital inflows, an 
appreciating currency, inflation and 
overall economic growth. 
SHALINI S. DAGAR 
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À new generation has arrived. 
Control is back in your hands. 


The new E-Class with DIRECT CONTROL. 


> Some people have to fight for 
control. Drivers of the new E-Class 
have it handed to them on a platter. 
Thenewly configured steering, with 
a 10% more direct steering ratio, 
reacts instantly to every command. 
The fine-tuned suspension offers 


enhanced stability and comfort 


on bends. While the precisely 
calibrated gearbox allows faster, 
more accurate gear shifting, 
translating into a surge of power 
precisely when you need it. Arrange 
for a test drive and experience 


the evolution of a new generation. 


Unlike any other. 
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Investing Abroad A Click Away ia AUI d cre rca 


CICI DIRECT'S RECENT TIE-UP WITH 
Penson Financial Services of us 
for launching overseas trading on 
its platform has resulted in a flurry 
of activity among the broking 
houses. Indiabulls and Man 
Financial are in talks with overseas 
partners to launch similar products 
in the coming months. ICICI di- 
rect is, of course, hoping that with 
the liberalising of the remittance al- 
lowance by RBI, to $200,000 (Rs 
80 lakh), greater amounts will be 
invested abroad and that it will enjoy the first mover advantage in this field. 
Says Anil Kaul, Head, icici direct: “Currently, we are offering the op- 
portunity to invest only on NYSE and NASDAQ, but we plan to offer access 
to other bourses as well, subject to regulatory approvals.” Brokerage 
charges will be $9 (Rs 360) or 0.75 per cent, whichever is higher. “We al- 
low only delivery-based trading—there will be no leverage or margin po- 
sitions—in stocks, ADRs, exchange traded funds, stock options and index 
options,” says Kaul. Investments can be made through rupee accounts and 
profits earned from such trades can be remitted to accounts in India, he 
adds. “Currently, the number of individual Indian investors participating 
in equities outside India is very small. Besides, when the Indian markets are 
doing so well, not many will want to invest in dollar stocks especially when 
the rupee is appreciating against the dollar,:” says Nirmal Jain, CMD, 
India Infoline. He, however, quickly add that this trend will pick up in the 
coming three-to-five years. 
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TEJEESH N.S. BEHL 


M&A Wave to Stay Buoyant 


T'S NOW CONFIRMED. INDIA S APPETITE FOR GLOBAL EXPANSION IS NOT A 
Taxes phenomenon and the trend is expected to gather force over 
the next five years. According to a recent Dun & Bradstreet study, the 
total number of M&A deals in India in the first five months of 2007 are 
worth $46.8 billion (Rs 1,87,200 crore) compared to $20.3 billion (Rs 
81,200 crore) in the whole of 2006. Telecom, pharma, healthcare, en- 
ergy and rr/rres are the primary sectors driving this trend. "Worldwide, 
the comparable figure was at $3.8 trillion (Rs 152 lakh crore). Leading 
the way were the energy & power, financial services, real estate and me- 
dia & entertainment industries," says Manoj Vaish, President & CEO, 
India, Dun & Bradstreet. 

Emphasising the importance of evaluation, Devinjit Singh, Head 
(Mergers & Acquisitions, India Investment Banking), Citigroup Global 
Markets India, says: “M&A needs to be more market-driven and buying a 
stake is no longer a bottom fishing exercise." 

PALLAVI SRIVASTAVA 
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CAS: Makes TV viewing expensive 


ET READY TO PAY MORE FOR 
G another staple of your daily 
life: TV viewing. If a recent 
TRAI proposal is implemented, 
Conditional Access System (CAS) users 
in Mumbai, Delhi and Kolkata could 


soon end up paying 4 per cent or - 


more for their monthly subscriptions. 

According to the TRAI notifica- 
tion, a subscriber in a Category A city 
who is receiving 35 free-to-air (FTA) 
and 35 pay channels and paying Rs 
150 plus taxes as on December 1, 
2007 can now be charged up to Rs 
156 (Rs 1504-4 per cent of Rs 150). 
However, the ceiling prescribed in 


the schedule is Rs 235 plus taxes, so 


those of similar channels, and al- 
lows broadcasters the freedom to 
form channel bouquets any which 
way they like. It also requires broad- 
casters to continue providing the bou- 
quets of pay channels as on 
December 1, 2007 without any 


change. The rates of such existing 


bouquets also must not be increased 
by more than 4 per cent. 

Having implemented CAS in 
Chennai and parts of Delhi, Mumbai 
and Kolkata, TRAI now want to ex- 


tend it to the remaining parts of the 


three metros. It is also examining a re- 
port on on and introduction 
of CAS to 55 more cities in time- 
bound manner. hrs 
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Lose Your Nosy Neighbours 


ERE'S ANOTHER CARROT 
Hax real estate develop- 
ers are using to entice buyers— 
several realtors, especially in 
Bangalore, are offering no- 
neighbour apartments to attract 
big-spending customers to their 
properties. 

Rather than offer an over- 
dose of “cool” add-ons such as 
gyms and club houses, which 
are now becoming commodi- 
tised, developers such as Mantri 
and the Pune-based Rohan 
Group, are now using another 
USP to attract buyers. 

Mantri Altius, on Raj Bhavan 
Road, has just one unit of 5,000 sq. 
ft on each floor of the apartment 
to give residents the same privacy 
they would get if they were staying in 
their own independent houses. It’s 
the snob value and the perceived ex- 
clusivity that's on offer that plays a 
key role in attracting high net worth 
apartment buyers. “Each unit is 
priced at Rs 13 crore and these are 
by far the most expensive apart- 
ments available in the city,” says 
Hari Menon, Vice President 
(Marketing), Mantri Developers. 


To ensure that the identity of flat 
buyers conforms to the desired pro- 
file, Mantri has screened and pre-se- 
lected residents for this upscale 
property and all units were sold 
out within days of completion, he 
claims. 

This trend is catching on and 
Mantri isn't the only one helping 
buyers lose their annoying neigh- 
bours. Behind Bangalore Airport, 
Rohan Jharoka, developed by the 
Pune-based Rohan Group, is tar- 
geting the rr crowd with its indi- 
vidual apartments priced at a much 
more affordable Rs 35-40 lakh on- 


India's Oil Econom 


By holding on to oil prices, the government à > S the shock. 


...So, Oil Firms are Losing Money on Every 
Unit Sold... 


Global Oil Prices are Rising... 





EN LPG ($/MT) แผ พ Petrol ($/bbD mime Kerosene ($/bbl) 
แต Diesel ($/obi) WEN Crude Oil (Indian Basket) ($/bbl) 
*Up to Oct. 4, 2007 
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^ Import parity price 
* Required increase — All figures are for Delhi 
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Apartment sans neighbours: A gimmick or... 


T"— Á p= 


wards. “We offer all the usual 
facilities such as a swimming 
pool and club house, but hav- 
ing a single unit in each block 
(one unit per floor) sets us apart 
from the clutter,” says a com- 
pany executive. Its USP is slightly 
different from what Mantri of- 
fers: Rohan Jharokha offers ex- 
clusivity without charging the 
world for it. 

In the Delhi region, builders 
like the Ansals had developed a 
few such projects in places like 
Gurgaon some years back. But 
in the current scenario of high dem- 
and for the usual “cool” apartments, 
realtors do not seem to have the 
time and inclination to get into the 
single-unit apartment format. Besides, 
they do not see it as a profitable 
proposition. *They are going for at 
least two flats per floor as the high 
costs in the NCR make it unprof- 
itable for developers to build such no- 
neighbour apartment blocks," says an 
architect working with a leading de- 
veloper in Greater Noida, located 
on the outskirts of Delhi. 

RAHUL SACHITANAND 
AND AMIT MUKHERJEE 


„This is Resulting in Massive Under 
Recoveries 





^ Estimated in July 2007 
*Current projecti 


All figures in Rs crore Source: Govt. data 
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Polls and the Sensex 


Conventional wisdom says the stock markets hate political uncertainty and that investors become nervous before 
general elections. But, as the charts below show, no such inference can be drawn by tracking the movement 
of the BSE Sensex three months before and one month after the six general elections that were held since the 
launch of the index in 1986. RISHI JOSHI 
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because they talk to the heart. 
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WHAT IS IT? Searching for the number of a restaurant, but can't find it? You 
can now query your search on SMS and send it to 54664 (5GOOG) and 
get results from Google's recently-launched local search in India. 


Wow! But is that all | can do? No, while a web search may not look the same 
on SMS if you send the query WEB «Search Item, Google will send you the 
first web result. 


And that is not all. Google also allows you to search for factoids—you can send 
the query 'Population India' or 'Capital 
Thailand' to 54664 (easily winning argu- 
ments against friends) and the service also al- 
lows you to check the weather if you query 
"Weather Chennai'. 


What is the catch? The local search service is 
only available in select cities currently. 


So, is it available on my phone now? Yes, but 
your luck is out if you are a Tata Indicom, 
Vodafone, MTNL or Spice customer. 


www worldstatesmen.o 
< = TU IE smen.orgA And cost? The same as a premium SMS; 


rates range from Rs 0.80 (BSNL) and Rs 2 


(Airtel) to Rs 3 (Aircel, BPL, Reliance) 
KM 








ECONOMY 


STATUS: $71 per tonne as on October 8, 
2007. 
Rising Steadily |. n 
63 66 2 = 


52 96 
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Figures in $ per tonne Source: BT research 





IMPACT: Soaring coal prices will impact 
industry, especially those dependent 
on coal-fired power. This will indirectly 
put pressure on all companies. In fact, 
rising prices make a strong case for 
trying out alternative sources like LNG 
(Ratnagiri is a classic example), re- 
newable sources or even nuclear energy. 


STATUS: $11.30 billion for the first 
six months of 2007. 


8 A Healthy 
Trend 


cn 






Figures in $ billion Source- BT research 


IMPACT: Rising FDI augurs well for the 
economy as foreign direct investment 
is not only a stable source of foreign 
exchange (unlike FII inflows, which 
are regarded as hot money), but also 
goes a long way in improving the 
investment climate in the country. 
COMPILED BY ANAND ADHIKARI 


IMS 


70,000 MW (=Rs. 2,80,000 crores) of new 
Thermal Power Projects need to be built to 
meet India's requirements by 2012. 
EE BGR Energy is one of the few 
STEM - companies in India qualified to build 
=» large Power Plants on turnkey basis. ! 
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POWER PROJECTS UNDER EXECUTION 
BOP: e 500 MW Coal-fired Vijayawada TPP e 500 MW Coal-fired Kakatiya TPP e 500 MW Coal-fired Khaperkheda TPP 3 
EPC: ๑ 92 2 MW CCPP. TNEB e 25 MW Coal-fired TPP. Sterlite Group (MALCO) BGR E NERGY SYSTEMS L TED $ 
COMPLETED POWER PROJECTS S. 
BOP: e 330 MW CCPP, Rajasthan e 23 MW Coal-fired Aditya Cements e 95 MW CCPP, TNEB 443, Anna Salai, Teynampet, Chennai - 600 018 India. 3 
r EPC: e 120 MW CCPP, Aban Power www.bgrcorp.com k 





BGR GROUP: sPower Projects «Captive Power sEnvironmental Engineering s Air Fin Cooler แ Oil & Gas Equipment แ infrastructure s Electrical Projects 


The Company and certain selling shareholders of the Company are proposing, subject to market conditions and other considerations, a public issue of the equity shares of the Company and the Company has 
filed a Draft Red Herring Prospectus with SEBI. The Draft Red Herring Prospectus is available on the website of SEB! at www.sebi gov in and the respective websites of the Book Running Lead Managers, SBI 
Capital Markets Limited, Kotak Mahindra Capital Company Limited, UBS Securities India Private Limited and CLSA India Limited at www.sbicaps.com. www.kotak.com 

www.ibb.ubs.com/Corporates/indianipo and india clsa com, respectively. Any potential investor should note that investment in equity shares involves a high degree of risk. For details, see the section titled "Risk 
Factors” of any Red Herring Prospectus, which may be filed with the Registrar of Companies in future. Potential investors should not rely on any Draft Red Herring Prospectus filed with SEBI This press release 


does not constitute or form part of any offer or invitation to sell or issue, or any solicitation of any offer to purchase or subscribe for, any equity shares, not shall it or any part of it nor the fact of its distribution form 
the basis of, or be relied on in connection with, any contract or investment decision 
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Fortis 

Open Offer to the 
shareholders of Malar 
Hospitals Ltd. by Fortis 
Group and Oscar 
Investments Ltd. 


2007 


INTER 
PUBLIC 


GROUP 


Acquisition of 5196 stake in 
Lintas India Private Ltd. by 
Interpublic Group of 
Companies, Inc 


2007 


Bl (๓ อ เข เก ญ่ อ Seice ited 


HIMATSINGKA SEIDE LIMITED 


Acquisition of 7096 stake in 
Giuseppe Bellora SpA, Italy by 
Himatsingka Seide Limited 


2007 


www.ambitholdings.com 





HEIDELBERGCEMENT 
Acquisition of 51% stake 
in Mysore Cements by 
Heidelberg Cement AG 


2006 


O00) 





Acquisition of 100% 
stake in ARC India 
Limited by TNT 


2006 


SHIRKE 


Sale of 100% stake in 
Shirke Construction 
Equipment Private Ltd. 


to Manitowoc Compony Inc. 


2007 





zas 


Merger of Air India 
Limited and Indian 
Airlines Limited 


2007 


” 7 
BNP PARIBAS 
# LEASE GROUP 


Joint Venture with SERI 
Infrastructure Finance 


2007 


VIacoM 


Joint Venture 
with TV18 Group 


2007 


Ee WM 


Restructuring of 

UB Group's spirits 
businesses into 
United Spirits Limited 


2007 


Werger of Lord Krishna 
ank with Centurion 
ank of Punjab 


007 


ELEVISION EIGHTEEN 
INDIA LIMITED 


Qualified Institutional 
lacement INR 2,000 Mn 


`o-Book Running 
ead Manager 


‘(007 


Bapat Pady 


- .. 


\cquisition of 100% 

iquity stake in Radio Operations 
# Living Media Group by 

IDTV News, Astro All Asia 
letworks and Others 


'006 


Enjoy cod x 
CINEMAX. 
Initial Public Offer of 


equity shares 
aggregating INR 1382 Mn 


Book Running 
Lead Manager 


2007 


TEN S SPORTS! 
Acquisition of 50 
stake in Ten Sports by 
Zee Sports 


2006 


SAKSOFT 
Acquisition of 100% 


stake in Acuma Group, UK 
by Saksoft 


2006 


he abacus is a simple tool. It can help a user perform complex 
nathematical operations at high speeds. At Ambit, the business 
ว ๐ | is acumen. Which means insights matter, mere facts don't. 
md the solutions come from questions rarely asked. Ambit. What 


ve do is simple...but not easy. 


Rights Issue of 
equity shares 
aggregating 

INR 1,100 Mn 

Sole Lead Manager 


2007 


fado tee 

โอ ๕ ๓ ๕ แด แว ร ว 

Sole of 7.14% 

equity stake by the 
promoters of 

Writers & Publishers Limited 
to a Warburg Pincus 
affiliate 


2006 


M 


marico 


Acquisition of ‘Nihar’ brand 
from Hindustan Lever Ltd. 
by Marico Industries 


2006 


—— AMBIT 


Acumen at work 


Investment Banking * Institutional Equities * Private Client Services * Weolth Management * Private Equity * Asset Management 





bt trends 


p WATCH A bird's eye view of what's hot and what's 
= not on the government's policy radar 





OWN A JET, ANDTHE RUNWAY TOO 


RIVATE JET OWNERS IN 
Poza might be allowed 
their own airport and run- 
ways. The government is 
working on a policy that will 
make it possible soon. In 
view of the growing number 
of private jets in the country, 


the Ministry of Civil Aana tt 


Aviation has decided to sup- E > ช่ ส่ Be 
port this segment, referred 
to as general aviation in the 





the coming years. 

CEOs who own at least 
one private jet include 
Mukesh Ambani of 
Reliance Industries, Anil 
Ambani of Reliance ADAG, 
Vijay Mallya of the uB 
Group, G. Mallikarjuna 
Rao of GMR Industries and 
K. P. Singh of DLF. 

With the economy ona 
roll, India has emerged as a 


international market. High fliers: No more waiting in the queue key market for private jet 


The Directorate Gen- 
eral of Civil Aviation plans to set up separate termi- 
nals for private jet owners in metros. In smaller 
towns, à private airport and an airstrip might be per- 
mitted. Currently, there are around 130 private jets 
in the country. This number is expected to swell in 





NEW DEAL FORLAND OUSTEES 


CQUISITION OF LAND FOR DEVELOPING LARGE NEW 

A i might now come with a different flavour, 
offering greater flexibility to the developer as well as the 
land oustee. The new national Rehabilitation and 
Resettlement (R&R) 


NOD FOR RRR POLICY policy gives landown- 


s th ti f tak- 
m Cabinet clears National Policyon syn ee 


is ว | 
Rehabilitation and Resettlement Ing 20 per cent of the 
— rehabilitation grant as 








m Displaced families to be given a shares in the projects 
_ Stake in the project — that displace them. 
m Jobs for affected family members The government 


can also give prior 
approval for hiking the proportion given as shares to as 
much as 50 per cent of the grant. To avoid discontent 
among the oustees, the policy lays emphasis on a strong 
redressal mechanism. 

A National Rehabilitation Commission is proposed 
to be set up. At the district and project level, there will be 
standing R&R committees and an ombudsman. While 
the government has attempted a liberal R&R policy, it 
remains to be seen how the oustees take to it. 

RISHI JOSHI 
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manufacturers who are tar- 

geting companies in the real estate business, SEZ devel- 

opers and hoteliers. As Indian companies expand 

globally, CEOs are realising that private jets not only 
provide comfort, but also convenience. 

RISHI JOSHI 





FDI EAE SOON 


"HE GOVERNMENT PLANS TO 

quickly open up the services ` 

segment of the aviation business. 
As part of the FDI policy review, it 
plans to allow 100 percent FDI in - 
the maintenance, repair and 
overhaul (MRO) business, where 
companies like Boeing and 
Airbus have shown keen interest. 

Commerce Minister Kamal Nath hopes to take 
the proposal to the Cabinet shortly. 

As part of the policy overhaul, the government 
also plans to drop the norm that makes it mandatory 
for foreign oil marketing companies to divest 26 per 
cent of their equity over a five-year period. 
Companies like global gas major BG, which is in the 
gas marketing business, will benefit from this provi- 
sion. While the Commerce Minister has been 
attempting to push through the revised FDI norms 
over the last few months, it remains to be seen if this. 
time around, he can. 





AMIT MUKHERJEE 


—HEPTE: 


Better sound through research” 





Sel Gl wi every 


pu xchaÊse of ‘a Lifestyle System 





Lifestyle* 48 Series II! DVD Home Entertainment System 


๑ The Lifestyle® 48 DVD Home Entertainment System - with Jewel Cube* 
speaker arrays and a hideaway Acoustimass® module deliver dramatic 


sound for movies and music. 
e The ADAPTiQ? audio calibration system customizes sound to your room. 


๑ Store content from hundreds of CDs in the elegant media centre and the 


New uMusic™ intelligent playback system listens to you as you listen to it. 


๑ The Bose® link allows seamless expansion for sound in other rooms of 


your house. 


System before 11" November, 2007, 
get a gift of 
the Wave* Music System 








‘or more information or to place an order : Call free 1-800-1 1-BOSE (2673). SMS 'QUERY' at 989 970 2673. 
/isit us at www.boseindia.com Please quote reference no. MAG25 
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P-WATCH COLUMN 





MEA CULPA 


THE MINISTRY OF EXTERNAL AFFAIRS 
(MEA) has been under fire in re- 


. cent times for supporting oil 


investments in Myanmar, where 


pro-democracy protests are be- ` 


ing crushed. It appears to be 
making another mistake: choice 





of persons to implement its pol- 


icy. The senior official handling 
the Libya desk has recently 
been denied travel to this dic- 
tator-run country. The reason: 


. when his passport was scruti- 


nised by Libyan officials, they 
found that he had travelled to 
Israel at some point in time in 
his official capacity. Diplomatic 


immunity has little meaning in 


such situations. 
BC 


LESS PAPERWORK 

TRIMMING BUREAUCRACY BORDERS 
on wishful thinking. A few years 
ago, when their salaries were 
up for revision, they took the 
easy route and did not imple- 
ment the entire package that 
included downsizing. However, 


- in another sphere, a ‘genuine - 


attempt' is now underway. The 


back office of the Cabinet is 


now seeking proposals in as few 
sheets of paper as possible. In 
fact, the Cabinet proposal for 
the FDI policy will be in no more 
than five pages. One thing is 
for certain; brevity brings clarity. 

BC 


L 
200 


The why, what and how-to of policy making. 





HOW TO SAVE PHEIDIPPIDES 


HE SCORCHING PACE AT WHICH THE SENSEX IS ASCENDING NORTH- 

| wards is being greeted with applause as well as apprehension. The 

latter, for obvious reasons. One would not like a replay of a Greek 

tragedy, of the kind played out in circa B.C. 490. Around that time, 

Pheidippides, a sprinter, successfully completed 26 miles and 385 yards 

to inform Athens of Greece's victory over Persia in Marathon (the basis 
for the Olympic event). However, shortly thereafter, he died. 

First, the reason for the sprint. The rising Sensex, which has crossed 
the 18,000 mark, can be largely attributed to the gushing flow of FII 
funds. First, it was the subprime debacle in the us, which directed capital 
flows to destinations like India. This was bolstered by the us central 
bank's decision to cut the benchmark interest rates, lest 
the American economy chokes. The inflows, unfor- 
tunately, have not been discerning about their 
destination; in effect, driving up even poor 
quality stocks. The danger: flight of capital at 
the slightest provocation to better invest- 
ment destinations. 

The government, on its part, is attempt- 
ing to stem the inflows by partially closing 
the gates. FH inflows through the 
Participatory Notes route are planned to be 
discouraged by raising the transaction costs for 
such investments. Further, to mitigate a side 
effect of this development—a rising rupee—RBi has 
mopped up large volumes of dollars and is releasing the 
domestic currency, a transaction that involves a cost. 

Checking the demand side is, however, one half of the solution and 
perhaps a sub-optimal option. A better alternative will be to address the 
supply end. The government should consider equity offerings in quality 
public sector companies to satiate the demand of Fils. Past experience has 
it that there is significant appetite for such stocks. In fact, the most recent 
of the lot, Power Grid Corporation, got a warm reception in the market, 
enjoying an oversubscription by a factor of 64. In fact, one of the reasons 
for NTPC to plan an equity offering is the lack of adequate liquidity in the 
stock to reflect valuations. This approach will also ensure that the gov- 
ernment gets a good price for the investments made in these companies. 
Unfortunately, political compulsions do not allow privatisation. And, 
that should define the extent of equity offering—up to 49 per cent equity 
in PSUs. And, there is plenty of headroom left in quality Psus across sec- 
tors. For instance, in the power sector, in NTPC alone, the 37.5 per cent 
equity headroom could technically fetch as much as Rs 60,000 crore at 
current market prices. Equity offloads in PSU oil companies like 10C, GAIL 
and ONGC will also reap rich rewards. 

The politics of such a proposal only makes it, if anything, attractive. 
Given that the government is busy placating the Left parties on the 
nuclear deal issue, it might as well extract a concession on this count. 
That will be a fair quid pro quo. 

BALAJI CHANDRAMOULI 
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NAUTICA FEAGSHIP — MA... Mahal (next to Mocha), Chur e. 2204638495 ๑ New Delhi - E-Z uth 
Extension-2. 46014011/10 © Bangalore - Vittal Mallya Road. 41120841/42 e Pine - Bund Garden Road. 66208873/1636 + 


Chennai - Khader Nawaz Khan Road, Nungambakkam. 28332728/64502120 * Chandigarh - Sector 17E. 0172-2708867 
๑ Ahmedabad - Iskon Mall, SG Highway ๑ Also available at Central - Ascent Mall, Ganesh Khind Road, Pune 
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NUMBERS OF NOTE 
NEWS 
RAJENDRA KUMAR PACHAURI 41.8 million: The number of people who are 


directly or indirectly employed in the tourism sector in 
India, according to a study by Elixir Web Solutions 


Rs 100 crore: The amount IIM-C is investing over 
three years to remodel its campus to make room for 
more students and give it an international look 


$2.7 billion (Rs 10,800 crore): The amount 
Indian companies and India-related investment 
funds raised on the Alternative Investment Market 
(AIM) in 2006, according to CII 





| $2 billion (Rs 8,000 crore): The amount Vodafone 
! RK. Pachani: Another feather in his cap will spend a year in India 


M T'S REWARDING TO BE A CLIMATOLOGIST THESE DAYS, Rs 9.200 ) 
, crore: The expected size of the 
especially if you are as passionate about nale 5  & commerce market in India by the end of 2007-08, 


Rajendra Kumar Pachauri. The 67-year-old Pachauri = according to an IMAI and IMRB survey 
is. Chairman of the Intergovernmental Panel on 


Climate Change, which won this year's Nobel Peace 
Prize along with former US Vice President Al Gore. 
This is yet another feather in the cap of Pachauri, 
| ud edendi ebria 198 y then as Rs 20,000 crore: The money expected to be 
Director General from 2001. Speaking to the media, raised through IPOs in November 2007, the biggest 
| ALS ROT DY LO Fiet IN KR A funds mop-up in a single month 
after the announcement, Pachauri said: "This award 
thrusts a new responsibility on our shoulders. We 
ต กา en esencia piles io go" Rs 60 970 crore: The total tax collected from 
Pachauri, who was awarded the Padma Bhushan March 1, 2007 to August 31, 2007 
in 2001, is arguably the most influential voice in | 
India's environmental sector and is largely responsible $3.2 billion (Rs 12,800 crore): FII investment in 
for t the sector now being perceived as "cool". September 2007 compared to $1.32 billion 
He began his career as a manager at the (Rs 5,280 crore) in September 2006 
Varahasi-based Diesel Locomotive Works in the 
1960s but soon left for the North Carolina State Rs 9.50 lakh crore: Projected AUM of the 
University from where he obtained an MS in Industrial domestic mutual funds industry in 2010, up from 
Engineering, and later a PhD in Economics. Pachauri Rs 4.67 lakh crore in July 2007 
is also an avid cricket buff. A workaholic who puts in 
17 hours every day of the week, he still finds timeto $7.05 bition (Rs 28,200 crore): External 
play cricket in inter-corporate tournaments. commercial borrowings of Indian companies in 
The Nobel Prize, in some ways, bringshimand ^ the April-June quarter of 2007-08 
Gore back a full circle. The latter, opposing his 
candidature at the IPCC, had called Pachauri, whom 57,93 1 tonnes: Global organic cotton 
George W. Bush had backed, a "let's drag our feet" production in 2006-07 
candidate. The IPCC Chairman, who had then hit 
back at the “derogatory remarks", obviously feels di- BQ per cent: Temporary staff who 
Terently now. . “I feel ac deor ds some- quit jobs before completing their 
distinguishe' contracts 


0.8 per cent: India's current share in world trade, 
compared to 3 per cent in 1947 











ME ee 3 MANU Kaushik $3 billion (Rs 12,000 crore): 
"E | India's annual leather exports 
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ks 9r registered trademarks of Nokia Corporation. 


nnecting People 


With the Nokia Bluetooth 
Headset BH-900, you can hear 
conversations better, even in 
a noisy office or airport, 
thanks to Digital Signal 
Processing. And thanks to the 
adjustable sliding boom, 
other people can hear you 
better. If you use your phone 
and headset for business and 
pleasure, choose quality you 


can count on 


$ Bluetooth BH-900 O Q Q @ < © e 


Rs. 4970/-* Rs. 1770/-* Rs.2010/-* Rs. 2510/-* Rs. 3210/-* Rs. 3400/-" Rs. 4150 


Bluetooth ta registered trademark of Bluetooth SIG Inc. Devices need to Support Bluetooth wireless rex hnology Interoperabitity between the device and other product supporting Bluetooth wireless technology S 
not guaranteed and depends on compatibility For more information on the compatibility berween the devices with other product supporting Bluetooth wireless technology. please check with the manufacturer 


" : ki ¿ A - 30303838* Always insist on original Nokia India Warranty to safeguard against buying used, refurbished or tampered phones. Nokia India Warranty is applicable only 
0 เต ล 2329292929 | forphones imported by Nokia India Pvt. Ltd # For assistance on Nokia products and services, call Nokia Care. Add STD code when dioiling from a GSM 
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to Start a Business in Indi 


A recent World Bank report ranked India at #120 in Ease 

Doing Business and said it takes, on average, 35 days 
start a business in Mumbai and 52 days in Delhi. f 

this time increases considerably if you propose to 

up a factory, which involves a slew of additio 

procedures and requires dozens of additio 

clearances. In Australia, it takes only two d: 
and in Singapore, five. AMIT MUKHER 


Estimated time 
for clearance 


(IN DAYS) 


NEW POWER BROKERS / ARE EMERGING IN GLOBAL CAPITAL MARKETS 
lar investors, Asian sian funds, and private equity firms 


Papa on oepama important roie MON wala 





e 


Excluding cross-investments between them, oil investors, Asian 
Central Banks, hedge funds, and private equity firms collectively 
held $8.7 trillion in assets at the end of 2006. Together, they 
represent some 5 per cent of the world's $167 trillion in financial 
assets—a considerable leap forward, given that five years ago, 
they were on the fringe of the global financial system. 

The size of the four new power brokers, and their influence on 
global capital markets, will continue to expand. Given current 
growth trends, their assets are expected to reach $20.7 trillion 
~ by 2012, 70 per cent of the size of global pension funds. But 
even if oil prices fall, China's current account surplus declines, 
and growth in hedge funds and private equity slows, the assets 
of these four players will nearly double over the next five years, 
increasing to as much as $15.2 trillion by 2012. 
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TO BE PRECISE 


“We see it (Facebook) as a project and as a 
community where people are actually having 
fun with each other, rather than paying to have 
fun or thinking that someone is running this as 
a professional enterprise” 

Rajat Agarwalla, creator of Scrabulous, a popular Facebook adaptation of 
the word game Scrabble, in New York Times 


“India needs to realise that while the wind is 
blowing in her direction, there is a very thin 
line between confidence and conviction, and 
between exuberance and foolhardiness" 

Uday Kotak, Vice Chairman and MD, Kotak Mahindra Bank, in 


Hindustan Times 


“Most people (in India) do not know how to 
present a gift. They buy expensive gifts but 
insist that the packaging should be free” 

Anil Moolchandani, CMD, Archies, in The Times of India 


“We could not take a lot of action because the 
government would not let us. Even if we want, 
we cannot have Nobel laureates and deans of 
foreign B-schools on our board" 

Bakul Dholakia, former Director, IIM-A, in The Indian Express 


"We are seeing the birth of an entirely new 
Indian entertainment industry. Giving people 
freedom to download a movie or a song and 
watch it or listen to it at whatever time they 
want to is a wonderful feeling" 

Rajjat A. Barjatya, Managing Director, Rajsbri Media, in Fortune 


“It (India) is a country on the move. You see 
the impact of growth, from construction, from 
seeing that the cities are quickly transforming. 
Plus, there's the people's ‘can-do’ attitude, 
which I only saw years ago in China" 

Isabel Guerrero, Country Director (India), World Bank, 


m The Economic Times 


"What is it that is missing in life that they 
(Google's G-Phone) are going to fulfill?" 


Arun Sarin, Chief Executive, Vodafone, in www.mobilemarketingnews.co.uk 


"India is a different market and flexibility is 
the buzzword" 
Akhil Gupta, MD of Blackstone in India, on PE deals, in BusinessWeek 


bt, noted 


SOLD: By Hero 
Honda, the world's 
largest manufacturer of 
two-wheelers, its 20 
millionth motorcycle in 
the country. The bike 
was rolled out at a glittering ceremony 
attended by, among others, Bollywood 
star Hrithik Roshan. To mark the oc- 
casion, the company is offering dis- 
counts on its entry-level bikes. 





BOUGHT: By Lupin Laboratories, 
the Rs 247-crore Kyowa 
Pharmaceutical Industry, one of the 
Top 10 generic pharmaceutical com- 
panies in Japan, which is the 
second-largest pharmaceutical market 
in the world after the US, with a mar- 
ket size of $60 billion. 


UNVEILED: By SEBI, draft regula- 
tions for bringing investment advisers in 
the country under its regulatory control. 
The regulations define investment ad- 
vice: as advice rendered for sale or 
purchase of securities for a considera- 
tion, which could also be a non-cash 
consideration. The regulations also 
prescribe a certification process for 
each investment adviser, their general 
obligations and disclosure requirements 
to clients. 


RECEIVED: By Morgan Stanley, a 
licence to operate as a merchant banker 
in India, from SEBI. The company can 
now undertake advisory and under- 
writing services. The Wall Street gi- 
ant had applied for the licence after the 
formal termination of its seven-year-old 
joint venture with Nimesh Kampani's 
JM Financial Group earlier this year. 
Morgan Stanley has more than 600 of- 
fices in 32 countries. 


PLANS TO DELIST: From Indian 
stock exchanges, iGate Global 
Solutions, a mid-sized software services 
company. CEO Phaneesh Murthy says 
it is an effort by the company's US- 
based parent iGate Corp. to clean up 
the "capital structure" of the company. 
Institutional investors such as DSP 
Merrill Lynch and Citigroup hold shares 
in iGate Global. 


NAMED: By Asia- 
money magazine, 
Ratan Tata, Chairman 
of the Tata Group, as 
the most influential 
businessman in the 
Asia-Pacific. Tata topped the list of 
100 most influential businessmen in 
the region. Reliance Chairman Mukesh 
Ambani was in #4 position. 
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BITE SEES SPECTRE 





BITE meet: A brainstorming session 


AST FORTNIGHT, WHEN THE BOARD OF 

India Today Economists (BITE) 
met for a brainstorming session on the 
Indian economy and its general di- 
rection, there was broad consensus 
that a slowdown seemed to be de- 
veloping, though the board members 
were divided on the nomenclature— 
a definitive slowdown or an antici- 
pated soft-landing? But regardless of 
the language, the Board expected 
economic growth to moderate to 8.5 
per cent from 9.4 per cent. 

There has been a drop in domes- 
tic retail consumption in areas such as 
automobiles, real estate and consumer 
durables in response to hardening of 
interest rates over nearly three years; 
and the rising rupee has hit exports 
hard. The Board was unanimous that 
a stronger rupee is definitely a lia- 
bility. AV Birla Group's Chief 
Economist Ajit Ranade pointed out 
that domestic industry will not be 
immune to the impact of currency 
appreciation as imports become more 
attractive. "If the US economy really 
slows down significantly, India may 
be hurt less than China but it will 
be hurt," said Shankar Acharya, mem- 
ber ICRIER. 

Solutions? All the usual stuff pre- 
scribed by BITE for over five years 
now—spur growth in agriculture, im- 
prove infrastructure, particularly power, 
overhaul the labour market and the ed- 
ucation sector and increase invest- 
ments in public health. 

SHALINI S. DAGAR 


SHINOD AP 
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INDEX 
Markets hit dizzying highs. 
BT 50 
685.80 
464.80 








Oct. 15, 2007 


- Oct. 15, 2007 


. , LJ 
India's Economic Challenges 
India needs more economic reforms to deliver the benefits from growth to larger 
sections of its population, says a recent OECD report. 


Annual growth in GDP per capita has accelerated from just 1.25 per cent in the three decades 
after Independence to 7.5 per cent currently. This rate of growth will double average 
income in a decade. Potential output growth is currently estimated to be 8.5 per cent 
annually and India is now the third-largest economy in the world in PPP terms. 


Growth of Indian GDP Per Capita 
8 
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1951 2007 
Source: OECD estimates 


A Global Comparison of Employment Protection Legislation 

The level of employment protection needs to be reformed in order to increase 

employment, particularly in large economies. Laws governing regular employment 

contracts in India are stricter than those in Brazil, Chile, China and all but two OECD 

countries. 
United States 

United Kingdom 

Switzerland 





The indicator score represents the least to most restrictive 


Source: India: OECD computation:OECD (2007), Going for Growth; OECD (2006), Economic Survey of Brazil; 
China: OECD estimate. 
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Built by Volkswagen, the No.1 car brand in Germany and engine keeps the car steady even at high speeds. While the 
Europe’, every part of the Passat TDI has been checked, 6-speed DSG gearbox combines the virtues of a silky 
re-checked and checked again before we say ‘Ja’ (‘Yes’ in smooth gear shift with high fuel efficiency. Then, there is 
German) it's ready to hit the road. This attention to detail our 12-way seat adjustment system that keeps you in 

is probably why it has won the most prestigious car awards superlative comfort. The thoughtfully crafted Passat TDI ' 
till date. Of course, intricate detailing is not the only thing has arrived. 

Passat owners can look forward to. Its powerful TDI diesel Discover your own reason to say 'Ja'. 


2.0 TDI. 103 kW (140 bhp). 6-speed DSG gearbox. Bi-xenon headlights with headlight cleaning system. Electric sliding / tilting glas: 
manual sun blinds in the back. 8 airbags. ABS & ESP. “Climatronic” air conditioner with 2-zone temperature control. Rain s 
6-disc CD changer with MP3 player function. Features mentioned here are not available in all versions. 


For further details, please contact our authorised Volkswagen dealers: Bangalore: Elite Motors (0)9972922144 


We dont let it go until we say 'Ja' 11,348 times. 


The Passat from Volkswagen. 


seats with electric 12-way adjustment. Parking sensors at front and rear. 215 / 55 R 16 alloy wheels. Leather upholstery. Electric and 
and Drive" starting function. Electronic parking brake. Automatic driving light control with "Coming and Leaving home" function 
published by Kraftfahrt-Bundesamt (Federal Motor Transport Authority in Germany) and ACEA. 


/ Noida: Kashyap Group (0120)2462601 -5 Mumbai: Presidential Cars (022)24364801-6 
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Man Friday 


Jai Corp, a company owned by Anand Jain, has a crucial role to play in a slew 
of Mukesh Ambani's mega-projects. MAHESH NAYAK 


N JANUARY 2007, BUSINESS 

Today ran a story on Jai 

Corp, a company owned by 

Anand Jain and family, and 

its role in the implementation 
of Mukesh Ambani's special eco- 
nomic zones (SEZs). Since then the 
Jai Corp stock has surged nearly 
650 per cent, to Rs 1,076.85 on 15 
October 2007 from Rs 145.34 on 
2 January 2007. The story has 
since moved ahead, along with the 
stock, with Jai Corp playing a cru- 
cial role in the SEZS and other in- 
frastructure-related projects (see 
Witb a Little Help...) 

Jai Corp along with the 
Reliance group intends to build 
two multi-project SEZs on 17,500 
acres of land in Navi-Mumbai and 
Mumbai (land acquisition for a 
Mumbai SEZ is in progress, while 
5,250 acres for the Navi-Mumbai 
SEZ have been purchased). The 
Ambani-Jain duo—Jain will hold a 
10 per cent stake in these proj- 
ects—will also develop a port at 
Rewas (on the outskirts of 
Mumbai), and will bid for projects 
such as a proposed international 
airport, a metro rail and a trans- 
harbour sea link. Jain will be in- 
volved in putting up a power plant 
and a dam for the two SEZs, too. 
The total outlay for all these ven- 
tures is estimated at Rs 33,700 
crore, of which Jain's share will be 
Rs 2,630 crore. 

It's the sheer potential for 
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growth via these ventures that’s 
pole-vaulted Jai Corp amongst the 
top 25 performing stocks on the 
BSE. Jai Corp’s involvement in these 


projects has resulted in Enam 
Financial Consultants projecting a 
valuation of Rs 10,700-13,500 crore 
for the company. According to the 





domestic brokerage, a 10 per cent 
stake each in the two SEZs has been 
collectively valued in the Rs 9,000 
crore-11,600 crore range. The mar- 
ket, for its part, sees even more 
value in the company, with the mar- 
ket cap at the time of writing stand- 
ing at Rs 18,590 crore. 

BT made repeated attempts to 
contact Jain, but he remained un- 
available. Currently, he's busy work- 
ing out his share of the funding 
modalities in the Reliance projects. As 
on June 30, Jain and family own 
nearly 88 per cent of Jai Corp. The 
promoters have begun to dilute their 
stake by offloading stock in the open 
market (on October 15 they sold 
2.19 crore shares to riis). The comp- 
any has already issued bonus shares in 
the ratio of 1:1 as well as split the 
stock to a face value of Re 1 from Rs 
10 per share. It has also raised the Fi 
investment limit to 49 per cent. 
According to Enam, the company 
plans to raise Rs 1,400 crore through 
infusion of fresh equity; this will 
dilute the promoters' holding by 13 
per cent stake. Jai Corp will also 
raise debt of Rs 800 crore and fund 
Rs 480 crore from internal accruals. 
The internal accruals will be the 
fees garnered from two infrastruc- 
ture funds. In early 2006, Jai Corp 
had incorporated two wholly-owned 
subsidiaries, Urban Infrastructure 
Trustees and Urban Infrastructure 
Ventures. Analysts expect cash flows 
over the next eight years through the 
funds to be Rs 2,000 crore. 

If you're wondering what Jai 
Corp has been up to for so long, it's 
in the businesses of steel, plastics 
and textiles. The company plans to 
hive off its steel division on account 
of thinner margins, and plans to 
expand the plastic processing busi- 
ness. Currently the stock of Jai Corp 
is trading at a P/E ratio of 177 times. 
For the first quarter ended June 30 
2007, Jai Corp reported a profit 
of Rs 34.04 crore, on revenues of Rs 
51.2 crore. Clearly, Jain has got a lot 
of work ahead of him. 





Mahindra's Toy Story 


The $4.5-billion industrial giant is making its retail push. 


ET ANOTHER CORPORATE POW- 


‘erhouse has decided to mark | 
egeta! Ga she Íodian retail — 
scene. The $4.5-billion auto major, - 
Mahindra & Mahindra (M&M), 
has decided to enter the Indian ` 
retail space by selling lifestyle prod- 


ucts like toys and apparel. The 
Paes currently markets and dis- 
tributes products like kids apparel 
and toys of international brands to 
wholesalers and distributors thor- 
ough group company Mahindra 
Intertrade. Intertrade also mar- 
kets, imports and exports steel, 
engineering products etc. 
“We have been trading products 
like apparel, toys of companies 
like Lego, Disney, and Mattel Toys 
with wholesalers. But now we are 
entering the retail space. It’s noth- 
ing but a natural extension of our 
business,” says K. Venkatraman, 
Managing Director, Mahindra 
Retail. He, however, refuses to 
provide 2 any further information, 
citing that the venture is still at a 


nascent stage. 

M&M is the fourth large Indian 
business group to announce a retail 
venture, after Reliance Industries, 
Unlike the other three, which plan 
to sell household groceries or farm 
fresh produce targeting the mass 
tiarket, Mahindra's retail EN 


Debt 





'Be 3 
Not Proud 


Is the credit profile of Indian 
firms getting worse? 


HE BIGGEST AND THE MOST CRED- 
ible domestic rating agency in 
India, CRISIL—owned by Standard & 
Poor's—has sounded alarm bells 
for India Inc. CRISIL’s new-found 





Venkatraman: Natural extension 


ing will be a more specialised one. 
“Specialty retailing is a huge op- ` 
portunity. Everything cannot be 
sold by one hypermarket. In that 


sense, what Mahindra is doing ` 
seems exciting," says Arvind K. 


Singhal of Technopak, a retail 
consulting and research firm. 
However, considering that 
M&M has businesses in real estate, 
logistics and infrastructure, it is 


likely that its retail. plans may ex- 


tend to other areas too. For ex- 
ample, M&M's group company 


; Mahindra ShubhLabh Services 


malls in Europe. That has led to 
speculation that M&M might ac- 
tually make a foray into food re- 
tailing, which accounts for the 
lion's share of the $328 billion 
Indian retail market. 

T.V. MAHALINGAM 


concerns are two-fold. One, for the 
first time in five years, downgrades 
of companies (based on their credit 
profile) outnumbered the upgrades. 
This comes in the wake of the multi- 
billion dollar acquisitions that Indian 
business has pursued on foreign 
shores. The second worry is on the 
profitability front, with margins 
likely to get impacted courtesy high 
input costs. Add to this the sharp in- 
crease in debt in a high-interest rate 
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CRISIL's Kudva: Striking a cautious note 


regime, and a potentially bearish 
picture is complete. 

Clearly CRISIL has its reasons for 
Its cautious noises, which punters on 
Dalal Street would do well to take 
heed of. Even as the indices appear 
oblivious to these warning signals, 
handing out heady valuations to 
companies in fast-growth sunrise 
sectors like financial services, CRISII. 
feels that it's precisely such sectors 
that may be treading on eggshells. 
The rating agency warns that a 
slowdown in credit growth and a 
high cost of deposits have the po- 
tential to derail the financial services 
sector's gravy train. “The high in- 
terest rates will continue to result in 
higher delinquencies, especially in 
the retail (investors’) portfolio," be- 
lieves CRISIL. 

On the whole, CRISIL says the 
ability of Indian companies to man- 
age acquisitions and expansions, 
along with their capital structure, 
will be a key decider of their ratings 
over the medium term. Points out 
Roopa Kudva, Managing Director 
& CEO, CRISIL: “We expect credit 
quality to be increasingly driven by 
companies’ success in integrating 
acquired entities and managing ca- 
pacity expansions.” 

The big downgrades of 2007-08 
includes big names like steel major 
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Tata Steel (which had bought 
British steel giant Corus early in 
the year), and Aditya Birla’s alu- 
minium giant Hindalco (which pur- 
chased aluminium rolling major 
Novelis for $6 billion in February); 
smaller companies like Essel Mining 
and India Glycols also feature on 
the downgrades list. In fact, six of 
the seven downgrades during the 
first half of 2007-08 were due to 
acquisitions or large-funded ca- 
pacity expansions, thereby con- 
tributing to the sharp reversal in 
the hitherto improving trend of 
corporate India's credit quality. 
The aggressiveness of Indian 
companies’ growth plans is also il- 
lustrated by a study of about 70 
CRISIL-rated companies with a total 
turnover of Rs 2.6 trillion. The study 
reveals that the total planned capital 
expenditure between fiscal 2008 and 
2010 is expected to be nearly 1.4 
times the aggregate net worth of the 
companies as on March 31, 2007. 
This is in comparison to a figure of 
0.6 times for the fiscal 2005-07 pe- 
riod. Clearly, India Inc is passing 
through a cycle of high capital ex- 
penditure, not too different from a 
similar phase in the nineties. Will 
history—in the guise of defaults and 
overcapacity—repeat itself? 
ANAND ADHIKARI 


ม นะ ห อ อ หร ย์ 0 0 
Opium for 
the Masses 


Festival advertising may attract 
Rs 200 crore this year. 


HE FFSTIVE SEASON OFFERS UN- 
likely opportunities to the most 
unlikely of advertisers to paint the 
town red. Let's start with the re- 
cently-concluded Ganesh festival in 
Mumbai, which is an opportune 
time for brands like Manikchand 
Oxyrich (mineral water), from 
Dhariwal Industries, to plaster its 
banners at the city's most popular 
Ganesh mandals. Another company 
that saw an opportunity for below- 
the-line activity during this festival 
was Champagne Indage, for its 
Riviera brand of wines. Cement ma- 
jors (and competitors) like ACC and 
Ultratech too were prominently on 
display during the 10-day festival. 
But it's not just banners and hoard- 
ings that these companies resort to. 
A few of them are willing to sponsor 
a day's prasad, and others run con- 
tests. Ranjit S. Chougule, Mp, 
Champagne Indage says: “Festivals 
such as Ganesh Utsav offer a good 
medium to promote and advertise 
our brands as there are so many 
people visiting these mandals daily. 
We look at this medium more for 
expanding the wine category." 
The Navratri-Dandiya events 
that follow also have a number of 
the big ad-spend corporates queu- 
ing up as sponsors. For instance, 
Reliance Life Insurance is the title 
sponsor at one such Sankalp 
Dandiya. Others include such 
mega-brands as Coca-Cola, Airtel, 
ITZ Cash and Sahara One. Auto 
companies like Ford and Hyundai 
are also present at such bashes. 
Says Devendra Joshi, Director, 
Sankalp Entertainment, an events 
company that produces and man- 
ages traditional events in Mumbai 
and across India. "Lot of compa- 
nies are now approaching us to be 


a part of the nine-day festival. 
Close to 15,000 people visit the 
place every night. For advertisers it 
Is an opportunity to get closer to 
the consumer.” Festival organis- 
ers reveal that marketers have 
upped their festival spends by 
roughly 15 per cent this year. 
Reliance Life Insurance is said to 
have spent around Rs 50 lakh on 
the Sankalp Dandiya. 

In Kolkata, companies do some 
interesting things like instituting 
awards for the best Puja pandal or 
best deity. Asian Paints was the 
first to institute the ‘Sharad 
Samman Award’ for the best Puja 
in the city way back in the mid-80s. 
Now, other brands like. ITC, IBM, 
Bagpiper Gold, Snowcem, 
Cavanders, and Ananda Bazar 
'atrika also have their own indi- 
vidual awards. 

Advertising agency honchos re- 
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Festive spirit: Banners such as Manikchand's are prominent at Ganesh mandals 


veal that the ad spends range be- 
tween Rs 5 lakh and Rs 50 lakh on 
such occasions. Marketers peg the 
below-the-line spend on festival 
promotions at Rs 150 crore last 
year, which they expect to increase 
to Rs 200 crore in the current year. 
Says Harish Bijoor, CEO, Harish 
Bijoor Consults: “Given the clutter 
in the traditional medium, festivals 
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have emerged as a low-cost media 
vehicle. Advertisers are trying to 
reach consumers who are at the 
peak of their passion, which is “spir- 
ituality’ here.” Bijoor adds that 
most big companies, particularly, 
the ‘new-age’ ones, would be al- 
locating 4-5 per cent of their total 
ad spend on such advertising. 
ANUSHA SUBRAMANIAN 
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Kiss and 
Make Up 


HC says that to the Ambani 
brothers over gas supply. 

HE LAST TIME MUKESH AND ANIL 

Ambani negotiated across the 
table was in 2005, when their 
mother Kokila Ben oversaw the 
split of the Reliance empire be- 
tween the two estranged brothers. 
Now, once again they are being 
forced to come to the negotiating 
table, except that this time around it 
is the Bombay High Court that's 
asking them to do so. On October 
15, the court gave the two brothers 
four months to negotiate the com- 
mercial details of a gas deal that 
was signed as part of the split two 
years ago. As part of the settlement, 
the Mukesh Ambani-controlled 
Reliance Industries Ltd (RIL) would 
supply gas to the Anil Ambani-con- 
trolled Reliance Energy's proposed 
7,000 Mw power plant in Dadri, 
Uttar Pradesh. 

So what does it mean to the 
brothers? For the younger one, it 
validates the sanctity of the deal, 
over which the elder brother has 
been dragging his feet. This means 
if the gas price and terms of supply 
are sorted out, Anil can look for- 
ward to getting his mega project 
off the ground. For Mukesh, the 
court order has precipitated a four- 
month delay in sewing up 37 per 
cent of the total supply from his gas 
wells in Krishna-Godavari basin, 
off the coast of Andhra Pradesh. 
This is relevant since production 
from the $6-billion investment is 
slated to commence next year. In 
fact, Mukesh lobbied the govern- 
ment to hold a string of Cabinet- 
level meetings to approve RIL's gas 
pricing, even though the adminis- 
tration was busy deciding whether 
or not to call for elections, follow- 
ing its allies' opposition to the pro- 
posed nuclear deal. 


The good news for RIL is that the 
court has not endorsed the pricing 
suggested in the original contract, 
which is close to 40 per cent 
cheaper than what it plans to charge 
consumers, and which has been ap- 
proved by the government. 

Interestingly, amidst the feud 
between the brothers on the gas is- 
sue, the court order reflects a har- 
mony between the government and 
the legislature. Last month, when 
the government approved RIL’s price 
for the purpose of valuation of its 
share, it did not comment on the 
fate of the volume that was locked 
in a legal battle between the broth- 
ers. This week, the court said that 
government policy would prevail 
where applicable. 

It appears that while Mukesh 
might extract a good price for his 
gas, he might have to contend with 
the fact that one of the buyers is 
none other than his estranged 
younger brother. 

BALAJI CHANDRAMOULI 


Crashing 
the Party 


A low-profile Reliance firm 
sets the markets afire. 


T'S CLEARLY THE DARK HORSE IN 
La stable of Mukesh Ambani's 
Reliance group. When Mukesh 
and Anil Ambani arrived at a set- 
tlement to carve out the family's 
assets two years ago, one com- 
pany not on the radar was 
Reliance Industrial Infrastructure 
Ltd (RIL). 

It is now, at least on the radar 
of a section of investors, who 
have bumped the stock upwards 
from Rs 357 to Rs 2,163 per 
share in the past seven months. If 
you consider the price of RIL at 
the time of settlement, of Rs 138, 
the share has given a massive re- 
turn of over 1,500 per cent in 


the past 28 months. 

So what’s making RIIL, a com- 
pany engaged in construction and 
leasing of infrastructure, tick? Says 
Pankaj Namdharani, Assistant Vice 
President, SPA Securities: “There 
are expectations of bulk orders 
from the parent for building gas 
pipelines from the Kc Basin." 
Others speculate that RIIL is best 
suited to build logistics for the 
group's retail venture. 

But there are also some unan- 
swered questions that are on ana- 
lysts' minds. First and foremost is 
why is the smart institutional 
money—of mutual funds and for- 
eign institutional investors—shying 
away from the RIIL counter. 
Institutional investors currently 
hold a negligible 2 per cent in the 
company as on June'07. À sur- 
prise investor is Anil Ambani's 
Reliance Capital, which has a little 
over 1 per cent in the company. 
Three unknown entities hold a lit- 


2,163 
Oct. '07* 


THE QUIET ONE 


But it's been a heady rise 





(Source: BSE) 

เติ ติ ต 
pre- settlement trading 

*October '07 "ipa hr uiu 12, 2007 


tle over 10 per cent in the com- 
pany. The current financials of 
the company too don't do justice 
to the skyrocketing price. Total 
income fell marginally to Rs 73 
crore in 2006-07; net profit was at 
Rs 19 crore. 

But if RIL does get the billion 
dollar orders from the parent that 
the market is betting on, investors 
will be in for a pleasant surprise. 

ANAND ADHIKARI 
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Gucci Come: 
to Town 


The Italian luxury brand 
opens its first store in India 


HE BEST LOCATION FOR A L 
T brand isn't a five-star hc 
but a site cheek-by-jowl with it. T 
is what Italian fashion label Gi 
concluded when launching its | 
India store—a sprawling 3,5 
square feet outlet in South Mun 
that houses the entire range of Gi 
products. These include ready: 
wear collections for men 2 
women, handbags, shoes, watcl 
sunglasses, jewellery, small leat 
goods, gifting items and other 
cessories. “We were very clear t 
we did not want to open our Í 
store inside a five-star hotel. - 
wanted a place where we could 
the entire range at one go; and 
found Gallerie—in the business | 
trict of Nariman Point, almost tov 
ing the Hilton Hotel—an ideal 
cation," says Mark Lee, CEO, Gu 
which has partnered with | 
Murjani Group for this venture 

For luxury brands, havin, 
large-size store in India has beco 
an imperative. As Lee explai 
“India is emerging as one of 
fastest growing markets for luxt 
We are confident that our 86-y 
heritage of high-quality, made- 
Italy, exclusive and innovative pr 
ucts will be appreciated by Ind 
customers. India will become one 
the most important countries 
Gucci. The pace of growth and 
size of this country are quite am 
ing.” Gucci is set to flag off t 
stores in Delhi, one by the ye 
end and another some time in 
first half of 2008. Globally 70 | 
cent of Gucci’s sales come from 
own stores. 

Lee would be hoping that In 
can equal China in sheer grow 
what with the latter proving to 
the fastest-growing market in | 
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Buddha Gets to Smile 


Two mega steel projects come West Bengal's way. 


Y 


4 ? m 


Chief Minister Bhattacharjee: Playing the rainmaker 


RCELOR-MITTAL AND POSCO MAY 
Å have chosen its neighbouring 
states (Orissa and Jharkhand, re- 
spectively), but West Bengal has 
managed to become the #3 state 
for steel investment in the country. 
Compared to Orissa and 
Jharkhand, which boast of pro- 
posed steel investment of Rs 
1,00,000 crore each, Buddhadeb 
Bhattacharjee’s West Bengal has 
managed Rs 70,000 crore. What 
has propelled the state into the 
big league? Two new investment 
proposals, one from the Videocon 
Group for a Rs 15,000-crore steel 
plant, and the other from Jai Balaji 
Group, for a bigger Rs 16,000- 
crore facility. The two deals have 
taken the number of mega steel 
plants in the state—existing and 
proposed—to five. The Jindal 
group had earlier announced a 
steel plant at Salboni. Durgapur 
Steel Plant and SAIL-ISP are the two 
state-owned mega-steel plants that 
are currently in operation. 

While Videocon's 3 million 
tonne per annum (TPA) steel plant 
and the 1,600 MW power project 
will come up at Barabani in 
Burdwan (near Asansol), the 5 mil- 
lion TPA integrated steel plant with 
a 1,215 MW captive power plant by 
Jai Balaji group will come up at 
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Raghunathpur in Purulia. Since 
neither of the places is known to 
have fertile crop land, the state 
government and the two compa- 
nies are confident that land acqui- 
sitions for these two projects will 
not be a problem. With the deals 
now sealed, West Bengal Industrial 
Development Corporation has to 
acquire nearly 7,000 acres at the 
two locations within two months. 
Videocon, according to its 
Chairman Venugopal Dhoot, will 
produce value-added cold rolled 
steel for automobile and engi- 
neering industry, while Jai Balaji 
will set up a 5 million TPA steel 
unit along with a 3 million TPA 
cement grinding plant and both 
the ies will train local peo- 
ple and eventually employ them. 
Says Aditya Jajodia, Chairman and 
Managing Director of the Jai Balaji 
Group: “The steel and power proj- 
ect will be the single-largest in- 
vestment in Purulia till date. It 
will be spread over 4,000 acres 
of land. This will include a town- 
ship that will be spread over 500 
acres. When complete, the project 
will provide direct and indirect 
employment to over 50,000 peo- 
ple." It's a marketing pitch that 

may work well with the locals. 
RITWIK MUKHERJEE 
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Once Bitt 

nce pitten, 
Never Shy 
Despite Dabhol, GE Energy 
is gung-ho on India. 

FLEDGLING ECONOMY ATTRACTS 
euer sector investments like 
none other. Global power equip- 
ment major, GE Energy, now plans 
to set up a wind turbine manufac- 
turing facility in the country, be- 
sides step up sourcing of power 
equipment components. Industry 
sources estimate the company will 
invest around Rs 400 crore. But 
that might just be for starters. 
According to John Krenicki, Jr, 
President and CEO of GE Energy, the 
company is scouting for investment 
opportunities in the manufacturing 
segment that do not conflict with its 
technology license holder BHEL, 
which holds the licence to sell state- 
of-the-art gas turbines in the do- 
mestic market, where the import 
component is a little over 50 per 
cent. Says Krenicki: “We are looking 
at opportunities not only to supply 
equipment but also to invest through 
our financial services arm GE Energy 
Financial Services." 

This strategy is no different from 
the one it pursued in the case of 
the beleaguered 2,184-ww Dabhol 
power project, where towards the 
end, GE had to eat humble pie. In 
2005, when Indian lenders were 
negotiating to buy out GE's equity 
in the project, the Indian govern- 
ment forced the American giant's 
hand by threatening to cancel two 
large equipment supply contracts to 
state-owned NTPC if GE did not 
yield. So, what's the takeaway from 
the Dabhol experience? Says 
Krenicki: “We have to be prag- 
matic and open minded. Further, 
government is a key consumer and 
this is the situation in several coun- 
tries that we operate in." 

Krenicki's current visit to India 
has another key agenda: lobbying 
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his company's case for selling nu- 
clear equipment, if and when the 
political situation allows for it. “We 
have met senior government officials 
and have expressed our interest in 
this business," says the CEO. With 
the UPA government in a bit of a 
tizzy over the nuclear deal, Krenicki 
and other hopefuls may have some 
waiting to do. 

BALAJI CHANDRAMOULI 
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The Devil 
Strikes 


Warring brothers could further 
weaken Onida's market position. 

OR OVER A YEAR NOW, THE ONLY 
F sienifican buzz emanating from 
the House of Onida has been that 
of gnawing differences between 
the promoters, with at least two of 
them reportedly actively thinking of 
getting out of the company by selling 
their stakes. Last fortnight, two of 
the promoters—Sonu Mirchandani 
and Vijay Mansukhani—were re- 
ported to have begun talks with rep- 
resentatives of Videocon and Future 
Capital of Kishore Biyani for selling 
their 33 per cent individual stakes 
in Guviso, the holding company for 
Mirc Electronics that markets con- 
sumer durables under the Onida 
name. Their grouse: serious differ- 
ences with Gulu Mirchandani, 
Chairman and Managing Director 
over issues of control. But as usual, 
when confronted, the promoters 
as well as the others concerned ei- 
ther denied any such move or 
declined to comment. 

If the promoters are indeed 
thinking of selling out, what could 
be their alibi? True, all these years 
Gulu has presided over the Onida 
empire, while his elder brother Sonu 
and brother-in-law Vijay (he is mar- 
ried to the sister of Gulu’s wife) 
have stayed in the background. In 
fact, Sonu is not even on the Mirc 
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board. In May, Vijay was elevated as 
Managing Director and given charge 
of operations apparently to placate 
him. Industry watchers do not dis- 
count the resentment angle entirely. 
Says Nabankar Gupta, founder of 
Nobby Brands Architects and 
Consultants: *Gulu has always been 
at the helm of affairs because of 
his hard work, hands-on approach 
and ability to take new initiatives. In 
fact, he even got in professional- 
ism into the company going 
beyond his relationships." 

To make some sense, their dis- 
affection needs to be seen in the 
context of Onida's performance, 
which isn't really rocking at the 
moment. It's barely managing to 
stay afloat in a treacherous envi- 
ronment of thin margins, high pro- 
motional costs and fierce compe- 
tition from South Korea's global 
consumer durable behemoths LG 
and Samsung. Onida's state is best 
reflected in its performance on the 
bourses and in its market cap, 
which is barely Rs 340 crore. 
However, it appears the company 
is seeking a valuation of Rs 600- 
800 crore. Though it boasts of be- 
ing the third largest CTV brand in 
the country, it holds just 10 per 
cent market share. In such a sce- 
nario, selling out while some value 
is still intact in the company can al- 
ways be an option. 

Onida's growth appears stunted 
when compared to those of rivals 
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Onida's Gulu Mirchandani: Believes that Onida can withstand the Korean onslaught 
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like Videocon that has transformed 
itself into a multi-billion dollar global 
conglomerate with interest in sectors 
as diverse as consumer durables, 
colour picture tubes (CPT), CPT glass, 
oil and gas and more recently steel 
and power. In CPT and CPT glass, 
Videocon is a global leader with 
production units across the globe. 
Closer home, it has cornered nearly 
24 per cent of the CTV market 
through its brands like Videocon, 
Akai, Sansui and Hyundai. 

But according to industry watch- 
ers, rivals and even the Onida chair- 
man, things may not be so bad after 
all. Says Gulu Mirchandani: “Onida 
has withstood the onslaught of every 
major brand in the country. We 
have in the last couple of years ex- 
tended the product portfolio to in- 
clude DvDs, washing machines, air- 
conditioners and microwave ovens. 


These products have been well re- 


ceived by the consumers.” 

Gulu’s optimism is shared by 
Rajeev Karwal, an old industry 
hand as well as Founder-cEo of 
Milagrow Solutions, a consulting 
firm. *Despite big players, Indian 
market would be able to sustain 
smaller players that have a huge 
difference in their pricing. Even 
Onida, which has top-end prod- 
ucts, would be able to do well pri- 
marily because it has served its cus- 
tomers with quality products over a 
period of time." 

AMIT MUKHERJEE 
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Microfinance 
Muddle 


A uniform regulatory regime is 
badly needed. 


NDIA'S MICROFINANCE MOVE- 
| cud the most com- 
prehensive attempt ever at achiev- 
ing ‘financial inclusion’ for India's 
poor—is pacing ahead. That is de- 
spite regulatory imbroglio and 
amid intensifying debate over real 
and imagined conflicts between 
social and commercial objectives 
of microfinance. 

By March-end 2007, microfi- 
nance institutions (MFIs)—under 
three main models of Self Help 
Groups-bank linkage programme, 
Gramin Bank/joint liability groups, 
and individual banking as in coop- 
eratives—expanded their outreach 
to 50 million households and about 
36.8 million borrowers, according 
to the ‘State of the Sector Report 
2007’, commissioned by Access 
Development Services (an arm of 
Care-UsA) and Ford Foundation, 
and released on October 9. 

By the end of fiscal 2006-07, 
total loans outstanding under mi- 
crofinance may have reached Rs 
14,400 crore as against Rs 6,500 
crore in the previous year, according 
to an estimate based on the data 
available in the same report. (While 
there are no official estimates of 
demand for micro-credit in India, a 
conservative figure is about Rs 1 
lakh crore.) *Some of the leading 
MFIs have recorded high growth 
rates of 80 per cent per annum in 
terms of numbers of borrowers, 
reaching from 300,000 to one mil- 
lion clients each, and about 40 per 
cent in terms of loan portfolios," 
says a recent review of the sector 
conducted by Micro-Credit Ratings 
International (M-CRIL). 

Encouragingly, the microfi- 
nance outreach is also expanding 
from its southern stronghold to 
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Grameen report card: Proper regulations can make microfinance more affordable 


underserved states like Uttar 
Pradesh, Madhya Pradesh, 
Rajasthan, Jharkhand, Orissa and 
Assam. “We are now present in 
over 200 districts of 14 states, in- 
cluding 133 districts that are 
among the poorest in India," says 
Vikram Akula, CEO of Hyderabad- 
based SKS Microfinance. 

Despite the progress, there are 
several issues retarding the indus- 
try’s growth. The lack of a com- 
prehensive, clear and uniform reg- 
ulatory system is the biggest of 
them all. Speaking at the October 
9 microfinance conference held 
in New Delhi, Finance Minister 
p. Chidambaram admitted that “it 
is not yet clear what the govern- 
ment should do, what it should 
not do.” And it shows. The Micro- 
financial Sector (Development and 
Regulation) Bill 2007, which is 
hanging fire, proposes to “regu- 
late” only the Mtis that are in the 
form of NGOs (registered as soci- 
eties or trusts) and cooperatives, 
excluding from its ambit NBFCs, 
the largest and fastest growing 
MFIs, as well as the Section 25 
companies. If implemented in its 
present form, the legislation will 
exclude from its remit 78.7 per 
cent of the total number of MFI 
clients in India. 

Bafflingly, the bill will authorise 
NGO MFis—whose legal form is con- 
sidered least amenable to regula- 
tion—to collect “thrift” (savings) 
from clients even as the NBFCs (these 
are corporate bodies directly regu- 
lated by the RBI) continue to be de- 


nied the power of collecting savings 
from clients. “It’s an attempt to 
create a two-tier regulatory regime 
in the microfinance sector—one 
for not-for-profit entities, another 
for for-profit entities, a confusing 
approach towards regulation. What 
we need is a uniform regulatory 
system for all MFIs,” says SKS’ Akula. 

The government has been 
“very wary” of allowing for-profit 
companies to deal with the sav- 
ings of the poor, believe many 
people in the microfinance indus- 
try. The RBI also disallows NBFC 
MFIs from becoming banks’ ‘busi- 
ness correspondents’ (BC) that can 
raise savings and conduct other 
financial services in rural areas. 
(On the lending side, the 'busi- 
ness correspondent' model looks 
quite unviable because BCs are not 
allowed to charge the clients and 
so can't recover their own costs of 
extending credit services.) 

The denial of power to MFis to 
collect saving deposits has starved 
the sector of a source of funds that 
will be cheaper than raising debt at 
commercial rates of 10-14 per cent, 
says Sanjay Sinha, Managing 
Director, M-CRIL. *The share of 
client savings in sources of funds 
for MFIs has declined considerably 
from 25 per cent in 2003 to 11.2 
per cent in 2005 and 8.4 per cent 
now," he adds. Cheaper funds 
will, of course, mean more afford- 
able micro finance loans and more 
borrowers. It's a simple equation 
the regulators need to get. 

KAPIL BAJA] 
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A City in 
Your Pocket 


Time Out is the in 
thing in India. 


HE TIMING COULDN'T HAVE 
bem better. Three years ago 
Paprika Media, a publishing firm 
kick-started by Smiti Ruia (daugh- 
ter of Shashi Ruia of the Essar 
Group), tied up with the Tony 
Elliot-owned magazine title Time 
Out to launch a Mumbai edition. 
Like all the other Time Out city- 
specific magazines, Time Out 
Mumbai would be a city guide 
that provided informed choices 
to resident and non-resident 
dwellers on options for entertain- 
ment. Today, the fortnightly mag- 
azine claims a circulation of 
60,000 copies (including news- 
stand sales, institutional sales and 
individual subscription) and a read- 
ership of 360,000. Time Out Delhi 
followed seven months ago, and 
today claims a circulation of 
35,000 and 180,000 readers. 

"The quality of the India edi- 
tion is one of the best in the world. 
We are extremely happy with the 
performance of the magazine in 
India," says Elliot, who's owned 
the magazine since setting it up 
whilst still a student in 1968. Smiti 
Ruia, Chairperson, Paprika Media, 
is now all set to take Time Out to 
other cities in the country. The 
immediate plan includes the launch 
of a Bangalore edition by early 
next year. Hyderabad and metros 
like Chennai and Kolkata are also 
on her radar. *We have to be sure 
that the city is also ready for a 
product like Time Out before we 
launch,” explains Ruia. 

Apart from the main metros, 
Ruia is looking at mini-metros like 
Pune, Chandigarh, and also at Goa. 
Time Out also has a Jaipur edi- 
tion that is published once in two 
months. *We also do guides in 
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RACHIT GOSWAMI 


Time Out's Tony Elliot: Carving a niche 


India. We have a Kid's Guide to 
Mumbai. We have also done a 
Mumbai-Goa guide in association 
with Time Out London." The 
niche publication industry is esti- 
mated to be worth Rs 800 crore, 
and growing at 15-20 per cent per 
annum. That may be why Paprika 
Media is looking at launching en- 
tertainment and lifestyle magazines 
in the near future. 

Time Out, for its part, has a 
presence in 18 countries and 21 
cities across the world. According 
to Elliot, the magazine garners 
revenues to the tune of $23 mil- 
lion in the us and about $45 mil- 
lion in UK. The rest of the world 
contributes $20 million. The Time 
Out Group has expanded over the 
past 35 years to publish listings 
guides for cities, travel guides, 
guides to specific aspects of cities 
(such as eating and drinking 
guides) and has established a sim- 
ilar presence online. On future 
plans Elliot informs: *We are plan- 
ning a major online expansion 
throughout the UK and across ma- 
jor cities in America. For the rest 
of the world, growth will come 
from three areas: First, from in- 
ternational editions with interna- 
tional partners; secondly, by ex- 
panding the guide business; and 
thirdly by expanding online, by 
creating more databases on various 
places across the world." 

ANUSHA SUBRAMANIAN 
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New . 
Prescription 


Indian IT services firms eye 
healthcare outsourcing. 


FTER CAPTURING A HUGE CHUNK 

of the outsourced financial 
services market, traditional IT serv- 
ices companies are now gunning 
for the healthcare and pharmaceu- 
ticals segment—the largest industry 
in the us and the second-largest 
outsourcer after financial services. 
Frost & Sullivan estimates that the 
us healthcare market alone is ex- 
pected to touch $4 trillion by 2015 
(it was worth $2.16 trillion in 
2006). Apart from the higher dollar 
billing rates ($30-60 per hour, 
which is three times the billing rate 
for plain-vanilla outsourcing work), 
the size of the healthcare out- 
sourcing market is also huge. The 
size of the us hospital care market is 
around $700 billion and adminis- 
trative costs are estimated to be 
around 14 per cent or $100 bil- 
lion. In the past few months, com- 
panies like Infosys, Wipro, 
Firstsource, TCS, IBM and Patni 
Computer have confirmed their 
commitment to the segment by get- 
ting into newer services like data 
management, clinical programming 
and pharmacovigilance. Some of 
them are also on the look out for 
buy-outs or to grab market-share. 
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Wipro recently paid $600 million 
for Infocrossing, (the company's 
businesses include iT infrastructure 
outsourcing, Healthcare rr and BPO 
solutions). Wipro and Infosys are 
also reportedly in the race to buy 
out MarketRx (a New Jersey-based 
pharma-focussed market analytics 
firm) which analysts say could fetch 
a price of between $150 million 
and $160 million, some five times 
its annual revenue. Firstsource had 
bought Med Assist, a Us BPO vendor 
providing revenue cycle manage- 
ment to the healthcare industry, 
for $330 million earlier. 

Says T.R Madan Mohan, 
Director —Consulting, Information 
& Communications Technology 
Practice, Frost & Sullivan, South Asia 
& Middle East: “There has been a 
push to reduce the cost of service 
across the board and hence non-crit- 
ical areas such as radiology, docu- 
mentation and diagnostics are in- 
creasingly being outsourced to India. 





Infy BPO's Chaudhry: Healthy gains 
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Ayurvedic Boost 
Dabur enters the malted food drinks s 


T'S ATTEMPTING TO KILL 
T birds with one 
stone. Dabur India, 
the Rs 2,234-crore con- 
sumer goods major, is 
foraying into the malted 
foods drink (MFD) seg- 
ment, a Rs 1,500 crore 
pie. It's doing so with 
the launch of a 
chocolate-flavoured 
variant of its ayurvedic SW 
Chyawanprash product, r 
dubbed Chyawan Junior. So, not A 
only does Dabur gain a foothold — me 
in the MFD segment, till date 
dominated by the likes of 
GlaxoSmithKline Consumer and will 





Cadbury, it also gets an oppor-  Glax 
tunity to increase penetration of ucts 
its Chaywanprash product. Bow 
“Although Dabur Chyawanprash from 
is a market leader in its category are ! 
(with a stranglehold on two-thirds For i 
of the market), the product has just 
very low penetration—just about 4 doo) 
per cent of the Indian population. ente 
We are therefore putting in a con- our 
certed effort at expanding the We 


Chyawanprash category by intro- — trib 


ducing new and innovative vari- in tl 
ants,” says K.K. Rajesh, Executive Chy 
Vice President, Dabur India. “We proc 
have tried to develop a product tot 


that overcomes the taste barrier the 


faced by Chyawanprash. It satisfies nud; 
the requirement of mothers to give 
It is important to be closer to the sign 
customer (especially for offering high- to f 
end support and for favorable regu- com 
latory acceptance) and inorganic Lilly 
growth is best way to do it.” care 
Some of the processes in health- mar 


care outsourcing that Wipro is look- acq 
ing at are revenue cycle manage- lar; 
ment, claims administration, back- ล lif 
office, pharmacovigilance, and clin- are 


ical data management. TCS recently org; 
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scale, IT services knowledge com- 
bined with domain expertise and 
innovative solutions gives us an 
edge while tapping this market,” 
says Milind Joshi, Vice President- 
Life Sciences Bu, Patni Computers. 

Wipro estimates that the total 
healthcare BPO market will exceed 
$34 billion in 2008 (it stood at $26 
billion in 2004). “BPO services will 
increase from 6 per cent of the 
overall healthcare budget in 2005 to 
8 per cent in 2009, representing a 
cumlative average growth of ap- 
proximately 10 per cent,” adds 
Mythily Ramesh, Vice President, 
Wipro Technologies. Agrees 
Amitabh Chaudhry, CEO, Infosys 
BPO: “The healthcare and life sci- 
ences practice has been witnessing a 
considerable increase in new cus- 
tomer traction and fruitful activ- 
ity”. Chaudhry adds that having 
built a global delivery model and a 
global footprint, Infosys would serv- 
ice markets other than the us. “We 
anticipate that this trend will gain 
further momentum in the coming 
quarters. Going ahead, looking at 
the future market potential of these 
areas and our delivery competencies, 
we expect these domains to grow 
faster than our average growth,” 
points out Chaudhry. 

Back home, rr adoption in the 
healthcare sector is in its early stages. 
Cisco has clients like Apollo 
Hospitals, Aditya Birla Hospital 
and Dinanath Mangeskar Hospital 
in healthcare and Vimta labs, Dr 
Reddy's, Ranbaxy, Matrix, Cipla, 
Aurobindo Pharma, Apotex India 
Ltd and Astra Zeneca in the 
pharma segment. *With the launch 
of Cisco Clinical Suite and Medical 
Grade Network we look forward 
to educating hospitals and doctors 
on the benefits of technology in 
the healthcare sector through our 
partners and healthcare seminars 
across the nation," says Anil Bhasin, 
Vice President-Enterprise, Cisco 
India & SAARC. 

PALLAVI SRIVASTAVA 





Wyeth's Ruffolo: Betting big on India 
GSS OEE OS Stes 


Clinical 
Game Plan 


India has a big role in Wyeth's 
R&D game plan. 


NDIA IS CRITICAL TO OUR FUTURE, 
Ls. Robert R Ruffolo, 57, 
President, Wyeth Research & 
Development. That may sound like 
just another feel-good sound byte 
from a visiting foreign honcho, but 
Ruffolo and Wyeth have very good 
reasons for banking so heavily on 
India. As a company Wyeth, one of 
the world's largest research-driven 
pharmaceutical and healthcare prod- 
ucts companies, has close to 7,000 
people in research & development 
(R&D) in the Us. Here's why India is 
critical. “In India, we have 1,000 
people, not Wyeth employees, but 
working 100 per cent for Wyeth, 
which is equivalent to 15 per cent of 
our R&D personnel," says Ruffolo, 
who is also Senior Vice President 
of Wyeth. That is not all. It is doing 
clinical trials in the country. *About 
22 per cent of the patients for our 
new antibiotic that was just approved 
by the USFDA came from India and 
the quality of data was very high. 
We are now studying three cancer 
drugs and a new vaccine in the coun- 
try," adds Ruffolo, who has been 
with Wyeth for the last seven years; 
prior to that he spent 17 long years 
at SmithKline Beecham. Ruffolo 
was in Hyderabad recently to an- 
nounce the setting up of a dedi- 
cated chemistry research centre by 
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GVK Biosciences for Wyeth 
Pharmaceuticals. 

Ruffolo's research team works 
with quantitative targets for new 
drug discoveries. “Seven years ago, 
we set up a new R&D productivity 
model and set for ourselves a target 
of two new drugs in the market 
every year, which means at least 
15 drugs need to be discovered 
each year. Working backwards, 
based on known chances of suc- 
cess and failure rates, we arrived at 
this model (referred to within the 
company as the 15-12-3-2 for- 
mula)." Of the 15 new drug dis- 
coveries, 12 would have to reach 
the stage of investigational new 
drugs (INDs) to start phase I clinical 
trials. The next step is to turn these 
12 into phase III trials. All of 
Wyeth's research initiatives, in- 
cluding the one with GVK 
Biosciences, seem to revolve around 
this formula. With the Hyderabad 
Chemistry Centre launched at GVK 
Biosciences, Wyeth gets a built-to- 
suit research facility with 150 ded- 
icated chemists. Says Ruffolo: “This 
increases our chemistry capacity 
by 30 per cent. We today have 
about 350 medicinal chemists, 
which takes us close to 500 and 
which means we are okay for now 
for the next couple of years.” 

Given his 15-12-3-2 formula, it 
is not surprising when Ruffolo dis- 
putes the point that there is a 
shortage of blockbuster drugs in 
the global pharma market. “There 
is no shortage of blockbusters but 
there is a shortage of approvals 
for new blockbusters.” Wyeth cur- 
rently has 66 drugs in the pipeline 
in various stages of development, 
of which three-four are believed to 
be likely blockbusters. “About 25 
per cent of our late stage pipeline 
is believed to be blockbusters,” 
says Ruffolo. 

Away from blockbusters, Wyeth 
Is focussing on personalised medi- 
cines. For this, it entered into a 
unique collaboration last year with 
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four universities in Scotland. Called 
the Translational Medicine Research 
Collaboration (TMRO), it is a unique 
collaboration involving Scotland 
and Wyeth, which (the government 
and Wyeth) will jointly pick up the 
tab for such studies. The TMRC will 
see more than £50 million injected 
into clinical research in Scotland 
over a five-year timeframe. 

Another major initiative Wyeth 
has going in India is a contract with 
Accenture. “Wyeth was the first 
company to completely outsource 
clinical data management. That was 
five years ago and there are 520 
people there right now in Bangalore 
dedicated to managing our clinical 
data,” explains Ruffolo. Accenture 
also manages the India Clinical 
Research Centre (ICRC), which en- 
ables Wyeth to have a 24-hour day 
as this is in sync with its research 
labs back home in Pennsylvania. 

Wyeth has had a direct pres- 
ence in India for decades with its 
headquarters in Mumbai. However, 
as Ruffolo points out: “We have 
chosen to focus on partnerships, 
like the one with GVK Bio, for our 
research efforts rather than build 
them up ourselves because we be- 
lieve that this is far more efficient.” 
That may be the best way forward 
for the pharma MNCs in India. 

E. KUMAR SHARMA 


Content 
Matters 


Why magazine publishing 
needs to be unshackled. 

NDIA IS THE BIGGEST MEDIA MAR- 

KET in the world, after China, 
declared Priya Ranjan Dasmunsi, 
Union Minister of Information and 
Broadcasting, last fortnight. 
Speaking at the Indian Magazine 
Congress (IMC) 2007 in Mumbai— 
organised by the Association of 
Indian Magazines (AIM)—Dasmunsi 
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rattled off an impressive array of 
statistics to bolster his case. The 
reach of print media has increased 
from 179 million in 2003 to 222 
million in 2006. *Within the print 
media, magazines are one of the 
fastest-growing segments with 
4,000 magazines in English alone 
with a readership of 100 million," 
he added. And although the reach 
of the print media has fallen in 
Indian cities in the last three years, 
from 48 per cent to 46 per cent, it 
has grown in the rural areas from 
17 per cent to 19 per cent. The 
number of newspapers and maga- 
zines in rural areas was almost equal 
to those in urban areas. Of the total 
of 200 million readers in the coun- 
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Dasmunsi: Focus on FDI in media 


try in 2005, as many as 98 million 
are from rural India. 

Why then is it such a hassle to 
bring in foreign investment, won- 
dered a section of those present. In 
an interactive session with the 
minister, Aroon Purie, Editor-in- 
chief, India Today Group (which 


IBM's Damp Squib 


Big Blue decides not to patent ‘outsourcing’ after all. 


HIS IS ONE CONTROVERSY THAT 

died even before it started. 
Last year, IBM had filed a patent 
application with the United States 
Patent and Trademark Office for 
‘outsourcing of services.’ The 
patent application covered analy- 
sis of work flows, skills and eco- 
nomic costs, amongst other 
things. In its patent application, 


IBM had defined ‘outsourcing of 


services’ as a “method for iden- 
tifying human-resource work 


content to outsource offshore to 


countries where cheaper labor 
prices and/or cheaper materials 
are available.” In the application, 
IBM notes that while many 
American companies are look- 
ing to take advantage of “cheaper 
resources,” such as labour and 
materials, in other countries, 


there are risks. “If used for the 


properly executed, outsourcing | 


can make a business more effi- 
cient by reducing the overall end- 
to-end costs + On the other hand, 


if used for services that are ex- 
cessively complex or that are ex- 
ecuted improperly, outsourcing 
can result in increased overall 
end-to-end costs,” IBM noted. 

Last fortnight, however, IBM 
abruptly withdrew its applica- 
tion for patent number 
us2007/0162321— Outsourcing 
of Services. The company says 
it has decided to withdraw the 
application as IBM has adopted 
a new policy (starting a year ago) 
to sharply reduce business 
method patent filings and instead. 
stress on significant technical 
content in its patents. À response 
emailed to BT says: “Even though 


the patent application in ques- 


tion was filed eight months be- 
fore the policy took effect in 
September, 2006, had the pol- 
icy been in place at the time, IBM 
would not have filed the appli- 
cation. We're ad the commu- 
nity pointed this $ 
so IBM could take swift action.” 
PALLAVI SRIVASTAVA 
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also publishes Business Today), 
touched upon issues related to 
procedural and bureaucratic de- 
lays in terms of registration, min- 
isterial approvals and other legal 
requirements. Neither do restric- 
tions on new ventures and alliances 
help matters. 

Currently, India allows 100 per 
cent foreign investment in non- 
news media. Since last August 78 
such magazine titles have been ap- 
proved. *With further liberalisa- 
tion, especially 100 per cent eq- 
uity in special interest publications, 
we expect foreign investments in 
this segment to grow," Dasmunsi 
said. But what about the 26 per 
cent ceiling on foreign direct in- 
vestment (FDI) that the government 
has stipulated in the news and cur- 
rent affairs space? The good min- 
ister's response: “We have a team 
in the I&B Ministry that is looking 
after this". He assured publishing 
company representatives that all 
policy reforms would take place 
by the end of January 2008. 

Dasmunsi also informed that 
the ministry was planning to have a 
separate division under the 
Registrar of Newspapers of India 
(RND, which would handle national 
and international registrations, 
thereby reducing administrative 
and procedural delays. He stressed 
on the need to have more players in 
the industry, and not just a few 
companies or publications con- 
trolling the market. *Why should 
there be less players? Rather, there 
should be a number of publications 
in the market. But we also have to 
ensure the quality of the new en- 
trants," he maintained. 

Whilst various strategies to keep 
readers engaged were discussed at 
the Congress—Purie for instance 
talked about exploring mobile as a 
platform for magazine publishers 
—at the end of the day it’s all 
about content. *Whatever the plat- 
form of delivery, the basic param- 
eter does not change: Which is in- 
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vesting in editorial content. If you 
get your content right everything 
else will fall in place." Gopalratnam 
Kannan, Country Manager, Swatch 
Group India, agreed that it was 
content that would decide the evo- 
lution of the industry. Shashi Sinha, 
CEO Lodestar Universal, predicted 
that the magazine industry will 
emerge as the highest source of 
readers' trust. 

ANUSHA SUBRAMANIAN 





Thing 


SMS-based transactions could 
be bigger than those online. 


HE TIPPING POINT COULD HAVE 
Te in August, when the num- 
ber of Indians with mobile phones 
crossed 200 million. Perhaps that 
was the critical mass that would 
have convinced transaction-led serv- 
ices companies to go beyond the 
internet and tap the mobile plat- 
form. Kingfisher Airlines is one such 
company that's doing exactly that. 
In a tie-up with PayMate, an M- 
commerce solutions company, the 
Vijay Mallya-owned airline has 
flagged off FlyBuySms, a first-of- 
its-kind service in India through 
which a Kingfisher Airlines ticket 
can be booked anywhere, anytime, 
through the mobile messaging serv- 
ice. The service does not require a 
registration, or downloading of any 
application. Cost to the customer: 
SMS charges of 
Rs 2-3. Explains Vikram Malhotra, 
Head-Marketing, Kingfisher 
Airlines: *It's an extremely con- 
venient method—a truly anytime 
and anywhere end-to-end solution 
for our customers and strategic to 
us from a selling point of view." 
Malhotra adds that the service will 
be available for sister airline 
Air Deccan by the year-end. 





Kingfisher is not the only com- 
pany that has decided to go the 
SMS way. Life insurance companies 
ING Vysya Life Insurance and Max 
New York Life have also launched 
premium pay service through SMS 
(the latter has also tied up with 
two banks to offer premium pay 
services through ATMs). 

Early this year, Pay Mate tied 
up with Citibank and retail estab- 
lishments like Future Bazaar, 
Planet M, crs Health and Gold 
Cabs for sMS-based mobile pay- 
ment solutions. The sMS-based 
mobile payment solution is being 
seen as the safest way of making 
payments in the wake of large 
number of credit card frauds com- 
ing to light. *This is going to be a 
bigger market than online in terms 
of transactions," says Ajay 
Adiseshann, Managing Director 
and Founder, PayMate. He be- 
lieves mobile phones will have a 
far greater reach than the internet. 

Recently Google announced 
the launch of its SMS search service 
‘Google sms’ for mobile users in 
India. Subscribers of the Airtel, 
Aircel, BPL, BSNL and Reliance net- 
works can use Google Search 
through sMs by sending a text mes- 
sage to the short code 54664 
(SGOOG) on their mobile phones. 

PALLAVI SRIVASTAVA 
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Record money—$16.54 billion in a little over 
10 months versus $65.6 billion in 14 years— 


is pouring into Dalal Street, and there's more 
coming. But can you trust the bulls? 


MAHESH NAYAK 


ILL AUGUST, NILESH KHARE 

was as familiar with equities 

as perhaps Warren Buffett— 

one of the most successful 

and richest investors of all 
time who is known for his simple way of 
life—is with extravagance. A 33-year- 
old account executive with the Mumbai- 
based Phoenix Mills, Khare till recently 
had little knowledge about the existence 
of bulls, bears and other creatures that 
prowl the Street. But last fortnight when 
the benchmark index on the Bombay 
Stock Exchange (BSE), the Sensex, kissed 
the 17,000 mark, he decided it was time 
to step into the world of investing. “It’s 
better late than never," quips Khare. *So 
far I have invested Rs 35,000, in only ‘A’ 
group stocks. I am very sure I will not 
lose money as I have been studying stock 
movements and trends for the past two 
months via the internet, television chan- 
nels and newspapers." 


WHAT COULD 


GO WRONG? 


Any of these events could 
impact the Sensex adversely. 


m Slowdown in the domestic 


GDP growth 





m Corporate profits falling 
below 20 per cent in FY '08 





m AUS recession, 


which 


would result in liquidity 
. diying up and FII outflows 


m Rising domestic inflation & 
interest rates due to the 


flow of FII money 


m Loss in fiscal control 
because of elections and 
new pay revision for the 

government employees 


m Change of guard at the 
centre that could reverse 
the reform process 


Cut to A.K. Hebbar, a 65-year-old proprietor of a 
80-year-old lunch home in South Mumbai. Hebbar has 
been investing in equities for the past 42 years. He's 
made truckloads of money. His strategy? Book profits 
at every rise. And when the 30-share Sensex hit 17,000 


THE FII FLOODGATES ARE OPEN 


Inflows into India were the n amongst Asian countries in 2007* ($ million) 


PHILIPPINES 


and 18,000 last fortnight, he was doing 
just that. “The strategy is to keep the 
portfolio at ‘x’ level. With every rise | 
book profits and bring back the portfolio 
value to the ‘x’ level,” says Hebbar. “Like 
many others I move with the trend. But 
that doesn’t mean I am not cautious. 
Today I am sitting on 20 per cent cash.” 

Khare and Hebbar are two investors 
at two different ends of the stock market 
spectrum. They’re both at the right place 
at the right time. At the time of going to 
press, the Sensex had peaked at 18,845 
(before correcting to 18,419.04 in sub- 
sequent trading sessions). Boosted by ro- 
bust flows from foreign institutional in- 
vestors (Fils), of $7 billion (Rs 28,846 
crore) between September 19 and 
October 11, the benchmark index pole- 
vaulted from 15,500 to close to 18,850 
—that’s a jump of 22 per cent in just 
16 trading sessions. 

Small wonder then that Khare was 


keen to join the party. Small wonder too that Hebbar 
is prudently skimming the cream off his stock portfo- 
lio. The billion rupee question: Who will be better— 
or worse—off in the medium to long term? Does 


Khare stand to make a killing with his late entry, or has 
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11671 43018. 


*Figures for China not available + till September Source: Industry 





he entered at the peak, 
and is he going to burn 
his fingers? 

Even as euphoria 
spills on to the Street, 
and strangers to stock de- 
cide to embrace equities, 
the fear in pockets of the 
market is that things are 
moving too fast. That the 
gush of liquidity—trig- 
gered by a mid- 
September 50 basis point 
rate cut by the us Fed in 
the wake of the us sub- 
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prime crisis—is pushing 
stocks to valuations that may 
just be beginning to look 
out of whack with corpo- 
rate and economic funda- 
mentals. After all, Fi flows 
have never been stronger— 
hitting a record high for the 
month of September, and 
October looks set to create 
yet another new high (see 
Fil Floodgates are Open). 
Prior to that the defaults 
in the US subprime market 
saw Fils (specially hedge 
funds) selling equity worth 
$1.9 billion in the month 
of August. The rate cut 
considerably eased the liq- 
uidity situation, which re- 
sulted in global investors 
pumping billions of dollars 
in growth markets like 
India. In the 10 months to 
October (up to October 
11), Fu flows have been 
equivalent to a little over a 
quarter of the total foreign portfolio that's entered 
Indian equities in the past 14 years (since the Fils first 
stepped in India in 1993). 

Such a surge of liquidity, point out the bulls, is jus- 
tified as corporates are still delivering robust double-digit 
earnings growth—for the quarter ended September 
2007, bottom line growth for the Sensex companies is 
expected to be in the 16-20 per cent vicinity. ^The 
sustained flow shouldn't be surprising as there is hardly 
any market available among developing economies that 
is recording double-digit corporate earnings growth," says 
Anil Chawla, CEO, DE Shaw, a global hedge fund that re- 
In September, India received the highest monthly flows ever. . . 

FII net purchases in equity 
Sept. '07 
July '07 
Dec. '05 
Mar. '04 
July. '05 
June '07 
Feb. '05 
Mar. '05 
Feb. '06 
Oct. '03 


18,948.50 
18,132.80 





3,465.20 
8,769 
8,212.20 
7,939.60 
7,695 
7,649.30 
7,571.90 
6,862.60 
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cently set up shop in India. 
Adds Alok Sama, Founder 
& President, Baer Capital 
Partners, a UK-headquartered 
private equity firm: “The 
Fed has eased the liquidity 
position by making money 
relatively cheap. That money 
has got directed into mar- 
kets that have potential to 
deliver impressive returns. 
And with India being con- 
sidered a safe haven, it has at- 
tracted huge inflows.” 

India is perhaps getting 
the largest chunk of foreign 
flows (China would be get- 
ting more, although no fig- 
ures are available), but other 
emerging markets too are 
awash in cash. Korea, for 


INVASOD ค ร จ รพ ก 


Michael Gordon/ CIO, Fidelity Investments International 
“Pm still comfortable at the current levels and don't think 
at 22 times six months forward, this market is overvalued" 


instance, which has seen massive FII outflows since 
2005, has begun finding takers. Between September 20 
and October 3, Korea witnessed an inflow of $441 mil- 
lion. Other Asian emerging markets like Thailand, 
Taiwan, Indonesia and the Philippines have seen an in- 
flow of foreign money in the range of $1.65 billion to 
$5.9 billion till September 2007. And that's all be- 
cause of the Fed cut. According to Citigroup, of the rate 
cuts in the past 20 years, the Indian markets showed neg- 
ative returns only once (when earnings collapsed after 
the tech bubble burst in the early 20005). But on an av- 
erage, returns from Indian equities have been attractive 


...and October promises to be another record-breaking month 


Net purchases in equity 


Oct. 01, '07 


Oct. 03, '07 








| Oct 04, 07 
| Oct 08, 07 3419.80 
Oct. 09, '07 1,951.10 


Oct. 11, '07 1,747.80 


Figures in Rs crore 
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THE RATE CUT BOOSTER 


The Sensex has mostly gained after every cut in the Fed rate over a two-year period (25). 











RATE CUT SENSEX 






June 6, 1989 
July 6, 1995 
Sept 29, 1998 





* Return Figures are in per cent except the Sensex data 


after a US Fed rate cut (see The Rate Cut Booster). Says 
David Wyss, Chief Economist, Standard & Poor's: 
“The world is changing. Emerging markets are now driv- 
ing world growth, which will offset the risk that’s as- 
sociated with the Western world. That is why we are see- 
ing huge interest in this part of the world.” Wyss fore- 
casts slower US growth, which will reduce its share in the 
world GDP, on the basis of purchasing power parity (PPP), 
to 9 per cent (from 12 per cent last year) in 2007-08. 
China’s share in contrast will move up to 33 per cent 
from 30 per cent last year, and India’s to 12 per cent. 

Everybody loves a flow of liquidity, but the worry 
may be the timing of this flood of foreign money. It’s 
entering Indian stocks at a time when the Indian econ- 
omy is showing signs of slug- 
gishness. The index for in- 
dustrial production (IIP) for 
July 2007 was down to 7.1 
per cent compared to 13.17 
per cent in July 2006. Other 
areas of concern include the 
persisting uncertainty on the 
political front—with the 
Leftists in the ruling UPA 
coalition threatening to pull 
the plug over a nuclear 
deal—the rupee continues 
to get stronger (going be- 
low the Rs 40 to the dollar 
barrier), thereby hurting ex- 
ports, and crude oil prices 
are at an all time-high ($84 
at the time of writing). “Key 
risks that India faces are a 
sharp global economic 
downturn, surge in oil 
prices, loss of fiscal control 
because of the elections and 
the Sixth Pay Commission 
(the concerns are that the 
revised salary package of the 
central government em- 
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ployees may be a burden)," says Robert Subbaraman, 
Chief Economist Asia Ex-Japan, Lehman Brothers. A 
potentially disastrous picture would be complete if 
corporate earnings flatter to deceive—anything un- 
der 19-20 per cent will be a disappointment. Stocks will 
then look even more expensive—they don't look too 
cheap anyway, with the Sensex at a forward (year 
ending March 2008) price-earnings ratio (P/E) of nearly 
23, making India one of the dearer markets in the 
world (see Goodbye Value?). 

The counter view of course is that there aren’t too 
many places in the world where you can find compa- 
nies delivering 20 per cent earnings growth. And that 
may be why Indian markets deserve a P/E revision (see 
the panel discussion: This is 
Still a Market with Legs). 
“Despite PEs rising quickly, I 
am still comfortable at the 
current levels and don’t 
think at 22 times six months 
forward, this market is over- 
valued,” says Michael 
Gordon, Chief Investment 
Officer, Fidelity Investments 
International. “It’s difficult 
to find a market that has a 
strong economic growth as 
well as corporate earnings 
that are growing in higher 
double-digits,” he adds. 

However, it’s only a 
small basket of companies 
that will be capable of de- 
livering the goods on the 
earnings front. The larger 
market may find the going 
tough, and P/E ratios in the 
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David Wyss/ Chief Economist/ S&P 
“Emerging markets are now driving 
world growth, which will offset the 
risk associated with the West” 


mid to small cap space may be already assuming un- 
realistic proportions. As DE Shaw's Chawla points 
out: “The index is at euphoric levels, but a closer 
look will reveal that only 7-8 stocks have contributed 
to the rise.” Bloomberg data reveals that between 
September 18 and October 
10, 2007 just five stocks— 
Reliance Industries (20.34 per 
cent), L&T (10.87 per cent), 
ICICI Bank (9.80 per cent), 
Bharti Airtel (7.93 per cent) 
and Reliance 


WORLD INDICES 





GOODBYE VALUE? 


India looks expensive compared to most other markets. 








A.K. Hebbar/ Retail Investor 

"Like many others | move with the 
trend. But that doesn't mean | am not 
cautious" 


retail Joe remaining sceptical, perhaps chastened by 
stock market scandals in the past 15 years. Khare 
may still be a relatively early starter if you look back 
10 years from now. The worry, however, would be if 
the retail investor sheds his scepticism too late— 
when the easy liquidity con- 
ditions dry up or economic 
and corporate fundamentals 
start going awry. The retail 
investor may then prove to 
be the bigger fool, holding 
shares offloaded by canny 





FORWARD P/E 


13.71 





TRAILING P/E 


15.61 











Communications (7.42 per 16.04 17.04 foreign investors, It’s at such 
cent) contributed to a little 14.08 14.34 times that bubbles begin to 
over 56 per cent of the ; pop. The good news, how- 
Sensex’s rise. iz 12.68 13.6 ever, is that we're far away 

So, coming back to “CAC AO(France) 13.58 14.08 from such a speculative sce- 
Khare, is he a millionaire-in- “Han Seng Hongkong 20.49 19.59 nario. At the time of going to 
the-making or is he on the 996 i 43.29 3579 press, the industrial growth 
verge of losing his shirt? The TWB | number for August had just 
answer to that will depend  ; | 21.23 23.59 come in—it’s above expec- 
on the nature of Khare's in-  BSE(India) —^ 2291 25.42 tation at 10.7 per cent com- 
vestment—if he’s thinking jakarta (Indonesiz — 819 22 19 pared to 10.3 per cent in 
long term, with at least a panne | 19.11 1627 August 2006. Says 
three-year horizon, he’s likely 7 ™ FS Subbaraman: “India has rel- 
to be in the money. If he's ROSPIANOFEa) 16.82 19.3 atively sound economic 
looking to make a short-term ` Shanghai (Chin; 45.92 53.88 fundamentals, and is in the 
buck—hoping that the Kuala Lumpur (Malaysia) 16.96 16.08 early stages of economic 
Sensex will gallop from 17K “shani n (China) - ear 5107 77 85 take-off. We expect 10 per 
to 20K in quick time—he S = cent growth over the next 
may find himself on losing _TWSE (Taiwan) 15.86 23.03 decade and are expecting 
street. Yet, the tragedy of the Straits Times (Singapore) — 18.47 14.93 India’s economy to grow 


current rally is that it has 
been almost totally hijacked 
by foreign investors, with the 


Source: Bloomberg 
Note: Forward P/E is for the year ending March 2008; trailing 
P/E is for the four quarters preceding June 30, 2007. 
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faster than China’s.” Khare 
may have made the right de- 
cision after all. m 
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PHOTOGRAPHS BY UMESH GOSWAM! 


The panel: (1°! row L-R) 


CTOBER 9: IT COULD- 
n't have been a better 
day to bave a panel 
discussion on the 
prospects for the 
Indian stock markets. The bench- 
mark Sensex on tbe Bombay Stock 
Exchange bas just sbattered all 
records by recording its highest ever 
single-day gain of 789 points to 
burtle past 18,000. Are we moving 
too fast? That’s just one of the ques- 


tions Business Today posed to five of 


the brightest minds on Dalal Street. 
Rashesh Shah, CEO & MD, Edelweiss 
Capital; Manish Chokhani, Director, 
Enam Financial Consultants; 
Ratnesh Kumar, Managing Director 
C Head, India Research & Asia 
Pacific Equity Research, Citi 
Investment Research; Gagan Banga, 
CEO, Indiabulls Credit Services; and 
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Nilesh Shah, Chief Investment 
Officer & Deputy MD, ICICI 
Prudential AMC, attempt to make 
sense of the euphoric rise in the in- 
dices. Tbe panel's conclusion: The 
rally bas a long way to go, but the 
days of 30-35 per cent annual returns 
may well be history. Excerpts from 
the discussion, moderated by BT's 
Executive Editor, Brian Carvalho. 


BT: We're now in the fifth year of a 
pretty spectacular rally, which began 
somewhere around 3,000 levels (on 
the Sensex). Today, we've topped 
18,000. Is this a fair representation 
of the India growth story, or are 
we running ahead of fundamentals? 


Ganga Banga: We deserve to be here. 
Even if we look at valuation we 
aren't the most expensive market in 





the world today. Also, it's not as if 
India hasn't been expensive ear- 
lier. What's more, the story to- 
day, unlike in the past, is more in- 
ternational and in that sense we 
aren't that compartmentalised as 
we used to be earlier. We are get- 
ting more and more integrated 
with global risk, and it's a pure 
liquidity-based rally. That is the 
only worrisome factor. I don't 
think valuations are a big concern. 


Manish Chokhani: Like what is a 
normal feature of most market cy- 
cles, we started in the depth of pes- 
simism. We first discussed research 
and fundamentals and later went on 
to discuss momentum, technicals 
and liquidity. We are towards that 
end of the game rather than the 
beginning of the game. When you 
have rises that are perpendicular 
you will have corrections that are 
perpendicular. A feature of this 
bull market has been the levels of 
skepticism (amongst retail in- 
vestors), which is why a lot of smart 
money has not been in the market 
this time. Even during the last cor- 
rection (when the Sensex dipped 13 
per cent) a lot of people got out. 
But if you look at where we are in 
the entire cycle, which could go 
on for 40-50 years, I can say that 
what we are seeing today is not 
wholly unexpected. Markets don't 
top out on 18 to 19 times forward 
earnings. This is still a market with 
legs, but it's clearly not a cheap 
value investors’ market. 


Ratnesh Kumar: [n the fifth year of 
this bull market, if you're asking 
me: Are we justified to be here, 
my answer is: Absolutely yes. We 
have had a five-year (cumulative 
average) corporate profit growth of 
25-30 per cent and that is almost 
unprecedented in the recent history 
of corporate India. So to a great ex- 
tent profits have kept pace; the 
markert's rise has been justified by 
the huge growth in profitability. 
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CEO & MD, 


“Growth in corporate earn- 

ings has been a lot faster. 
In the absence of earnings 
even an 8 P/E is expensive; 
and in the presence of 
earnings an 18 P/E can be 
cheap" 


Profit growth is a function of a 
lot of things, many of which came 
together well. Basically we had de- 
cent demand growth going and 
operating leverage was on the side 
of the corporate sector. So first 
and foremost it is important to re- 
member that the rally or the fifth 
year of the bull market is very well 
backed by pretty strong growth in 
corporate profits. The second thing 
that has also worked in our favour, 
over the last five years since 9/11, 
is that there has been a persistent 
increase in global risk appetite. 
This has basically resulted in a sub- 
stantial amount of capital going 
into a lot of riskier assets. India 
has been a big beneficiary of this 
and because our story has been 
strong we have been able to cap- 
ture a larger share of foreign flows 


coming into Asia in the last four- 
five years than we were able to 
do in the previous 10-15 years. 
So these are the two aspects that 
are underpinning the market rally. 


Rashesh Shah: When I started my 
career around 1988, the market 
(Sensex) was around 400. In the six 
years between 1988 and 1994, the 
market went up from 400 to 





4,600, almost 11x in six years in 
spite of Harshad Mehta scam, the 
Babri Masjid demolition and the 
Indian forex crisis (in the early 
90s) and everything else you could 
have. So ultimately it is all about 
growth and I think that was also 
the era where there was a global 
growth. It was the first phase of in- 
flows into emerging markets. 
Compare that scenario with to- 
day's, when the market is at 18 
times fiscal 2009 earnings, and we 
aren't seeing the euphoria or the 
madness that one was used to as- 
sociate with investing in equity 
markets; people aren't over- 
stretched or overleveraged, and 
price-earnings ratios of 100 aren't 
getting acceptable. We aren't see- 
ing the usual signs of a euphoric 
market. When markets rise, it 
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sometimes does seem that they're 
going up too fast. But fact is that 
growth in corporate earnings has 
been a lot faster than what most 
people expected. Fact also is that in 
the absence of earnings even an 8 P/E 
is expensive; and in the presence 
of earnings an 18 P/E can be cheap. 
Meantime, global liquidity has taken 
off, and I think the situation today 
(post the subprime crisis) is pretty 





similar to what happened in the us 
after the collapse of LTCM (Long 
Term Capital Management, a hedge 
fund that went under in the late 
'90s, triggering fears of a liquidity 
crisis). Liquidity came back with a 
bang and found its way into the 
high-growth area of IT at that time. 
This time around, all the liquidity is 
coming straight into emerging mar- 
kets where all growth is here. So 
with liquidity and earnings being 
positive and neither showing signs 
of going away, we are fairly ok. 


BT: Okay, granted that there's a lot 
of money coming into emerging 
markets, and India. But a fear is 
that this money could drive stocks 
up to unrealistic levels, and create a 
bubble-like scenario, similar to what 
happened on the Nasdaq at the turn 
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Gagan Banga AVI. 
CEO, Indiabulls Credit Services — 
“We deserve to be here. 
Even if we look at valua- 
tion we aren't the most 
expensive market in the 
world today. Also, it’s not 
as if India hasn't been 
expensive earlier”. 


of the century when valuations were 
totally out of whack. Are we any- 
where close to such a scenario? 


Manish Chokhani: It’s important that 
everyone has this model in their 
head and that this becomes their 
investment thesis. It really began 
when they broke the gold standard 
(the dollar replaced gold as the in- 
ternational currency in the early 
'70s) and the dollar became the 
currency measure of the world. And 
ever since then they have printed 
dollars and it was free money. 
Effectively each bull market in every 
decade has been caused by excess 
money supply. And it ends in a 
bubble in every decade. In the 
1970s, the boom was in commodi- 
ties like oil, gold or silver. We saw 
fantastic tops. But after those ex- 
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Cesses, prices corrected for the next 
20 years. It was effectively a bear 
market for oil and gold, with the 
top being reached in the 1980s. 
That money then looked for a place 
to go in the next decade and even- 
tually caused a top in Japan. It was 
completely crazy, 100 P/Es were ac- 
ceptable. At one point, Japan was 
50 per cent of the world's market 
cap. Property prices peaked too. 
The value of the Imperial Palace 
(the residence of the Emperor of 
Japan) was said to be equivalent to 
the value of all the real estate in 
the state of California. It was that 
kind of excess. The tail-end of that 
bull market came at the beginning 
of 1990, and touched India and 
other emerging markets. But it never 
sustained. In the 1990s people 
looked for the next area of growth, 
which was TMT (technology, me- 
dia and telecom) and the Nasdaq. 
And that culminated in a complete 
blowout as well. This decade, if 
you are looking out for growth 
where do you go? Back to real as- 
sets. Real estate all over the world is 
going crazy. Oil is at $80, heading 
towards $100. Gold has gone from 
$250 (per ounce) to $750 and is 
heading towards $1,000. And then 
there are the emerging markets like 
India, Brazil, Russia and China with 
their domestic stories, and which 
form the centrepiece of the bull 
market this time. If we just look 
beyond our border, China is trading 
at 44-45 times and no one is wor- 
ried about that market. They're do- 
ing $20 billion IPOs for relatively 
poorly-run companies (the state- 
owned Industrial & Commercial 
Bank of China is offering $20 billion 
worth of shares; this will be the 
world's largest IPO ever). We still 
have a lot of room before the bull 
market culminates. That will happen 
when crazy things start taking place, 
like India companies buying tro- 
phy bad assets overseas, and people 
like us will have explanations for 
why they did it and will justify it. 
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Only something like this will disrupt 


the current bull market. 


Rashesh Shah: In a bull market, cap- 
ital gets cheaper, and in a bear mar- 
ket capital gets expensive (be it 
bonds or equity). In the last five 
years, capital has got cheaper; and 
along with that the India growth 
story has emerged. So when you 
combine the two, a P/E of 8 at the 
bottom of the cycle has now be- 
come a P/E of 18. I think we are 
fortunate; in the last Asia boom, 
it was everything except India 
and China that benefitted; this 
time it's only India and China 
benefitting. Every boom has its 
own story. The current rise may 
look steep, but adjust it against 
past earnings, growth and future 
potential, and the cost of capital 
is still not expensive. 


BT: Let's take a closer look at 
the crisis in the Us—the sub- 
prime mess and the possibility 
of that economy slowing down. 
There are two very different 
views on how that will impact 
foreign flows into India. One is 
that a weak us market will result 
in increased flows into emerging 
markets, including India. Another 
is that global liquidity will dry up, 
and consequently foreign flows into 
Indian markets. Which is a more 
likely scenario? 


Ratnesh Kumar: | am looking at two 
scenarios: À slowdown or a reces- 
sion. If you have a slowdown of 
the Us economy, it won't affect the 
risk appetite of investors, and assets 
will look to find other regions for 
higher growth. If that happens 
emerging markets, including India, 
will be the beneficiaries. However, 
if the US gets into recession, it's a dif- 
ferent ball game. After all, at the 
end of day the us is still a source of 
a lot of capital, directly or indi- 
rectly in terms of other central bank 
putting money there. And even 
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in equities. Public holding 
is not even $100 billion. 

We are saving $350 billion 
every year and in three 
years those savings will 
touch $1 trillion" 





though our relative growth—or that 
of China—is much better than that 
of the Us, a recession in the US will 
result in risk appetite going for a 
complete toss. However, as a house 
we don't believe this will happen. 


Manish Chokhani: The us has a $10 
trillion GDP. If there's a slowdown, 
you are talking maybe of (an ero- 
sion) of about 1 per cent growth 
in GDP, or $100 billion in incre- 
mental GDP. Recession is when you 
are saying a $300-400 billion of 
GDP will get wiped out. That, given 
the ability of the central bank to 
print notes, is a scenario nobody in 
the market is seeing. Also, when 
you're talking about flows, remem- 





ber that the us has not been the 
source of capital in this bull market. 
Rather, the us has been a consumer 
of capital, because everyone includ- 
ing India has been buying us treas- 
uries to bridge the Us current ac- 
count. The source of capital has 
been the Asian block and the oil 
exporting countries. And that capi- 
tal has clearly by now realised it is 
pointless getting deployed over there 
(in the Us) and it's probably safer 
in a new place. Again, in a his- 
torical context, when Japan died 
it didn't mean that you didn't 
have a bull market on Nasdaq. 
Similarly, just because the Us is a 
blue chip that is falling, it doesn't 
mean you can't have a bull mar- 
ket elsewhere. Consider an Indian 
example. In the 1990s rr serv- 
ices was the place to be. These 
companies are currently not par- 
ticipating in the bull market. That 
doesn't mean you can't have a 
bull run without its presence. 
We should also clear this mis- 
conception about our depend- 
ence on foreign flows. We are 
a $1 trillion GDP economy and 
our domestic savings are to the 
tune of $350 billion. People like 
us are going around and tapping 
those savings and bringing those 
investors into the market. And 
this is a half-glass empty market. 
Indians are fundamentally under- 
invested in equities. Local public 
holding is just 10 per cent of the 
market, and is not even $100 bil- 
lion. We are saving $350 billion 
every year and in three years those 
savings will touch $1 trillion. 


BT: But you need to be a brave man 
to tell the retail guy: *Come, invest 
when the markets are at 18-19K; 
they will go much higher from here." 


Nilesh Shah: If you ask a barber 
whether you need a hair cut, he 
would certainly say, yes you need a 
hair cut. But when I was coming 
here I was talking to people with the 
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market touching 18K, they were 
sad about it rather than being happy 
about it. It could be a bit of exag- 
geration, but it's not far away from 
reality. We didn't see any celebra- 
tion on the street when the mar- 
ket touched 18K—certainly not the 
kind of celebrations we saw when 
the market touched 4,500 in 1991- 
92. Successive quarters of share- 
holder patterns reveal that retail 





investors are out of the stock market 
and the Fils are getting into the mar- 
ket. Our feedback is you have to be 
in the Indian equity market based 
on longer term growth. If you are 
not there then at least make a 
beginning by making regular in- 
vestment. Use corrections as an op- 
portunity to build up your posi- 
tion, but don't wait for the correc- 
tion to get an entry into the market. 
A lot of people are waiting on the 
sidelines and with the market rising 
they have lost the opportunity. 


Manish Chokhani: Retail investors 
are coming through ULIPs today. 
Insurance companies are the larger 
source of retail capital than mutual 
funds today, and that trend is not 
going anywhere in a hurry. Two, 
everyone and his uncle, be they 
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CIO & Deputy MD, ICICI Pru AMC ง 
“You've to be in the Indian 
equity market based on 
longer term growth. Use 
corrections as an opportu- 
nity to build up your posi- 
tion, but don’t wait for the 
correction to get an entry” 


domestic or foreign houses, are 
saying they want to get into wealth 
management in India. They’re also 
talking about taking financial prod- 
ucts to the masses. Why should 
anyone be sitting with fixed de- 
posits? | don’t know what is going 
to happen in the next three or six 
months, or a year—and that really 
doesn’t matter—but in five years, 
are you telling me that the index 
can’t hit 36,000? 


Rashesh Shah: You will not ask the 
retail guy to come in and buy at 
18K because the index is going to 
become 18,500 in a month. What’s 
important is holding equity assets 
in your long-term portfolio. A large 
part of retail equity buying has been 
short-term in nature, because it is still 
seen as a speculative, volatile asset 


class. At the other extreme, you 
don’t have the large institutional 
investor present in the market. You 
have insurance and mutual funds, 
but you don’t have EPF (Employees’ 
Provident Fund) and pension fund 
investing in India. Though they are 
allowed by the government, EPF has 
made a statement that equity is a 
speculative asset class. So ironically, 
what you have is the EPF, which is 
supposed to take a 30-year view, 
viewing, equities as speculative. And 
the retail investor, who should also 
have a long-term view, is coming 
into the market because he expects 
the index to move from 18,000 to 
18,500 overnight. Equity is still the 
best asset class available. There will 
be periodic sell-offs and corrections, 
that’s part and parcel of every asset 
market. It’s a lot more visible in eq- 
uities because it gets reported every 
day, unlike say real estate. Indian 
equity is a great asset class that 
Indians have not discovered them- 
selves. The Fils have. Two years ago 
Indian institutions were 20 per cent 
of what Fils were putting into India; 
they have become 40 per cent with 
insurance players coming into the 
fray. We are confident that in the 
next three to four years, Indian local 
institutions will be at par with Fils. 


Nilesh Shah: People are viewing the 
market as a 35mm screen. Their 
canvas is 1992 to 2002, a decade in 
which the indices were range- 
bound. No one is willing to see 
the market from 1979 to 2007— 
the 70 mm view. From 100, the in- 
dex has touched 18,300, 183 times 
in 28 years. It's just that people 
have to adjust their vision from 35 
mm to 70 mm. 


Rashesh Shah: In 1994 the index 
was at 4,600. In 2003 the index 
was at 3,000. If you take a 8-9 year 
view and adjust for inflation, people 
lost 70 per cent. In between we 
have had scams, the Uri meltdown 
and that has taken away confidence 


HOW MUCH ELECTRICIT Y 
DOES YOUR COMPANY WASTE EVERYDAY? 


Save up to 50% of your electricity bill with connectgaia.com 


$y not knowing where or how your electricity is being distributed or consumed, you could waste 
it least 50% of m power. That's why we bring you connectgaia.com - the world of intelligent 
slectricity. It's a low cost web-based solution that optimizes power usage by pinpointing wastage 
n lighting, air-conditioning, machinery, other operational and energy consuming units. And with 
10 software to install or maintain, you do not need to become an energy management expert. 
Nith connectgaia.com, you will not only make a significant saving on your energy bills but also 
yrotect the environment from CO; emission. Developed on technology from IBM, it is truly the 
ntelligent electricity for the new world. 


MEASURE, VISUALIZE, ANALYZE, CONTROL AND SAVE" 


REAL-TIME, ANYWHERE, ANYTIME — ACROSS THE ENTERPRISE THROUGH CONVERGENCE OF POWER AND INTERNET NETWORK. 
IL LáÉO *DLODEÉDÉDE a O — ฟั ั ั ั า ว พ เพ - พ ว นา ว 


Contact us at www.connectgaia.com, email: connect@connectgaia.com or call us at our 
oll free number: 1-800-180-4242 (GAIA) or +91 124 4564242 


CONNEC 


intelligent electricity 


3 


da | cham 





bt, cover story 


among investors in India. Ironically 
we have only 8-10 million investors 
investing directly or indirectly in 
India; we used to have 8-10 million 
people investing 15 years ago. So 
the base has not increased. India 
needs 40-50 million people invest- 
ing in the market. But this can't 
happen with a short-term mentality. 
Intra-day traders and short-term in- 
vestors will always be there, but a 
large part of the Indian middle class 
should be long-term invested with a 
mentality of buying a slice of cor- 
porate earnings. This would come 
only through education. None of us 
has invested heavily in educating 
investors as what equity means as an 
asset class. 


BT: So what should the retail guy be 
doing? Assume that he has 25-30 
years to go before retirement, what 
should be his ideal asset allocation? 


Gagan Banga: In the current scheme 
of things he should be very over- 
weight on equities. [ think 30 per 
cent of an individual's money should 
be going into equities. 


Manish Chokhani (laughing): We would 
be the 100 per cent kind of guys. 


Gagan Banga: | am speaking conser- 
vatively, keeping in mind a guy who 
is earning 30K-40K a month. As 
for the remaining 70 per cent, we 
have to expose ourselves to various 
type of commodities. We can't really 
change the very nature of the Indian 
thinking and there will be gold, real 
estate, FDs and cash. So all of that 
will be a part of the 70, but surely 30 
per cent should be in equities. 


Rashesh Shah: | would like to add 
one thing to this. We have been 
advising clients that before you get 
into equities, buy your own house as 
that will keep getting expensive as 
the India growth story moves along. 
A lot of people have not yet bought 
a house and it keeps getting expen- 
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Ratnesh Kumar 

MD & Head, India Research & Asia 
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"Unlike in the US, Europe 
or even Japan, retail 
savings coming into our 
market will take a 

longer time" 


sive by the day. Look beyond met- 
ros like Mumbai, to second-tier and 
third-tier cities, and housing is a 
big need there. 


Ratnesh Kumar: Let's look at two 
kinds of household savings—fi- 
nancial and physical (house and 
gold). As a percentage of GDP, fi- 
nancial savings are 55 per cent, 
and 45 per cent is physical. Even if 
the equity part of the financial 
saving goes from 5-6 per cent to 
10-20 per cent over the next 5-10 
years, that will give the markets a 
massive boost. Foreign ownership 
of the market is 21-22 per cent 
when we include ADRs and GDRs. 
Insurance and mutual funds put 
together is only 8-10 per cent. 
Domestic savings going into vari- 
ous equity assets will take a longish 


period of time, especially given 
that things are not all that cheap 
anymore. We are also more vul- 
nerable to external developments, 
like say a US recession or any other 
global risk event, than we were 
five years back when the Sensex 
was at 5,000 or 8,000 or 10,000. 
Unlike in the Us, Europe or even 
Japan, retail saving coming into 
our market will take longer time. 
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BT: Nobody talks about political 
uncertainity these days, although 
it's very much on the horizon. This 
in turn may be leading to lethargy 
on the reforms front, and a reluc- 
tance to make tough decisions. 
Doesn't this worry investors any 
more? Or is it that there is a confi- 
dence amongst investors that what- 
ever happens, reforms cannot be 
reversed, and that politics can do lit- 
tle to derail the India growth story? 


Manish Chokhani: In 2003 we had 
zero confidence in India and its fu- 
ture and therefore the market wasn’t 
given a P/E multiple for the future. 
The current context is that demo- 
graphics will win over politics, and 
force the politicians to do what is 
right. Unless you have a complete 
different composition (at the Centre) 
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that turns up and says whatever is 
done in the last 10 years is wrong, 
we aren't going to go in a reverse di- 
rection. For example, when the last 
government came to power, the 
market promptly collapsed, only to 
quickly come back because investors 
realised that the basic direction had- 

n't changed. I suspect it will be 
something like that. You will get 
bouts of volatility. When someone 
sneezes in Delhi, markets will catch 
a cold. But eventually one will figure 
out that nothing is changing. It’s 
extremely difficult today to make 
a bear case based on politics. That's 
because the macroeconomic situation 
has never been so good. Corporate 
earnings and balance sheets have 
never been as robust as they are to- 
day. The Reserve Bank is sitting on 
$250 billion...you require a really 
lousy government to mess this up. 


BT: Interest rates are proving to be 
a double-edged sword. Whilst lower 
rates will doubtless increase liquid- 
ity flows, there's also the worry of a 
strengthening rupee and the havoc 
it is wreaking on exports. 


Rashesh Shah: We have the highest 
real interest rate in the world. We 
need a 100-200 Bps fall in interest 
rates. With rampant consumerism 
and people taking credit cards and 
personal loans we have seen people 
discovering the joys of credit—but 
not the joys of cheap credit. Interest 
rates in real term are artificially high, 
but we as Indians are so happy that 
at least credit is available. Till the fi- 
nancial service sector is closed, it 
will be difficult to bring down in- 
terest rates, but the pressure is 
mounting. There is a classical eco- 
nomic theory that you can either 
manage monetary policy or man- 
age exchange rates. You can’t man- 
age both. You have to choose one 
over the other. You can fight it out 
for a couple of years, but eventually 
you have to yield on one. I think the 
moment the RBI stops fighting the ex- 


104 BUSINESS TODAY NOVEMBER 4 2007 


f ) & S east NA 
"U, | 


EE I rr ee i 

S “Yo amna eit her r man age 

Tf 10r etary policy or rr anage 

exchange rates. You can (C 
ion both. You can fight 

it out for a couple of years, 

but eventually you have 

to yield on one" 


change rate and begins focussing on 


monetary policy, a lot of opening up 
will happen. 


Gagan Banga: But in the short term 
this will not happen. You have the 
prospect of an impending election 
and the big fear is going to be where 
prices go and in that context I don't 
see it coming. In the next 3-6 
months we can expect a maximum 
25 BPS cut in interest rates. 


Ratnesh Kumar: One point on inter- 
est rates: For the first time in three 
years, deposit growth has caught 
up with credit growth and the most 
important macro development i in 
the past 12 months in India has 
been the slowing down of excess 
credit growth. I would call it ex- 
cess credit growth because 35-40 
per cent was not sustainable. Credit 
has moderated to a more manage- 
able level at 20-25 per cent; on the 
inflation side things are okay and 
will peak at 5 per cent, but it would 
be still sufficient to call for an early 
next year reduction in repo rates. In 
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the market place we are already 
beginning to see the easing of rates 
before the RBI really cuts rates. 


BT: So would that mean that ex- 
ports will continue to take a hit, 
and exporters will have to learn to 
live with this phenomenon? 


Nilesh Shah: There’s no other op- 
tion. Textile mills are in trouble, 
they can’t survive with this exchange 
rate, Certain sectors operate at mar- 
gins of 2-3 per cent and the rupee 
appreciation of 10 per cent in a 
month will certainly see exports tak- 
ing a hit in the short term. Eventually 
Indian corporates will have to learn 
to manage to handle the rising rupee. 


BT: And where does that leave the IT 
services sector? Is it no more the 
flavour? 


Manish Chokhani: It’s a structural 
change. In the 1990s you exported, 
and you got in foreign exchange, 
which is what the country desper- 
ately needed. In this decade the last 
thing you require is foreign ex- 
change, with the RBI having a battle 
on its hand (managing the rupee). 
The story today is about infra- 
structure creation. A corollary to 
this is consumption. Companies in 
sectors like retail, or media or fast- 
moving consumer goods (FMCG) are 
those that will be able to grow at 
30-40 per cent. Financial services is 
another beneficiary (of the con- 
sumption-led story). These are the 
predominant themes. 


Ratnesh Kumar: In the last five years 
we've had extraordinary earnings 
growth. That will normalise in the 
next five years. We don't have the 
benefit of operating leverage with us 
any more. Financial leverage will 
start to build now as companies start 
to put up assets and make capital ex- 
penditure. Going forward earnings 
growth expectation should be 15-20 
per cent rather than 25-30 per cent. 
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Undervalued 


In the first week of October, Business Today and 
Synovate polled 111 retail investors, fund managers 
and analysts in Mumbai to find out where they think 


the stock markets are headed. Here are the results: How do you 


view the 
Will the Sensex 10 Attractively Sensex valuation? 
touch 20,000 i . 35 priced A majority feels the 
before year-end? Wi Sensex is overvalued. 
Three-fourths think WJ Don't know/Can't say 
it will PI 54 
เจ ็ 
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S Brokers/ Fund managers/ Analysts 
Retail investors 





Will the Sensex drop below 
15,000 by year-end? 


A staggering 92% don't think it will. 
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Is hot money 
fuelling the 
stock market 


boom? 

73% agree. It's the 
short-term capital flows 
that are responsible. 
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fund managers, and analysts), and the retail 
investors. Yellow bars represent views of the experts 
and the ochre bars those of the retail investors. 
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Is it still a good time to buy for 
retail investors? 


The opinion is divided. It shows the tentativeness 
in the marketplace. 





Should the retail investor be 
buying small cap & mid-cap? 
7196 of those polled say, yes. 
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Are equities still the best 


investment option? 
No doubt about it. Equities still Score 
1 over other investment assets. 
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Exporters are reconciled to living with a strong rupee. But that doesn't 
mean they are liking it. Bottom lines, margins, even orders are shrinking. 
What are these exporters doing to ensure their survival? RisH1 josHi 


ITTING IN HIS CHENNAI 

office, Rafeeque Ahmad, 

Chairman, Farida Group, 

a leather shoe exporter, is 

a worried man. The ap- 
preciation of the rupee against the 
dollar has severely eroded the profit 
margins of his company, forcing 
him to contemplate drastic measures 
like reducing his workforce. *We 
are planning to shut one factory 
and will retrench 15-20 per cent 
of our employees," he says. 

Cut to Mumbai. Vijay 
Agarwal, Chairman of Creative 
Group, a leading textile 
exporter, is also concerned. 
*We are losing orders due to 
the rise in the rupee value and 
have already asked some em- 
ployees to leave." 

These are not isolated inci- 
dents. Exporters across sectors 
are feeling the heat of the 
strengthening rupee, which is 
now trading at just over Rs 39 to 
the dollar, its strongest level since 
March 1998, having risen more 
than 12 per cent against the dol- 
lar this year. This has meant 
dwindling margins for exporters 
and, in the face of increased com- 
petition from other low-cost 
countries in Asia, has dealt a 
body blow to both services 


SHINOD AP 





(mainly information technology) 
and merchandise exports. 

To underline the gravity of the 
situation, the Federation of Indian 
Export Organisations (FIEO) re- 
cently held a press conference in 
New Delhi to announce that tra- 
ditional exports have been severely 
affected and that almost four mil- 
lion people have lost their jobs. It 
also cautioned that if the trend 
persists, eight million jobs will be 
lost in 2007-08. (These are FIEO's 


VILLAIN OF 
THE PIECE 


The rupee has risen almost 39.31 
12 per cent against the Oct. 11,07 
dollar. 
40.97 
Apr. 25,07 
41.73 
Apr. 17,07 41.34 
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own estimates and include actual 
and notional job loss.) 

The textiles and leather indus- 
tries, in particular, which source 
their raw materials primarily from 
the domestic market, have been 
severely hit. According to FIEO es- 
timates, 600,000 people in the tex- 
tiles industry alone will lose their 
jobs this year. 

Already, India's exports are 
showing signs of strain and growth 
rates are slowing down noticeably. 

The latest figures, for August this 
year, show that export growth, at 

19 per cent, is significantly slower 

than the figure of 27 per cent 
in August 2006. Crucially, re- 
flecting a sharp fall in exporters’ 
earnings, exports grew just 4.31 
per cent in rupee terms this 
August compared to a 35 per 
cent increase in August 2006. 
The slowdown in exports, which 
account for nearly 13 per cent of 
India’s economy, is taking a toll 
on manufacturing as a whole. 
Growth in industrial production, 
as reflected in the Index of 
Industrial Production (1P), slipped 
from 13.22 per cent in July 06 to 
7.1 per cent this July. 

For the first time, the govern- 
ment is looking anxious as well. 
After reiterating consistently that 
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Senapathy, CFO, Wipro: “Eve 
per cent appreciation of the ru 
impacts margins by about 4C 
basis points. From the beginnin 
this year, the 11 per cent-plus 
preciation of the rupee has resu 
in a 4.5-5 per cent hit on ท 
gins.” However, Info 
Technologies has managed to b 
the trend in its second quai 
numbers this financial year. It 

not only revised its guidance 

wards but has actually expandec 
EBITDA margins by focussing 
cost cutting and negotiating hig 
billing rates with clients. 

In merchandise exports, wha 
really squeezing the exporter: 
the fact that currencies of comr 
ing Asian countries have done t 
CHAIRMAN/ FARIDA GROUI ter against the dollar over the | 
year. For instance, the Chin 
yuan has appreciated 4.6 per c 
the country will meet the export The tr industry is the worst hit. only and the Pakistani rupee a 
target of $160 billion (Rs 6.4 lakh From a mere 5 per cent share of Bangladeshi taka have actually เ 
crore) for 2007-08, the government India's 1996-97 exports of $33 bil- preciated by 1.4 and 0.43 per c 
has now conceded that this figure ion (Rs 1.32 lakh crore), it has in- against the dollar, respectively, m 
may not be achieved. Commerce creased its share to 25 per cent of ing their exports more compx 
Secretary Gopal K. Pillai admitted the country’s $120 billion (Rs 4.8 — tive. The impact of this has be 
that the government “will be quite lakh crore) exports in 2006-07. sharp, particularly in sectors li 
pleased if it (exports) reaches even This represents a compounded an- textiles, leather and handicrat 
$140 billion (Rs 5.6 lakh crore)". nual growth of 35 per cent overa which have a low percentage 
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He also reacted promptly to an- 10-year period, making it the fastest imported raw materials and, hen 
nounce more incentives for ex- growing and the biggest export- don't have a natural hedge agai 
porters. The relief measures include oriented sector in the country. a rising rupee. 

refund of service tax on additional But the weakening of the dollar And it's not only the profital 


services and the payment of interest has meant that the IT bigwigs have ity of exporters that has been i 
on exchange earners foreign cur- been forced to lower their revenue pacted; their order books have a 
rency (EEFC) accounts. guidance for the future. Says Suresh taken a significant hit. Says Kishe 


WHERE IT BITES AND WHERE IT DOESN 


Sectors with high proportion of domestic inputs are worst affecti 


INDUSTRY o OF IMPORTED Yo OF IMPACT 
CONTENT EXPORTS 
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Leather lw | 

Refineries — — — High Low Benefick 

Auto — . Medium ^ ow Beneficia 
- Engineering - Medium — Low Benefici 
5 Gems and Jewellery — High — — High — Neutral 
z Tis — uw ก ด “Adverse: 
P Handicrafts Low High — Adverse 
3 Source: FISME 


110 BUSINESS TODAY NOVEMBER 4 2007 





๕ อ ๐ 33 


เพ 0 ว "ซอ เ อ น น อ ว ๒ ถ บ 0 บ ุ MMM 


OSH/WO น ย เบ ก ร ม อ 0 


10/810 


เค อ ม อ เน อ เอ น อ อ ง เอ e oj JES} ร แน เม อ ว 
๒ ร เฮ / แ บ บ ๒ oL ร ม uo epuoH X24 
น 0 ๐ เ ธร แบ น อ - อ ง ส 82 / ง ๒ น อ ๐ นุ ท เอ ค อ. OY) pue 
อ น ส ุ ค ์ แพ VNI eui se น ุ ว ท ร ร อ เอ ๐ เอ น น ว อ า 
อ อ ว บ อ + ฏ ๒ pedoje^ep ร อ น อ อ น อ พ ห 
'oo) ์ แ ๒ ๓ ๐ เอ '/ น ท น ท 0 ว au} u! น ๐ ท ุ ว อ า 0 น ต่ 
แน อ เพ น อ ง เด น อ ul อ เอ ง อ เท ว ๒ ue pəÁeld 
seu epuoH ‘Apees 0-3 ae yey) SB ว 
pue ร อ น เย ิ น อ juermyje-jenj 'uorssiue-A^o| 
UNM น อ ๐ เน ๒ ส ผี ่ เม อ ว ใน ๒ ร น 0 ว sj ueeq seu 
อ ง เก า ๒ น 'oBe ร เออ“ o, Speos น ๒ เอ น |! eui 
uo ล แอ JED epuoH 1$Jlj eui อ ว น ! ร JƏA3 


50 เอ น น วอ! แจ ว เอ ท ว อ อ ม "ม 0! ร ร เพ 3 
X24 





waysAS PUGAH อ ิ น เธ ร -/ เ ย ิ เอ น 3 
VINI 





Apeas 0-3 อ แอ Se) epuoH 


| LT น - 





(50 เอ น น ุ ว อ 1 euibu3 า น อ เว พ 3 jen 
g = cc 
— =, .L..'A. 





ta 








ƏuO¿ 
epuo 


ƏuO 
H 


¿0/290/OSM/ ใน วน จ ห ม ก ร ว น ณุ ๆ 


w w. rw w Pr 


"MOLOWO} JƏU881]B e o) แอ ร ม ร ม แน เน อ ว 
/ ม ๒ ร ง อ / แ น น อ WOL ร ม uo BPUOH ว ง 
บ 0! ร ร ! เ น อ -01 อ 2 / น ๒ บ ๐ อ เ แ ท เอ ค อ. eu) pue 
PUGAH VNI ธน se น ุ ว ท ร ร อ เธ ิ ๐ เอ น น ุ ว อ ง 
peougeApe pedoje^ep seu อ อ น อ น ุ 
'00} | แ ธ 8 ๕๐ เอ '/ น ท น ท อ ว อ น ร ur uonoejoud 
ไน อ เน น อ ง เด น อ U| 8/03 BANDE ue peKejd 
ธร ธน อ อ น อ พ ‘Apes OL-3 aJe yeu) sipo 
pue ร อ น เอ ็ น อ 1 น อ เว เพ อ ธ - เ อ ท 'uoissiue-Mo| 
UNM น อ เน ๒ ธน ฉ่ เน อ ว juejsuoo ร ม น อ อ ด seu 
อ ธน เท ท ธน '05 ๒ sjeeÁ 0 เ speos uelpu eu) 
UO ฏ อ แ แ ด . .@ ว BPUOH 1 ร ว ป อ น ุ ] อ ว น เร JƏA3 


Kbojouuoe| แอ ว เอ ท ว | อ อ ม ุ “น 0 เร ร เพ ฐ 
X23 





WaysAS puqÁH ธิ น เซ ร -/ ์ ธิ เอ บ 3 
VWI 





Ápe81 Q|-3 ae sued BpUON 





ค์ อิ 0 เอ น น ุ ว อ | อ น เอ ิ น ฐ ] น อ เว พ ู ฐ เอ ท 4 


== < 
I= LA 





WO BIDUUPO3ƏPBDUOU MMM 
8168686 LLO LZL E11 0081 


'epuoH uilM Sep 9JnjeN 


SWBA jO เอ อ 4 ๕ Ou] 


WONOF 





bt trade 


Shah, CEO of Crystaline Exports, a 
Mumbai-based garments exporter: 
“Generally, we have a better order 
position for the Christmas season, 
thanks to orders from the us and 
Europe, but this year, it's down 
about 20 per cent.” 

To combat this trend, the tex- 
tiles industry is now considering 
new strategies. Exporters like 
Crystaline are actually exploring 
the possibility of importing cheaper 
raw materials from countries like 
China to shore up their margins, 
which are now hovering around 
the 2-3 per cent mark. They are 
also trying to expand their product 
portfolio and shift to higher value- 
added products that enjoy better 
margins. Says Shah: “We are ex- 
ploring the possibility of exporting 
hand-embroidered garments that 
fetch better prices.” 

The leather industry is also try- 
ing to lower costs by importing 
cheaper inputs. Says Ahmad: “We 
are trying to import inputs from 
South America and Australia but it 
will take a few months at least to 
make the transition.” Meanwhile, 
exporters will continue to suffer 


M à 
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and the country’s exports will re- 
main at sub-optimal levels. 

Other export-intensive sectors 
like engineering and chemicals are 
also feeling the pinch. Light engi- 
neering companies, for instance, 
have been affected by the rising 
costs of inputs like crude oil and 
steel. This, combined with the 
stronger rupee (about half their in- 
voicing is done in dollars) have al- 
most inevitably meant that their 
bottom lines have been hit hard. 

Says Sharad Kumar Saraf, 
Managing Director, Technocrafts 
Industries, which manufactures 
and exports both textiles and metal 
products like drum closures, steel 
tubes and scaffolding systems: “We 
are negotiating price increases of 3- 
4 per cent from our customers, 
but our bottom line will still take a 
15 per cent hit.” Companies are 
also trying to invoice in other cur- 
rencies such as the euro in Europe 
and the Japanese yen in Asia. But 
the fact remains that the US is a 
major, and growing, market for 
these companies and they can't ig- 
nore it altogether. Says Saraf: “The 
maximum demand for our prod- 
ucts is from the us.” 

The chemicals industry faces 
similar problems. On the one hand, 
the cost of raw materials like ben- 
zene and sulphur have shot up glob- 
ally; on the other, it faces tough 
competition from cheaper Chinese 
exports in basic product categories 
like dye stuff intermediates, pig- 
mented intermediates and agro 
chemical intermediates. Says 
Madhav Aggarwal, Managing 
Director of Sajjan India, an exporter 
of specialty organic chemicals: 
*Companies are now focussing on 
increasing productivity. Some are 
also cutting down on production 
to deal with the situation." 

Auto parts manufacturers are 
also finding the going tough. They 
have started losing orders from 
OEMs as their products are more 
expensive than those offered by 
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A HELPING HAND 


The government has announced a 
package for exporters 


m DEPB and duty drawback rates 
increased 


m Rate of interest on pre-shipment and 
post-shipment credit reduced 


m Exchange Earners’ Foreign Currency 
accounts made interest-bearing 

m Service Tax Exemption/Refunds on 
several services 


m Export Credit and Guarantee Corporation 
reduces its premia rate by up to 1076 


THE WISH LIST 


Exporters want more from the 
government and RBI 


m Increase DEPB and Duty Drawback 
rates by 5 per cent 


m Reduce CRR or lower benchmark 
interest rates 


m Exempt more services from the tax net 
m Reintroduce Section 80 HHC tax benefits 


m Extend tax benefits for export-oriented 
units beyond 2009 
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competitors in China and Brazil. 
Most of the exporters are now ne- 
gotiating protective clauses (like the 
right to renegotiate contracts in the 
eventuality of significant fluctua- 
tion in the rupee value) in their 
new contracts to overcome the cri- 
sis. Says Ashok Taneja, President 
and CEO, Shriram Pistons, an ex- 
porter of pistons, rings and engine 
valves: *We recently lost three con- 
tracts from Renault to companies in 
Turkey, China and Brazil. Had the 
rupee been at 45 levels, we would 
have won all three." 

Interestingly, even the gems and 
jewellery sector, which has a high 
level of imported raw material (al- 
most 70 per cent), is also feeling the 
adverse effects of the hardening ru- 
pee. Their problem is that they paid 
upfront for their raw materials and 
the entire business cycle till the de- 
livery of finished goods in the export 
market takes about six to eight 
months, Result: they paid for their in- 
puts at much higher rupee rates and 
are now delivering to customers at 
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FIGHTING THE ODDS 


Exporters are taking several steps to 
combat the rising rupee 


m Cut operational costs 

m Roll back production 

m Reduce manpower 

m Shift to higher value-added products 


m Expand in non-US markets (Europe, 
Asia and South America) 


m Increase invoicing in other currencies 
m Import raw materials 

m Focus more on the domestic market 
m Hedge currency 


m Lobby with the government for 
tax benefits 


significantly lower rates—in effect 
ruling out any advantage of the cur- 
rency appreciation. Says Sanjay 
Kothari, Chairman, Gems & 
Jewellery Export Promotion Council: 
“Much of the export growth in the 
industry today comes from trading in 
polished diamonds; this received a fil- 


lip after the government removed 
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import duties. But at the manufac- 
turing level, there is no growth.” 

Hemmed in from all sides, ex- 
porters are now looking to the gov- 
ernment for succour. And they have 
a long wish list. FIEO wants the gov- 
ernment to further enhance the 
DEPB and Duty Drawback Rates. It is 
also demanding that more services 
used in exports be exempt from 
the service tax net. Says G.K. Gupta, 
President, FIEO: “Central and state 
taxes being paid by exporters must 
be refunded to them. The govern- 
ment shouldn’t expect us to export 
taxes.” A section of exporters wants 
the government to ensure that tax 
exemption for export-oriented units 
is extended beyond 2009. Then, 
the exporters also want RBI to move 
to a softer interest rate regime. Says 
Gupta: “RBI should reduce the cash 
reserve ratio (CRR) and also cut the 
Bank Rate. This will arrest the in- 
flow of dollars.” 

At the moment though, there 
is little respite around the corner 
for exporters. The impact is greater 
for small and medium enterprises 
that account for almost 70 per cent 
of India’s exports. Unlike bigger 
companies, most of them are unable 
to effectively hedge their currency 
exposure. Explains Gupta: “Bankers 
don’t want the smaller players to 
hedge because of the risks involved. 
Also, many of them are not well 
informed about the mechanism of 
hedging itself.” 

The only certitude in this all- 
pervasive mood of gloom and un- 
certainty is that the country’s target 
of achieving a 30 per cent export 
growth will not be met. Says 
Gupta: “In the present situation, 
we can realistically expect growth of 
only about 20 per cent.” 

The ball, then, is clearly in the 
government's court. But are Finance 
Minister P. Chidambaram and 
Commerce Minister Kamal Nath 
listening? m 

ADDITIONAL REPORTING BY 
RAHUL SACHITANAND 
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PES aE DOE UST re ek ee Numam sa 


From listing abroad to making a large acquisition overseas, 
Kiran Mazumdar-Shaw is firming up plans to turn her biotech 
company into a global biopharma major. RAHUL sACHITANAND 


ROM THE FIRST WEEK OF OCTOBER, 
frequent visitors would have begun to notice 
subtle changes at the 25-acre headquarters of 
Biocon, India’s best known biotech com- 
pany. Three months after selling its enzymes 
business to Novozymes, for $115 million (Rs 460 
crore), in June this year, company executives have 
finished reallocating some of the space previously oc- 
cupied by the erstwhile (and oldest) business unit. The 
company, which founder Kiran Mazumdar-Shaw 
started from her garage three decades ago to extract 
Papin enzyme from papaya, is on course to make its lat- 
est evolution. Mazumdar-Shaw now wants to re-posi- 
tion the company in the lucrative biopharma market. 
Since the late '70s, Mazumdar-Shaw has steered the 
company through several re-inventions, first moving 
from being an enzymes maker to statins (cholesterol- 
busting drugs) and when prices crashed and Chinese 
competition became too hot to handle, she shifted 
focus to biopharma. Now, she wants to take the next 
few steps in Biocon's evolution, as she seeks to unlock 
value from her three main businesses—Biocon, Syngene 
(contract research and manufacturing, started in 1994) 
and Clinigene (clinical research and trails)—and 
invest in transforming the company into a global 
biopharma company. 
“We keep re-inventing ourselves. In the first 20 years 
we focussed on enzymes, in the last 10 we focussed on 
biopharma and services. We now want to get into the 


MOUNTING PRESSURE 


Revenues have grown ata steady | ...but net profit has been under 
rate... pressure for some time... 
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market with our own products. It was first about 
branded enzymes, now it is about branded biopharma,” 
says Mazumdar-Shaw. Already, Biocon has made some 
progress down this path with its BioMAB (monoclonal 
antibody) EGFR (epidermal growth factor receptor) for 
treatment of head and neck cancer and has focussed its 
energies on high-potential areas such as oncology and 
diabetes where there is a clear and accessible market. 
The incidence of cancer is high in India, with 100 
out of every 100,000 people suffering from some 
form of it; the country is also home to the world's 
largest diabetic population—25 million people at pres- 
ent and expected to increase to around 57 million, ac- 
cording to a recent ASSOCHAM study. To target the 
massive market for diabetes, Biocon is working on an 
oral form of insulin, which will re-define the way the 
drug is delivered to patients, since it would go directly 
to the liver (and from there to the pancreas), thereby in- 
creasing the efficacy of the formulation. Meanwhile, its 
first high-profile step into branded drugs came last 
year, when it unveiled BioMAB EGFR. “BioMAB is the first 
step in our branded products evolution. We have a long 
way to go from here, but have a strong product 
pipeline," says Arun Chandavarkar, coo, Biocon. 
According to some estimates, around 10 per cent 
of the global $650-billion pharma market is ac- 
counted for by biopharma and this industry is grow- 
ing at around 17-18 per cent annually. “Traditional 
pharma companies, under pressure for some years to 


...not surprisingly margins too — | ... but headcount has 
have slid back under 30 per continued to grow at à 
cent... ., ม good 25-30 per cent 
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rerit i Gl n t * Projected figure based on Q1 profits of 
Rs 271.81 crore Rs 52.83 crore 
Figures in Rs crore Figures in Rs crore 


* Projected figure based on 29 per cent 
margins during Q1 of the current fiscal 
Figures in per cent 


Figures in number Source: Company 
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deliver the next big-bang drug, 
are increasingly buying into this 
market to try and bolster their 
product pipeline," says Alok 
Gupta, Head, Life Sciences and 
Technology Practice, yes Bank. 
Indian biotech companies like 
Biocon and smaller firms such as 
Shantha Biotech and Bharat 
Biotech are looking at different 
routes to tap this market. Shantha 
and Bharat, for example, prima- 
rily focus on developing vaccines 
for a range of diseases, Biocon's 
focus has been on developing 
therapeutic products for illnesses such as diabetes 
and cancer. These biotech companies rely on a com- 
bination of skills in scientific research (and a large re- 
source pool) and contract manufacturing to 
compete with their global rivals. 


verticals. 





Figures in Rs crore 


Unlocking Value 

In the immediate context, Mazumdar-Shaw plans to un- 
lock value in her other businesses and hopes to invest 
those funds in expanding her product portfolio and ge- 
ographical spread. *We have built value all these years 
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BIG ON BIOPHARMA 


With enzymes out, the focus will be on 
biopharma and contract research 





Break-up of Biocon's total revenues (Rs 990 crore) in FY ‘07 





and now we're looking to unlock 
this value in our businesses. 
Syngene is further ahead in this 
process than Clinigene. We plan to 
list in the US either on the 
NASDAQ or NYSE," says Mazumdar- 
Shaw. According to industry 
watchers, analysts account only 
for sales (and exclude intellectual 
property) while valuing a com- 
pany, but in the West IP is also 
factored into the equation leading 
to much higher valuations. *Most 
analysts valued our enzymes busi- 
ness at only $40 million, but we 
ended up getting three times the amount," says Murali 
Krishnan, President (Finance) Biocon and a 26-year vet- 
eran at the company. Already, both Syngene and 
Clinigene have begun to build strong third-party busi- 
nesses as they prepare for the umbilical cord to be cut. 

“We started out in 2000 by getting around 80 per 
cent of our business from Biocon and the rest from 
third parties. That ratio has been reversed in the last 
couple of years," says A.S. Arvind, coo, Clinigene 
and a medical doctor by training. Biocon has acted as 
a good test bed for Clinigene, since it managed the tri- 
als for BioMAB as well as its oral insulin programme. 
Elsewhere, Syngene, the company's first diversification 
into services back in 1994, contributes over 10 per cent 
of the company's revenues, says Goutam Das, the 
unit's president. 


Balancing Risk 
Despite the high-profile launch of Biocon's BioMAB a 
year ago (Bollywood superstar Shah Rukh Khan did 
the honours), Mazumdar-Shaw is not about to move 
away from her generics business just yet. *Both our in- 
sulin and anti-arthritis drugs have $1 billion-plus (Rs 
4,000 crore) potential," she says, but quickly admits 
that "it is impossible to churn our big-selling drugs con- 
stantly.” Instead, Biocon will continue to leverage its 
pipeline of generic drugs to earmark funds to invest in 
its own R&D. Alongside BioMAB, Biocon also has two 
generics, GCSF (Granulocyte-Colony Stimulating Factor, 
used to slow or stop reduction in white blood cells that 
fight infections) and Streptokinase, a clot-dissolving 
medication used in cardiology, in the market. 
Simultaneously, Mazumdar-Shaw also recognises 


“WE STARTED OUT IN 2000 BY GETTING AROUND 80 PER CENT OF OUR 
BUSINESS FROM BIOCON AND THE REST FROM THIRD PARTIES. 
THAT RATIO HAS BEEN REVERSED IN THE LAST COUPLE OF MONTHS” A.S. ARVIND/ C00/ Ciinigene 
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that she can't rely purely on her 
own formulations to grow her busi- 
ness and has begun to tie-up with 
other companies to sell their prod- 


COLD STOCK 


The Biocon scrip has been an 
underperformer throughout the bull-run on 
Dalal Street. 





a presence on our own. We have 
begun licensing our formulations 
overseas, for example, linking up 





ucts. For example, she has tied up 
with Abraxis Life Science to market 
its oncology drugs in India. *Drug 
development is taken very lightly 
in India," she complains, adding, 
*Each drug takes 4-5 years to de- 
velop. Í need something to fill up my 
pipeline in that period." 

Part of Biocon's evolution from 
enzymes to biopharma (and in that 
segment from generics to propri- 
etary drugs) involves a makeover in mindset, says 
Rakesh Bamzai, the company's marketing head. *We 
have to move from a B2B to a B2C focus and this involves 
much more visible marketing and branding than earlier. 
There are dozens of brands in a crowded market and we 
need to get noticed," he adds. However, YES Bank's 
Gupta argues that several companies have had a spotty 
record with regulators over the safety of these drugs 
(compared to conventional, and cheaper generics) and 
Biocon and other players in this market can expect to 
face the same regulatory hurdles when they expand, 
especially into developed markets. 


Global Ambitions 


While Biocon will get the rights to market Abraxane 
(Abraxis’ breast cancer drug) domestically and in south 
and west Asia, it had previously signed a licensing 
agreement for GCSF in the European and North 
American markets with the same company. According 
to Mazumdar-Shaw, Abraxis will handle the devel- 
opment of this drug, while Biocon will get licence 
fees and royalties for selling it. 

Biocon had also inked a 50-50 jv with Neo Pharma 
to create an entity called NeoBiocon to tap countries in 
the rich Gulf Cooperation Council region, including the 
UAE, Bahrain, Kuwait, Saudi Arabia, Oman and Qatar. 
Under this deal, Neo Pharma will act as the local 
front-end, allowing Biocon to focus on tapping a po- 
tentially massive opportunity in the region. *We would 
like to start on an equal footing for our JVs and learn the 
contours of each market, before we eventually be- 
come a majority partner. We want to access global mar- 
kets for our branded formulations; we want to create 
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300 
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with Bayer for our branded insulin 
in China and we want to take in- 
sulin to the Us and Europe on our 
own," says Mazumdar-Shaw. 
While these markets may help 
Biocon cut its teeth on the global 
stage, Mazumdar-Shaw is well 
aware that the real opportunity lies 
in the US and Western Europe, 
where hundreds of billions of dollars 
are spent on pharmaceuticals every 
year. The us, for example, accounts 
for half the world market at around $250-300 bil- 
lion, but by Mazumdar-Shaw's own admission is ex- 
tremely hard to enter. “Regulatory charges are high and 
there are many large competitors, much larger than us,” 
she says. According to her, Biocon “will not make 
money for at least four or five years in the US market” 
and can expect to face entretched competition from the 
likes of the $13-billion Amgen. Mazumdar-Shaw’s 
global expansion is also likely to be slowed by stringent 
regulatory environment both in the Us and Europe, with 
neither region showing any signs of making amend- 
ments to let companies like Biocon through the door. 


Oct. 12, 2007 
Figures in Rs 





“OUR INSULIN WILL BE MORE EFFECTIVE AND 30 PER CENT CHEAPER THAN 
THOSE IN COM PETITION” HARISH IYER/ General Manager/ R&D, Biocon 
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Biocon will also begin to feel the heat as larger global 
competition, including Amgen and Biogen, prepare 
for an India foray. 

Mazumdar-Shaw says she will use a mix of her 
own business, joint ventures and acquisitions to hasten 
her growth. “The only way we can hope to enter 
some markets is through acquisitions. We don't have the 
luxury of time to build capabilities ground up. If we 
want to become a big marketing company, we have to 
look at companies with strong distribution channels," 
she contends. According to investment bankers, Biocon 
is focussing on two types of inorganic deals; one, a com- 
pany with broad sales and marketing reach to quickly 
ramp up the distribution of products and second, a 
company with a strong IP portfolio, which could com- 
plement its existing pipeline. Mazumdar-Shaw has 
had some experience in the second 
area, when it acquired the bank- 
rupt Nobex (and its oral insulin 
programme for $5 million) in 
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R&D, Biocon. Here, too, Biocon has had to cop 
an up to 20 per cent drop in prices in the last 
months and has been compelled to rework its st 
for these new rates. 


Money Matters 
To fuel Biocon's growth in biopharma, especially i 
prietary drugs, the company will need to invest 
ily in not just branding and marketing but, perhap: 
importantly, in ramping up its manufacturing ca 
and acquisitions. *We will not go to the market 
to raise funds for our future growth. However, w 
not leveraged our borrowings completely and th: 
option we should consider," says Krishnan. 
Mazumdar-Shaw may also need external fund 
Biocon's future growth. The company has a 


March last year. jon Biocon as a purely Diop 
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Margin Worries 

Re-positioning Biocon isn't only 
about a biotechnology alphabet 
soup, but is closely linked to the de- 
clining margins for the company 
over the last three years. While 
operating margins have declined 
from 33 per cent three years ago to 
29 per cent last year, company ex- 
ecutives say the move out of en- 
zymes has little to do with this 
trend. “This move was not to ease 
margin pressure or for resources. It 
was part of our broader strategy to 
focus on biopharma," says COO 
Chandavarkar. However, Bala 
Manian, a long-time Biocon 
watcher and serial biotech entrepreneur (who is also on 
the company's management and scientific boards), 
argues that focussing on biopharma would yield "sig- 
nificant margin upside to the business." 

While traditional pharma companies try their luck 
with big-bang drugs that could yield billions of dollars 
in revenues, Biocon has preferred to focus on drugs 
where the mode of treatment and the end result are well 
known (insulin for diabetes), but it's only the method 
of treatment that varies. It has already made some 
headway with its insulin, for instance, where it has 
moved away from the traditional intravenous form 
of delivery to an oral medication. *Our insulin will be 
more effective and 30 per cent cheaper than those in 
competition,” says Harish lyer, General Manager, 
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$100 million in its war chest, but by Krishnan’s c 
mission, it may have to raise further funds to 
growth. “We want to be a billion-dollar com; 
four or five years, but that will require us t 
some risks,” admits Mazumdar-Shaw. Alreac 
has invested $160 million (Rs 640 crore) in 
manufacturing and R&D centre at a little distanc 
her Bangalore headquarters as well as opened a n 
in Andhra Pradesh to keep pace with her grow 


Risk, Regulators and Beyond 

Part of Mazumdar-Shaw’s challenge involves j 
investments (and longer gestation period) in 
products, with steady revenues from Biocon’s 
and-butter generics business. “I may spend he: 
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| for Innovation 


Citibank's Suvidha, which was developed in India, is now being rolled out across 
world. Other foreign banks are also taking innovative products developed here to 


other countries. Is India emerging as the global banking industry's innovation fac 
ANAND ADHIKARI 


WHY INDIA IS EMERGING 
. AS AN INNOVATION CENTI 
m INNOVATIVE 
TOWARDS x 
Indians by nature are very innovative in th 
approach to whatever they do. In fact, tha 
also reflected in some unusual demands 
- from corporate clients. Banks are now mo 
= receptive to innovation in order to get ahe 
~ Ofthe competition. That's one reason why 
- —  banksin India are testing and trying out 
newer ways of servicing both retail as 
customers. 


India is a large market for any bank. There 
are many people who don't even hold bani 
accounts, making the potential even great 
These two factors encourage banks to 


= COMPLEXITY 
India is one of the most complex 
the world. For instance, Citibank's 


languages on the same platform. 

= If Bangalore is the place to test a 
product, the interiors of Maharashtra or 
Karnataka are the best “laboratories” 
to test a biometric ATM. 


all SAVVY 

! Soca ชี AE a vi a C40 
Qa abs e e atiis customers. ' cheaper and easier to 

Global avatar: Citi's ต่ อ น 0 ca samana in several South Asian countries test out new products here. 
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= COMPETITION 

There is cut-throat competition in the 
HEN CITIBANK LAUNCHED A PILOT VERSION OF ITS banking space in India. Foreign banks, whi 
“Suvidha” account in Bangalore way back in 1997-98, it are highly (over)regulated, need newer , 
had no idea that it was scripting history of sorts, This innovative products to wean away 


scheme, which translates to “convenience”, and designed customers hob tak eater | 
specially for salaried individuals, offered some unique new product gets copied there is pressure 
benefits like utility bill payments, automatic creation of fixed deposits, to launch new, innovative products. 


direct credit of salary reimbursements, etc. Over the next three years, 





126 BUSINESS TODAY NOVEMBER 4 2007 


miiu aaa we 


Kaushik Shaparia, Head of Global Transaction 
Banking for India at Deutsche Bank, attributes this to 
India’s huge market size and the complexity it offers for 
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bank's customised 
payment processing 
solution, which allows 
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tic banks like icici Bank, not only increases customer 
involvement with the product, which is fast becoming 
a commodity, but also enables them to personalise 
their credit cards. In fact, that’s what prompted 
Deutsche Bank to replicate the product in Germany, 
its biggest credit card market. 

In the retail space, Citibank pioneered the concept 
of “EasyPay” cash collection (through kiosks) for 
utility companies like cellular phone operators in 
early 2000. Under EasyPay, any customer (of 
Vodafone in Citi’s case) can pay his bills through 
ATMS, thus, avoiding the hassles of standing in queue. 
EasyPay is now being replicated in Hong Kong, 





Sudeep Yadav/ MD & India Sales Head, Global Transaction Services (GTS)/ Citi India 


“The EasyPay solution is best suited for utility and insurance 


companies and the mutual funds industry” 


Singapore, Indonesia and Malaysia. Sudeep Yadav, 
Managing Director, India Sales Head, Global 
Transaction Services (GTS), Citi India, says: “The 
EasyPay solution is best suited for utility and insurance 
companies and the mutual funds industry.” 

Citibank was also the first to work on a product for 
small businesses and professionals like lawyers, doc- 
tors and chartered accountants. Called CitiBusiness, 
it provides a dedicated relationship manager, and 


also provides customers a comprehensive evaluation 
of their financial health through Business CitiPro, a 
custom-developed application that benchmarks small 
businesses and professionals (SBPs) with their peers. 
Targeted specifically at India’s SBPs, a community 
that numbers over three million, this initiative was 
tested out in half a dozen markets like Hong Kong, 
India, Malaysia, Singapore and South Korea in 2006. 
India was one of the lead countries where this prod- 
uct was extensively tested and it was launched in 
other markets within few months of India launch. 

If Stanchart has an “Info Manager”—Internet- 
based trade (export or import) reporting and enquiry 
tool for customers—as its future 
product, Citibank is working on 
“Webcam Banking”, a complete 
banking solution in the works. (See 
In the Pipeline...). 

Deutsche Bank is getting rave 
reviews from India Inc. for its Payer 
ID, which enables companies to 
identify the paying parties (espe- 
cially dealers) without the need to 
maintain multiple bank accounts. 
This electronic collection facility 
was developed in India in 2006. 
The product enables large corpora- 
tions to identify suppliers (or stock- 
ists) who have made electronic pay- 
ments without the need to keep 
track of and reconcile multiple bank 
accounts. This product is now set for 
a big launch in China. 

In fact, GlaxoSmithKline 
Consumer Healthcare, the bank’s 
first PayerID customer—it adopted 
the system in September 2007—has 
already reported a significant low- 
ering of the turnaround time for dis- 
patching goods and an improvement 
in efficiencies across its supply chain. 

Citibank, which pioneered this 
trend, has a product for retailers, 
which it hopes will become an- 
other killer application, in the 
works. It’s a payment solution that will allow large re- 
tailers to pay its farmer suppliers for grocery or other 
agricultural products through mobile phones. 
Considering that almost one in every five Indians now 
owns a cellphone, this application, if successful, will rev- 
olutionise the payment market in India. 

Clearly then, the Indian subsidiaries or branches of 
foreign banks are now contributing much more to 
their headquarters than merely profits. ai 
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Retail 
Rage 








Traders and 
shopkeepers are up in 


arms against organised 


retail, but that’s only 
going to hurt their own 


interests, not to mention 


those of farmers and 
consumers. 
T. V. MAHALINGAM 


T’S 10 IN THE MORNING, 

and at the historic Azad 

Maidan, where The 

Mahatma used to address 

swelling crowds during the 
Civil Disobedience movement, an- 
other movement is slowly gathering 
steam. It’s Mumbai’s first major 
protest rally against corporatisation 
of the retail sector. ‘Mike testing’ is 
on as a sprinkling of protestors 
waits patiently under the sweltering 
sun. There are more television re- 
porters and cops (two truckloads 
of the latter) than protestors waiting 
for *the action' to begin. In sync 
with the historic nature of the 
venue, there are banners bearing 
the images of the founding fathers 
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of the country—Gandhi, Jawaharlal 
Nehru, Bal Gangadhar Tilak, 
Subhash Chandra Bose and even 
Bhagat Singh. The organisers of the 
event had *promised' 50,000 pro- 
testors but less than 50 are around. 
Half an hour later, 50 more join 
exerting their vocal cords. Just as the 
camera crews were getting restive, 
the ‘action’ begins. 

Almost out of the blue, they 
came—petty shopkeepers, hawk- 
ers, pushcart vegetable vendors, 
chemists, onion merchants and man- 
ual labourers. They came packed 
in buses and trucks, in motorcycle 
cavalcades from all over Mumbai 
and nearby districts like Thane, 
Pune, Raigad. Passengers in Mumbai 





local trains complained of surging 
crowds and the occasional unruly 
behaviour. At the venue, it was ‘byte 
hunting’ time. A local leader spews 
hyperbole and spittle, in equal meas- 
ures. “East India Company came 
to India as a trading company and 
then they took over the country. 
Today, we are an independent 
country and are inviting MNCs like 
Wal-Mart to take over the coun- 
try,” he proclaims. 

But that was just the beginning. 
Nearly two dozen people mount 
the makeshift dais, including the 
anti-retail movement “champion” 
from Uttar Pradesh and Samajwadi 
Party MP, Banwari Lal Kanchal. 
“Why do these companies that own 
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Out in the Steets: (Top) Protestors at Mumbai's Azad Maidan and 
(bottom) a Reliance Fresh store gets vandalised in Ranchi, Jharkhand 
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refineries and sell cloth, petrol and 
cellphones want to sell onions and 
potatoes?” thunders Shyam Bihari 
Mishra, a former BJP MP In a not-so- 
veiled reference to Reliance 
[ndustries and Bharti Airtel. As the 
decibel levels of the speakers soar, 
impassioned zindabads fill the air. 
“People ask me why we use vio- 
lent methods," asks Kanchal who 
trashed Reliance Fresh stores in 
Uttar Pradesh. “Killing somebody is 
violence. Breaking the door of a 
shopping mall is not violence. Until 
you break their malls and burn their 
goods, nobody is going to listen to 
you," rationalises Kanchal. 

By the time the speeches came to 
end, more than 5,000 people had 
participated in the protest—a fat 
cry from the 50,000 mark but still 
ominous enough. The protest has 
been organised by Vyapar Rozgar 
Suraksha Kruti Samiti, in association 
with a dozen other associations such 
as Federation of Association of 
Maharashtra (FAM) and NGOs like 
India FDI watch. These bodies are 
protesting a list of things—from 
the entry of corporates in retail to 
Foreign Direct Investment (FDI) in re- 
tail to implementing a national pol 
icy on hawkers. Another demand of 
the protestors is scrapping the 
Model APMC Act. Like the President 
of Federation FAM, Mohan Gurnani, 
says: "We want the amendments 
to the Agricultural Produce 
Marketing Committee Act that al- 
lows corporates to buy products 
from farmers and sell them 
directly to the consumers." 


Big is Bad 

Having said that, the protestors’ ire 
scems to largely focus around the 
two corporates—Reliance’s Fresh 
outlets and Bharti's tie-up with the in 
ternational poster boy of Big Bad 
Retail Business, Wal-Mart. Reliance 
has had its stores vandalised in Orissa, 
Uttar Pradesh and Jharkhand. In UP, 
the company was forced to down 
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shutters on all its 23 Reliance Fresh 
outlets and let go of 235 or so em- 
ployees. Protests have also been held 
against Reliance Fresh in West 
Bengal, Madhya Pradesh, Jharkhand 
and Kerala. In all, Reliance has 
opened 300 stores in 30 cities and 12 
states, since its launch in November 
2006. The Bharti-Wal-Mart alliance 
is yet to start operations and the 
first store may be launched only in 
the latter half of 2008. 

Other retailers like the Future 
Group and Subhiksha that are rap- 
idly expanding across the country 
have so far managed to escape the 
wrath of the protestors. *We are 
not into the fresh vegetables busi- 
ness in a big way. Also, as a policy 
we do not sell anything below the 
cost price," says Future Group CEO, 
Kishore Biyani. Chennai-head- 
quartered Subhiksha Trading 
Services has faced protests in the 
past from chemists who claim that 
the retailer has been selling drugs at 
prices lower than the market rates. 
Subhiksha Managing Director 
R. Subramanian, however, is confi- 
dent about his expansion plans, in- 
cluding uP where the retailer has 
60 outlets. “At the end of the day, 
organised retail is a great thing for 
consumers. Of course, we have to 
take care of all the stakeholders 
involved," says Subramanian. 

It’s a point that RIL Chairman 
Mukesh Ambani was at pains to 
point out at the company's recent 
AGM. "Our organised retail initiative 
is configured to increase income in 
the hands of the farmers and serve 
consumers by improving supply 
chain and distribution efficiency. 
We want to achieve these twin goals 
by reducing wastage," he said. 
Considering that 30 to 35 per cent 
of 60 million tonnes of fruits and 
vegetables in the country—in value 
terms about Rs 58,000 crore and 
more than the fresh fruit produce of 
the UK—are wasted due to a lack of 
storage and other facilities, organ- 
ised retail is not the evil business it 
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Mukesh Ambani 


CMD, Reliance Industries 


“Our retail initiative will in no way 
jeopardize small shopkeepers' 
interests and that of small vendors 
who service customers" 


is being made out to be. “At the 
end of the day, India's retail market 
is so huge that there is place for 
everybody, including smaller play- 
ers," says Subhiksha's Subramanian. 

The Indian retail sector is esti- 
mated to be around $328 billion, 
with less than 4 per cent being ac- 
counted for by organised retail. 
Subramanian believes that the pres- 
ent conflict is one largely caused 
by perception. *When a retailer 
says that they are going to make 
investments to the tune of several 
thousand crores of rupees, it raises 
everybody's eyebrows. That raises 
the fear levels of some of the smaller 
players," adds Subramanian. 

It's a problem that Ambani 
seems to be conscious of. “We are 
sensitive to the interest of small 
shopkeepers. Our retail initiative 
will in no way jeopardize their in- 
terests and that of small vendors 
who service customers," said 
Ambani, who also cited the com- 
pany's purchases of banana crop as 
an example of how Reliance retail 
venture could benefit farmers. 
“Reliance is bringing to farmers, to 
begin with, in Gujarat, Maharashtra 
and Andhra Pradesh, high quality 
tissue cultured banana plants that 
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yield 35 to 40 kg per bunch of 
fruits as against 20 with conven- 
tional cultivation. Reliance buys 
these bananas from farmers at prices 
that are 10 to 15 per cent higher 
than what they get through con- 
ventional channels.” he added. 

But the problem for players like 
Reliance might lie beyond just 
flawed communication or percep- 
tions. It's that ugly word called pol- 
itics. “The problem is that unlike 
most of its other businesses, the re- 
tail business opens up a thousand 
pressure points for Reliance as it 
involves a lot of on-the-ground ac- 
tivity. And people (read politicians) 
sense an opportunity to pressurize 
the company and make money," 
says a senior executive of a retailing 
group, requesting anonymity. 

Observers have been surprised 
by the lack of serious support for 
Reliance from other retailers. 
“Earlier, the industry lacked con- 
sensus and bickered on key issues 
like FDI. Reliance took a tough 
stance against FDI in retail claiming 
that it would harm the domestic 
retail, especially small traders. Now 
they cannot just turn around and ask 
for support from other players or 
the retail industry body. As for the 
small trader, he does not care who 
he is killed by—the MNC or a large 
Indian corporate,” says the head of 
another retailing major. However, 
industry association Cll has con- 
demned closure of Reliance Fresh 
stores in UP and warned that such 
orders will adversely affect the poor. 

For now, the protestors have 
set a deadline—January 26, 2008. If 
by then, the government does not 
heed to their demands, they plan to 
take the stir nationwide and do not 
rule out trashing malls and retail 
outlets. With mid-term polls still 
likely, this is one emotive issue that 
will not die silently. Unfortunately, 
in the process, India—farmers, con- 
sumers and even small shopkeepers 
included—will lose time and an op- 
portunity to benefit. t 
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Crowded out by 


powerlooms, weavers BB 


in Andhra are 
struggling to make a 


WEAVING) 


living. £. KUMAR SHARMA 


HOGA AMBADAS, 39, IN 
the Choutuppal mandal 
of Nalgonda district, 70 
km from Hyderabad, 
has managed what sea- 
soned businesses would dread to 
even think of—change the core. 
Risking his livelihood, he mus- 
tered courage 11 months ago and 
gave a new spin to his core com- 
petence. The good news: the risk 
seems to have paid off. A bright 
blue coloured pushcart full of fancy 
stuff and cheap trinkets is today 
fetching him more than the hand- 
crafted Pochampally sarees that 
he used to weave as a handloom 
weaver till 11 months ago. 
Finding the going as a hand- 
loom weaver unsustainable and 
hit by poor health, Ambadas bor- 
rowed and invested Rs 20,000 (in- 
cluding one-time spend on the 
pushcart) in his new business. 
“Today, on an average, I get 
Rs 100 a day against Rs 50-70 
that I could manage earlier,” says 
Ambadas, standing with his push- 
cart on National Highway 9 that 
passes through Choutuppal as its 
crowded main road. 
Not all handloom weavers like 
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A bleak future: Ramanjenelu 
production on sU ot nis 
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Ambadas have given up yet, but 
may soon be forced to do so. 

A few away is 
Suryapally Mangamma, 39, who is 
struggling to make both ends meet. 
“Our revenues have remained the 
same but the costs have gone up in 
the last couple of years. We are 
finding it hard to sustain our- 
selves,” she says. Her husband, 
Suryapally Shekhar, who was not 
at home, has been busy explor- 
ing other options. “In the last 10 
days, he has zeroed in on trading 
in bricks as a source of additional 
revenue,” she says. 


Streets 






Power(loom) Play 

Sample these numbers and the ur- 
gency behind this frantic search 
for an alternate money-making 
option becomes self-evident. 
Mangamma, along with her hus- 
band, father-in-law and a worker, 
makes eight sarees in 45 days, 
which are sold to a local trader 
for an average Rs 1,200 a piece. 
That comes to about Rs 9,600. 
However, the cost of yarn, colours 
and dyes adds up to Rs 6,825, 
leaving them with just Rs 1,775 
in 45 days. What has worsened 
the situation for her in the recent 
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Why the handloom industry is in a 
deep crisis. 


Identical ก developed 


on powerloom are cheaper 
Monopoly of master weavers 


Low level of technology 
and skills 


Lack of adequate, even and 
timely supply of inputs 


Lack of product and design 
Innovation 


Non-availability of adequate 
and timely credit facilities 


Inadequate organisational, 
marketing and technical support 








years is the machine-made replicas o! 
their products. Says Mangamma: “A 
silk saree that I sell for Rs 1,200 is 
also available for just Rs 350 as it ts pre 

pared on powerlooms (using an artifi 

cial poly yarn). ` 

While Mangamma is blissfully un 

aware of the magnitude of the crisis in 
handloom, she's just managed to pin 
down one of the major reasons fot 
the crisis—the powerlooms. D 
Narasimha Reddy, who leads an NGO 
initiative Centre for Handloon 
Information and Policy Advocacy (CHI 

in quickspeak), supported by the in 
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No more sarees: Ambadas says he is better off selling trinkets on a pushcart ternational NGO Oxfam in Andhra 


bt handloom 


Pradesh, says: “We have 
heard of cases where Kota (a 
handloom hub in Rajasthan) 
products are made in pow- 
erlooms of UP, sent to Kota 
and from there distributed 
all over as Kota handloom 
products. Similarly, there 
have been cases of Kerala's 
Mundu being made in pow- 
erlooms of Tamil Nadu and 
Orissa's Sambalpur sarees 
coming from powerlooms of 
Andhra Pradesh." 

Mangamma is, therefore, 
not surprised that looms are 
shutting down in her own vil- 
lage of Samsthan Narayan- 
puram, where, she says, out of 
200 handlooms that were in use 
some three years ago, only 100 re- 
main operational today. A few locals 
gauged the trend early on and left 
the village. A few blocks away lives 
Emmadi Bhikshapati, 82, whose 
two sons left for Hyderabad years 
ago to take up other jobs, leaving 
him to handle the weaving alone, 
which with age and failing eyes, he 
decided to give up last year. 

Things are no different in neigh- 
bouring regions of Karnataka. A 
couple of kms off the newly laid 
six-lane expressway leading to the 
new Bangalore International 


The Numbers just 
don't add up 


1,780.31 
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1,585.50 a 










In a tangle: Mangamma can barely make ends meet 


Airport, lives B. Ramanjenelu, a 
43-year-old master weaver, who 
operates two hand-run saree units in 
Yelahanka Old town. In the last 
three years, he has been forced to 
cut headcount across his two units 
from 80 to 25 and stop produc- 
tion on 30 of his 50 looms. *We 
have been reduced to an almost 
hand-to-mouth existence since it 
takes us up to a week to produce a 
handloom silk saree and many 
wholesalers have decided to move 
to powerloom products," says 
Ramanjenelu, a second-generation 
master weaver who inherited this 


3,045.75 3,136.68 


unit from his father over two 
decades ago. The reason: 
Depending on the design, 
weaving of an handloom sa- 
ree can take from one day to 
one week, whereas in pow- 
erloom, it would take just 
two to four hours. 

An equally tough chal- 
lenge is retention of skilled 
labour. Workers in units like 
Ramanjenelu's earn around 
Rs 500 per saree, while textile 
mills can pay them twice or 
thrice of that and also give 
them more modern working 
conditions as part of the bar- 
gain. "Several more units are 

in distress, suffering from lack of 
trained manpower, outdated tech- 
nology and competition from more 
efficient powerloom competitors,” 
says Ramanjenelu. Illiterate and sad- 
dled with growing debts, he has 
few options left. “Banks don’t want 
to lend money to a sick unit and Í 
don’t have experience in any trade 
other than perhaps construction 
work,” he complains, 


Odd Problem 


Ramanjenelu and others of his ilk 
in Andhra Pradesh and Karnataka 
are in a deeper crisis compared 
to their counterparts elsewhere 





1,310.30 
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แพ พ Total Budget แพ พ พ Handloom Budget Figures in Rs crore | 
Source: Centre for Handioom Information and Policy Advocacy 
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| Dwindling returns: A weaver at work in Nalgonda, AP 
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Speech of Shri C J Jose, IAS, Chairman & Managing Director, 


Gujarat Mineral Development Corporation Ltd. 
delivered at the 44 Annual General Meeting 
on 29° September, 2007 at Ahmedabad. 





Dear shareowners, colleagues on the Board, officers and staff of the 
Corporation, 


It is indeed a great pleasure to welcome you all to this 44" annual general 
meeting of your company. | am grateful to you for making it convenient to attend 
the meeting. 


The Directors’ Report and the audited financial statement of the company for the 
year 2006-07 have been in your hands for some time now and with your 
permission | take them as read. 


As is evident from the annual report, your company has reached a remarkable 
Stage in its history. During the year under review, your company has been abie to 
achieve a turnover of Rs. 588.96 crores as against Rs. 433.74 crores during the 
previous year. The net profit of your corporation for the year 2006-07 is Rs. 
108.68 crores, an increase of 160% year-on-year and the highest ever in its 
history. In order to share the wealth it created during the year with the owners, 
your Board of Directors has recommended a dividend @ 100% on equity 
shares. 


Our turn over during the current year is expected to grow by more than 80% to 
above Rs. 1000 crores. We expect our net profit during the current year to be 
more than Rs. 250 crores. 


During the year 2006-07, 70.82 lac MT of lignite was mined from Panandhro 
mines. The company has enhanced lignite production from its other mines 
mainly, Mata no Madh and Tadkeshwar, producing 5.03 lac MT and 2.64 lac MT 
respectively. Both these mines will achieve their full capacity by next year. 


Mining operations have commenced in the Amod mines earlier this month. 


Tenders have been invited to commence lignite mining in Bhavnagar. With 
these additional mines, GMDC would have six operational lignite mines in the 
State to increase lignite production substantially and to make it available closer 
to the lignite consuming clusters of industries across the State and at 
reasonable cost. This in turn is expected to boost demand for lignite vis-a-vis 
other expensive fuels, allowing GMDC to significantly increase out put of lignite. 


The refurbished calcinations plant in Gadhshisha and fluorspar unit in Kadipani 
would commence production shortly. Formal environmental clearance for the 
Ambaji Multi metal project has since been received and action is being taken to 
commence operation thereat. 


The Power Project at Chher has started generating revenue for your company 
with the commencement of commercial operation in unit No. I in the month of 
March 2007. 


The corporation is now infused with a new vigour, sense of purpose and 
confidence to shoulder greater responsibilities and to create the financial 
resources necessary in this journey. 


Your company has entered into a joint venture arrangement with the Jaypee 
group to set up a 2.4 million tonne capacity cement plant in Lakhpat Taluka. This 
cement plant will use limestone available in the lease areas of GMDC. The Joint 
Venture proposes to develop a captive jetty / port of appropriate size and a 
special economic zone for mineral based industries. 


GMDC has signed an Mou with the Tata Refractories to set up a joint venture for 
the manufacture of refractories and castables to use the high grade bauxite 
available in Kutch. Other projects are the manufacture of abrasives 
and zeolite based industries, all to be located in Kutch. Units for manufacture of 





manganese based products will come up in backward Panchmahals district. 


Your company has taken a 16% stake in the 480 MW BECL, a lignite based 
power project to be set up near Bhavnagar. As per the shareholders’ agreement, 
the lignite mines owned by Power Corporation Lid. will be transferred to 
your company for mining and supplying lignite to the proposed power plant. 


Your company has also entered into a Joint Venture agreement with M/s Gokul 
Refoils for establishment of 125 MW lignite based power plant at Tadkeshwar. 
The power available from this unit will be sufficient to meet the requirement of the 
various projects of GMDC as well as some of the joint ventures which can take 
off the ground only if power is available at reasonable cost. 


Your corporation has been allotted two coal blocks in Chhatisgarh 
and Orissa by the Ministry of Coal, Govt. of India. The coal blocks allotted to 
GMDC would be a source of cheap power to the state, adding substantially to its 
turnover and profits as the coal resources are sufficient to provide fuel to 
generate close to 5000 MW of power. Fuel Supply Agreement with respect to 
1750 MW has already been executed and arrangements are being made with 
respect to the remaining supplies. 


Your company has recently entered into an MoU with M/s Aluchem of USA to 
establish an Alumina Plant with a capacity of 1 million tones per annum based on 
medium grade bauxite. This plant will be supplied bauxite from the bauxite 
reserves situated in places other than Kutch. Similarly, an MoU has also been 
entered into with M/s Ashapura Minechem to establish another Alumina Plant 
with a capacity of 1 million tones per annum. 


The Memorandum of Understanding and subsequent executed with 
M/s Reliance Industries Limited would enable GMDC to enter into coal / lignite 
gasification sector with the option of being a 4996 equity holder in the proposed 
Joint Venture which would set up at least 3 commercial gasification projects 
involving utilization of about 450 million tonne of coal / lignite each subject to 
commercial viability. 


I have no hesitation to declare that the corporation has scripted for itself a role 
which would help it grow into a Rs. 10000 crore company in the next few years 


| take this opportunity to express my sincere gratitude towards investors’ 
community, my colleagues on the Board, Government of Gujarat, Government 
of India, Corporation's employees and all other stakeholders who have 


supported and encouraged us through our this journey of rediscovery. 


Thank you. 





bt, handloom 


in the country. 

As per the Directorate General 
of Handlooms, there are at pres- 
ent an estimated 23 lakh full-time 
weavers in the country. Of this, 
slightly less than half are inde- 
pendent weavers, about 3.4 lakh 
work under a master weaver and 
4.5 lakh are members of co-opera- 
tives. D. Narasimha Reddy, retired 
professor at the University of 
Hyderabad and handloom sector 
observer, explains: “It is not the 
same case everywhere. For instance, 
handloom weavers in Assam have 


other sources of income, say 


budgetary allocation," says CHIP’s 
Reddy, adding that this, along with 
poor institutional credit, drove many 
weavers to suicide in Andhra. 
Things looked up slightly after the 
quota system was lifted from 
January 2005, he adds. 


No Glitches Here 

However, some do not find the pic- 
ture as grim. Talk to Rajat Kumar, 
the Harvard-returned 14s officer and 
newly-appointed MD of the apex 
handloom society in Andhra—apco 
(Andhra Pradesh State Handloom 
Weavers Cooperative Society), 





A dying craft: A.L.E. Ashok (R), a weaver in Nalgonda, displays a saree 


farming, but in regions like Andhra 
and Tamil Nadu, most of the time, 
weaving is a single occupation." 
Official estimates, too, paint a 
dismal picture for these weavers. 
The annual growth rate in hand- 
loom sector has declined from 17 
per cent in 1995-96 to 7 per cent in 
2006-07 with the dip at its worst 
(-21 per cent) in 2002-03. That 
was when the impact of the na- 
tional textile policy was the most 
visible. “As per the policy, the hank 
yarn obligation for spinning mills 
was reduced from 50 per cent to 40 
per cent coupled with decline in 
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which procures products from 
handloom cooperatives—and he 
nonchalantly says: ^In general, the 
handloom sector has been adversely 
affected by expansion of power- 
looms and mills, changes in con- 
sumer tastes, fluctuations in cot- 
ton and silk trade (which supply 
yarn to handlooms), and domes- 
tic and international trade issues.” 

Quoting the state Expert 
Committee Report of 2005, Kumar 
says: "Andhra Pradesh has 2.19 
lakh looms (apparently one of the 
highest in the country) and 4.90 
lakh weavers. None of the looms 


operating under APCO has been shut. 
On the contrary, APCO procurement 
has increased from Rs 58.72 crore 
in 2003-04 to Rs 100.09 crore in 
2006-07." However, Kumar is 
quick to add, *We do not have data 
about private looms in the state." 


Stitch in Time 

By all accounts, the road ahead for 
handloom is knotty. As APCO’s 
Kumar says, the future for the sec- 
tor lies in increasing the thrust on 
exports. For this, he plans to engage 
with the private sector and is eval- 
uating various options that will be fi- 
nalised before the Christmas sea- 
son begins abroad. 

While the handloom clusters 
like Pochampally, Dharmavaram, 
Gadwal, Narayanpet, Madhavaram 
and Pedena that have somewhat 
managed to hold their ground, the 
worst-hit regions of Sircilla (totally 
dependent on powerlooms hit by 
low wages), East Godavari, 
Karimnagar, Chirala and 
Mangalagiri (dominated by mas- 
ter weavers with very low pres- 
ence of APCO societies) need ur- 
gent intervention. 

"The key problem to a large ex- 
tent with the handlooms is the lack 
of front-end and marketing," says 
Harminder P. Sahni, Managing 
Director, Technopak Advisors, a 
consulting firm. Getting that in or- 
der may well be the way ahead with 
players like Fabindia and the emerg- 
ing retail sector. 

For its part, APCO is also working 
on ways to professionalise its 
marketing by leveraging IT and 
through computerisation of sales 
and monitoring. 

Undoubtedly, the outcome of 
such measures matters the most to 
weavers like Mangamma. It means 
either taking the Ambadas route or 
getting to earn enough to see her 
school-going son fulfil his dream of 
becoming a ‘hardware engineer’. s 

ADDITIONAL REPORTING BY 
RAHUL SACHITANAND 
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bt entertainment 





















India's Tinsel Town is seeing 
some serious foreign inter- 
est. Hollywood biggies like 
Sony Pictures and Warner 
Brothers, among others, 
which have always distrib- § 
uted their own films in India, fy 
now want to get into the 
production of Hindi movies. 
ANUSHA SUBRAMANIAN 


[°S A TYPICAL BOLLYWOOD 
sequence—a beautiful 
young girl in a flowing 
gown sways around 
waiting for her lover; 
around her is a troupe of 
other young women danc- 
ing to the beat of a lively 
song. The teaser promo of 
Saawartya is really no dif- 
ferent from hundreds of 
other similar trailers. The 
only difference: the movie 
has a Hollywood producer. 
SPE Films India, the Indian 
arm of Sony Pictures 
Entertainment (SPE), better 
known in India by its pre- 
vious name, Columbia 
TriStar Films of India, has 
co-produced Saawariya in 
partnership with Bollywood 
producer-director Sanjay Leela 


Gareth Wigan/ Vice Chairman/ Columbia TriStar Motion Pictures 


Wigan says films like Saawariya will bring world’s two biggest filmmaking communities 
closer and it will give India an opportunity to interact with Hollywood studios 


UMESH GOSWAMI 
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Mark Zoradi/ President/ Walt Disney Motion Pictures 


Walt Disney's Zoradi is working on a local language, 
country-specific animated film with Yash Raj Films 


Bhansali's film production house 
SLB Films. This is the first time that 
one of Hollywood's Big 6 studios is 
co-producing a Hindi film. 

Thus far, Hollywood studios 
have had only a peripheral pres- 
ence in India, sticking to the tra- 
ditional business of distributing 
their own, and sometimes, inde- 
pendently made, films in the coun- 
try. Result: Hollywood's share of 
the Indian film entertainment pie is 
a minuscule 3-4 per cent. But the 


SONY PICTURES GROUP 


e Production: Co-produced its first 


Bollywood film, Saawariya, with Sanjay Leela Bhansali. 





big money lies in producing and 
distributing local films, and that 
is the path that some of the big 
boys of Hollywood are now taking. 
“India has a rich and prolific film 
history," says Michael Lynton, 
Chairman and Chief Executive 
Officer, SPE, “and we, at Sony 





e Distribution: The distribution company is called Sony Pictures Releasing 
India (SPRI), earlier called Columbia TriStar Films of India. SPRI distributes its 
own films as well as films by Walt Disney and other independent producers. 


e Music: Sony-BMG is a well-established international music label in India. 
It does international, Indipop and Hindi film music. 


e Home Video: Has set up its home video unit. 


e Television Broadcasting: SET India has been in India for the last 10 years 
and broadcasts a large bouquet of channels. 


e Visual Effects and Digital Production: Sony Pictures Imageworks has a 
subsidiary, Imageworks India. The company was formed after making an equity 
investment in Chennai-based visual effects and animation studio FrameFlow. 
FrameFlow was renamed Imageworks India. 


KACHIT GOSWAMI 


DISNEY 


e Production: Plans to enter main- 
stream film production in India over 
the next couple of years. Disney has 
just announced a JV with Yash Raj 
Films for animation films. Plans to 
produce one animation film every year 





e Distribution: Walt Disney Films in 
India is distributed by Sony Pictures 
Releasing India (SPRI) 


e Music: No direct presence; 
releases music through deals 
with other companies 


e Home Video: Has a licensing deal 
in India with Excel Home Videos 


e Television Production: Has three 
channels, Disney Channel, Toor 
Disney and Hungama. ESPN, also a 
part of Walt Disney Company in India, 
has a tie-up with Star India. 


e Publishing : Has over 300 titles 
that are published in 

licensing agreements with 
various publishers in India 
Last year launched Disney | 
Adventures, a kids' magazine MEI 


e Walt Disney Internet 
Group: This division uses 
technology to advance 
content and its distribution on mo- 
bile and broadband platforms. 





e Disney Consumer Products: Disney 
products are sold in India. DCP has 
specialty stores like Disney Jeans, 
stores for apparels and Disney Artist 
stores for stationery and party products 


e Disney ABC International 
Television (DAIT): Internationa 
content from ABC Networks, like 
Desperate Housewives distributed 
in India. 


UMESH GOSWAMI 


Ronnie Screwvala/ CEO/ UTV 


KASHMIR 


Screwvala's UTV has tied up with Hollywood studios 
and filmmakers of international acclaim 





Pictures, recognise the potential of 
the Indian market and welcome the 
opportunity to team up with the 
film industry in India." Adds Gareth 
Wigan, Vice Chairman of Columbia 
TriStar Motion Picture Group, the 
main operating company within 
the SPE fold: “This historic co-pro- 
duction is a step towards the inte- 
gration of two of the world's biggest 
film production communities and 
offers an excellent opportunity for 
the enormous talent in India to in- 
teract with a Hollywood studio." 
Thus, Saawartya, which is due to 
release this November, marks a 


FOX 


e Production: Fox Searchlight has a 
JV with UTV for Hollywood films. 


e Distribution: Warner Bros. distrib- 
utes Fox's foreign films in India. 


e Music: No presence 


e Home Video: Has a licensing deal 
for the Indian market with Excel Home 
Video. 


e Television Broadcasting: STAR TV 
is part of the network and Fox 
Television Studios, the TV production 
company, has begun operations in 
India. It has produced its two pro- 
grammes, Meri Awaaz Ko Mil Gayi 
Roshni and Sangam on STAR Plus. 
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defining moment for the Indian 
film industry. “It signals the dawn of 
a new and exciting chapter in the 
life of SPE Films India," says Uday 
Singh, CEO of SPE Films India. 


A Natural Progression 

Hollywood first began testing the 
waters in the regional language mar- 
ket with dubbed versions of its 
English hits. The trend started with 


Jurassic Park in 1994. This was fol- 


lowed by Titanic in 1998. The suc- 
cess of these two films—the dubbed 
versions contributed as much as 25 





to 40 per cent of their gross collec- 
tions in India, highlighted the po- 
tential of the market. These were 
followed by Spiderman and 
Spiderman 2, Godzilla and Casino 
Royale, all of which reported multi- 
million dollar collections, thanks 
mainly to their dubbed versions. 
According to SPRI figures, 50 per 





UTV GOES TO 
HOLLYWOOD 





ร ง ซน ง รา เล CUNG : awe 
CI! ww vwd COND 


> NAMESAKE 
À ศก จ บ ฑ์ : 
A promo poster of Namesake 


TV IS BEATING A CONTRARIAN 
U path. It is looking at co-pro- 

ductions in Hollywood, and 
has tied up with 20th Century Fox, 
Sony Pictures Entertainment and 
Walt Disney Studio and with direc- 
tors like Mira Nair, Chris Rock, M. 
Night Shyamalan and actor Will 
Smith for international productions. 
Two of UTV's co-productions with 
Fox—Mira Nair's Namesake and 
Chris Rock's / think | Love My 
Wife—have already been released 
worldwide, in over 4,000 screens 
across 12 countries. 

Says Ronnie Screwvala, CEO, 
UTV: “Tying up with Hollywood 
Studios, which only bring in finance, 
for Indian productions does not 
make sense for us.” Instead, he is 
expanding his presence in 
Hollywood to produce films for 
global audiences. 

Siddharth Roy Kapur, EVP, 
UTV Motion Pictures, explains the 
rationale behind UTV's sojourn to 
Hollywood: “Co-productions are very 
safe and profitable because we are 
dealing with top talent and that 
ensures great openings.” 

UTV has invested more than 
$70 million (Rs 280 crore) in its 
five Hollywood films—$30 million 
in two Will Smith movies (partner: 
Sony Entertainment Pictures), $30 
million in M. Night Shyamalan’s The 
Happening (partner 20th Century 
Fox Corporation) and $10 million on 
the Chris Rock and Mira Nair films 
(partner: Fox Searchlight). 
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Uday Singh/ MD/ Sony Pictures 


Singh ascribes the growing appeal of Hollywood films in 
India to multiplex boom and success of dubbed films 


cent to 60 per cent of its revenues in 
India come from dubbed versions of 
Hollywood movies. From there to 
local film production is, thus, a 
natural progression. 


It's the Market 

The obvious attraction is the size of 
the Indian market. The revenues 
of the Indian film industry, which 
were at Rs 5,990 crore in 2004, 
are expected to touch Rs 9,680 
crore this year and grow further to 
Rs 17,500 crore by 2011, according 
to a projection by Pricewaterhouse- 
Coopers. Throw in television, home 
video rentals and film-related mer- 
chandising, and the pie is clearly 
too large for any serious player to 
ignore. Result: Sony, Viacom- 
Paramount, Time-Warner, Walt 
Disney, and Fox are sitting up and 
taking notice. Only Universal 


SMALL BUT GROWING 
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Hollywood films account for only a minuscule part of the Indian market, but that may change soon. 





Studios has not yet announced any 
India plans. 

Of these, Sony is the most ag- 
gressive and was the first to realise 
the importance of localisation. It 
was the first to start dubbing 
Hollywood films into regional lan- 
guages. This has helped SPRI, its 
Indian arm, cross the Rs 100-crore 
turnover mark four times in the last 
six years. In the first nine months of 
this calendar year, it has already 
clocked Rs 132 crore at the box of- 
fice. Says Singh: “It’s the multiplex 
boom and the rising acceptability 
of dubbed films that has widened the 
mass appeal of Hollywood films in 
India." The figures for the other 
studios were not available. 

Viacom, which has a presence in 
India through Paramount Pictures 
(which distributes only Hollywood 
films) and through Tv channels like 
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2004 _ 72 168 . 9990 385 0 ด 
2005 55 152 6.810 

6 บ 00 0 00 de. 240. 8,450 

2007(Till July) 43 235 NA 


Source: Industry and PwC 
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WARNER BROS. 


e Production: Co-production 
partnership with Ramesh Sippy 
and Orion Pictures to make Made 
in China, a mainstream Hindi 
film starring Akshay Kumar and 
Deepika Padukone. 





e Distribution: Has an existing 
business to distribute Warner 
Brothers' films. เว็ ง 





@ Music: Warner Music does not 
have a direct presence in India but 
the Warner Music Label is 
distributed by EMI-Virgin in India. 
e Home Video: Has a licensing 
deal with Saregama for its movies. 


e Television Production: 
No presence. 


UNIVERSAL STUDIOS 


e Production: Has not announced 
any plans for India. 


e Distribution: Universal Pictures 
is distributed by Paramount Films 
in India. 








e Music: Universal Music India 
does international and Indian 
music albums. 


e Home Video: Has a licensing 
deal in the Indian market with 
Saregama for its movies. 


e Television Production: 
No presence. 


VIACOM-PARAMOUNT 


e Production: The Viacom Group, 
which owns Paramount Pictures, 
has formed a JV with TV18 called 
Viacom 18 to focus solely on 
entertainment mainly television. 
Currently, Paramount Pictures and 
Dreamworks are not part of the 
deal but eventually will be bought 
into the fold. 


e Distribution: Has an existing 
business through Paramount Films 
India and distributes Paramount, 
Universal and Dreamworks films. 





e Music: No presence 


e Home Video: Has a licensing 
deal in the Indian market with 


e Television Production: 
Viacom owns MTV, VH1 and 
Nickelodeon; Vicaom 18 plans to 
launch a Hindi general entertain- 
ment channel early next year. 
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Philippe Dauman/ CEO/ Viacom 


Dauman’s Paramount Pictures and DreamWorks will 
seek to enter India through its JV with Network 18 


MTV, VH1 and Nickelodeon, is 
another studio that is very bullish on 
India. Last year when Tom Freston, 
former CEO and President of 
Viacom, was in India for the global 
entertainment conference Frames, 
he had clearly said that Viacom was 
targeting a large part of its future 
growth from India. Viacom has since 
entered into a joint venture with TV 
18 to form Viacom18. Though 
Viacom's Paramount Pictures and 
DreamWorks Studios are not party 
to the new JV, Philippe Dauman, 
CEO, Viacom, says the two studios 
will seek to collaborate with the 
new company in India. However, 
it is yet to announce any specific 
plans in this direction. 

The other Hollywood studio 
that is moving aggressively in India 
is Walt Disney. It has tied up with 
Yash Chopra's Yash Raj Films to 
make animation films and its first 
film, Roadside Romeo, is scheduled 
for release next year. Mark Zoradi, 
President, Walt Disney Motion 
Pictures Group, says this develop- 
ment is more "strategic" than any- 
thing his company has ever done 
before. “This is the first time that 
we have committed to a local lan- 
guage, country-specific animated 
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project exclusively with a local 
player." Roadside Romeo is targeted 
at Indians both in India and abroad. 
“India remains a top priority for 
The Walt Disney Company," says a 
company spokesperson. 

Then, Warner Brothers, too, 
has announced its foray into 
Bollywood. The studio has signed a 
co-production agreement with 
Ramesh Sippy Productions and 
Orion Pictures to make a main- 
stream Bollywood film called Made 
in China, starring Akshay Kumar 
and Deepika Padukone. The esti- 
mated $12-million (Rs 48 crore) 
action film is entirely financed by 
Warner and will be the first Indian 
production to be shot on location in 
China. The production is expected 
to start in January. 


What Bollywood Gains 


Hollywood's interest in Bollywood 
is understandable, but what's in it 
for Indian filmmakers? Says Sippy: 
"We will gain greater knowledge 
and understanding of the systems 
followed in Hollywood, and Í am 
sure that both sides will gain a lot 
from each other." Adds Yash 
Chopra: *Our alliance with Walt 
Disney Studios represents the com- 


THE SOUTH IS 
WAITING 





A still from Sivaji The Boss 


OLLYWOOD IS ONLY ONE PART— 

albeit the largest and most 

famous—of Indian cinema, 
and accounts for 25-30 per cent 
of the 1,000-odd films produced in 
this country every year. The three 
large film production centres outside 
Mumbai are Chennai, Hyderabad 
and Kochi, which produce Tamil, 
Telugu, Kannada and Malayalam 
films. In fact, films in these four 
languages account for almost 80 
per cent of the Rs 4,400-crore 
collections of non-Bollywood 
films in India. 

But Hollywood studios have not 
yet shown any inclination to tap this 
market. They have, instead, chosen 
to skim the surface by dubbing their 
English films in Tamil, Telugu, 
Kannada, Malayalam and even 
Bhojpuri—dubbed versions of 
Spider-Man 3 did business worth 
Rs 66 crore. Incidentally, this was 
also the first step in Hollywood's 
tryst with Bollywood. So, does this 
mean that a Sony or a Disney may 
produce regional language films in 
India in future? Singh of SPE Films 
India says: “We are language- 
agnostic. If the story is right and it 
makes good business sense, we are 
open to making a regional language 
film as well". Speaking to BT from 
Chennai, A. Venkatramani, Director, 
GV Films, a leading film company in 
Chennai, says: "The South Indian 
film industry is open to collaborating 
with the international studios, and 
talks are on." So, watch this space. 
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BHASKAR PAUL 


entertainment 


ing together of two like-minded or- 
ganisations committed to creating 
excellent products. Both compa- 
nies not only have a common quest 
for excellence but also the same 
culture and traditions." 
However, Ritesh Sidhwani, 
Founder and Producer, Excel 
Entertainment, which has produced 
successful films like Dil Chahta Hai, 
Lakshya, Don and Honeymoon 
Travels, has a slightly contrarian 
point of view. *They (Hollywood 
studios) need to bring more value to 


growth potential—it is projected 
to grow at a CAGR of 16 per cent 
over the next five years—that is 
drawing the big studios here. 
Hollywood studios are eyeing a 
larger presence in India; therefore, 
they want to be a part of 
Bollywood. Whether this actually 
translates into greater transparency, 
and better systems, remains an open 
question. Currently mainstream 
Hindi films not only rule the box of- 
fice but also define entertainment in 
India. Film music dominates the 


Yash Chopra/ Filmmaker and Chairman/ Yash Raj Films 


Chopra, who has tied up with Walt Disney, says that it 
Is a win-win situation for both the companies 





the table than just finance. Right 
now, they are only pumping in 
money, which is not difficult to get 
in India. PII tie up with a 
Hollywood studio only if it allows 
me to redefine Indian cinema," he 
says. Ronnie Screwvala, CEO of UTV 
Motion Pictures, dittos this senti- 
ment (see UTV Goes to Hollywood). 

So, will the Hollywood inva- 
sion really change the way films 
are made in India? Obviously, it is 
the size of the Indian market and its 
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musical landscape, which is why 
international music companies like 
Sony BMG have also started releasing 
Bollywood film music albums apart 
from the international music al- 
bums, while local stars have be- 
come eye candy for advertisers to 
endorse their products. 

In the wake of these realities, 
Hollywood is changing its India 
game plan. In the past, the studios 
paid lip service to the notion of ac- 
quiring remake rights or the possi- 


bility of exporting made in India 
English films to wider international 
audiences. But that is changing now. 
As Sony's Singh explains: “We def- 
initely cannot lose sight of the rev- 
enue streams emerging in this mar- 
ket and need to grab the opportu- 
nity as it comes." 


Television's Big, Too 
It's not only the big screen where the 
Hollywood studios are seeing a po- 
tential. The idiot box is an equally 
enticing medium for the interna- 
tional players to rake in some 
moolah. With many satellite chan- 
nels going into the movie space, the 
market and reach of dubbed 
Hollywood films has increased man- 
ifold. As understood from TAM 
Media Research, in 2006, 
Hollywood films such as Stuart 
Little, Titanic, The Lost World: 
Jurassic Park were among the top 50 
Hindi-dubbed films watched on tele- 
vison across various channels like 
Max, Star Gold and Pogo. The in- 
ternational kids’ Tv channels present 
in India, like Disney and Turner 
International, which own Cartoon 
Network and Pogo, respectively, 
are also now going for original 
Hindi TV productions for their chan- 
nels, And why not? Among all the 
entertainment segments of the in- 
dustry, the television industry alone 
is expected to grow from its present 
size of Rs 19,100 crore to Rs 51,900 
crore by 2011, implying a 22 per 
cent cumulative annual growth over 
the next five years, says the 
PricewaterhouseCooper report. 
So, does this mark the coming of 
age of Bollywood in the Indian 
market? “At the turn of the cen- 
tury, there was a lot of promise in 
the air about globalisation in Indian 
cinema and now this co-produc- 
tion venture with Warner Brothers 
is bringing that dream closer to re- 
ality,” says Sippy. That day is not far 
when a large chunk of mainstream 
Hindi films will be made by 
Hollywood studios. = 
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| Are Not Part of 
A Our Growth 
Strategy 


T's JOHN J. DOONER'S FIRST VISIT TO INDIA, AND BRITISH 
Airways has made it just a bit more memorable. The 
carrier bas lost Dooner's bags, and consequently the 
Chairman & CEO of McCann Worldgroup is in his col- 
larless night shirt under a jacket. But that doesn't 
faze the 59-year-old Dooner a bit. “I am tough,” he quips 
with an easy smile. Head of one of the world’s largest mar- 
keting communications companies that he lx lped form in 
1997, Dooner is imposing and manages to dwarf the 
capacious three-seater at his suite at The Oberoi, Neu 
Delhi. He is widely regarded as someone who's steered 
McCann to the #1 slot, successfully pulling off a major 
restructuring in the process. A 35-year veteran of the 
$6.2-billion (Rs 24,800 crore) Interpublic Group, 
Dooner has spent most of that time at McCann, except 
a three-year break starting 2001, u then he took over 
as the Chairman & CEO of the parent company. In 
India for a week-long Asia conference, Dooner took 
time out to speak with BT's Shamni Pande on 
McCann, Indian advertising, and rival wre. Excerpts: 











What is the credit you would want to take for the re- 
structuring that has happened within IPG? 
I have been with McCann for almost 33 years. 
In 1987, we were ranked as the eighth largest 
agency; we got together and decided that we 
have to be #1 and by 1991, we had reached 
that slot. | also recognised that quest for size 
was really not the ultimate quest and the 
quest had to be for quality and excellence 
and we retained that #1 position till 1997, 
which is when I introduced the 
Worldgroup and all the companies un- 
der it are best in their field. 
In 2001, I went on to IPG—that wasn't 
fun (just kidding)—but there were many 
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Issues around that time that were 
discussed. And just when I came 
back to McCann in 2003, it got 
back on track again and we have 
not looked back. When individu- 
als win, others within like to fol- 
low. For instance, Prasoon 
(Prasoon Joshi, Executive 
Chairman and Regional Creative 
Director, McCann Erickson South 
& South East Asia) has carved 
change and we have reached the 
#2 slot within five years—that’s 
fast. So pretty much that's what 
has happened to McCann and 
me. I think, I stressed that 
McCann has to focus on the fun- 
damentals. We are also well past 
our tough times. I am tough and 
those were just passing problems. 


There are rumours that Publicis is try- 
ing to swoop in on IPG. Comment. 

| am here representing McCann 
and not rumours about Interpublic. 


Given the issues that the Interpublic 
group faces on account of expensive 
acquisitions in the past, will you still 
consider it here? 

Let me not answer for IPG. The 
Worldgroup started 10 years ago, 
at that time there were two global 
companies: McCann and Universal 
McCann and five were created— 
MRM Worldwide, Momentum, 
McCann Healthcare, Weber 
Shandwick and FutureBrand. A 
significant portion of building 
those brands was through acqui- 
sitions. Those brands all have 
global platforms and are recog- 
nised by their size and reputation. 
So going forward, we do not need 
to make global acquisitions for 
the purposes of having footprint. 
Some of our competitors, like 
Publicis, who do not have these, 
do need to make acquisitions and 
acquire capabilities. So, big ac- 
quisitions are not part of our 
growth strategy. Now, are there 
going to be some small or strategic 
ones? Yes. Are we going to make 


154 BUSINESS TODAY NOVEMBER 4 2007 


them? Yes, certainly. So, it's noth- 
ing to do with IPG or its situation. 

These acquisitions will probably 
be in countries like India and 
China. These would possibly be 
in the area of digital space as we do 
need these capabilities to supple- 
ment our existing strength. But or- 
ganic growth is what we are re- 
ally looking at through a competi- 
tive war front. 


When did the tipping point happen 
for McCann Erickson in India, when it 
started to make an impact within 
McCann's global system? 

McCann Erickson has a 100-vear- 
old history, whereas ownership 
of McCann in India is only 10 
years old. It's only in the last five 
years that McCann in India has 
emerged as the second most re- 
garded company—that's a huge 
achievement. The creative product 
coming out of India has shown 
leadership in its ability to partici- 
pate at the global level. This has 
also led to business growth and 
wins. Now Prasoon represents 
not only India but McCann glob- 
ally and is part of 13-person group 
called the Collectors, so India is 
taking its place on the global stage. 
It’s the Collectors’ judgment on 
different disciplines that will be 
assimilated in the way McCann 
functions, and which is eventually 
to help clients on a global scale. 


There appears to be a concern among 
agencies today to make marketing 
services account for a bigger share of 
earning, as these are growing at a 
faster clip than traditional advertising 
business. How is McCann poised to 
take advantage of these? 

We are blessed with client part- 
ners that lead in the technologi- 
cal sphere—like Verizon, Intel, 
Microsoft and Sony and others— 
who make sure that we stay on 
the leading edge of development 
and change. We do have some mi- 
nor investments in some places 





“Quest for size was 
really not the ultimate 
quest and the quest 
had to be for quality 
and excellence” 


like Facebook, Spongecell and Spot 
Runner, which are to ensure that 
we stay abreast of what's going on 
and get a share of those develop- 
ments. In a bigger sense, our 
involvement with Microsoft, for 
instance, and their involvement in 
the area of digital space and helping 
them become major media adver- 
tisers is our bigger role. But, yes, 
digital is big area of our focus and 
this is one space that’s growing in a 
big way all over the world. 


Is outsourcing creative from McCann 
Erickson in India an option and would 
this be helpful in cost-cutting? 

Prasoon Joshi: The news is that 
Perfetti ad for Alpenliebe—the 
one using actor Kajol and the al- 
ligator—is now running globally 
without any modification. Earlier, 
for HappyDent (the photogra- 
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pher ad), we had to make 
some modifications. But this 
ad has no modification. 
Dooner: Answer is yes, but it is 
not for cost-cutting. It’s be- 
cause great ideas do come 
from a wide range of coun- 
tries, but Prasoon and his op- 
erations in particular have 
demonstrated the ability to do 
work that’s very relevant, es- 
pecially so in India. So, that’s 
going to continue. 

I do believe that many 
countries do have both the 
creative and strategic abilities 
to identify platforms for 
brands that are relevant in 
most parts of the world. This 
is, however, not a random ex- 
ercise —like send in your ‘30 
sec spot’. The necessary rigours 
have to be in place. 


Do you think account servicing as a 
function is getting redundant? 

The role of different communica- 
tion tools and how they interact 
with each other has changed. So, 
it’s very important that at the be- 
ginning of any communication, 
different disciplines (like media, 
PR, CRM, promotion and event) sit 
together and discuss what's re- 
quired and share vision before ex- 
ecution. Eight years ago, the ad 
company made an idea platform 
for the brand and dished it out— 
that's over now. So, the servicing 
executive's role has to evolve and 
they have to become more of a 
*mixologist'—someone who can 
assimilate all the different streams 
and their requirements to service 
brands. If they do not, or have not 
done that then that kind of 'serv- 
icing’ person is redundant now. I 
think the *old' (type of) servicing 
person is not in a good position. 


There's been a wave where creative 
people have become agency heads 
(like Prasoon). Going forward, do you 
think CFOs will take charge given the 
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"Martin Sorrel does not 
care if the agency wins or 
the media wins. | don't 
follow that strategy" 


way margins are under pressure? 

I don't think that's ever going to 
happen. Operating companies 
ought to be driven by practition- 
ers—and arguably that's a creative 
person. Now, here's the difficult 
bit: holding companies whose pur- 
pose it is to provide capital and 
have to work with analyst with 
stock value, they are almost al- 
ways ruled by financial people. So 
you have Michael I. Roth 
(Chairman & CEO of IPG), Maurice 
Levy (Chairman & CEO of Publicis 
Groupe), Martin Sorrel (Group 
Chief Executive of wPr)j—they're all 
from the financial rung. That is 
appropriate and should continue. 


You started your career in media, is 
bulk buying no longer relevant? 

Given media fragmentation, the 
term ‘bulk’ is strange. But then 
there is another called the upfront 
deal—whose demise in the us 





was greatly exaggerated, it's 
still very powerful. You have 
to construct buying in a 
manner that it will not dis- 
advantage the client, so if it's 
appropriate for a certain 
client where you have to put 
forth more money into some- 
thing, then you have to do it. 
But by and large it does not 
work always in today's 
environment. 


Finally, how relevant is size for 
competitive advantage, as 
McCann does not have the ben- 
efit of a concentrated group ad- 
vantage—the way, perhaps, the 
WPP companies have in India? 
How does that matter? 
Doesn't JWT compete with 
O&M for business? I think 
where you may be seeing some of 
that is in media; wep has taken a 
global strategy where media is sep- 
arate and Martin Sorrel does not 
care if the agency wins or the me- 
dia wins. I don't follow that strat- 
egy. I believe that media has to 
have an interconnected relation- 
ship with the agency in order for 
the best idea to be done. And I 
don't know anywhere else where 
they make a big deal of wep. I don't 
ever remember Ogilvy talking 
about how fun they are (sic) at 
WPP. Maybe you do, I don't. Ten 
years ago, they started this opera- 
tion and today their clients are 
asking for change. 

We are fond of IPG and we are 
not trying to minimise that. But I 
am of the view that IPG resources 
have to be to the point that our 
clients benefit. Also size is impor- 
tant to show that you have the ap- 
propriate amount of clout. That's 
all that size should be. We have 
enough size. Really, everything 
else is about the idea. And the cre- 
ative product is the only way 
you can build a compelling rela- 
tionship between a brand and 
the consumer. 8i 
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The Real-Time Hype 


Ahead of the game: Thakar 
seated) with his team 





RACHIT GOSWAMI 


It's changing the way people interact with TV content. 


VER THE LAST ONE YEAR, AT LEAST 2 MILLION PEO- 
ple in India have gone to bed well after mid- 
night. Blame Cellcast India. A wholly-owned 
subsidiary of Cellcast Asia Holding, the almost two-year- 
old firm is changing the way viewers interact with 
the idiot box by putting interactive shows on air. 
Cellcast's one such show, Bid2Win, is aired on Sony at 
midnight every day and has generated over 22 million 
responses since it was launched in November 2006, says 
Pankaj Thakar, CEO & MD, Cellcast Asia Holdings. 
So how are Cellcast's shows different from other 
game shows? For starters, viewers can participate real- 
time and also see the results get flashed instantly. 
Bid2Win is an interactive reverse auction that allows 
viewers to purchase high-value items such as LCD Tvs, 
iPods, and home theatre systems at a nominal amount 
by submitting the lowest unique bid via SMS, IVR (in- 
teractive voice response), WAP (wireless application 
protocol), online or even through the landline. The bids 
pop up on screen via a graphical interface and the 
lowest bid gets to win. Another of Cellcast's shows, 
Gold Safe, involves puzzles and quizzes and the winners 
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CELLCAST INDIA 


FOUNDED: 2005 

REVENUE: $7 million (year ended March 2007) 

NET PROFIT: Yet to declare profit 

COOL QUOTIENT: Real time participation in TV content 





are announced on a daily basis and are given prizes in 
both cash and kind. “We are doing totally different 
things for the Indian market, where we are trying to in- 
troduce new content and in some cases modifying 
some of the global content to suit the audience here,” 
says Thakar, 44, who worked with HCL and a Silicon 
Valley start-up earlier, 

Cellcast, whose parent company is owned by 
Canaan Partners (39 per cent), UK-based Cellcast Plc (37 
per cent), and the management team (24 per cent), buys 
telecast slots from channels and is now negotiating 
with others such as Zee, Nimbus and some news chan- 
nels. It is also in the process of launching a show 
called Sona Le Ja Re on Sahara that is similar to Gold 
Safe (on Zee), besides sport shows such as virtual soc- 
cer and cricket. 

SHAMNI PANDI 





Putting the Click on Flicks 


A 60-year-old movie production house breaks new ground with a portal. 


[ WAS A VISIT TO FINLAND THAT VEERED RAJJAT 

Barjatya towards digital media. Early last year, he was 

visiting folks at Nokia's headquarters in Espoo, 
when the 33-year-old Barjatya, a scion of one of 
Bollywood's best-known movie-producing families, 
discovered that there were 15,000 Indian families who 
not just watched Bollywood flicks but were also clued 
into movie industry gossip. “There are more than 25 mil- 
lion non-resident Indians (NRIs) but they do not have 
enough choices for Bollywood content,” says Barjatya. 
*A broadband entertainment portal was the answer." 

Thus was born Rajshri.com, which started off in 
November 2006 by releasing online Barjatya-produced 
Hindi movie Vivab, followed by Hattrick, Life in a 
Metro and Blue Umbrella, among others. Today, the por- 
tal boasts of more than 6,000 hours of video content, in- 
cluding 250 short and full-length films and over 5,000 


RAJSHRI.COM 


FOUNDED: 2006 
REVENUE: Rs 4 crore 





COOL QUOTIENT: Pioneers in the concept of online 
distribution of films 


entertainment properties. It logs 1.5 million unique 
visitors per month and has served in excess of 15 million 
video streams per month and reaches 60 countries. 

What is unique about Rajshri.com is its business 
model. The portal has free streaming for older content 
that is supported by advertising. The second model is 
that of downloads, of which there are two kinds: 
downloads to own and downloads to rent. Download 
to own is without DRM (Digital Rights Management) to 
support interoperability of content and new content is 
downloads with DRM for 72 hours. “I want the content 
to be used right across multiple devices, which is not 
possible through the DRM route," says Barjatya. 

Paid downloads cost anywhere between $0.99 and 
$9.99. Older Rajshri movies cost $4.99 to download or 
are free in streaming video, but new releases cost 
$9.99 with no free streaming. Barjatya has been able to 
convince content owners such as UTV, STAR and Mukta 
Arts to provide him with content on a revenue-sharing 
basis. His next steps: create original content and tap 
consumers in India. 

ANUSHA SUBRAMANIAN 





Radio's Cool Cat 


In a crowded FM market, Meow has bet on a brave and unorthodox format. 


YEAR-AND-A-HALF AGO WHEN ANIL SRIVATSA CAME 

up with the concept of a just-for-women FM ra- 

dio that would have chat show hosts instead of ra- 
dio jockeys, there weren't too many takers for it. But 
India Today Group's Aroon Purie (Business Today is 
published by his group) liked the idea and asked the us- 
based Srivatsa to relocate to India and get the radio chan- 
nel going. Christened Meow, the FM channel has been 
on air for a little over five months now (it was launched 
on May 1) and by all accounts, it's found a unique 
niche. “Going by certain industry yardsticks, we estimate 
we reach out to some 2.7 million listeners," says Srivatsa, 
coo of Radio Today, which owns Meow. There is no 
independent verification of Srivatsa's claim, but media 
buyers seem happy with Meow's differentiation in a mar- 
ket that's choc-a-block with identical radio stations. 
Radio advertising accounts for Rs 505 crore (2006), but 
it grew at a scorching pace of 58 per cent from around 
Rs 317 crore in 2005. Says Satyajit Sen, Executive vp, 
Zenith Optimedia, a media services group: *The channel 
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MEOW (RADIO TODAY) 


REVENUE: Yet to complete one full financial year 
NET PROFIT: Yet to complete one full financial year 
COOL QUOTIENT: India’s only just-for-women FM radio station 





has a unique women-centric positioning and it will 
make sense for categories with a strong gender skew to 
drive engagements on the platform.” 

Today, Meow offers a host of shows that deal 
with women’s issues in different ways. India’s best- 
known woman cop, Kiran Bedi, hosts “Top Cat”, 
“Mama Meow” discusses issues related to mother- 
hood, and Srivatsa himself hosts a popular show 
“Meow Between the Sheets” that deals with sex and re- 
lationships. Meow already has a presence in Kolkata, 
will launch in Mumbai later this month, and plans to hit 
Amritsar, Patiala, Shimla and Jodhpur before year- 
end. The verdict is still out on Meow, but there’s no 
doubt that it has got women talking. 

PALLAVI SRIVASTAVA 
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The Unlikely VCs 


How a state-owned firm became a VC with a difference. 


OR A FUND THAT GOES BY THE NAME OF APIDC 

Venture Capital, its seven partners are anything 

but old fashioned. One is a blues guitarist who's 
done gigs at blues bars in Chicago; another is an am- 
ateur bartender who can knock up deadly margaritas 
and mojitos; the third has an abiding passion for in- 
terior decoration, the fourth is a meditation expert, the 
fifth is a long-distance runner, the sixth has co-founded 
an art gallery, and the seventh founded a ‘Heart of a 
Child Foundation’ with Sylvester Stallone as one of its 
patrons. But guess what? That's not the reason why 
APIDCVC—managed by Sarath Naru, Chandra Shekhar 
Reddy Kundur, Aditya Kapil, Ramesh Alur, Raghuveer 
Mendu, Venkatadri Bobba and Siddhartha Das—is on 
our Cool list this year. Rather, the Hyderabad-based 


APIDC VENTURE CAPITAL 


REVENUE: Rs 1,200 crore (funds under management) 
NET PROFIT: Realised fund returns 38 per cent per annum 
COOL QUOTIENT: Don't “just do it", just do it differently 


A. PRABHAKAR RAO 


" 
=. 


firm is on the list because, despite being a public-pri- 
vate partnership (until last year, the Andhra govern- 
ment owned 49 per cent of the firm, but its stake is 
down to a token 1 per cent; the rest is owned by 
Ventureast promoted by the management team), it 
thinks very differently as a vC. “Our model,” explains 
Naru, “is very much based on the businesses and 
technologies that are relevant to India and on having 
multiple funds with a pioneering focus in each.” 

As a result, APIDCVC, which will soon call itself 
Ventureast, has been the first to launch an incubation 
fund, the first biotech fund, and the first micro-equity 
fund. With funds of Rs 1,200 crore ($300 million) un- 
der management, APIDCVC may not be the biggest vc 
firm around. But with investments in small and relatively 
unknown organisations such as Naturol Bioenergy, 
Ocean Sparkle, Cecelia Healthcare and Sapala Organics, 
it bravely goes where most other VCs fear to tread. 

E. KUMAR SHARMA 
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Cornucopia: 
Chowdhary has 
tasted success 
with starch 





Starch Story 


A late entrant becomes the industry leader. 


ESS THAN TWO DECADES AGO, GANPATRAJ L. CHOWD- 
hary used to be a salesman at Ahmedabad-based 
Maize Products. Today, the 44-year-old is 
Managing Director of Riddhi Siddhi Gluco Biols (RSGB), 
India's biggest producer of starch. What did Chowdhary 
do differently that enabled him to leapfrog competition? 
*We have grown by breaking new ground," says the 
man. RSGB, which has a corn crushing capacity of 
1,500 tonnes per day compared to 425 tonnes per 
day of its closest rival, has grown through acquisi- 
tions. In 1996, it acquired Glaxo India's G. Gluco 
Biols and in 2005, it bought Hindustan Unilever's bio- 
polymer division in Pondicherry. Now, it is setting up 
its fourth manufacturing unit in Uttarakhand. With 
that, the company's market share is expected to jump 
from 17 per cent to 25 per cent in next two years. By 
then, it expects to have revenues of Rs 600 crore (ver- 
sus Rs 365 crore at present). “Name any big company 
in the food, pharma, textile and paper industries and we 
would be their vendor," he says with some pride. The 
business of starch may be uncool, but not Chowdhary's 
winning strategies. 
SHAMNI PANDE 


DInnkHI SI 
FIILZLZI gH J 
FOUNDED: 1992 
REVENUE: Rs 365 crore 
NET PROFIT: Rs 27 crore 


COOL QUOTIENT: Came in from nowhere to become the market leader 
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Constant 
Heinvention 


No one makes over like Moser Baer. 


HERE'S JUST ONE THING THAT MAKES MOSER 

Baer cooler than any other company in 

India, and that is its ability to constantly 
reinvent itself. Consider: In 1983, it was a 
company that made time-recording machines; 
three years later it started making floppy disks; 
and by 1999, it had moved into CDs and DVDs. 
In the new millennium, it has got into photo- 
voltaic, besides changing the pricing equation in 
the VCD/DVD movie market by using its heft in 
manufacturing to sell home movies at rock 
bottom prices (Rs 35 apiece). “Last year, an es- 
timated 15 million pre-recorded discs were 
sold, this year the number will easily be over 10 
times that," says Ratul Puri, Executive Director, 
Moser Baer. What excites Puri even more is 
Moser Baer's foray into the global photovoltaic 
market, which he says could be worth $1-trillion 
within the next five years. With a Thin-Film 
Photovoltaic (TFPV) plant in operation in Greater 
Noida near Delhi, Puri believes Moser Baer's in- 
novations can make solar energy available at 
“less-than grid-parity" prices. “You see the 
boom then,” he says. That means, Moser Baer’s 
two new babies could become bigger than its 
core business of optical media. 
KUSHAN MITRA 
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|} N'U5rEh DACH 
REVENUE: Hs 2,061 crore (year- 

ended March 2007) 

NET PROFIT: Rs 109.8 crore 

COOL QUOTIENT: Always on the bail 


The next big thing: For Puri, it's | 
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Coming Soon: SMS Ver. 2.0 


An ‘MNC start-up cooks up a mobile app to put ads on SMS. 


OBILE USERS ARE PROBABLY GOING TO HATE IT, 
but operators will surely want to introduce the 
service: content and ads on the user's SMS 
start-up screen and the message sending screen. Whose 
brainchild is this pesky but potentially profitable mobile 
application? A little-known company called Affle. 
Launched simultaneously out of India, Singapore and the 
UK (that probably makes it an MNC start-up!), Affle has 
spent over 50,000 man hours on developing the ap- 
plication. “The sMS is the single most valuable real estate 
on the phone when it comes to the amount people 
look at the screen," reasons Anuj Kumar, Executive 
Director (South Asia), Affle. The start-up successfully pi- 
loted a trial with Airtel in Delhi earlier this year, in- 
volving 15,000 mobile subscribers, and is looking for- 
ward to a nationwide roll-out in a couple of months. 
The application, which works on around 50 hand- 
sets at present (and Khanna says another 50 are in the 
pipeline), is required to be installed on your phone. 
"Strange as it might seem, developing an SMS applica- 
tion is quite a challenge," Khanna laughs. It is a user-ori- 
ented service, where the user chooses what sort of 
news feeds he wants, and the entire thing, and this is the 
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AFFLE 


REVENUE: Not applicable 
NET PROFIT: Not applicable 
COOL QUOTIENT: Redefining the SMS 


affle 


good part, is free. Even better, SMS 2.0 keeps the stan- 
dard 160-character limit on your device, but if you send 
text messages from one user to another, you get access 
to colours and swanker emoticons. 

But what is the revenue model then? “Well, 
while 80-90 per cent of the time users will see con- 
tent according to what they selected when they in- 
stalled the service, we will sometimes send adver- 
tising, or rather sponsors for the free content. Plus, 
we also sometimes send contextual stuff around 
the content we serve that users can download, like 
ringtones and wallpapers,” Kumar explains. “While 
the user needs to have a GPRS/EDGE capable device for 
this, they will not pay for data charges, and we 
share the revenue with the operator.” 

Besides India, Khanna says talks are on to start 
services in Thailand and the Philippines shortly. 

KUSHAN MITRA 
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HINDWARE Italian Coll 


A unique collection of Italian designs and 
shapes, exclusively Imported and marketed by 
Hindustan Sanitaryware, with the back-up 

of nation wide after sales service. 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


THE SOUTH ZONE ROUND OF ACUMEN 2007 
STARTS AT IIM, BANGALORE ON 3" NOVEMBER, 2007. 


The stage is set, once again for a thrilling contest. Presenting 
Business Today - Aditya Birla Group Acumen 2007, India's only 
National B-School Challenge. This is where you get to witness an 
unusual display of debating & quizzing skills and an intense battle of 
wits, strategies and reflexes. The winners take away mega prizes 
and a rare distinction of being India's best B-School debaters & 
quizzers. The sharpest in the audience also get to win exciting prizes. 
So what are you waiting for? Grab your moment on centre stage! 


Zone B-School partner Venue 
Oct 05, 06 North Be 257 IFT Auditorium 
Oct 26, 87 West Welingkar Institute, Mumbai Welingkar Auditorium 


Nov 03,04 South | Eu IM, Bangalore TIM B Auditorium 
Nov 30, Dec O1 East TIM, Calcutta ` IIM C Auditorium fas 


ACUMEN QUIZ FOR B-SCHOOL ALUMNI 


Do you want to revive those good old days of quizzing? Just send us your 
participation at acumen@intoday.com and get ready to beat your old rivals. 
Please indicate your name, mobile number, organization, business school 
attended and the zone in which you would participate. 


To register, log on to www 
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ACTIVEMEDIA 
TECHNOLOGY 
Mobile q and Technology 


Adding value: Singh (centre) is now looking at VC funding 


Short Code Pioneers 


Paved a mobile path for consumer marketing. 


HE YEAR WAS 2002 AND THERE WERE JUST 6 MILLION MOBILE 
subscribers in the country. VAS mobile content was in a nas- 
cent stage and VAS mobile marketing was non-existent. 
For three London-based friends—Ariya Priyasantha, Raj Singh and 
Ramesh Kumar—it was an opportunity. They decided to set up a 
low-cost development centre for mobile applications in India to 
service the UK market. So after setting up their London office, Singh 
decided to shift to the Delhi office to look after the offshoring unit. 
Once in India, he sensed a far greater opportunity right under his 
nose: the domestic market. There were three reasons behind 
that, Singh says. One, the mobile phone population was pro- 
jected to touch 300 million by 2010, making it a medium with the 
biggest consumer reach; two, there was a need for ‘aggregator’ com- 
panies that were operator agnostic and, hence, capable of delivering 
services to all mobile subscribers; and, three, mobile operators 
would need vendors to develop value-added services to boost rev- 
enues and build subscriber loyalty. Thus, Active Media became the 
first company to establish an independent sms short code across mo- 
bile operators. “We were the first to show brands the power 
and effectiveness of the SMS response mechanic," says Singh, 
who heads Business Development & Operations at Active Media. 
Five years on and several blue-chip clients (including Procter 
& Gamble, Maruti, and GE Money, besides cellular operators) 
later, Active Media has a presence in both vas mobile marketing 
and content, and is set to clock $4 million (about Rs 16 crore) in 
revenues in 2007-08. "We want to expand in MCouponing and 
mobile marketing applications," says Singh, who's also talking to 
VCs to raise $2-4 million in equity. The 36-year-old plans to list 
the company once the turnover touches the $30-million mark— 
something he hopes to achieve in another 3-4 years, given its 100 
per cent year-on-year growth. 
PALLAVI SRIVASTAVA 


ACTIVE MEDIA 


REVENUE: Rs 10 crore in 2006-07 
NET PROFIT: Not available 

COOL QUOTIENT: Offers customised 
wireless solutions 


ACTIVEMEDIA 
TECHNOLOGY 
Mobile Marketing and Technology 
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The. 
Business 
of Asking 


techTribe makes career 
networking easy. 


OHIT AGARWAL HAD BEEN BACK 
in India for all of two months 
when, one night, the idea for 
his fourth start-up popped up in his 
head. As he told his friends and would- 
be co-promoters back in Silicon Valley, 
“there’s a problem here with profes- 
sionals connecting and collaborating 
that needs to be solved—are you guys 
up for a new company?” As it turned, 
out they were. In September last year, 
the 37-year-old Agarwal, his friends 
Alfred Vieira, Sean Pudney, Bethany 
Chaney, and Chris Tembreull launched 
techTribe, which today boasts of 
200,000 members. The idea, appar- 
ently, is working. Avinash Agarwal, 
co-founder routeguru.com, is said to 
have found his team on techTribe. 
“People here do not share and talk 
enough, unlike in the Silicon Valley, 
where people are willing to listen and 
spend time giving ideas—for free. 
They all know that what goes around, 
comes around,” says techTribe’s 
Agarwal, 37. In July this year, Canaan 
Partners announced a joint invest- 
ment with The Entrepreneur’s Funds 
and Miven Venture Partners in 
techTribe. Agarwal’s immediate target: 
rack up $1 million in revenues by 
March 2008. 
SHAMNI PANDE 


yy, TECHTRIBE 

77 FOUNDED: 2005 

REVENUE: $1 million by 2008 

NET PROFIT: None declared so far 
COOL QUOTIENT: Reverse outsourcing 
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Retailer of Rural Art 


A former NGO becomes the link between micro enterprises and mass market. 


> 


q. 
Designed to succeed: Solomon has 
made rural art marketable 


USINESS IDEAS OFTEN HAVE THE STRANGEST PLACES 
and times of creeping up on people, and in the 
case of Solomon J.P., Director of Bangalore- 
based Maya Organic, it was in the extreme heat, hu- 
midity and dust of Bijapur, in northern Karnataka, 
that his eureka moment occurred. As part of an NGO 
team visiting Lambani tribals in the region in the late 
90s, Solomon discovered that much of the art and 
culture among rural artisans and the unorganised com- 
munity was dismissed as low-quality and unmarketable, 
depriving them of a proper livelihood. *At least 80 per 
cent of the India's workforce is in the unorganised 
sector, but yet, there is no means for them to showcase 
their skills," he explains. Four years (and countless 
discussions) after this, he finally got an opportunity to 
give vent to his plans when he started Maya Organic 
(with products under the MO brand), to provide a 
platform for hundreds of rural artisans to market their 
products and a place for them to work on improving 
their quality and productivity. “Any micro enterprise, 
especially in rural areas, is associated with poor quality 
and low productivity. We wanted to change its 
perception," Solomon, 43, says. 
So, 15 years after he started Maya as an NGO (much 
to his family's chagrin), Solomon took his next 
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MAYA ORGANIC 


FOUNDED: 2002 

REVENUE: Not available 

NET PROFIT: Not available 

COOL QUOTIENT: Providing rural artisans with a link to the urban market 


entrepreneurial bet when he started Maya Organic in 
2002 to act as a vital link between micro enterprises and 
the mass market. Maya Organic today works with 
three different labour clusters around the country, 
sourcing everything from beds to children's toys for the 
urban market. For every piece sold in the open market 
(through exclusive outlets as well as franchisees and 
dealers), it gets a 10-15 per cent commission. "We 
are also targeting the export market and we already get 
over 70 per cent of our sales from there," he adds. To 
add impetus to its plans, Maya Organic has lined up $3 
million in funding from Nadathur Holdings (and some 
more imminently from Aavishkar Capital) to bolster its 
marketing front-end and the back-end design and 
manufacturing capability. “Everything is about scale in 
this market; India has made over $700 million in 
handicraft sales from sub-standard products, so there's 
a massive market waiting to be tapped if we tweak our 
quality," says Solomon. 

RAHUL SACHITANAND 
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Calorie Care 

It's been a sweet year for Calorie Care, which has 
grown two-and-a-half times in that time and today 
serves 600 customers daily. While the company has 
postponed its foray into Delhi and Bangalore, it has 
tweaked its business model in Baroda, where it has set 
up a café to vend its products. 


Dhruva Interactive 

Bangalore-based Dhruva Interactive has seen its 
Cricinfo Genie game downloaded 200,000 times in 
the last seven-eight months and sees the burgeoning 
domestic market (both pc and mobile) driving 
growth. As it prepares to move into a newer office 
and ramps up headcount to keep pace with growth, 
its capabilities in game development have been no- 
ticed on Microsoft’s Forza Motorsport 2. 


EON PreMedia 

From operating out of a garage last year, EON 
PreMedia has built itself a swank 20,000 sq. ft 
headquarters today. Along the way, it has more 
than tripled headcount from 40 to 130, while client 
base has grown from three to 12. EON 's footprint has 
expanded to Europe and North America and a 
blue-chip management team is also in place. 


Global Adjustments 

The company has morphed into a complete provider 
of relocation services in the last 12 months, even pub- 
lishing a book on “Doing Business in India for 
Dummies", which sold 3,000 copies in three weeks. 


Metahelix 

The company has reached the penultimate stage 
of trials for its cotton crop (India's own BT cotton 
equivalent) which would be completed by 2008 
and is on the first year trial for rice. Investors have 
invested a second round in Metahelix and the com- 
pany plans to increase turnover from Rs 28 crore last 
year to Rs 36 crore this fiscal. 


PayMate 
PayMate is in the midst of expanding its overseas 
presence in San Jose and Paris and has tied up with 


local and global banks ranging from Corporation 
Bank to Citibank, representing a captive base of 27 
million, including 17 million in India. It is trying to 
make m-commerce a way of life here in India. 


Signion 

It's been 12 months of consolidation for Signion, a 
digital signal processing products maker, as it phases 
out older products and initiates new projects. It has 
expanded the scope of its wideband satellite inter- 
ference canceller, commenced manufacturing its 
ocean sensor demodulators and has begun ideating on 
cooperative radar and application of techniques to in- 
strumentation applications. 


Talwalkars 

Talwalkars has expanded its reach in the burgeoning 
market by setting up Talwakar's Fit and Active, in as- 
sociation with the Future Group. These stores, set up 
in malls and other consumption centres, will offer 
health, fitness and gym services. Talwalkars continues 
to be a sought after fitness destination, crossing 50 
centres and one lakh members. 


TutorVista 

The latest venture by serial entrepreneur K. Ganesh 
has expanded its presence in the us and the UK with 
over 15,000 students and 500 tutors and wants to 
expand its reach into more subjects and languages. 
In the last six months, TutorVista, has stepped up its 
presence in the domestic market, focussing on teach- 
ing students from class 6 onwards, which helps it mit- 
igate risk from an appreciating rupee and get set for 
a market of 550 million teenagers by 2015. 


Webchutney 

In the past one year, Webchutney has signed on 
large clients, including Airtel, Pepsico brands like 
7UP, Frito Lays and Mirinda, Reuters, STAR 
Network, rrc Foods and Wipro, and added social 
media consulting and reputation management to 
its bouquet of offerings. The Delhi-based company 
expanded overseas in Singapore and Malaysia 
and took its headcount to over 100, all the time 
denying takeover rumours. 8 


Great going: (L-R) Webchutney's Sidharth Rao and Sudesh Samaria; Talwalkars’ Madhukar Talwalkar: and EON's Suveen Sahib 
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Thematic and sector funds are a rage as the core economy booms. 
Which funds you should invest in and what you should avoid. 


bt, money 


SHEKHAR GHOSH 


FAWZAN HUSSAIN 





EXPERT PICKS 


The top sector funds that you can invest in over the medium-term. 


Manager 


ICICI Prudential Infrastructure 


DSPML India T.1.G.E.R. S.N. Lahiri 
Reliance Banking Sunil Singhania 
Reliance Diversified Power Sector Sunil Singhania 
Tata Infrastructure M. Venugopal 
Birla Infrastructure Mahesh Patil 
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Manager 


DSPML India T.1.G.E.R. S.N. Lahiri 
ICICI Prudential Infrastructure S. Naren 
Sundaram BNP Paribas Srividhya Rajesh 
Capex Opportunities 


Reliance Diversified Power Sector Sunil Singhania 
Reliance Banking Sunil Singhania 
DSP Technology.com Apoorva Shah 
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Thematic and 
sector funds are 
a rage as the 
core economy 
booms. Which 
funds should 
you invest in 
and what should 
you avoid? 
MAHESH NAYAK 


F YOU DOUBT WHETHER 
thematic or sector funds re- 
ally do well, take a look at 
the top 10 funds in the 
market. Eight of the top 10 
funds over the last year have 
been either sector or thematic 
funds. The past year has been 
exceptionally good for thematic 
funds that focussed on the core 
sectors of the economy, partic- 
ularly power, construction, en- 
gineering and real estate funds. 
Some of these funds have even 
performed better than diversi- 
fied ones due to the boom in 





their underlying industries. 

Last year, among the funds 
that were launched, more than 
a dozen were special niche and 
thematic funds targeting dif- 
ferent sectors of the market. 
More fund houses are ex- 
pected to launch thematic or 
sector funds in the near fu- 
ture as investors warm up to 
them. There's news that fund 
houses are planning to launch 
funds in new sectors such as 
retail and core sector over the 
next few months. But there's 
more behind the buzz in sector 
and thematic funds. 


Concentrated Gains 

As these funds are exposed to 
one particular sector or a clus- 
ter of sectors, they have a high 
concentration of risks. Hence, 
many such funds hardly pro- 
vide the necessary diversifica- 
tion that a retail investor 
should usually look for. These 
funds are essentially for in- 
vestors who have a high risk 
appetite, but given the growth 
in certain sectors of the mar- 
ket, investors can take small 
exposures to these thematic 
funds. If the sector is going 
nowhere, the funds’ perform- 
ance lags. Over the last year, 
certain sectors such as IT, 
pharma and auto funds have 
not performed as well. On the 
other hand, funds that invested 
in power and engineering and 
lifestyle segments have done 
exceedingly well. 

Overall, thematic and sec- 
tor funds, as a segment, un- 
derperformed as auto and r1 
funds dragged down the over- 
all performance. Compared to 
the benchmark 30-share BSE 
Sensex as well as the broad- 
based s&P CNX Nifty, the av- 
erage returns recorded by 51 
thematic and sector funds have 
been 35 per cent, against 39 


Reliance Banking 


Sunil Singhania 
ICICI Prudential Infrastructure S. Naren 
SBI Magnum Infotech Jayesh Shroff 
Birla India GenNext Jayesh Gandhi 
DSPML India T.1.G.E.R. S.N. Lahiri 


279.99 
2,584.94 
95.4] 
171.7] 
2,608.81 
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Anurag Mehrotra, Head (Wealth Management Service), Edelweiss 


DSPML India T.1.G.E.R. S.N. Lahiri 
ICICI Prudential Service Industries Devan Sangoi 
SBI Magnum Comma Gopal Agarwal 
JM Basic Asit Bhandarkar 


Sunil Singhania 
Sailesh Raj Bhan 


Reliance Banking 
Reliance Media & Entertainment 


2,608.81 
805.17 
905.43 
670.76 
279.99 
208.57 
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Manager NAV One-year 

(Rs) returns” 

Sundaram BNP Paribas Srividhya Rajesh 27504 24.46 64.09 
Capex Opportunities | 

DSPML India T.I.G.E.R. S.N. Lahiri 2,608.81 46.44 64.33 

Birla India GenNext Jayesh Gandhi 172171 1986 42.67 

ICICI Prudential Service Industries Devan Sangoi 80517 18.86 56 

*In per cent 





Fund Manager Corpus NAV One-year 
(Rs cr) (Rs) returns? 





DSPML India T.1.G.E.R. S.N. Lahiri 260881 4644 64.33 
Reliance Media & Entertainment Sailesh Raj Bhan — 20887 3135 6160 
Sundaram BNP Paribas Rural India* J. Venkatesan 538.17 14.83 35.93 
Sundaram BNP Paribas Capex Opp. Srividhya Rajesh 275.04 2446 64.09 
Reliance Diversified Power Sector Sunil Singhania 23123 — 701 9220 


*AUM as on Aug. 31, '07 Barring Reliance Funds, all others have a SIP & STP option NAVs as on Oct. 1. '07 *in per cent 
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per cent of the Sensex and 41 
per cent of the Nifty. Says 
Hemant Rustagi, CEO, 
Wiseinvest Advisors: “It’s a 
high risk, high reward play. If 
the sector or the theme is in 
flavour, it can outperform the 
diversified fund as well as 
the index. On the flip side, an 
investor's capital can also 
erode faster than in a diversi- 
fied fund.” 

Among the 51 funds, about 
21 funds or 41 per cent of the 
group, managed to outperform 
the Sensex over a year, while 
26 funds or 51 per cent funds 
managed to beat their own 
benchmark. 

Reliance Diversified Power 
Sector Fund topped the over- 
all chart, delivering 92 per 
cent return last year. Among 
the other sector funds in the 
top 10, infrastructure funds 
delivered a return in the range 
of 58-76 per cent. Standard 
Chartered Premier Equity 
Fund (65 per cent) and 
Principal Personal Personal 
Tax Saver (62 per cent) were 
the exceptions as they are 
diversified funds. 

Sector funds require you 
to have a higher risk appetite, 
but the returns could be better, 
especially if you have a longer 
horizon. So should you invest 
in a sector fund? Says Anurag 
Mehrotra, Head (Wealth 
Management), Edelweiss 
Capital: “Thematic and sec- 
toral funds are high beta funds 
with maximum risk. However, 
one can hold 12-18 per cent of 
one’s equity portfolio in the- 
matic and sector funds as these 
can act as a catalyst to one’s 
portfolio.” There are many 
growth themes unfolding in 
this market and investors 
can take exposure to funds 
that target these themes. 
“Currently, the Indian market 
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is betting on three themes—cap- 
ital expenditure, consumption 
and outsourcing. Therefore, it 
makes good sense to invest in 
thematic funds that bet on these 
three themes," say Nimish Shah, 
Head (Research Strategy & 
Services Group), Citi Smith 
Barney. *As India's growth story 
is based on these themes, in- 
vestors who are able to take high 
risk can keep up to 40 per cent 
of their portfolio in thematic 


funds." 
The Leaders 


It's not hard to imagine why 
wealth advisors are advising in- 
vestors to take concentrated bets 
in thematic funds like infra- 
structure, banking, capital goods, 
power and media & entertain- 
ment. Ten of the 12 funds have 
outperformed the BSE Sensex and 
the Nifty consistently for three 
months, six months and one 
year. (see The Runaway Sector 


Funds). Says Shrikant Jhawar, : 


Senior Vice President (Wealth 
Management Service), Angel 
Broking: “We are advising clients 
to get into funds that will benefit 
from domestic demand and are 
isolating funds that will be im- 
pacted from the global vagaries 
like rupee appreciation, exports 
and oil prices.” 

DSPML T.I.G.E.R Fund is 
among the preferred funds. Over 
the past three years, the fund 
has been consistently beating the 
index as well as its own bench- 
mark. It predominantly invests 
in large cap stocks and is well 
diversified, with 66 stocks in 
the portfolio. 

The top 10 stocks in the port- 
folio account for 31.5 per cent of 
the total corpus and Reliance 
Industries, Jaiprakash Associates, 
Bharti Airtel, BHEL and Sesa Goa 
are among the top five stocks. 
Says Sameer Kamdar, Country 
Head, Mata Securities: 
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The Runaway Sector Funds 
Many sector funds have outperformed the 
market by a big margin. 

Reliance Diversified 

Caninfrastructure 

DSPML T.I G.E.R. 46.44 

Sundaram BNP Paribas PIET 

ICICI Pru Infrastructure ENE 

Tata Infrastructure 
UTI Infrastructure 
Reliance Banking 
Sahara Infrastructure 
Birla Infrastructure 
Magnum Contra 

JM HI FI 

BSE Sensex 

Average (70 funds) 


One-year returns (in per cent) and NAV (in Rs) as on October 1, 2007 


Figures inside the bars are NAVs 


"Infrastructure activity will fuel 
the GDP growth and, therefore, 
infrastructure funds like DSPML 
T.L.G.E.R. Fund are well placed 
to benefit from any spend in 
infrastructure space." 

Among the other funds, the 
Reliance Banking Fund has done 
well. Adds Kamdar: “Banking is 
the proxy for India growth story 
and banking funds will be among 
the biggest beneficiaries. They 
will also be in the limelight ahead 
of RBI guidelines on allowing 
consolidation in the industry." 
Being a sole banking fund, 
Reliance Banking Fund is among 
the top picks. It has a corpus less 
than Rs 300 crore, has 15 stocks 
in its portfolio. State Bank of 
India, its top holding, accounts 
for 16 per cent of its corpus. 
ICICI Prudential Infrastructure 
Fund, Reliance Diversified Power 
Sector Fund and Sundaram BN» 
Paribas Capex Opportunities 
Fund are the other top picks that 
have received three votes from 
market experts. 


The Laggards 


Experts are avoiding sectors 








The Big Picture 
On average, sector funds 
have done reasonably 
well, 51 
9220 
65.4 | 
6433 39.14% 
6409 34.18% 
61.70 


IB Total thematic funds 


where profitability could get hurt 
on account of the appreciating 
rupee, oil prices and commodi- 
ties. Says Mehrotra: “We are un- 
derweight on the rr and pharma 
sectors, neutral on FMCG, and 
completely avoiding automobile 
stocks following the pressure on 
margins.” Despite the rupee 
appreciating, the IT sector has 
been logging good growth. Both 
Kamdar and Rustagi feel that 
IT sector is more of a contrarian 
play as the big companies 
are fundamentally sound and 
have managed the rupee 
appreciation well. 

But there's a caveat to in- 
vesting in funds, as usual: past 
performance is no guarantee for 
future returns. However, the 
growth story continues to re- 
main strong and, therefore, funds 
that are based around themes 
like infrastructure, banking, cap- 
ital goods and power will still 
do better than others, provided 
you are ready for the long haul 
journey. Investors can use sys- 
tematic investment plans as these 
key sectors seem just the right 
place to be in now. 
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Life at New Highs 





The Sensex may not have peaked yet, but its valuations are 
stretching. So, what should you do noW? TEJEESH N.S. BEHL 


HERE'S NO TELLING WHERE 

| the Sensex will be by the 
time this article hits the 
stands—given the multiple 1,000 
point jumps the indices have 
demonstrated of late. Stock market 
forecasting at the best of times has 
been tricky business—and judging 
by the all-round euphoria pervading 
the markets, this is truly the best of 
times. The trigger, of course, is the 
Us Federal Bank’s 50 basis points 
cut last month. *Liquidity will al- 
ways flow into asset classes that 
show growth and Asia is showing 
the highest growth across 
economies—be it Singapore, China 
or India," observes Manish 
Sonthalia, vP (Equity Strategy), 
Motilal Oswal Securities. He feels 
that given the anticipation of an 
expected re-rating of the P-E mul- 
tiple—currently at 18— there has 
been a surge in equity inflow. Ditto, 
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Go for: Power, telecom, media, transport and 
logistics, infrastructure 
Avoid: E blindly on tip 


Rajesh Jai 
Director and CEO, Pranav Securities 
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THE INVESTING 
ROAD MAP 


The Sensex is at its all-time highs. 
What should you do now? 


m Cop out or stay put: If you are in for 
the pleasure, book profits now and 
reinvest when the market corrects 
but if you re in for the long haul, 
enjoy the nde 





m Large, mid or small caps: Large caps 
are what are recommended, though in a 
correction phase, they will also take a 
larger hit 


m Where to invest: Old economy stocks 
seem safest at this point. Add power, 
energy and telecom. Stay clear of 
export-earning dependent scrips 


m A correction of 10 per cent: The 
markets will hold in the long term and 
even a 10 per cent correction is no 
reason for panic 


Surging Ahead 

The Fed's 50-basis point rate cut paved the 
way for a boom in Fil flows and the Sensex. 
18,419.04 
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says Rajesh Jain, Director and CEO, 
Pranav Securities, who feels the 
markets will need to be re-rated 
to a P-E band of 22-25. 

It took just five trading sessions 
for the market to climb from 16K to 
17K and another eight sessions for 
the Sensex to breach the 18K mark. 
“The current run-up in the mar- 
kets has been too fast and too 
soon,” feels Sonthalia who says that 
above 18,000 levels, the markets 
will be unstable. “If you are a retail 
investor with a short-term perspec- 
tive—of say, one-to-two months— 
then it’s probably a good time to 
book your profits and reinvest when 
the market corrects. If it’s a long- 
term investment, of more than a 
year, then hold on to your stocks,” 
he adds. 

Deven Choksey, CEO and Mp, 
KR Choksey Shares and Securities, 
however, feels that an investor 
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should switch to stocks 
which have larger visibility 
in earnings. “Without being 
sector-specific, opt for stocks 
based on their individual 
performance and trade-in 
your low-value stocks for 
high-value scrips," he ad- 
vises. Says Jain: "There's no 
reason to panic even if the 
Sensex tanks by 2,000 
points—my advice to the 
retail investor would be to 
stay invested." 


u Go for: Real estate, auto, engineering, banks, telecom, 
Choosing Your Eggs hydrocarbons, select IT stocks — d 
The spotlight is back on the Avoid: Anything that has high dependency on export earnings 

Deven Choksey, 


old economy stocks. While 
Sonthalia is bullish on wire- 
less, metals, cement, finan- 
cials and auto, he is avoiding the rr 
and exports sector and pharma- 
ceuticals, especially MNCs since he 
says a large component of their 
earnings come from exports and 
the rising rupee will hit their guid- 
ance. “Wireless is still a nascent 
sector whose potential is yet to be 
exploited fully while metals are 
only a function of their price—an 
upward movement in prices will 
sustain input costs like freight,” 
reasons Sonthalia. 

In cement, monsoon sales picked 
up by 10 per cent, hardening prices 
by Rs 3-5 a bag—a phenomenon 
normally associated with post- 
Diwali sales, which are expected 
to see a further increase in cement 
demand. With a capacity addition of 
only 20 million tonnes next year, 
this is also one sector where money 
invested will multiply. 

With interest rates headed 
southwards due to a surplus liq- 
uidity and inflation well under four 
per cent, Sonthalia feels RBI can 
risk a further cut as lower interest 
rates will be positive for the in- 
vesting side also. “In the auto sec- 
tor, too, the stagnation witnessed in 
the first half of 2007-08 will dissi- 
pate as month-on-month, both two- 
and four-wheeler companies have 
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shown growth in numbers,” points 
out Sonthalia. 

Choksey, however, feels one 
should look at companies rather 
than sectors. “Even in the IT sector, 
while their dollar earnings may 
come under pressure, we expect 
good numbers as most players have 
large order books and they have 
also issued an earnings call of 35 per 
cent in rupee terms," explains 
Choksey, who says that broadly, 
the sectors which are well-posi- 
tioned are real estate, automobiles, 
banks, telecom and hydrocarbons. 

"There are two main reasons 
why realty is expected to do well— 
most of the big players have large 
land banks and a number of projects 
under construction, which imply 
good earnings for at least the next 
two-to-three years. The other reason 
is an expected cut in interest rates in 
the next quarter and good Q2 re- 
sults," says Choksey. His reasons 
for picking up banking stocks stem 
from the unlocking of the valua- 
tions of most banks by hiving off 
their insurance and AMC businesses 
which will offer investors real val- 
uations for the banking scrips. 

Jain adds media, power and 
transport and logistics to the list of 
must-invests. *These sectors still re- 


main under-penetrated, par- 
ticularly media," he says. 
According to Jain, while 
30 per cent of your invest- 
ment should be in large caps 
now, 40 per cent should be 
invested in large caps when 
markets decline and the re- 
maining 30 per cent as per 
one's discretion. Choksey is 
more specific: *Go in for 
quality engineering compa- 
nies which have a presence 
in infrastructure, telecom, 
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sically sectors which have a 
growth potential.” Sonthalia 
also stresses on the impor- 
tance of investing in large 
caps. "Mid-cap stocks al- 
ways trade at a 40-50 per cent dis- 
count to the large caps, so it makes 
better financial sense to invest in 
the large caps. Also, pay attention to 
liquidity,” advises Sonthalia. 


Where's the Market Headed? 
Well, mostly upwards with a few 
bumps along the way. “I don’t think 
the Q2 results will be very encour- 
aging—in fact, it could be one of the 
most sluggish quarters in recent 
times. I expect the market to sta- 
bilise at 16,500 levels which would 
be a good time to invest,” says 
Sonthalia. His views are, however, 
at variance with the general senti- 
ment pervading the market, which 
appears gung-ho. Says Choksey: 
“Even if there is a correction of 
over 1,000 points, there is no need 
to panic.” His optimism stems from 
a better than expected Q2 results. 
Agrees Jain, who feels that there is a 
1,000-point correction due within 
this month over a period of three 
days but with the underlying senti- 
ment being strong, the markets will 
rise again. His only condition: the 
government shouldn’t fall or else 
extreme caution will creep into the 
market. Says Jain: “Currently, the 
market’s momentum is phenomenal, 
so don’t sell yet.” 
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Is the Tide Reversing? 





As the interest rates on home loans tip lower, new 
borrowers will benefit. cLIFFORD ALVARES 


it's time to buy now. A few 

months ago, banks were ag- 
gressively raising interest rates on 
home and car loans—a trend that 
started in the middle of last year. 
Rate hikes by the country's central 
bank, the Reserve Bank of India, 
propelled banks to hike their inter- 
est rates as their cost of borrowing 
started to increase. A spate of rate 
increases from the middle of last 
year took the interest rates close to 
a high of about 12 per cent on float- 
ing rates from a low of about 9.5 
per cent. This increase has strained 


[: YOU ARE LOOKING FOR A HOUSE, 





THE CHEAPER THEY TURN 


a householder's budget and it in- 
creased his monthly installments by Home loan rates have dipped 
a whopping 22 per cent. this festive season. 

ure Serer eh aid OF 
ever, the interest rates have held ë 
steady at the higher levels making MiS ll 10.5 
home buying a tad more expensive HDFC l] 10.5 

ICICI 11.5 ll 


for many individuals. And there 


was another blow—many buyers State Bank of India 1125 — 1075 

were facing the pinch of rising prices Floating rates in per cent 

of real estate, with most of the big A TIDY SAVING 

cities witnessing 2 per € How much will you save? 

crease in prices last year, putting lak * 

housing beyond reach of many. = s: im = s = iie 
But the situation seems to have P ร ล 

reversed, at least for now. Both Saving per lakh 34 

*For 20 years 


home loan rates and housing prices 


have eased giving much-needed re- 
lief to thousands of new home buy- 
ers. Home loan rates are down by 
50-100 basis points. HDFC was the 
first to cut its rates by 50 basis points 
on September 24. It cut its floating 
rate loans to 10.50 per cent from 11 
per cent. The bank has, however, 
not changed the interest rate on 
fixed loans, which is currently at 
13.25 per cent. Since then, many 
banks have decreased their interest 
rates on home loans. Axis Bank cut 
its interest rates by 50 basis points to 
10.5 per cent. Says Imtiaz Ahmed, 
Assistant Vice President (Mortgages), 
Axis Bank: “The decision to lower 
the rates has been taken by our in- 
ternal committee and we will keep 
reviewing the rates every quarter." 
State Bank of India, too, cut rates by 
around 50-100 basis points for dif- 
ferent maturities as part of its festi- 
val offer. The move was soon fol- 
lowed by the country's biggest mort- 
gage lender ICICI Bank, which cut its 
rates for new borrowers by 50 basis 
points. Its floating rate home loans 
are available at 11 per cent. The 
trend has moved on to other Psu 
and private sector banks, which also 
reduced rates by 50-100 basis points. 

For now, banks have not 


THE SWITCHING OPTION 


Should you switch to the current cheaper home loan rates? 


EW BORROWERS HAVE THE GOING GOOD FOR THEM AS THE NEW 
rates have started kicking in, but the older borrow- 
ers have something to crib about. The rates are staying 
put for now and are not being reset as banks have not 
reduced their prime lending rates. Monthly installments 
will remain the same. For many old borrowers, the qu- 
estion is whether to switch or not to the new rates? 
That depends on the rate at which you have bor- 
rowed. If you had borrowed at a peak of around 12.5 
per cent, then it may make sense to go for a 10.5 per 
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cent loan. Most lenders will charge a foreclosure fee of 
around 2 per cent, which should cost the borrower 

Rs 2,000 per lakh. However, a 200 basis point reduc- 
tion in interest rates will save a borrower Rs 33,120 
over the tenure of the loan. 

It's not advisable to switch if the difference be- 
tween your current interest rate and the older is about 
50-100 basis points. That's because the cost of 
switching—pay the pre-payment penalty—will not 
compensate for savings over the tenure of the loan. 


reduced the rates for existing 
customers and the new rate is ap- 
plicable only for new customers. 
This move is essentially to bring in 
more new customers into the hous- 
ing fold. Besides, banks have re- 
duced the rates keeping in mind 
the festive season, which is a busy 
season for the home mortgages mar- 
ket. ICICI Bank is offering the special 
discount only till the end of 
October. HDFC, too, made a spe- 
cial offer for new loans and has not 
reduced the rates for existing cus- 
tomers for the festive season. 

Among the private sector banks, 
Axis Bank is the only bank that has 
reduced rates for its new as well as 
old customers—it has a similar rate 
structure for all its mortgage bor- 
rowers. The bank's existing bor- 
rowers will also be able to enjoy 
the lower rates. Says Ahmed: *We 
have been maintaining a policy of a 
similar rate for all mortgage cus- 
tomers so far." As most other banks 
have been citing festive offers, the 
existing borrowers have not yet got 
the benefits of a lower rate. 


What Next? 

But the all-important question for 
existing borrowers: will the rates 
decrease further? As of now it's 
too early to say which way the 
interest rates will move. The 
festive season and the increasing 
competition between banks are 
likely to keep the rates low for 
the coming few months. But 
whether it will turn into a re- 
ducing trend remains to be seen. 
Says Ahmed: “Where the rates 
will go is anybody's guess. But the 
festive season is likely to keep the 
rates low for a few months." Besides 
interest rates movements are a func- 
tion of the rates in the economy 
and will largely depend on the 
Reserve Bank of India's Credit Policy 
to be announced on October 30. 
The trends in the economy don't 
yet seem conducive for a lower in- 
terest rate scenario as inflation is 


PLAN THAT REPAYMENT 


How to pay it back. 


m Vanilla loans: This is the standard 
loan facility where a buyer makes 
equal payments throughout the tenure 
of the loan 


m Step up plans: This facility allows an 
executive to take a bigger loan and pay 
a lower EMI in the initial years, which 
progressively increases in the future 


m Flexible loan installments: Allows 
people to buy property together and helps 
customers combine the incomes and 
take a long-term home loan. For 
instance, a parent nearing retirement 
can take a home loan along with his 
son, who has just begun working 


m Tranche loans: Payments to a builder 
for an under-construction property are 
usually made in tranches periodically. 
Customers can fix the installments they 
wish to pay till the property is ready for 
possession, but the minimum to be paid 
is the interest cost. Additional payments 
go towards the principal repayment 


m Accelerated repayments: Borrowers 
can increase their EMIs and repay the 
loans faster by increasing their EMIs. 
Borrowers will thus save on interest rates 


























still a potential threat and foreign in- 
flows into the country have been ris- 
ing rapidly. The next few months 
hold the answer. 

Yet even while floating rates 
have been coming down, fixed 
rates are still at the same levels— 
the rates are hovering around 13- 
13.5 per cent. Banks have not been 
reducing interest rates on fixed 
loans because the overall interest 
rates scenario in the economy still 
remains tight. Now the gap be- 
tween the fixed and the floating 
rate has widened further to 250- 
350 basis points. But buyers might 
still want to avoid the fixed rate 
loans. The savings on total interest 
cost is huge. For example, on a 
Rs 50 lakh loan, a buyer will save 
up to Rs 1.5 lakh in the first year 
on interest costs by taking a float- 
ing rate as against a fixed one. Not 
many people are taking a fixed 
rate home loan nowadays as most 
banks have floating disbursements 
in the high 90 per cent. 

The likelihood of saving money 
by switching to a cheaper rate home 
loan has not increased with the rates 
coming down. The cut in the rates 
has been only 50-100 basis points, 
for buyers it's best to stay put with 
the loan. Only if the difference be- 
tween your old rate and the current 
new rate is substantial, should you 
switch. The switching costs—pre- 
payment penalty—are prohibitive. 

New buyers should still 
scout for a better rate. 
Competition between banks 
is intense and buyers are 
likely to get a better deal 
if they have a good 
credit history and 
are able to make a 
higher down pay- 
ment. Interest rates 
aren't likely to come down 
in the near future, so for the 
first time buyers who have nar- 
rowed down on their property, 
this is as good a time 
as it can get—at least for now. 
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In praise of women 
who have taken the 
corporate world by storm. 





GROUP 


New 


Dove 


Haircare 


Presents 


OS 
Powerful 


MIRAR 1 91 


[n association with 


acm THE 
IFC GRAND CE 
| HOTEL, | 


MUMBAI 
Business Today and Dove Haircare congratulate the winners of the 
Most Powerful Women In Business Awards held on September 20, 2007. 
The annual awards are a unique way to acknowledge and honour all those 
women promoters, entrepreneurs and executives who have successfully redefined 


the standards of performance and excellence in the world of business. 


Congratulations to the winners and thanks for joining us on the awards eve. 
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Dove 


Haircare 


Shampoos | Conditioners | Treatments 
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A Cover for Accidents 


Lin MES dem 


Accident insurance covers are often overlooked. Yet this must-have 
policy gives you the extra cover you need. NITYA VARADARAJAN 


HEN V. JAYAPR- 
akash, 44, was 
driving down to 


work on his two-wheeler, 
somebody suddenly cut 
across the road, forcing him 
to brake hard. But in avoid- 
ing the person, Jayapr- 
akash's vehicle skidded and 
he fell and broke his nose. 
Fortunately for the assis- 
tant manager at AVM Rajes- 
hwari Theatres in Chennai, 
he had both a health insur- 
ance cover and an accident 
insurance cover. 

Accident insurance is a 
must-have policy, especially 
if you are a jet setting ex- 
ecutive. Many people 
reckon that since they are 
covered under a mediclaim 
health policy, that should 
suffice for the hospitalisa- 
tion bills, but that's not the 
case. À personal accident 
policy offers benefits that a 
regular mediclaim policy 
cannot match. In case of a 
mild fracture or bruises that 
require outpatient treat- 
ment for a few days, a 
mediclaim policy does not 
help. In case of a loss of a 
limb, a mediclaim policy 
helps only to cover hospi- 
talisation costs—in con- 
trast, a personal accident 
policy gives the full sum 
assured. For a serious acci- 
dent that entails bed rest 
and physiotherapy post- 
surgery for a lengthy pe- 
riod, a personal accident 
cover compensates for the 
loss of income for that pe- 
riod—which a mediclaim 
does not. For a loss of life, 


inside ` 
“A Fine Pi 





What to look for before you sign up for policies sold indirectly. 


m Read what the policy entails. Such policies could mislead by 
specifying one amount of compensation for ground accidents 
and another for air accidents. 


m Ensure nomination forms are filled, otherwise the policy does not 
come in force; and that the nominee is aware of accident 
insurance policy availed either through credit card or through a 
free offer from consumer durable sales, etc. 


m Check out the claims procedure for these freebies, which could 
be unclear, unlike direct policies purchased. 


m In case of policies taken through credit cards, ensure that 
other requirements are fulfilled, such as no default on credit 
card payments. 


HOW MUCH DOES IT COST? 


Approximate charges for accident 
covers per lakh per annum. 








Sum insured towards death benefit 50 
Permanent total disability 10 
Permanent partial disability 40 
Temporary loss of income 50 

Medical expenses reimbursement GQ 







Figures in Rs 
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ห วร ง ห ล อ ม ห น 


the survivor gets ล tidy 
compensation for a very 
small premium. 


Essential Cover 


Ís an accident cover essen- 
tial? Yes, very much. You 
could have a life insurance 
that would equally serve 
an important need in case 
of an accidental death, but 
a comprehensive accident 
cover offers a better value 
proposition. Says Rahul 
Aggarwal, CEO, Optima 
Risk Management Services: 
“An accident cover policy 
is the first policy that a 
person should take after 
getting a job.” The reasons 
are obvious. Youngsters 
drive two-wheelers, or 
small cars that cannot with- 
stand serious accidents; 
they tend to drive fast and 
also tend to travel a lot 
more. Also, accident cover 
does not dent their pockets. 
There are about 80,000 
road accident deaths every 
year and twice or more that 
number of injured. 

The total sum assured 
is given to the nominee in 
case of death or perma- 
nent total disability due to 
accident, and annual pre- 
miums are cheap. For Rs 
500, one could get a death 
and permanent total dis- 
ability cover of Rs 5 lakh. 
Permanent total disability is 
generally defined as loss 
of two limbs (hands or 
feet) or loss of both eyes. If 
there is a permanent loss of 
one limb or one eye, then 
the compensation is 50 per 





THE PROS AND CONS 


How do riders compare vis-à-vis 

plain vanilla accident covers. 

Life Cover Riders 

m Have to necessarily buy a life cover 
before opting for rider, which could 
increase insurance cost. 


m The rider cover lapses on the first 
claim and you can t take another 
rider on this policy. You cannot also 
cover your family simultaneously. 


m |t does not offer loss of income 
benefits and medical expenditure 
benefits. Also the rider cover clauses 
vary between insurers and you need 
to read the fine print closely. 


m [here is no great cost advantage vis- 
à-vis a pure play personal accident 


policy. 


Accident Covers 

m Very cheap and affordable by itself. If 
you also purchase a health policy that 
would take care of hospitalisation/ 
surgery expenses, you can breathe easy. 


m A pure play personal accident policy 
has a longer shelf life and can be 
renewed every year after claims. An 
entire family can be covered and there 
are substantial discounts for each 
additional member. 


m Apart from loss of income benefit, the 
policy gives other benefits like 
allowance to buy a wheelchair, 
education allowance, medical 
expenses reimbursement, etc. 


m While being cheaper than a rider on a 
like to like basis, there are innovative 
and need-based policies on the anvil. 


cent of the sum assured. 


But Comprehensive Too 

It is best if one opts for a compre- 
hensive accident cover that is of- 
fered by general insurers as opposed 
to a rider cover offered by life in- 
surers as the latter is restricted in 
scope (see The Pros and Cons). In a 
comprehensive accident cover, one 
gets a weekly compensation for loss 


of pay on account of temporary 
disablement. This would amount 
to 1 per cent per week of the sum 
assured (usually for a maximum pe- 
riod of 104 weeks). Companies do 
fix a ceiling on the weekly outgo; so 
if you have a cover of Rs 20 lakh, 
you may not get Rs 20,000 a week. 
The figure would be closer to Rs 
6,000 depending on the insurer. 
General insurers also toss in other 
benefits like percentage of premium 
allocations for ambulance charges, 
(particularly useful if an accident 
takes place say, 150 km from place 
of stay) and medical expense reim- 
bursement per day. However, poli- 
cies vary between insurers. You 
should ensure that total partial dis- 
ability is covered; many insurers 
may not have this clause (for in- 
stance, a person could lose a finger 
while slamming the car door or an 
athlete could end up with one leg 
shorter after an accident). 

How much cover does one re- 
quire? This depends on the indi- 
vidual and the survival requirements 
of his family. But a broad general 
rule of thumb applies to life and 
accident insurance. Says Aggarwal: 
*A simple benchmark would be 70 
times the monthly salary if the in- 
sured has a dependent spouse and 
parents. If the spouse also earns, 
then 40 times the monthly earning 
would do. If he's single with de- 
pendent parents, then about 100 
times one's monthly earnings." This 
total requirement could be distrib- 
uted between life and accident 
cover. Accident policies are always 
easier to purchase at later dates 
compared to life insurance policies 
—there isn't much of a premium 
difference over the years. Ensure 
that your insurer is efficient and 
customer service-oriented by ask- 
ing for claim referrals. The process 
of claims has to be simple and 
speedily expedited, particularly for 
distressed family members. 

Among the private sector com- 
panies, Tata AIG and HDFC General 


G. KESHEV RAJ 
LALI จ ix = 4 


Insurance have established a repu- 
tation for themselves. Tata AIG offers 
myriad combinations of personal 
accident policies. Its hospitalisation 
cash benefit is slightly more com- 
prehensive (and expensive) as it 
allows for surgeon’s fee and opera- 
tion theatre costs and so on. 
Another policy includes extended 
loss of income benefit period be- 
tween 5 and 20 years for permanent 
total disability. Bajaj Allianz offers 
125 per cent of sum assured for 
permanent total disability. Royal 





V. Jayaprakash 
Accident policy cover: Rs 6 lakh 


Jayaprakash had both health and 
accident insurance cover when he 
met with an accident 


Sundaram offers the same monthly 
income benefit for permanent total 
disability and permanent partial dis- 
ability, but there is no mention of 
temporary total disability. 

Some credit card companies, 
too, offer the benefit of accident 
insurance, but it’s not advisable just 
because they are cheaper. As the 
premium in accident insurance is 
low, it makes sense to sacrifice 
smaller benefits than larger ones. 
So choose an appropriate insurer 
who is comprehensive in his offer- 
ing and good in servicing post-ac- 
cident claims. It’s the cheapest and 
best way to care for your family. 
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NEWS ROUND-UP 


The Easy Way 
to Go Global 


A Microsoft or Google share is just a 
click away. SHALINI S. DAGAR 


OR INDIAN INVESTORS WITH 
bos investment appetite, 

there are options now. If you 
are inclined towards mutual funds, 
then there are those, but if 
you are someone who wants to 
make direct investments, then 
there are emerging options for 
that as well. Last month, the 
Reserve Bank of India increased 
the remittance limit for individ- 
ual investors to $200,000 (Rs 80 
lakh) per financial year from 
$100,000 (Rs 40 lakh). 

Taking cues from this, ICICI 
direct, the online trading arm of 
ICICI Bank, started offering an 
overseas trading platform to in- 
vestors last fortnight. For this pur- 
pose, the firm tied up with a 
Dallas-based American securities 
services provider, Penson Financial 
Services, Inc. Penson is a securities 
services firm that provides flexible, 
technology-based processing so- 
lutions for the execution, clear- 
ing, custody and settlement of se- 
curities transactions. 

As a result of this tie-up, cus- 
tomers will get single-window ac- 
cess to both domestic and us share 
trading. This will allow them to 
invest in overseas securities such as 
shares, American Depositary 
Receipts, index options and ex- 
change-traded funds on the New 
York Stock Exchange, American 
Exchange and NASDAQ. Investors 
trading through the website can 
now buy shares of Microsoft or 
Google or other instruments in 
the US markets sitting at their desk- 
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tops. “Our belief is that 
this product will grow in the” 


coming years," says Anil Kaul, ^ 


Head, ICICI direct. 

The service will be available 
in a manner similar to domestic 
transactions, Kaul says. A one- 
time overseas account opening fee 
of Rs 999 will be charged, and 
broking fee for each transaction 
will be 0.75 per cent of the trade 
or $9 (Rs 360), whichever is 
higher. The remittance has to hap- 
pen before the transactions are 
processed. Investors, however, 
have to do only delivery-based 
trades—margin trading is not al- 
lowed. The shares will be held by 
the broker (technically street 
name), which in this case 
is Penson, and the client is 
the beneficiary. 

Though the service is presently 
available only for buying in the us 
market, ICICI direct expects 
to add other markets too, albeit 
over time. “In the securities mar- 
ket, we need a framework that is 
compliant with the regulations in 
both countries. That takes time,” 
adds Kaul. 

However, there is a caveat. 
Equity investments anywhere have 
their risks and investors must do 
their homework before investing. 
Investors also have to contend 
with the currency risk. For now, 
the dollar has been depreciating 
against the Indian rupee, and if 
this trend continues, investors can 
log some rupee losses. For starters, 
investors will have to buy dollars 
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GOING GLOBAL 


e Overseas account opening charges: 
Rs 999 


@ Broking fee for each transaction: 
0.75 per cent or $9 (Rs 360) 


whichever is higher Ne 


@ The shares will be held by Penson 
e Only delivery based trades are 
allowed—no margin trading 


e At present, the service is presently 
only for US markets 


and then use the same to buy us 
stocks. Later, when investors want 
to check out of their Us positions, 
they will have to reconvert the 
dollars back to rupees. Assuming 
that the Indian rupee has appreci- 
ated, investors will get a lower 
amount of rupees—depending on 
the quantum of rupee apprecia- 
tion. Investors also have to scout 
around for fundamentally sound 
companies that have a growth po- 
tential and those that can beat 
both the appreciating rupee as 
well as counter the slowdown in 
the US, which seems to 
be a little tough in these markets. 
It’s certainly not a game for the 
greenhorns. 
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NEWS ROUND-UP 


For a 
Higher Cover 


The new ULIP from Bajaj 
Allianz offers a higher 
insurance cover in the latter 
years, is it for you? 

NITYA VARADARAJAN 


LIPS ARE GROWING IN POPU- 

I | larity as they are more prof- 

itable for insurance compa- 

nies. New insurance schemes are be- 

ing launched regularly. A recent 

launch in this space, which has some 

| unique propositions, is Bajaj Allianz's 
Unit Gain Plus Gold policy. It’s like 
any other ULIP policy of Allianz Bajaj 
| Life except that the entry level pre- 
mium is lower. The overheads— 
premium allocation charge, policy 
administration charge, mortality 
charges—have, however, been 
1 tweaked to make it more expensive. 
| Fund management charges are 
same for most of the company's 

ULIP policies, including the UG Plus 

Gold policy. The fund charges 1.75 
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per cent for its equity growth fund, 
1.25 per cent for equity index fund 
and asset allocation funds, and 0.95 
per cent for bond and liquid funds. 
This fee is charged daily and ad- 
justed in the unit price. Says Sam 
Ghosh, the new CEO of Allianz 
Middle East, soon after introducing 
this product: *The asset allocation 
fund (which was introduced with 
this product) gives flexibility to the 
fund manager to capitalise on the 
changing financial markets, ride the 
market waves and get returns with- 
out worrying about switching from 
fund to fund." 

The fund will adjust its weights 
in the three classes of equity, bonds 
and cash depending on the attrac- 
tiveness of each class. Overall, this 
policy offers six funds to invest in, 
including the accelerator mid-cap 
fund, as also an option of switching 
freely three times a year with a sub- 
sequent charge of Rs 100 or a per- 
centage of the asset managed, 
whichever is lower. 

There is a wide choice of riders 
on offer, for which you have to pay 
additional premia. In the case of 


this genre 





benefits as riders 


ศว ร ศา ว ท เร วา“ ชั 7 


death, there is a family income ben- 
efit and if there is a total disability, a 
waiver of premium benefit. The 
other riders on offer include acci- 
dental death and disability benefits, 
critical illness and hospital cash ben- 
efits. In fact, the policies introduced 
earlier did not have as many op- 
tions. (A premium waiver rider 
comes in handy if the policy is being 
taken in the name of a minor—but 
a separate accident insurance policy 
by a general insurer in place of other 
riders is usually a better option.) 
Among the best features of this 
policy is the maximum insurance 
entitlement for every rupee of pre- 
mium. For instance, on a premium 
of Rs 1,000 a month, a policyholder 
gets a life insurance cover of up to 
70 times between the age of 36 and 
40. This decreases progressively 
and comes down to 20 times the an- 
nual premium between the 56 and 
60 age group. Other policies allow 
for far less multiplier effect. 
Therefore, this policy recognises a 
policyholder's need for a higher 
insurance and also takes care of his 
investment requirements. 8 


“รา ณา ร ร 
CR: _ The salient features of the new plan. 
ks d ES > e The plan offers the maximum insurance cover compared to other ULIP products in 








| e It offers critical illness and hospital cash benefits, accidental death and disability 








e In addition, it offers family income benefit and waiver of premium benefit 

e The fund gives a choice of six investment funds, and the minimum premium 
payable is Rs 12,000 per annum — — 

=) e Overheads appear cheaper compared to the New Unit Gain Super Plan, but are 

more expensive compared to Unit Gain Plus 


IP | THE MULTIPLE BENEFITS 


>) This scheme offers a higher insurance cover for every rupee invested. 
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2 Age group 0-30 31-35 36-40 41-45 46-55 56-60 

E UN T š Unit Gain Plus Gold — 100 8 T 5 - ป 
¿ s 3 Unit Gain Plus p. 19. L; 80 TB 9 AU. 15 

d | Unit Gain Super 40 for ages 40 30 20 12 8 

e sd r between [1-30 t £ 











The figures represent the number of times you can get insurance cover on your anngal premium for the respective age groups. 
WE in the latter years, the Unit Gain Plus Gold plan gives a higher insurance coverage as compared to the rest 
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And it can change your life! 


Wherever money is made, and where there are successful people, you'll find Business Standard. That's becaus 
and varied information helps you make more informed investment and business decisions. Try out the unbeatable mat 
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Carrots with Strings 


India Inc. is tweaking its equity-linked incentives. The aim: To make them 
work both for the critical talent as well as themselves. SHALINI S. DAGAR 


ALL THEM INCENTIVES 

with a twist. The eq- 

uity-linked sops have 
got conditions attached to 
them like never before. 
Sample this: Hindustan 
Unilever (earlier Hindustan 
Lever) rolled out its per- 
formance share scheme in 
2006, to replace its standard 
stock option plan in place 
since 2001. In this new form 
of incentives, only about 272 
employees, including whole 
time directors, were eligible 
to receive equity shares at 
the face value of Re 1 each. 
However, the awards would 
vest only on the achievement 
of certain performance cri- 
teria measured over a 
three-year period. The per- 
formance metrics are pre- 
determined, though in line 
with the prevailing trend, 
the offer price is deeply dis- 
counted. 

"The value delivered to 
an employee is not largely 
dependent on market price 
as the employee does not 
have to buy the share at the 
time of vesting. It is, there- 
fore, more attractive to the em- 
ployee also," says Leena Nair, Ex- 
ecutive Director, HUL. 

This is reflective of a trend 
across industry where increasingly, 
companies are now looking at grant- 
ing very lucrative equity-linked op- 
tions but often tying them to fu- 
ture performance—individual, com- 
pany, or a combination, Says Tarun 


SHRIYA PATII 
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Leena Nair/ Executive Director/ HUL 


In the new form of incentives at HUL, the 
awards would vest only on the achievement 
of certain performance criterion 


Gulati, CEO, EsOPDirect, an advi- 
sory firm: “India Inc. has begun to 
experiment with performance- 
linked plans.” 

People managers across India 
Inc. are trying hard not just to retain 
talent but to make sure that the tal- 
ent also performs while remaining 
with the company. 

As most of the breed will tell 


you, it is no mean job keep- 
ing their flock together in 
these times of multiplying 
opportunities. Even top ech- 
elons of the management 
cadre are getting increasingly 
mobile. 

And keeping pace with 
this fast changing world are 
the compensation and in- 
centive trends in corporate 
India. “In today’s environ- 
ment, we have observed that 
employees are more inter- 
ested in immediate compen- 
sation and benefits instead 
of deferred long-term plans,” 
says Yashovardhan Varma, 
Director (HR), LG Electronics. 

No wonder then, LG 
Electronics has a perform- 
ance-linked retention scheme 
where employees get addi- 
tional incentive after com- 
pleting three years of service. 

“Accrual starts after two 
years but the benefits are 
passed on to the employee 
only after completing the 
third year. As the number of 
years put in by an employee 
increases, the incentives also 
increase, The maximum 
incentive an employee gets (is) when 
he completes 10 years in the com- 
pany, says Varma. DLF-Laing 
O’Rourke replicates a similar 
scheme to ensure lower attrition in 
the volatile construction business. 

However, the most interesting 
changes are occurring in the 
Employee Stock Option Plans 
(ESOPs), which had become the pre- 


High rewards and limited coverage are the 





compensation and benefits instead of deferred long-term plans” 


ferred currency for long-term in- 
centives a few years ago. Now with 
the booming equity markets and 
private equity investment in 
many growing companies, ESOPs 
have certainly made a comeback 
across India Inc., albeit with some 
variations. 

For one, there are more inno- 
vative instruments being used (see 
Wealtb Sbaring). Another is that in- 
creasingly these equity-linked 
schemes try and show visible value 
on the table—a fall-out of many 
stock plans going underwater 
(market price below issue price) in 
the post-2000 slump. Sample: EX! 
Service this year offered only fully 
discounted restricted share units 
(RSUs) to around 200 of its employ- 
ees. Its reasoning for the shift: 
“Employees find more value in RSUs 
than stock options. This is due to 
the relatively weak understanding of 
the way in which equity markets 
work," says Rohit Kapoor, President 
and COO, EXL Service. Since the em- 
ployee does not pay anything, the 
value proposition is immense. 

"The value in case of RSUS is 
much more clearly seen on the 
table," says Anindya Kumar Shee, 


mantra for big companies 


Head (Compensation and Benefits), 
Wipro Technologies. Wipro was 
one of the frontrunners in imple- 
menting the RSU scheme. This value 
obviously comes with strings at- 
tached. And in the burgeoning 
growth economy, the hook is per- 
formance. Its share units are avail- 
able for the face value of Rs 2 sub- 
ject to performance conditions 
being met. 

Padmaja Alaganandan, Principal 
Consultant at Mercer India, agrees. 
“Long-term incentives (LTIs) have 
traditionally been used in India for 
retention and then attraction. It is 
only now that the focus is on driv- 
ing performance," she says. 

While this objective may be 
achieved via the choice of the in- 
strument itself—performance shares 
and options which vest based on 
performance—it could also be 
achieved through the use of strin- 
gent grant criteria. 


Mohammad Shahber/ 
Associate Director (HR)/ Aviva India 


Aviva benchmarks its equity- 
linked scheme to RoCE and 
growth in value of the business 
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IT AIN'T ENOUGH TO THROW 
CASH AT EMPLOYEES 


Other measures used by companies 
to attract and retain people. 


Aggressive on-boarding 
experience 


Overseas training/posting 


Company accommodation 
and cars 


Study leave and maybe cash 
compensation for the same 


Cross movements to other 
functional areas 


Sponsored holidays 
Family gatherings 


Town halls: Direct interaction 
with the CEO/MD 


Increased emphasis on 
transparency 


Fostering ex-employee 
communities 

















Anindya Kumar Shee/ Head 
(Compensation)/ Wipro 


Compared to ESOPs, the 
value of RSUs is clearly 
visible to the employees 


This apart, in growing compa- 
nies, additional methods—stock ap- 
preciation rights, phantom stocks— 
are being used. Such plans mirror 
the upside that equity plans pro- 
vide but minimise related issues 
such as equity dilution which of- 
ten is a concern for shareholders. 

Aviva Life Insurance—a joint 
venture between Aviva Plc and 
Dabur—benchmarks its equity- 
linked scheme to return on capital 
employed (ROCE) and growth in 
value of the business in compari- 
son with select competitors in India 
for its long-term incentives. On the 
other had, the grant criterion for the 
short-term incentives is individual 
performance. 

However, since Aviva is not 
listed in India, the scheme awards 
phantom units of Aviva Plc listed 
on London Stock Exchange. As a 
result, the senior executives who 
are offered this scheme can bene- 
fit from the appreciation in Aviva 
shares, should they meet the eli- 
gibility criteria. 

“The programme has been de- 
signed to retain employees with key 
skills and high potential in a manner 
aligned to shareholders’ interests,” 
says Mohammad Shahber, Associate 
Director (HR), Aviva India. 

High rewards, performance-links 
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and limited coverage seem to be the 
mantras for the large and estab- 
lished companies. 

Some companies are also finding 
it more worthwhile to opt for em- 
ployee stock purchase plans which 
are basically variations of the same 
theme. “While they generate the 
same feel-good factor as ESOPs, they 
manage employee expectations as 
well as recurring costs," says N.S. 
Rajan, Partner and National Head 
(HR), Ernst & Young. 


FBT Spin 

Other reasons apart, the imposi- 
tion of fringe benefit tax on em- 
ployee stock options in Union 
Budget for 2007-08 has also led to 
the reconfiguration of plans. 
Though there is no clarity on the 
manner in which the tax will be 
levied, it has certainly made the ex- 
isting plans unattractive, says 
industry watchers. *After FBT, 
companies are revisiting their ex- 
isting plans and thinking of inno- 
vative schemes which would allow 
them to limit their own liability 
while maximising the benefit to 
employees," says Vikas Vasal, 
Partner, KPMG. 

Fringe benefit tax—a tax levied 
on the employers to ensure com- 
pliance—is essentially a tax on the 
profits that the employees make on 
the stock options. However, do eq- 
uity-linked schemes retain value as 
retentive tools? *An unequivocal 
yes," says Vasal. 

"FBT has no doubt made the 
option value taxable but in a grow- 
ing economy the gains of ESOPs are 
significant both for employers and 
employees," says Hitesh Oberoi, 
COO, InfoEdge. Even if these are 
less attractive in the hands of their 
employees, the key is that the in- 
centive is paid by the market to 
the employee. And in a booming 
stock market, who can argue with 
that logic? 

ADDITIONAL REPORTING 
BY MANU KAUSHIK 











WEALTH SHARING 


Other measures used by companies to 
attract and retain people 


STOCK OPTIONS (ESOPs) 

The right to purchase a given number of 
shares of common stock at a fixed price 
for a defined term 


Companies: Most IT & a host of other cos 


RESTRICTED STOCK UNITS (RSUs) 

e The right to receive shares after 
certain restrictions lapse (employee 
receives whole shares, and pays a 
minimal price or no price for purchase) 


e Restrictions can be service- or 
performance-based 


e Can be paid in stock or cash 
Companies: iGate, Wipro, EXL Service 


PERFORMANCE SHARES 

e The right to receive shares after certain 
performance objectives are met at a 
company level 


@ The number of shares earned varies 
based on performance, and the value of 
the shares varies based on stock price 


Companies: Satyam, Hindustan Unilever 


STOCK PURCHASE PLANS (ESPP) 

e Programme to facilitate and possibly 
encourage employees to invest in 
company stock 


e May offer discount, financing, 
and incentives 


Companies: TCS, Infosys, Dabur, Airtel 


STOCK APPRECIATION RIGHTS (SARs) & 

PHANTOM STOCKS 

e Right to receive a payment equal to the 
appreciation in market value cn a 
specified number of shares of stock after 
a specified period of time (from the date 
of grant until the date of exercise) 


@ Appreciation is measured as the 
difference between the fair market value 
of the shares on the grant date and their 
fair market value on the exercise date — 

@ Upon exercise, payment is made in 
shares of stock, cash, or both 


e Vesting is typically structured like 
a stock option 


Companies: Aviva, Coke, Motorola, 
PepsiCo, P&G 


Source: BT Research 





A Slick Career Path 


Oil exploration and production firms want talent. 


HILE THE ECONOMY CHUGS ALONG AT A BRISK PACE, 

X the oil exploration and production sector in the 
country is facing skill crunch to an extent of 40 per cent, 
according to a report brought out by ASSOCHAM and 
Ernst & Young. Says Arun DasMahapatra, Partner-in- 
Charge, Heidrick & Struggles: “The manpower crunch 
in the E&P sector is not restricted to India; the problem 
is looming large over global players. The domestic 
companies are increasingly hiring expats and Indians 
working with foreign E&P companies." Exploration 
and production being the highly risky profession, good 
engineers, geologists and geophysics are always in de- 
mand. Says N.S. Rajan, Partner and National Head (HR), 
Ernst & Young: *...The auctioning of 80-85 oil and gas 
blocks under NELP vn (New Exploration Licencing 
Policy) in November will push the demand further." m 
MANU KAUSHIK 


FACT BOX 
WH0'S HIRING: ONGC, Reliance Industries, Cairn Energy, 
_ BP, Petronet LNG, Essar Oil and a host of companies 


WHO'RE THEY HIRING: MScs, PhDs in geology, geophysics, 
‘BTechs, MTechs in Petro & Mechanical Engineering 


AT WHAT LEVEL: At all levels, but more than 40 per cent of 
the recruitment is happening at the junior level 


KT WHAT SALARIES: At fresher's level, the salaries range be- 
tween Rs 6-8 lakh p.a. Mid-level salaries are around _ 
Rs 30-40 lakh p.a. while senior level executives can get 
between Rs 80 lakh-Rs 2 crore p.a. plus benefits - 


WHAT ARE THE NUMBERS LIKE: The Indian industry employs 
around 25,000 professionals. PA Pieter 
requirement is likely to double - 








COUNSELLING 


HELP 
TARUN! 


Q: | am a class XII student (CBSE) interested in becoming 
a commercial pilot. But, | have heard that pilot training 
schools in India are very expensive. What is the alter- 
native and should | pursue this immediately after 
finishing 12th? 

You are entitled to a student pilot licence after 10+2. 
You can then join a flight school. There are many 
flight schools recognised by DGCA. Check out 
bttp:llwww.webindia123.com/career/travel/flyclub.btm 
for details. And remember, such courses are not 
cheap, either in India or abroad. 





Q: | am currently doing Physics (Hons), second year. | have 
learnt a few languages like C+ + and am interested in a ca- 
reer in very large scale integration (VLSI). What should ! do? 
Check out institutes that have courses in vi si—like 
CDAC—a list is available on http://in.geocities.com/srini- 
vasan_v2001/technical/vlsi_training.btml and you 
can choose according to your location. There is also 
a VLSI Society of India, an association with prominent 
personalities in the field as office-bearers. You could 
call up and ask for someone to mentor you. | am sure 
they would be happy to oblige and give you some in- 
formation on prospects and the best institutes, etc. Go 
to http://vlsi-india.org/. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 


search for a job with a Monster 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


@ monster.com 
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3J Tech, General Manager - 
Marketing, Chennai, 10 - 25 Years, Job 
ID: 4334445 

Responsible for creating new business plan 
and growth plan in line with the policies of the 
management and as per current and future 
market trend. 


AADI Resource, AGM / DGM - Civil, 
Hyderabad, 10 - 20 Years, Job ID: 
4340188 

Candidate will be responsible for 
Management reporting and proactive support 
for short term , mid term and long term 
planning, includes handling of civil 
engineering, estimation, tenders, costing & 
MIS reporting for HQ. 


Bharti Airtel Limited, DGM - 
Management Reporting, Delhi, 9 - 12 
Years, Job ID: 4347363 

Responsibilities include Evaluate regulatory 
scenario in terms of impact on business and 
Revenue opportunities, Analysis of Operating 
and Capital Expenditure, revenue analysis, 
Opex Analysis, Capex Analysis, Analysis of 
shift in traffic etc. 


Chemplast Sanmar Ltd., Head 
Purchase, Chennai, 6 - 12 Years, Job 
ID: 3968244 

Aspirant should have knowledge in all Basic 
Chemicals (Dealing with all chemicals) and in 
Project Purchase. You should be capable of 
taking independent decisions on Pricing. 


Indecca Technologies Pvt. Ltd., 
Graphics Director, Pune, 8 - 10 Years, 
Job ID: 4350344 

We are looking for an experienced individual 
with a strong background in interaction design 
and graphics design. You should also have 
excellent inter-personal skills. 


Infokall Enterprises Solutions Pvt. 
Ltd., Head - Business Development, 
Hyderabad, 6-9 Years, 

Job ID: 4348970 

An MBA from a premier institute, preferably 
with engineering background, having 6 plus 
years of experience in selling IT products, 
services and solutions in domestic market. 


Jobs Today 


Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ispat Industries Limited, Sr. Vice 
President - Commercial, Nagpur, 

20 - 30 Years, Job ID: 4123211 
Responsibilities include Procurement of 
material, Store/ Inventory Control, Logistics 
function, Coordination with Plant/ Market, 
Disposal of surplus assets, Disposal of Store 
item and Handling of contracts. 
Kennametal India Limited, DGM 
HR, Bangalore, 7 - 12 Years, Job ID: 
4346557 

You would handle End to End HR Activities 
and able to oversee the team - Understand the 
needs, define skills-sets, strategize talent 
acquisition, set up assessment procedures. 


Leighton Delhi, General Manager- 
Administrator , Delhi, 10 - 15 Years, 
Job ID: 4341150 

Candidate should have Good Communication 
Skill, Commercially astute, Networked, having 
good experience in administration, thorough 
knowledge and contact in various govt. depts. 
in Delhi. Responsible for Corporate Affairs, 
Outsourcing activities, expatriate formalities. 


Magna Steyr India Pvt. Ltd., Head of 
Human Resources, Pune, 10 - 15 
Years, Job ID: 4078298 

Applicant should be Graduate / Post 
Graduate in any area and knowledge of HR / 
Industrial Relations will be value added. You 
should have thorough knowledge of laws 
affecting human resources administration. 


Mold Tek Technologies Limited, 
AGM / DGM (HR & Training), 
Hyderabad, 6 - 12 Years, Job ID: 
4031143 

We require a candidate with Postgraduate in 
HRM from a premier business school, having 
minimum 6+ years of HR experience with 
proven track record, preferably in BPO or IT 
scctor. 

Motilal Oswal Securities Ltd., AVP/ 
VP Master Black Belt, Mumbai, 6 - 8 
Years, Job ID: 4291683 

Applicant should be Post graduate. 
Professional qualification (CA / Engineering 
/ MBA) is desirable with 6 - 8 years. 3 - 4 years 
in industry or functional Six Sigma tools and 
techniques, knowledge of statistical 
software's like Minitab. 
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Saksoft Ltd., Head - Busine 
Consulting Group, Chennai, 6 - 
Years, Job ID: 4357693 

The person should have 6-10 years experie 
in Software Industry with good knowledge 
Retail Banking. You should have manage 
team of Business Analysts. 


SDI Infotech Pvt. 
Mumbai, 10 - 15 
4352403 

Persons having vast experience in Hospit: 
Industry. You should be M.B.A. and H 
Management of very high standard with F 


Business Acumen and entrepreneurial skill 


Ltd., C.E. 
Years, Job ! 


Tata Autocomp Systems Limit 
DGM - Materials (ACSI), Pune, 10- 
Years, Job ID: 4004222 

A graduate / diploma engineer preferably v 
a post graduate in Material Management v 
10 - 15 years of experience in Mate 
Procurement, vendor development etc. 


Troikaa Pharmaceuticals Ltd., AC 
— Distribution, Ahmedabad, 10 - 
Years, Job ID: 4297728 

Candidate should have Managerial li 
experience in Distribution Department | 
Pharmaceutical Company. Coordinating v 
Sales, Marketing and C & F's for receipt 
Orders, Dispatches, Collection, MIS relate 
Sales, Market Returns, Credit Note pass 
Cheque return etc. 


Welspun Group, DGM - Prourem 
WGRSL, Mumbai, 8 - 10 Years, Job! 
3021377 

Person would be responsible for Arran 
Pre production meeting at mill, monito: 
quality feedback from plant, Lodge 
complaints /claim incase of quality proble 


WLC College India, Campus He 
Jammu, 10 - 15 Years, Job ID: 414351 
The person will be responsible for mana; 
the whole campus; will have to look afte 
the academics, marketing activit 
administration & the accounts. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the Sioi order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Technologies Pvt. Ltd., SAP 
onsultants, Mumbai, 1 - 8 Years, Job 
D: 4266938 
Aspirants should be trained/certified on SAP 
nd should have at least one end to end SAP 
| เน ช่ อ ง or one year of support exp. in 
Hany of following: FI, CO, MM, PP, HR, SD, 
ABAP, and BASIS. 


b India Limited, Senior Software 
eveloper (VC++/ATL/COM), 
angalore, - 5 Years, Job ID: 
351627 
intrant should have strong knowledge of 
++, VC++, OOAD, COM, VB, OOPS 
oncepts Knowledge of Interfaces, 
mAbstract Classes, Inheritance and Design 
Aspects. 


onseco Data Services (India) Private 
imited, VB Programmer, 
yderabad, 2 - 4 Years, Job ID: 
3977045 
@Candidate should be B.E/B. Tech/ M. Tech/ 
KM.E/ MCA with 60% through out the career. 
You must have working knowledge on VB6.0, 
VBA, MSSQL2000, IIS as primary skills. 


"Cordiant Technologies Pvt. Ltd., .Net 
Developers, Chennai 1 - 3 Years, Job 
ID: 4354788 
Aspirant should be able to understand the 
importance of accessibility, usability, and web 
standards. You should have knowledge of 
advanced programming concepts with OOP. 


Genpact, Senior Engineer - LDAP, 
Hyderabad, 2 - 4 Years, Job ID: 
4059435 

Skills required Siteminder, LDAP, brief 
knowledge on web servers and working 
knowledge of windows, having good 
understanding the problem. 


Getit Infomediary Ltd.,Windows 
Mobile Developer, Delhi, 3 - 5 Years, 
Job ID: 4350550 

Candidate will be responsible for 
Development environment: Visual Studio 


2005, Windows Mobile 5.0 SDK for Pocket 
PC phone. You should have basic knowledge 
of HTML/XML, Socket programming 





LioNBRIDGE, Senior Project 
Manager - IT/Software, Chennai, 12 - 
15 years, Job ID: 2039642 

You should be B.E / MCA Graduates with an 
excellent academic background with 2-15 
years of experience in Project Management, 
Operations and team management. 


Mastek Limited, Sr. Designer/ Tech 
Lead Java/ J2EE, Mumbai, 7 - 10 
years, Job ID: 4350850 

Person should be a graduate. Preferably from 
engineering discipline, having knowledge of 
Core Java (Data Types, Programming 
Constructs, Error handling with Exceptions), 
J2EE, Servlets/JSP, EJB etc. 

Motorola India Pvt. Ltd., Set Top Box, 
Bangalore, 2 - 8 Years, Job ID: 
4317092 

You should have good knowledge of RT 
Linux and exposure to SET TOP BOX,DVB, 
MPEG2, MPEG4, DVR, PVR, VOD, IPP, 
EPG and middleware components like 
OPENTV, IPTV, MHP, OCAP, HMA 
desirable. 


Persistent Systems Ltd., 
Datawarehouse Architect, 
Hyderabad, 7 - 10 Years, Job ID: 
4348401 

Applicant should have expertise to work with 
open-source technologies, such as Jaspersoft 
and Pentahoe, having IT experience with 
development of Data warehouse, Client 
server and Web based Projects. 


Sapient, Sr. Associate, Technology 
Java /J2EE, Noida, Gurgaon, 4 - 8 
Years, Job ID: 4348823 

Bachelor's degree required in Computer 
Science or related field preferred with 
knowledge of multiple technologies including 
but not limited to Java/J2ee/Oracle 
Developer 2000 tools. 


SIEMENS, Senior Software 
Engineer, Bangalore, 4 - 6 Years, Job 
ID: 4349399 

The job will consist of Maintenance, Bug 
Fixes, Support for the FARM editor which is 
developed using the JavaSwing. FAilure 
Reaction Manager (FARM) Editor is a tool for 
configuring the diagnostic data in the field of 
Automotive domain. 





Sify Limited, Software Developer, 
Chennai, 1 -2 Years, Job ID: 4352328 
Entrant should have 1 -2 years of experience 
in providing Saba Product support. You 
should be Technical Expertise: OS: Unix, 
Linux and Windows Platform. 


Silicon Interfaces Pvt. Ltd., Assistant 
System Administrator, Mumbai, 2 - 4 
Years, Job ID: 4351018 

Candidate should have Diploma in Hardware 
๕ Networking, RHCT, MCP,CCNA, 
Certification preferable. Having Knowledge 
of Linux installation. & Management, 
Windows, Trouble Shooting of Hardware & 
Software issues. Trouble shoot / Manage Virus 
related problem. 


SQL Star International, OPM 
Functional Consultants, Hyderabad, 
2-8 Years, Job ID: 4264695 

Expertise in Oracle Process Manufacturing 
Modules: (11.5.4 / 11.5.10) 
Product Development (Formulator and 
Process Engineer), Process Planning (MRP). 
and Process Execution. MAC | 
Accounting Controller) ete. 


Inventory. 


(Manufacturing 


Syntel Inc., Technical Architects - 
J2EE, Mumbai, 8 - 15 Years, Job ID: 
3999859 

You should have ability to be technically 
agnostic when building systems but with at 
least one language/platform at least one of 
which is either Java J2EE. 


Wipro Infotech, Desktop Support L2, 
Delhi, Gurgaon, 1 - 2 Years, Job ID: 
4354817 

Person should have experience in 
administering the Desktop, Laptops, Backup 
& Peripherals. Should be able to troubleshoot 
on Applications (Antivirus client, Mail Client), 
Operating System etc. 


Zen Technologies Limited, Network 
Adminstrator, Hyderabad, 1-2 Years, 
Job ID: 2704539 

Entrant should be B. Sc (Computers) / BCA 
from a reputed organization. You should have 
experience in 2003 Server Administration, 
Hardware Trouble Shooting, System 
Assembling etc. 


monster.com 5 





Jobs 1 oday 


Sales and Marketing jobs 





© 


monster.com 





Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


All E Technologies Pvt. Ltd., Business 
Development Manager, Noida, 3 - 7 
Years, Job ID: 3781287 

Responsible for managing the strategies and 
closing deals on a quarterly basis, effectively 
meeting the annual quota objectives for his 
assigned target. 

APW President Systems Ltd., 
Executive - Marcomm, Mumbai, 4-5 
Years, Job ID: 4342522 

Entrant should be able to conceptualize, 
develop and implement marketing 
communications and program that build 
equity. 

Ciena, Manager - Marketing and 
Communications, Gurgaon, 7 - 15 
Years, Job ID: 4315881 

The Manager, Marketing and 
Communications is expected to identify 
appropriate PR opportunities, assist in 
developing messaging and content, and 
provide guidance on the timing and nature of 
all media interactions. 

Cisco Systems (India) Private 
Limited, Key Account Manager- 
Enterprise Sales, Pune, 5 - 8 Years, 
Job ID: 4335337 

Aspirant should have 5+ yrs of direct selling 
into large companies with 2 or more years 
selling Software and/or Technology Services 
applications. 

CIMCON SOFTWARE (I) PVT. 
LTD., Sales Manager/ Sales 
Executive, Ahmedabad, 2 - 12 Years, 
Job ID: 2218918 

The Candidate should have required to 
generate enquires / make cold calls, identify 
new customers / applications, handle techno 
commercial discussions with customers, give 
presentation to customers, achieve sales 
target, should be able to close orders with 
customers under varied circumstances. He 
should have basic knowledge of PLC / RTU's 
/ SCADA. 

eSys Information Technologies Ltd., 
Channel Manager, Delhi, Mumbai, 
2-3 Years, Job ID: 4337541 

Candidates having rich experience in Channel 
sales/ channel management of IT hardware 
products/ PC's. Good skills in vendor 
development and co-ordination with his tcam. 


Eurobond Industries Pvt. Ltd., 
Business Development Executive, 
Ranchi, 1 - 5 Years, Job ID: 4350104 
Liasoning with Architects, Interior Designers, 
Builders and Project Management 
Consultants to fetch orders of Company's 
manufactured products used in construction. 


Godrej & Boyce Mfg. Co. Ltd., SAPB1 
Consultant - Presales, Delhi, 4 - 10 
Years, Job ID: 4344592 

To provide consultancy to GIL customers in 
their respective functional arcas. The 
incumbent will also have to provide user 
training and work simultaneously with our 
customers in achieving mutual business goals. 


Infotech Enterprises Limited, Rail 
Marketing Manager, Hyderabad, 5 - 6 
Years, Job ID: 4299232 

Person should be B. Tech + MBA (Desired) or 
MBA, having ability to understand global 
services organizations and delivery models in 
a global services organization. 


IP Soft India Pvt. Ltd., Business 
Development Manager, Bangalore, 
6-12 Years, Job ID: 2351796 

Person should have min. 1 year experience in 
IT Infrastructure Management solution sales. 
You should be good exposure to Western and 
Northern Markets of India. 


Max Health Staff International Ltd., 
Marketing Executives, Chandigarh, 
Ludhiana, 0-1 Years, Job ID: 4355516 
Responsible for meeting agreed targets, 
organise seminars and outdoor campaigns, 
visit hospitals, nursing colleges and schools 
and hostels. To generate leads, follow-up and 
counseling of candidates. 


Ness Technologies (India) Ltd., Asst. 
Manager - US Sales , Mumbai, 2 - 5 
Years, Job ID: 4344214 

Responsible for preparation of sales pitch and 
other related activities along with the Business 
Manager, Supporting campaigns into the 
business by making cold calls using tools like 
Telecalling, Email, Fax. 


Prithvi Information Solutio: 
Software Sales-Manager/Seni 
Hyderabad, 6 - 10 Years, Job 1 
4289385 

Candidate would be to required Meet 5 
Targets, Arrive at a sales plan, Strategic Sel 
Skills, Map an account, Build relations 
across levels, Meet & convince clients at 
Decision Making level etc. 


Quest Diagnostics Inc., Busin 
Development Manag 
(Diagnostics), Gurgaon, 4 - 6 Ye: 
Job ID: 4331613 

Candidate should be aggressive person hay 
5 + years of experience in diagnostics. ` 
should have good knowledge of med 
technologies. 


Sapat, Area Sales Manag 
Bangalore, 3-6 Years, Job ID: 34092 
Applicant should be MBA or Graduate wi 
- 6 years of experience in FMCG sales. ` 
would be responsible for area plann 
implementation of systems & policies. 


Sony India, Sales Officer (Natio 
Chain Stores Businest: 
Delhi, 5- 7 Years, Job ID: 4348184 
Entrant should be able to coordinate x 
North and East Zone Branches to support 
NCS (National Chain Stores Business), ha: 
and develop the emerging Chain Su 
business directly in Delhi. 


Unity Infraprojects Ltd., Manag: 
Marketing, Mumbai, 10 - 12 Ye: 
Job ID: 3939579 

The Person should be M.B.A. (Market 
with 10 - 12 Years of experience in Real Es 
marketing of residential and comme 
projects. You will be responsible 

marketing strategies throughout India. 


Wings Pharmaceuticals Pvt. L 
ASM/ SO (Pharma), Cuttack, 2 
Years, Job ID: 4337360 

The incumbent is responsible for leading t 
of Sales Representative & will be respon: 
for motivating team & sales ta! 
achievement. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Post your Resume for FREE Today 


monster.com 


Sharp search. Right jobs. 











monster.com 





Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Rhythm & Hues Studios Pvt. Ltd., Sr. 
Finance & Accounts Manager, 
Mumbai,5-7 Years, Job ID: 4352013 ` 
Aspirant should be CA / ICWA with 5-7 years 
of relevant experience in a service industry, 


Auchtel Products Ltd., Accounts 
Officer, Mumbai, 3 - 13 Years, Job ID: 
2769465 

Ideal candidate will be B.Com graduate with 
hands on experience of running a section of 
accounting function either in costing, bill 
passing, debtors, creditors, central sales tax, 
VAT, and service tax management, 


Cradle Runways India Pvt. Ltd., Cost 
Accountant, Mumbai, 3 - 5 Years, Job 
ID: 3543809 

Candidate should be Cost Accountant or Inter 
Cost Accountant with knowledge of taxes like 
VAT, Service Tax, design & implemented 
costing System. You will be responsible for 
preparation of Job Cost Sheets. 


ETA West Asia Exports & Imports (P) 
Ltd., Accounts Executive, Chennai, 
3-5 Years, Job ID: 4297351 

Candidates should be graduate in commerce 
with 2 - 5 yrs in the field of accounts, should be 
well versed with latest version of tally. 


FieldFresh Foods Pvt. Limited, 
Assistant Manager- MIS, Gurgaon, 
3-5Years, Job ID: 4356404 

Applicant should be CA/ PG/ MBA Finance. 
You will be responsible for Generation of 
various management reports (Both Financial 
& Non-Financial). 


GTN Group of Companies, 
Asst.Manager - Accounts/ 
Commercial, Coimbatore, 3 - 5 Years, 
Job ID: 4350485 

The individual should be a computer literate 
and should posses good interpersonal, 
analytical and communication skills with 
knowledge on preparation of Financial 
statements including finalization of accounts. 


Honeywell, Credit Analyst, 
Bangalore, Pune, 1 - 2 Years, Job ID: 
4317855 

Candidate should have Bachelor Degree in 
Finance or Accounting with at least 60% 
aggregate score in all the 3 years is preferred, 
experience in credit or collections is 
” preferable but not mandatory. 


เ Y IM i ย W i E 1 


Ikanos Communications (India) Pvt. 
Ltd., Finance Executive, Bangalore, 


3-5 Years, Job ID: 3898918 


We require candidates, Graduate in 
Commerce / Finance, with 3 to 5 years in 
similar job, candidates should be smart and 
able to think thro problems, good 
communication skills, attitude and aptitude to 
take up transaction processing jobs. 


Kansai Nerolac Paints Ltd., Officer - 
Taxation, Mumbai, 1 - 2 Years, Job ID: 
3581129 

The ideal candidate will be an Inter CA/Inter 
ICWA, responsible for Various tax affairs of 
the company, handling Income Tax related 
jobs of the company and all matters related to 
Direct Taxes. 


KCS-BPO, Finance Manager, 
Bangalore, 4 - 10 Years, Job ID: 
4351113 

You must be a CA/ ICWA, should have 5-6 yrs 
of work experience post CA. You should have 
experience as a Finance Manager for at least 2 
years. 


Lodha Group, Deputy Company 
Secretary, Mumbai, 4 - 7 Years, Job 
ID: 4351766 

Person should have knowledge and regularly 
keeps track of new laws, makes necessary 
changes in the internal policies and 
procedures and updates Company Secretary 
about the same. 


Magic Software Pvt. Ltd., Manager - 
Finance, Noida, 7 - 12 Years, Job ID: 
4201332 

Responsible for taxation matters and all other 
statutory compliances such as TDS, PF, ESI 
etc. You must be a CA with 7 years post 
qualification experience with an organisation 
of repute. 


NSS Logistics (India) Pvt. Ltd., Sr. 
Accountant/ Manager Finance, 
Mumbai, 10 - 20 Years, Job ID: 4333043 
Responsible for preparation and review of the 
financial reports on a monthly basis. Call for a 
meeting with the Directors to explain and 
clarify on their respective monthly financials. 
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part of which should in 
managing/supervising Accounting & Finance 
activities. 


Sua Explosives Accessories Ltd., 
Executive - Accounts, Bangalore, 
10-15 Years, Job ID: 4350140 
Graduates in commerce/ inter CA with at 
least 10-15 years experience in maintenance 
of Company Accounts, Sales Tax, Central 
Excise, Service Tax, filing of TDS returns etc. 


Whistling Woods International Ltd., 
Assist Manager - Accounts, Mumbai, 
3-6 Years, Job ID: 3973784 

Responsibilities include appraise, evaluate, or 
inventory real property or equipment, 
compile data for financial reports, compute 
financial data, compute taxes etc. 


Windals Precision Pvt. Ltd., Junior 
Accountant, Mumbai, 1 - 3 Years, Job 
ID: 4356722 

Aspirants should be B.com Graduates with 
good communication skills. You should have 1 
to 2 years experience in accounts reconciling, 
salary preparation, coordination with 
Bankers, parties etc. 


Xpitax LLC, Accounting 
Professionals, Chennai, 2 - 4 Years, 
Job ID: 4352978 

Entrant should have ability to reconcile 
accounts, run trial balances, manage the 
AP/AR functions, rcal time and after the fact 
payroll, journal entry and all other aspects of 
QuickBooks file management. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 
2. Type the job ID in the "Search Jobs" 
box on the home page 


3. Click the "Go" button 
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Jobs 1 oday 


The world relies on us to move ahead. 
So can you. 
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American Axle & Manufacturing (AAM), a world leader in the design, engineering, testing, validation and manufacturing 
of driveline, drivetrain and chassis systems, related components, and metal formed products, was founded in 1994, 
with manufacturing expertise rooted in over 90 years of experience. Today, AAM is a $3.2 billion company and one 
of the largest automotive suppliers in the world. A global team of over 10,000 associates and 27 facilities spread across 
12 countries allows us to maintain 24 hours/day engineering capability. 


As India is poised to be the fastest growing automotive market in the world over the next decade, AAM has strategic plans 
to grow aggressively in the region. To spearhead our ambitious growth plans, we are looking for the following 
professionals for our Pune office: 


* Head - HR 

Graduate with MBA/PGD in HR (7-15 years experience). Candidate must have solid experience in employer branding, 
organization development, compensation & benefits, learning & development, competency building, career planning, talent 
management, etc. Will pro-actively develop and manage the HR policies appropriate within the Indian context in conjunction 
with Headquarters in Detroit, Michigan USA. 


* Business Planning / Program Manager 

Graduate preferably an engineer with MBA/CA (5-15 years experience). Will work closely with the management team in 
business planning and strategizing, carry out industry research to identify new opportunities, corporate deal structuring 
including mergers & acquisitions, joint ventures, analysis of business unit performance and benchmarking it with best in 
class. Also to develop strategies at business unit level to improve operations, increase profitability & productivity and carry 
out techno economic feasibility study of new projects. 


* Head - Finance & Legal 

CA/CS as Head-Finance/Finance Controller/CFO in a reputed organization (8-10 years experience). Responsible for 
financial planning, cost & budget control as well as administration and payroll, integration of all functions and processes in the 
monthly closing & reporting procedure as well as key figures, Internal processes & Internal control system, fulfillment of 
statutory requirements & ensure compliance, all legal compliance, financial and internal audits, frequent communication with 
USA Headquarters. Knowledge of India and US GAAP, exposure to SOX and M&A activities is a must. Previous experience 
of handling finance function of a JV would be an advantage. 


Send resume to aamsihr@aam.com 





AAM Services India Pvt. Ltd. 5th Floor, Amar Avinash Corp. Plaza, Bund Garden Road, Pune-411 001. 
Ph.: 020-6605 2890-93 www.aam.com 








Paradigm Plus/1007 


National Stadium, also known as Bird's Nest Stadium, the main venue of Beijing 2008; don't miss the smog that hangs over it 





PHOTOGRAPHS BY SAUMYA BHAT 


China is in the fast forward mode ahead of Beijing Olympics 2008 
and Shanghai World Expo 2010. SAUMYA BHATTACHARYA 


SEPTEMBER 7-15, 2007 


Shanghai and Beijing 


š S THE CHINA EASTERN 
Airline aircraft lands at 
the Pudong International 
Airport, the first sight 

A... that hits me is the con- 
struction—of the airport itself. What 
I did not grasp then was that for the 
next few days of my sojourn in 
Shanghai and Beijing, this spectacle 
(of infrastructure development) 
would leave me awe-struck. What 
probably started with the construc- 
tion of the Great Wall of China in 
fifth century BC has translated into a 
passion to build and showcase the 
tallest, the biggest at the fastest pace 
in the 21st century. 

Most of Shanghai's economic 
activity is concentrated in the new 
Pudong district, the financial nerve 
of the city. Pudong is home to a 
skyline that includes the Oriental 
Pearl Tower and the Jin Mao 


Tower next to the Huangpu River. 
The extraordinary smog sur- 
rounding the skyline reminds one 
of the pre-CNG days in Delhi. 
Despite smarting eyes, one feels 
wowed by the construction alone. 
Ma Xuejie, Deputy Director- 
General of Pudong's Press and 
Information Office, proudly de- 
clares: “Pudong showcases China's 
economic growth and the final aim 


Beijing Organising Committee's Sun 





of Pudong is to set free the world 
of market economy for China." 

It is left to Ma to do some im- 
pressive number-crunching to sup- 
port his claims. Pudong’s per capita 
GDP is $15,000, against Shanghai's 
$7,000 and China's $1,000. 
Pudong has 15,000 foreign in- 
vestors who've put in $33 billion 
over the last 17 years. Three hun- 
dred are multinationals; most of 
them European manufacturers, in- 
cluding big names from financial 
sector, real estate and logistics. 

China will get a chance to show- 
case the development at Shanghai at 
the World Exposition to be held 
in 2010. "We are expecting 70 mil- 
lion visitors during the World Expo 
2010 and have been preparing for 
the last two years to host an event of 
such magnitude," adds Ma. 

“In another two years, we will 
try to catch up with Korea and 
Singapore”—just in time for “the 
Olympic Games of the economy, 
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science and technology”—Ma de- 
clares. Knowing China's penchant 
for development at a startling speed, 
that would be a cakewalk. 

The real urgency for China to 
dictate pace at its own terms is at 
Beijing, the venue for the 2008 
Olympics—and it is not just infra- 
structure. China is leaving no stone 
unturned to showcase its might 
when the world descends here dur- 
ing Olympics that will be held from 
August 8, 2008. The motto of the 
Olympics—Faster, Higher, 
Stronger—applies equally to the 
Olympics preparation in Beijing. 
Freshly-laid roads, flyovers, per- 
fectly manicured roundabouts, 
freshly-painted signboards in Chinese 
and English are visible all across the 
city. The venues for the Olympics— 
the Bird's Nest and the adjacent 
Water Cube stadiums, among oth- 
ers—are being readied, while the 
public transit system in Beijing is 
getting a makeover. However, one 
look at the haze-covered stadiums 
and it's clear that pollution might just 
play spoilsport for China. While the 
auto sector is a major contributor to 
China's economic growth, the 
1,000-odd cars that get added every 
day to Beijing s traffic of around 3 
million cars are not letting Olympics 
organisers breathe easy. 

“We have spent 110 billion yuan 
(approx. Rs 57,849 crore) to im- 
prove public transport and 120 bil- 
lion yuan (approx. Rs 63,108 crore) 
since 1998 on improving air quality. 
We've relocated 200 polluting fac- 
tories to neighbouring provinces," 
says Sun Weide, Deputy Director, 
Beijing Organising Committee for 
the XXIX Olympiad. New subway 
lines are being inaugurated to ease 
traffic on roads as well as reduce 
pollution levels. Beijing has also 
started implementing *No Car Days' 
across the country from September. 

Meanwhile, in the host city, the 
ubiquitous red seems to have ac- 
quired a new meaning—red carpet 
for the rest of the world. The local 
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(Above) Pudong, the hub of all 
development; (R) Shanghai skyline 


CCTV runs advertisements all 
through the day, exhorting Chinese 
citizens to make foreign visitors feel 
at home. Newspapers and televi- 
sion channels run capsules on basics 
of the English language. Taxi driv- 
ers are being taught English and 
those who fail to do so would have 
their licences revoked. 

China, it seems, is leaving noth- 
ing to chance. As formidable a task 
that may sound, China will not 
have it any other way. So much so 
that scientists in China are preparing 
to use cloud-sealing technology to 
*manage" rains to ensure that there 
is no hitch during the opening cer- 
emony. The weather in Beijing 
would be controlled for the dura- 
aon of Olympics. This is because the 
last 30-year weather records have 
made meteorological experts be- 
lieve that there is a 50 per cent 
chance of rain on August 8, the day 
Olympics begin. *We're not tak- 
ing any chances—we are trying to 
manage weather," says Sun. 

This apart, China's zeal for su- 





perlative feats will find a new ex- 
pression this Olympics. The Olympic 
torch will be taken to Mt Everest 
and China is confident about as- 
cending Mount Qomolangma as 
the highest peak in the world is 
called in China. *We completed a 
successful dry run in May this year; 
there's no cause for concern. We 
have selected 50 mountaineers who 
are undergoing rigorous training," 
adds Sun. The torch will travel to 
135 cities, including Mumbai. 

For each of its exalted targets, 
China has an equally formidable chal- 
lenge. Going by the Dragon's past 
record, these targets would hardly 
remain pie-in-the-sky dreams. 8i 
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As the Guv Saw It 


Alan Greenspan looks back on his life and times. R. SRIDHARAN 


OF ACK IN THE LATE ’90S, WHEN THE AMERICAN 

Le pui B economy was booming and Alan Greenspan 
e was the Chairman of the country's *central 

Alan Greenspan bank’, the Federal Reserve Board, someone had an 
Allen Lane idea what the government should do if (god forbid) 
Adag Greenspan were to die in the saddle: prop him up 


in a chair and dress him up in dark glasses and a hat 
so that no one would notice that he had died. 
That's how important was a man whose primary job 
was to manage inflation and growth in the world's 
largest economy. Fortunately for America and 
Greenspan, the idea never needed implementing. 
Greenspan retired from the Fed in 2006 after 20 
fascinating years at its helm. Tbe Age of Turbulence 
is his story of himself and a world that changed so 
dramatically right before his very eyes. 

What makes Greenspan so eminently suited to 
comment on *the age of turbulence' is the unique 
perch he got to occupy for most of it. Born in New 
York eight years after the First World War ended, 
Greenspan developed an interest in economics at a time when the field was 
just getting more ‘scientific’. For example, when Greenspan started look- 
ing at data to forecast trends first at the Conference Board, few knew that 
this sort of mathematical economics would grow to become econometrics. 
The International Monetary Fund and the World Bank were set up when 
Greenspan was passing out of school. And, of course, he served under four 
different Presidents, ranging from Ronald Reagan to George W. Bush. 

For readers in America, the most interesting bits about his autobiog- 
raphy would be the dynamics of policy making in Washington, D.C. and 
America's role in influencing economic policies of other countries. But the 
chapters that readers in India would perhaps find more interesting are the 
ones that relate to India and China, and the crystal-gazing that Greenspan 
does on the economic future of the world. The free-market enthusiast 
doesn't have too many kind words for India. He lambasts the Fabian 
socialism that Nehru introduced in the belief that state control and 
planning would be more important than free market economics to 
build a new India. Although India has opened up significantly since 1991, 
Greenspan says there's a long way to go. *Faced with rising food infla- 
tion in early 2007, the (Indian government's) response was not to allow 
rising prices to prompt an increase in supply, but to ban wheat ex- 
ports for the rest of the year and suspend futures trading to ‘curb spec- 
ulation'—the very market forces that the Indian economy needs to 
break the stranglehold of bureaucracy." 

But what ought to distress us is Greenspan's assessment of India's 
future. “It is conceivable that India can undergo as radical a reform as China 
and become world-prominent. But at this writing, its politics appear to be 
leading India in a discouraging direction." In contrast, he says, “If China 
continues to press ahead toward free market capitalism, it will surely pro- 
pel the world to new levels of prosperity." The choice, then, is ours to make. 








Deepak Malhotra & Max. H. Bazerman 


Bantam Books 
Pp: 343 
Price: $26 (Rs 1,040) 


S NEGOTIATION AN ART OR A SCI- 

ence? It is popularly consid- 
ered an art, but Harvard 
Business School professors 
Deepak Malhotra and Max. H. 
Bazerman disagree with this 
view and offer a systematic and 
effective approach that they 
claim can help every individual 
become a better negotiator— 
even a "negotiation genius". 

The book carefully breaks 
down the different components 
of negotiations and analyses each 
constituent part threadbare. After 
all, a negotiation genius is only a 
person who sees opportunities 
where others see no further room 
for discussion, someone who can 
negotiate successfully from a 
position of weakness, a person 
who can overcome and defuse 
threats and do all this ethically. 

Each of the book's 14 chap- 
ters (it is divided into three parts) 
discusses a discrete aspect of 
negotiations, including real life 
issues like how to deal with lies, 
threats and egos, how to handle 
blind spots and most importantly, 
when not to negotiate. 

Can the book turn you into a 
negotiation genius? We don't 
know, but it is a fact that courses 
on negotiations, which were prac- 
tically non-existent a quarter of 
a century ago, are now among 
the most popular in the world's 
best B-schools and law universi- 
ties. Now, that's food for thought. 

ARNAB MITRA 
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Firmly on Board: Himco's Anil Mahajan has his hands full this festive season 


Striking 


it Rich 


What does Ramzan have to do with a surge in carrom board exports? A lot, 
especially if you are a small-time manufacturer in Meerut. MANU KAUSHIK 


UCKED AWAY IN AN OLD LOCALITY OF 
Meerut, 65 km from Delhi, at 3Ace 
International, a group of 30 workers 
is slogging it out round-the-clock cut- 
ting, dyeing, polishing and finishing the 
wooden boards to perfection. However, the 27 
year-old proprietor of the unit Sachin Katiyar is a 
worried man. It's already the beginning of September 


and there's no way he can meet the export orders for 
21,000 units of these boards—there's not enough 
wood. A two-year-old entrant into the business, he is 
dazed by the sudden spurt in demand for 
his product. Katiyar, it seems, is still learning the rules 
of the game. The veteran players in the business 
call it an annual phenomenon with an unexpected 


connection. 


Game for More TREADING THE BOARD 


This unmatched frenzy at Meerut, a sports goods 
manufacturing hub of India, is triggered by the prepa- 
rations for the Holy month of Ramzan in the Gulf US: Carrom is becoming more and more popular in 
countries. Sales of carrom boards in countries such as the United States. Exports of carrom boards from India 
Saudi Arabia, UAE, Kuwait, and Bahrain increase by al- are growing at a healthy rate of 15 per cent annually. 


most 50 per cent in the month of Ramzan, the fasting : dered 
period that culminates in Id-Ul-Fitr, the biggest festival ve | 2 t 3 ben cades 2 " ir 
tor Muslims. “During this period, the timing of the of- Ing p'ayed at competitive level in an organ 
fices changes in the Gulf countries. People work manner throughout the UK. Carrom board exports 
from India have jumped more than 20 per cent in the 


from 9 in the evening till 4:30 in the morning and i 
keep their shops closed during the daytime. Since last one year. People in the UK generally prefer to 
ว play on the thick plywood surface. 


playing cards is considered baram (profane), people 
prefer to play carrom that is considered a great FRANCE: France has a market of over 
leisure activity for the entire family,” 15,000 carrom boards per year. People 
says Anil Mahajan, Director, from the Indian subcontinent are the ma- 
Himco International, an export jority buyers of carrom boards in the coun- 
unit based in Meerut. try. They find carrom a great substitute to 
Anil Mahajan is one of the billiards as it takes up less room and is 
300-odd manufacturers of car- very affordable. France is hosting the 5th 
World Carrom Championship in 2008. 


rom boards, bulk of whose busi- 

ness happens two months preceding JAPAN: The demand for carrom boards made 

Ramzan. For the minuscule Rs 30-crore in- out of sheesham (golden rosewood) and teak- 

dustry, three-fourths of the business is gen- wood is the highest in Japan. People in Japan 
prefer to play on bigger carrom boards - 36"X36" 


erated by the Gulf countries. *While 
carrom boards are exported all through and above—as against the standard international 
size of 32"X32". 


the year, the order books swell in the 

month preceding Ramzan when bulk (Source: BT Research) 
orders from the Gulf countries start 
coming. All the orders are dispatched 15 


Prospective big markets for carrom board makers. 
















days prior to Ramzan,” he adds. 

Traditionally as well, Arab countries account for a 
large chunk of the total carrom board exports from 
India. Says Kuldip Mahajan, Proprietor, Hind Sports, a 
manufacturer with more than five decades of experience 
in carrom board making: “This is both because of the 
huge numbers of expatriates from South Asia diaspora 
such as India, Pakistan, Bangladesh, Nepal and Sri 
Lanka there, and also because of the increasing local mar- 
ket for the product." Mahajan exported over 6,000 units 
of carrom boards before Ramzan this year as against an 
average of 4,000 units in the rest of the months. 

So crucial is the Ramzan period for these players that 
certain bigger manufacturers continue to make carrom 
boards throughout the entire year, store them and do the 
finishing at the time of Ramzan for the export market. 

It’s thanks to these small and big carrom board 
manufacturers that Meerut has emerged as one of the 
top sport goods hubs of the country. Known for its 
large-scale production of carrom boards, Meerut is 
at par with Mumbai and Jalandhar as the other major 
centre of carrom board manufacturing. Mumbai is 
known for the high-end production and thus, is not 
Eyeing Bigger Markets: Hind Sports' Kuldip Mahajan considered part of the mass market. 
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Meerut scores because carrom board manufac- 
turing is labour-intensive and you have just the right 
skills available here, says Katiyar. The availability of 
skilled labour for sports goods here has its roots in 
Sialkot district of Pakistan. Informs Tarun Dewan, 
Secretary, Sports Goods Export Promotion Council: 
*At the time of the Partition, many of Sialkot's 
skilled non-Muslim craftsmen migrated across the 
border into Punjab, settling in Jalandhar, where the 
Indian sports goods industry is now based. Gradually, 
the Indian sports goods industry has expanded to in- 
clude the areas of Meerut and Gurgaon. Carrom 
board industry being part of this sports industry 
dates back to that time." 

The carrom board industry in India has witnessed 
a phenomenal growth over the past five decades and 
now occupies a place of prominence in the entire 
sports goods industry in view of its massive potential for 
employment, growth and export. This is partly be- 
cause the developed countries have phased out manu- 
facturing of those sports goods items that require a 
lot of expensive manual labour. *India is doing well in 
carrom board exports because it is a labour-intensive 
industry," adds Dewan. 


Rupee Fluctuations 

However, the celebrations among the carrom board 
exporters are somewhat low key this year as like 
every other exporting unit, the Meerut carrom board 
industry is hurt by the appreciating rupee. Says Ravi 
Jandial, Director, New Jandial & Co, a company 
that primarily caters to the American, European and 
Japanese markets: *With the rupee appreciating 
against the dollar by nearly 12 per cent in the past six 
months, many in the industry feel that the targets 
set in all probability will not be reached. We are 
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likely to see a 10-12 per cent drop in the profit mar- 
gins this year." 

Some like Anil Mahajan have resorted to drastic 
measures. Mahajan, troubled by the constant fluctua- 
tions in the currency, has cancelled his orders with some 
of his existing foreign clients. *The modicum relief given 
by the government in the form of increasing duty 
drawback (from 8 per cent to 10 per cent now) will not 
help us survive in the longer term," says Mahajan, 
whose total turnover so far this year is at around Rs 50 





Future Imprint: A labour-intensive manufacturing process 
ensures Meerut its edge in carrom board exports 


lakh as against Rs 2 crore last year. 

The other reason why carrom board manufacturers 
are getting hit is that most of the raw material used in 
carrom board making is indigenous. "There is not 
much of import content involved. If the product requires 
high import content, then the impact of rising rupee gets 
Offset to some extent," says Dewan. 


Hitting the Mark 
With new countries like Malaysia joining the race 
for a slice of the lucrative pie, carrom board exporters 
are getting their act together. High on their agenda is 
keeping the price under control by placing bulk orders 
with their raw material suppliers. Says Dewan: "The 
market can only get bigger for Indian exporters." 
Going back to Sachin Katiyar, he manages to ex- 
port only half of the 21,000 units demanded. He 
has learnt his lesson though. He's already chalking out 
plans for the next year to join the big league in carrom 
board exports. For now, carrom board makers like 
Katiyar are pleased with the annual shot in the arm in 
the shape of exports to the Gulf. Diwali, it seems, has 
come early for all of them. 
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Master Chief 


Halo 3 is the biggest release yet for the 
XBox360, we give it a whir| KUSHAN MITRA 


crore). That number made Halo 3 the g: 

biggest grossing “first-day” entertain- 2 
ment product in history, and that includes 
Hollywood. The title grossed over $300 million (Rs 
1,200 crore) in its first week. This game brought back 
the Xbox360, Microsoft's game console, from the 
brink, just as Sony's PlayStation3 was seeing its price 
cuts (everywhere but in India) work. Microsoft exec- 
utives were basking in the glory of one of the more 
epochal moments in video-game history. Bungie Studios 
(which has, since, broken away from Microsoft Game 
Studios) actually managed to deliver a product that lived 
up to its tremendous hype and gave Microsoft its 
"iPhone moment" of the year. 

But with the hype surrounding the launch of 
Halo 3—the third and last installment of the Halo 
series from game design house Bungie Studios—ex- 
clusively for the Xbox360, any self-respecting 
gamer, even one who would rather play Forza 
Motorsport 2, will want to see the game at work and 
give it a quick spin. 

Now, to be fair, a quick spin on this first 
high-definition version of Halo is unfair, because it takes 
hours to figure out the game; a quick run-down of the 
game Is not easy, even if you are playing with someone 
used to FPS games, because, honestly, playing the game 
on some of Samsung's new high-def LCD televisions, 
you re so blown away by the graphics that gameplay 
comes a distant second, initially that is. And yes, the 


IRST-DAY SALES: $170 MILLION (RS 680 ae 







STANDARD EDITION: Rs 1.895 
LIMITED EDITION (includes extra disc): Rs 2.510 





score by Marty O’Donnell has to be the most 
memorable in a video game for a long time. 

That said, the story of Halo 3 is quite complex and 
intricate. Like with previous versions of the game. 
you play as the Master Chief, a cybernetically altered 
super soldier who has to protect the earth, or, rather. 
the human species, from destruction by the Covenant, 
an alien race. Mind you, all of this is taking place 
several hundred years in the future (the year 2553 to be 
exact) and, therefore, the types of weaponry and 
vehicles at your disposal are tremendous. 

Of course, that is not to say that you cannot pla; 
multi-player games on this game; you have several 
modes, including online co-operative play, where the 
other players play as the Arbiter and other Elite soldiers. 
Microsoft has recently launched Xbox Live in India. 
which will allow you to play an online co-operative 
game. You also have other great new features such as 
Forge, which allows you to move features on a map (on 
multi-player modes such as Capture the Flag) real- 
time, plus the settings as well as saved movies can be 
shared online over Xbox Live. 

Is this the best game ever made? That is a subjective 
question, but it is definitely one of the best video 
games, possibly the best among the current generation, 
and definitely the best franchise in video game hist: ry. 
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Take Two 


Dual-mode phones are making an 
appearance, but are they really that useful? 


time a flight landed, there would be a number of 

people, usually in the Executive Class, who 
would whip out their mobile phones and struggle to 
change the SIM cards. Roaming, as we know it, did not 
exist. And while that situation has improved dramati- 
cally over the past few years, there is a new 
problem: that of multiple mobile phones. 

Think about it; chances are that you might have two 
mobile phones and because of the schemes offered by 
CDMA operators like Tata Indicom and Reliance 
Communications, you might have a CDMA number. But 
this means having two different handsets, and that is 
quite a pain. But now, Samsung and Spice are offering 
handsets—the Samsung Duo and the Spice D88—that 
allow you to have two numbers on the same phone. 

The Duo is unique in the sense that it can support 
two connections of any type, you can have two GSM 
connections or two CDMA connections or one of each. 
But unlike the Spice handset, it is a non-simultaneous 
device, which means that at any given point in time, you 
can only use one connection. The Duo, however, is a 
very smart looking device and has a large 2.2-inch 
touch-screen display and handwriting recognition 
technology. Changing between active connections is not 
instantaneous, and does take a short while (15-20 
seconds), but this phone is very useful for a travelling 
executive who can have two local numbers for Mumbai 
and Delhi instead of using roaming. The Duo is avail- 
able through Tata Indicom for Rs 11,990. Note that 
this device is currently locked to Tata Indicom only. 

The Spice D88 is quite different; it can operate 
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Samsung Duo Spice D 


Two Sim Cards 


on both CDMA and GSM at the same time and even 
though GSM is the default mode (you can change 
this), you can make a call through your CDMA line 
by using the “CDMA Dial" option when you are 
about to call a number. 

The question that most people will want to ask here 
is: what happens when you get a call from a different 
network while you are already on a call? Well, think of 
it like call-waiting; you get the alert, but you cannot 
keep both calls active by putting one on hold. You will 
need to disconnect from one system to access calls on 
the other. And you cannot have multiple connections 
from the same system like the Duo, but Spice does have 
a multiple GSM SIM card handset, the D80, as well. 

The D88's looks are also not as classy as that of the 
Duo; the keypad, for example, looks suspiciously like 
a last-generation Motorola device. But at Rs 9,850 it is 
a great deal. Personally, though, this writer will stick to 
two handsets unless someone from Northern Europe 
comes out with a dual-mode handset. 

KUSHAN MITRA 








What's That Buzz? 


Welcome to Buzzword 
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OOGLE DOCS HAS SOME COMPETITION IN THE SPACE OF ONLINE 
word-processing tools, Buzzword (available at http://preview.getbuzz- 
word.com or plain buzzword.com) is a new Flash-based online word pro- 
cessing tool and it is pretty cool. The product, which is clearly still a beta, has a 
load of really nice features and you can save your files either online or download 
them as Word documents. The service, started by web-startup Virtual Ubiquity, 
which was recently acquired by Adobe, does have some promise and is far bet- 
ter than any other online word-processor because of its Flash heritage and fan- 
tastic layout and ease of use. Go give it a try if you have some time to spare. 
KM 
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bt treadmill 


5 Tips for Smart Workouts 


will power gets heightened. With the festive season beginning now and 

carrying on till that last night of revelry is done with, sometime in 
January, it's easy to gorge, guzzle and give the gym the go-by. For most 
of us, this is the time of the year when we tend to pack on the kilos. It's 
simple: we eat and drink more (much of it not very healthy stuff) and 
exercise less or not at all. Outcome: more calories are added than 
burned and it shows on the weighing scales. Thus, sticking to your reg- 
imen during this season may be tough but is most essential if you want to 
ward off that extra flab. 

If you're a contrarian though, you'd probably be looking forward to 
this season. It's when most gyms get less crowded, the queues for the tread- 
mills, bench-presses and squat machines get shorter and serious fitness 
enthusiasts find it easier to get their workouts done. 

If you're reading Treadmill, there's a not-so-slim chance that you'll be 
exercising this season. So here goes a set of five tips on things that we 
often tend to overlook while exercising. 

Always run at an incline. If you're running on the treadmill, set it at an 
incline of 2. Setting it at 0 as most people do is equivalent to running down- 
hill. At 2, it mimics the curvature of a road and ensures you do more work 
and hence burn more calories. 
Form's better than weight. If you have to swing your torso, hunch your 
back or struggle while weight-training, you're going too heavy. Try a 
lighter weight and focus on your form. Improper form has no benefits 
and can cause injuries. 
Side-bends are of no use. In most gyms you'll find a bunch of people hold- 
ing dumbbells at their sides and bending their torsos side to side in the hope 
that this strange movement is going to rid them of their love-handles. 
Rubbish. Side-bends are useless exercises. Do floor crunches and add a car- 
dio session to your regimen if you want to get 
rid of fat around your waist. 
Stretching is for cats. And dogs. Static stretch- 
ing before your workout is not the best way to 
warm up. Instead, jog or cycle for 10 min- 
utes to get your body work-out ready. I know 
many trainers insist on stretching your muscles 
before you hit the weights but that's of no 
use. [n fact, static stretching can lead to pulled 
muscles and a visit to a doctor. 
Go basic for best results. Exercises that use your 
own body weight like the basic push-up, the 
body-weight squat and the chin-up where you 
use a bar to pull yourself up are the best fun- 
damental exercises. Do at least one of these as 
part of your routine and you'll see all-round 
improvement in strength, stamina and size. 
MUSCLES MANI 


I» THAT TIME OF THE YEAR WHEN THE BATTLE BETWEEN TEMPTATION AND 






Use body weight to 
build strong legs 


- write to musclesmani@intoday.com 

Caveat: The physical exercises described in Treadmill are not recommendations, 
Readers should exercise caution and consult a physician before 

attempting to follow any of these. 
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SIX TIPS TO STAY FIT 
| THIS WINTER 


HE WINTER MONTHS POSE A 

challenge to our health. Here are 
some easy tips to stay healthy around 
this time of the year. 


Keep Pumping: Most people start 
skipping workouts in winter. Says 
Dr Sanjay Gogia, Consultant, Max 
Hospital, New Delhi: "Regular ex- 
ercise will keep your energy levels up 
and help you beat the winter blues." 


Beat the Stress: Many people feel 
more stressed out in winter. Says 
Dr Gogia: “Learn yoga, meditation or 
other deep breathing techniques. 
These can be done almost anywhere, 
regardless of the weather." — 

Curb the Carbs: Says Dr Sandeep 


Budhiraja, Senior Consultant, Max 
Hospital, New Delhi: “The cold 


weather induces a craving for sweets 
and starches—like sugar, soda, pas- 
tries and cheese." The solution: 
increase your protein intake. 

Soak up the Sun: Spending time 


-basking in the sun may be more im- 
portant than you think. Says Dr 
Budhiraja: "Bright-light therapy can 


bring quick benefits to people with - 
depression or SAD (seasonal affective 
disorder)." A caveat: avoid dozing 
under the mid-day sun. 


Have a Brew: Drinks like coffee, tea 
and beer not only warm the body, but 
also heat the immune system and 
prevent certain ailments. Says Dr 
Budhiraja: "They contain high levels 
of antioxidants, which inhibit the 
growth of cancer cells, support den- 
tal health, increase bone density and 
strengthen cardiovascular health." 


Increase your Omega 3 Intake: 
Winter can be tough on your skin. 
Cold, dry air damages the skin's nat- 


ural moisture barrier, leaving it in 


need of rehydration. One of the best 
things you can do is to get plenty of 
healthy omega-3 fatty acids, which 
are found in fish, corn, yogurts, eggs, 
sunflower oil and walnuts. 
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Dynamic Duo: Quiz winners Siddharth Mukund, Harkirat Singh of IM 
Ghaziabad with Harshvendra Soin (extreme left), Harsha Bhogle and 
Business Today's Managing Editor R. Sridharan 





Winning Stroke: Rajat Mukarji of Idea Cellular presents 
prizes to debate winners Arka Bhattacharya and Anchal 
Gupta of IIFT, Delhi 


ACUMEN 2007—NORTH ZONE 


Whiff of Team 


pirit 


Acumen 2007 kicks off with north zone participants vying for top honours. 


HE BUSINESS TODAY-ADITYA BIRLA GROUP ACUMEN 

is back with its sixth edition. With the first leg of 

the annual competition getting underway, it's 
time again to gear up for the intense battle of wits, 
strategy and reflex. This edition's action started with the 
North Zone leg of Acumen 2007 hosted by Indian 
Institute of Foreign Trade (FT), Delhi, on October 5 
and 6. Proving that the competitive spirit of 
India Inc.’s budding managers is in fine fettle, the 
quiz teams as well as the debate teams faced each 
other in a rigorous contest. 

The stage is now set for the West, South and East 
zone legs of the competition. The cities of Mumbai, 
Bangalore and Kolkata will play host to the event on 
October 26-27, November 3-4, and November 30- 
December 1 respectively. The grand finale is slated for 
December 15 in Mumbai. Like previous years, this 
year's Acumen host is inimitable Harsha Bhogle, who 
true to his style was ready with googlies for the par- 
ticipants and the audience alike. 

For the north zone preliminaries, 45 quiz teams 
(representing as many B-schools in the northern region) 
and 33 debate teams were all enthusiasm on the first day 
of the event. The elimination was fast and furious, 
finally leading to four teams each in debate quiz, and 
alumni quiz competitions. “On campus after campus for 
the sixth consecutive year now, Acumen has acquired 
the status of a national brand. It has its own buzz-gen- 
erating capacity, and even its own set of devotees," says 
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Raktim Das, General Manager-Marketing, Business 
Division, India Today Group. 

The following day, the first debate semi-final was 
held between the teams of IIFT and Faculty of 
Management Studies (FMS), Delhi. The topic: ‘It’s not 
innovation that matters, but execution’. IFT prevailed 
in the contest. For the second set of semi-finalists, 
the topic was an intriguing: “The Sensex is a misleading 
indicator of the Indian economy’. Indian Institute of 
Planning and Management (iPM), Delhi, won over 
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The Stage Is Set: Quizmaster Bhogle tests veterans at the 
Alumini Quiz final before an absorbed audience 
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It's a Cinch: Alumni Quiz Winners Arun Kumar 
Pradhan (GAIL) and Sujit Varkey (NTPC) 


IMT Ghaziabad in the keenly-contested debate. 

It was now time for the debate final between 
hosts IFT, Delhi and IPM, Delhi on the topic 
‘Manufacturing is the real measure of economy, not 
[he FT team of Arka Bhattacharya and 
Anchal Gupta, speaking against the motion, continued 
its brilliant run, winning over Uday Shankar and 
Alekh Chaterjee. The winning team highlighted the 
contribution of services to the GDP and how serv- 
ices sector is spurring manufacturing. The rival team’s 
argument that manufacturing has larger employment 
potential and therefore should be considered a better 
measure of the economy than services didn’t quite im- 
press the judges. 

The four teams in the quiz final that contested 
keenly for the top honours included IFT—Delhi, Amity 
Business School-Noida, Management Development 


services , 





Winners Take All: three winning teams of 
North Zone pose for a photo-op 





A Quiver Full of Questions: Harsha Bhogle fired his 
share of googlies 


Institute-Gurgaon, and IMT Ghaziabad. The questions 
were fun; though unmistakably challenging. Sample this. 
Which ad has the tag line: Play is the nutrition of th 
soul? (Answer: Lego); which game resulted in sale of 
pencils increasing sevenfold? (Sudoku); what does 
Cognac XO on the bottle of Cognac mean? (XO stand: 
for extra old, meaning the brandy is stored at least su 
years in a cask); what is common in the taxation system: 
of Mumbai and an impoverished sub-Saharan African 
country? (Octroi). After seven arduous rounds, 
Ghaziabad emerged the winner. 

The B-School Alumni Quiz Final was a cracker of 
sorts where the old students of premier B-schools 
fought keenly as the questions from Acumen host 
came in fast and thick. The team of Surjit Varkey 
(NTPC) and Arun Kumar Pradhan (GAIL) managed ro 
touch the finish line by a whisker over Aziz Sey:d 
(HCL Technologies) and Rohan Khanna (Accenture) t 
represent the North Zone in the national finals. 

The winners received prizes trom Harshvendra 
Soin, Chief People Officer, Aditya Birla Retail Ltd; Rajat 
Mukarji, Corporate Affair Officer, Idea Cellular Ltd: 
Atul Chaturvedi, coo (Delhi Circle), Idea Cellula: 
Ltd; Harsha Bhogle, and R. Sridharan, Managing 
Editor, Business Today. 

The prize Sponsors for the event were Idea Cellular, 
and Harvard Business Review (all India prize spon 
sor). Apart from Business Today and Aditya Birla 
Group, other sponsors and partners of the event wer 
TravelGuru (prize sponsors for the finals), Headlines 
Today (TV partner), Fever 104 FM (radio partner), 
Exchange4Media.com (media partner), PaGalguy.con 
(online media partner) and tIFT (B-school partner). 

After the exhilarating start at Delhi, it's time t 
gear up for the next regional round of the mega-e 
in Mumbai on October 26-27. m 








































Write Move 


WHEN HE ANNOUNCED HIS 
decision to resign as the 
CEO of [nfosys in April 
this year, many peo- 
ple expected Nandan 
Nilekani, 52, to step 
away from the spot- 
light. However, 
Nilekani continues 
to be in the limelight 
in the last few weeks, 
first with news about 
a book he is authoring 
and then with reports 
surfacing that he could re- 
locate to the us to lead 
Infosys’ growth into the big 
league. While mum's the 
word for Nilekani, he has re- 
portedly begun writing the 
book, expected to be 
published by Penguin, on the 
ideas that shaped modern 
India. Nilekani is probably 
taking a cue from his wife 
Rohini who has already au- 
thored a medical thriller 
Stillborn. As for his us re- 
location, it could have 
something to do with his 
children's education—or 
a possible big-ticket ac- 
quisition by Infosys. At 
any rate, it will be 
busy months ahead 
for Infosys’ Co- 
chairman. 


RITESH SHARMA 


Testing the Waters 





A New Creative Pitch 


ONE LOOK AT HER AND SHE COULD EASILY PASS OFF 
for a counsellor or a teacher. Preeti Vyas Giannetti, 
however, is India's only woman ad agency founder 
and owner in the top rungs, reminiscent of Tara 
Sinha in the good old days of Indian advertising. An 
NID graduate, she runs a $20-million (Rs 80-crore) 
Vyas Giannetti Creative (VGC), fiercely independ- 
ently. More recently, vGC has been awarded the 
creative duties of Indian Cricket League (ICL). 
Right from designing the official ICL logo to cre- 
ating and crafting all the individual team identities, 
VGC will bring its unique distinctive expertise to the 
project. “This project is phenomenally exciting. 
Cricket is a premier sports in the country and we 
with our creativity are going to try and give a 
unique and fresh point of view to the ICL brand,” 
says Giannetti who is in her 40s. By all accounts, a 
cinch for the talent powerhouse. 


| bé 
E x 


p 


AT RAMESH THADANI S BIRTHDAY BASH LATER THIS MIDDLEMONTH, THERE WILL BE ONE MORE REASON TO CELEBRATE. 
Thadani, who turns 63, has been appointed the Vice President of international operations for GMAC 
(Graduate Management Admission Council), the non-profit association of top graduate business 


schools around the world. emac owns Graduate Management Admission Test (GMAT), used by over 3,000 
business programmes worldwide. Thadani joins mac after a three-year stint at the American Red Cross 

in Washington as ceo of biomedical services. His two-pronged agenda at GMAC: increase international 
membership and create brand awareness in newer geographies. "GMAC as a brand is not so well 
known; my efforts will be in this direction," says Thadani. He has already visited top B- 
schools to that end. For the self-confessed crossword addict, it's an easy crossover to the new role. 
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Bridge Building 


[HIS IS ONI SOM MITTAL WILL DON WITH EASE. 
The new President of NASSCOM says his new profile 


ROLI 


is not going to be vastly different from his current 
job function of ‘influencing people’. Mittal, 55, 
elaborates: "Many things that we do in the cor- 
porate world are similar to what Í am going to do 
at NASSCOM, though on a larger canvas." An avid 
bridge player, Mittal feels that being an ‘industry 
insider' and an active member of the industry 
body (he was chairman for 2003-04) is also going 
to work in his favour. Mittal is set to relinquish his 
post as Senior Vice President of HP Services for Asia 
Pacific and Japan by end of December. While he 
has no immediate intention to relocate to Delhi and 
leave his bridge friends in Bangalore, Mittal does 
expect to go for a short vacation before joining the 
new office in January. 





ONTRIBI 


PALLAVI 
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Courting Controversy 


ANBUMANI RAMADOSS 
controversy. The 39-year-old Union Health 
last week found himself in the midst of another 
storm. Ramadoss cracked the whip on the li 
of BPO employees, by reportedly saying: “Tt 


IS NO STRANGER 


shocking to see teenagers straight out of school and 
college, looking to make a fast buck, are collapsing 
in front of their computers.” Saying that 

stress levels, mental disorders, car- 
diovascular diseases and divorce rates 
















among call centre employees are 
tremendously high, he called for an 
urgent action to bring in dedicated r1 
workplace health policy to tackle 
the ‘menace’. However, 
not many were convi- 
nced with his observ- 
ations—least of all 
the National Asso- 
ciation of Software 
and 
Companies 
(NASSCOM). The 
IT association re- 
torted that such 
remarks are 
grossly unfair 
generalisations 
and hold true 
for many other 
industries. Kno- 
wing Ramadoss’ 
penchant for call- 
ing a spade exactly 
that, this is not the 
last one has heard 
on the issue. 
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Connect 
your 
business 
to the 
world 
with one 
number. 


Get a 1-800 
toll free 


number 
from Airtel. 


Call us at 
1800-103-4444 or 
+91-120-431 9696 
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bt, leadership spotlight 





pore: 


NAME: JAGDISH KHATTAR 

AGE: 65 

DESIGNATION: MD —- 
COMPANY: Maruti Suzuki India 


RITESH SHARMA 





Mr Innovative 


LMOST 24 YEARS AFTER THE FIRST CARS ROLLED OUT OF MARUTI'S GURGAON PLANT, THE 

recently renamed Maruti Suzuki India Limited (MSIL) overtook its parent, Suzuki 

Motor Corporation, in sales for the first time. Though this figure only accounts for 
Suzuki’s sales in Japan, the fact is that Maruti has racked up a 17.5 per cent growth in sales 
for the first half of the current year in a market that has been weak following interest rate 
increases, further cementing the market leader’s (46.5 per cent share) hold on the market. 
And at the forefront of Maruti’s success is Jagdish Khattar, its Managing Director. 

It has been 14 years since Khattar joined the then Maruti Udyog Limited (MUL) as an 
Officer on Special Duty (OSD) from the Ministry of Heavy Industry, but he soon resigned 
from the Indian Administrative Service (IAS) on the advice of Maruti’s then Managing 
Director R.C. Bhargava who had done the same. But soon after he joined Maruti, it faced 
a crisis. The company, which was a joint-venture between SMC and the Government of India, 
was in the midst of a cold war between the partners. No new cars were being launched and 
then, in 1997, the car market was thrown open to competition and Maruti was caught flat- 
footed. Khattar had by then already taken over as Managing Director; soon after that, in 
2000, Maruti declared its first-ever loss and its market share, at over 80 per cent (at its peak) 
in the protected Indian market, began to wilt thanks to Hyundai and Tata. 

Ironically, that incident jolted the company back into action, and Maruti has been on 
a roll ever since. The company began to shed bad dealers and built a reputation for reli- 
ability, while regularly refreshing its product line-up. Plans were also put in place for the 
government's withdrawal from Maruti, and Khattar shepherded the company through a 
highly successful Initial Public Offering in 2003. This IPO is generally regarded as the cat- 
alyst that sparked off the four-year bull-run that still shows no signs of dissipating. 

And recently, despite a weak market, MSIL has grown, thanks to good new products such 
as the Swift and SX4, while continuing to dominate the small car segment. But Khattar has 
managed to grow the company’s sales thanks to some innovative new marketing techniques, 
and most importantly, by going out and meeting dealers, vendors and customers. It is not 
surprising, therefore, that SMC reportedly wants Khattar to continue at the helm when his 
term as Managing Director comes to an end in December. @ 

KUSHAN MITRA 
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MoRE THAN 250 YEARS OF UNINTERRUPTED HISTORY 


1911. When the Lost City of the Incas was discovered in Peru, Vacheron Constantin was 156 years old. 
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VACHERON CONSTANTIN 


Manufacture Horlogére. Genéve, depuis 1755 


WwWw.vacheron-constantin.com 
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Stephane Fouks 
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The dynamics of power and performance. 
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Authorized BMW Dealers in India: 


Bangalore: Navnit Motors +91 80 2852 0060 Chandigarh: Krishna Automobiles +91 172 5041 000 
Chennai: KUN Exclusive +91 44 4207 9642 Delhi and NCR: Bird Automotive +91 11 3988 5577, Deutsche Motoren +91 11 4167 9900 
Hyderabad: Delta Motors +91 40 3241 3538 Mumbai: Navnit Motors +91 22 3240 6979, Infinity Cars +91 22 6714 5100 


The models, equipment and possible vehicle configurations illustrated in the advertisement may differ from the vehicles supplied in the Indian market 
Some accessories may not be the same as shown 
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The BMW 3 Series. Enter the next level. 


Every journey in the BMW 3 Series Sedan opens a thrilling new world. The dynamic performance of its powerful in-line six-cylinder eng 
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your heart racing, while Dynamic Stability Control, lightweight chassis construction and 50:50 axle load distribution ensure 
Yet for all its light-footed agility, the BMW 3 Series offers an unrivalled level of cabin comfort, with superb craftsmanship and high-quality mat: 
Such as luxurious Dakota leather upholstery as standard. The BMW 3 Series Sedan: anything less would be a compromise 


For more information visit www.bmw.in or contact your Authorized BMW Dealer. 
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A Passion to Perform. Deutsche Bank 


*Deutsche Bank Private Wealth Management was named “Best Private Bank - India” in the Asiamoney 
Private r Poll 2007. 
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From The Editor 


T MAY NOT COME AS A SURPRISE THAT IN RECENT YEARS 

information technology companies have hogged the 

limelight in our annual The Best Companies to Work 
for in India study. Infotech companies have usually been 
at the forefront of innovative practices in human resource 
management besides offering their employees both—great 
career Opportunities and good compensation. This year 
too, seven on the top 10 list are pure-play rr companies. 
What may, however, come as a surprise to regular read- 
ers of our popular survey is the sharp slide that last 
year’s topper has registered. Yes, Infosys, #1 in 2006 and 
2005 and #2 in 2004, is down to #5 this year. The other 
surprise outcome of the Business Today-Mercer-TNs 
study is this year's numero uno—Microsoft, not a name 
that easily evokes affection around the world but whose 
employees at the six Indian facilities it runs clearly seem 
to adore working for the software giant. Breaking into the 
upper echelons, otherwise dominated by rr companies, 
is Johnson & Johnson, which has moved up from last 
year's sixth position to #3 this year. 

The Best Companies to Work for in India study takes 
six months of surveying and analysis to complete, where 
we work closely with our two part- 
ners—Mercer and market research 
firm TNs. This year, we had 94 com- 
panies participating. After the survey, k 
Business Today`s reporters fanned ; puur f | 
out to meet employees, executives, CS 
analysts, HR specialists and stake- ต อ ใจ ค ค 
holders at the top ranking compa- Ë แน ไม \ 
nies to find out just why these com- | 
panies made it to the top. And, i 
some cases, like our feature on Infy's slide, we 
attempted to find out what may have gone wrong. 
This year, following feedback from many participants, 
we decided to feature not just the top 10 but the top 15 
companies in the magazine. And, as in the past, the iden- 
tity of the other participants will be kept confidential, 
although we will be happy to provide them with feed- 
back on their performance if required. 

Elsewhere in the magazine, we have a feature on 
Asian Paints, where 10 years after wresung control of the 
company, Managing Director and Vice Chairman Ashwin 
Dani has global ambitions for India's foremost paints 
company. Our fortnightly personal finance section, BT 
Money, explores whether there are still any undervalued 
bargains to be had on the bullish bourses... and finds that 
indeed there may well be some. Also in this issue: in an in- 
terview, advertising conglomerate, Euro RSCG’s Executive 
Co-Chairman Stephane Fouks talks about the huge op- 
portunities in India for his firm; an assessment of the rush 
by many to get into the telecoms business; and a story on 
what the brouhaha over participatory notes may mean for 
foreign funds flow and the stock market. 
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.|T Security: What Next? 
BY 2011, INDIA AND CHINA ARE 





. projected t to improve their posi- 
@ 120-2479900 . tions in the IT security solutions 
(Monday - Friday; 10 am - 6 pm) market in the Asia Pacific re- 
. gion, with China overtaking 
1800 100 (from BSNL/ MTNL Lines) Australia and India running neck 


and necic Wille Kon In 2006, India was the fourth-largest 
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The Correct Course 
HOW LONG WILL THE BULL RUN LAST? 
(November 4, 2007) covers all the 


is clear is that trading benefits can 
only accrue through long-term in- 
vestment. The money market must 
be allowed to correct itself and 
take its own course as any extra- 
neous pressures will hurt it seri- 
ously. This market not only has 
legs but also a seasoned mind and it 
will definitely fulfil the overall 





Knee-jerk Reactions Won't Do 
STOCK MARKETS ARE A REFLECTION 
of the economy of any country but 
the bull run in recent weeks has 
caused confusion (Br, November 4, 
2007). A thousand-point rise in six 
or seven trading sessions should by 
no means be taken as a sign of sta- 
bility and it does not bode well for 
the common investor's confidence 
in the markets. If the markets reach 
levels projected for 2009-10 two 
years in advance, it should be a 
cause for concern, not euphoria. 
The market will eventually correct 
itself but a crash will dent the 
process of the common man's ini- 
tiation into the equity culture in 
this country. We need a disciplined 
approach to investing and a strong 
market regulator. Mere knee-jerk re- 
actions won't do any good. 

R.K. SUDAN, through e-mail 


Reliance Should Rethink Strategy 
THE RETAIL RAGE (BT, NOVEMBER 4, 
2007) is being directed mostly at 
Reliance Fresh as there are already 
some big companies in this field 
that are functioning well. The huge 
advertisements and the grand scale 
on which Reliance kickstarted its 
venture may have created panic. 
The company should change its 
strategy and demonstrate that its 
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| 
aspects of the issue. One thing that 


growth expectations. 


B. RAJASEKARAN, through e-mail 





outlets will not jeopardise the in- 
terests of small shopkeepers. 
A. JACOB SAHAYAM, through e-mail 


Ease Process of Doing Business 
WITH REGARD TO IT’S STILL NOT VERY 
Easy to do Business in India (BT, 
October 21, 2007), even a small 
business/professional set-up re- 
quires a large number of Acts (laws) 
to be followed. A good number of 
these rules are illogical and have 
no practical utility either to the au- 
thorities or to the businessman. 
Complying with so many laws re- 
quires a substantial amount of time, 
effort and money. Our government 
definitely needs to get rid of these 
archaic laws and speed things up. 
MAHESH KUMAR, through e-mail 


Quality Media Content Lacking 

THERE IS NO DOUBT THAT THERE IS 
a media boom (Corrtent Matters, 
BT, November 4, 2007) given 
the number of magazines avail- 
able in the market. Indian edi- 
tions of international magazines 
are also being launched. But then 
the big question is: how many 
of them will survive? In fact, 
many of the newly-launched 
magazines fold up because they 
cannot meet the standards and 





readers' expectations. 
MAHESH KAPASI, through e-mail 


It's A Joint Venture 
LONG ROAD AHEAD (BT, NOVEMBER 4, 
2007) incorrectly states that Tata 
Motors will manufacture Fiat's 
premium range cars at its Ranj- 
angaon facility near Pune. The 
cars, in fact, will be manufactured 
by the Industrial Joint Venture 
formed between Fiat Group Auto- 
mobiles and Tata Motors. The ar- 
ticle also states that both compa- 
nies are jointly evaluating a bid 
for Ford's Jaguar and Land Rover 
brands. However, there is no such 
statement from Fiat. 
MARIUS D'LIMA, Head (Corporate 
Comm.), Fiat India, through e-mail 


Wrong Deal Details 
DEAL WATCH (BT, OCTOBER 21, 2007) 
states that Analog Devices has been 
acquired by MediaTek for Rs 1,389 
crore and that MediaTek will have 
a 100 per cent stake in the com- 
pany. This is factually incorrect, as 
MediaTek has only acquired ADI’s 
SoftFone and Othello product lines 
and related handset baseband sup- 
port operations. 
B. REDDY PENUMALLI, MD, Analog Devices 
India, through e-mail 
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14 Patents à day fór our future 


The Bosch group represents great 
innovative strength, resulting in beneficial solutions for the 
future. A total of roughly 26,000 associates work in Research 
and Development and the company spent over 796 of its 
annual sales amounting to 3.3 billion euros in 2006. 
www.boschindia.com 


Invented for life 





Organisations in this issue are indexed to the first page of each section/article in which they are mentioned. 


จ อ ต ต อ น น แน ลี ขี 
3| Infotech ร ร ท แก asualla St k EN I V Ea ET | 
ME... 

Accenture — 0 0. 

Ace Financial Services __ l. ต า ก 5 AEAN ta 
ล ด ต ง น น น น น น ล น น น แม ร ์ ม ี ห แน ล ็ ซ้ 
ก ร _ Me SAI MO RE Nee ee , 
Ait u uuu T ERA AAN dam cete RE 
Pt NERIA แล รี ห ว ม ร ว ร ENDR T, 
ต แซ ล พ พ พ พ น น น น น น 186 
ET s VEREEN SNS E I AE ki M 
Amul cL TP IRL MOSA iF. EARS T 
ki DRINE- — —— U... U. UU 197 
ตา แน น น น ไจ 7 
อ ล ต อ นา น ค ได 
ต ต ต น น น น ล์ ค ร ร ศ์ ห ร ศร ค ร ไช ้ ด 
ก กา C USDA SE ว ae ส 197 
Nola KO a reae "N .58 
ด ไน ค ง โท ร ท ห ร ร ท ร ง โด เร 
Bi ME ie aae — diede y A DU 
bini Conse WOM ..—— ———————— 398 
r ` M... oM 
feit Decii eren DIS, 101 
Bibi CT NLS ri 


น น ส อะ ณา ต ณะ น น นม 


Baroda Pioneer AMC MW 
REESE ON SINE NE | | 
Bharti AXA Investment Managers U M 
0 MP MENU Lo Pc k n rion 

Birta Sun Life Insurance .. | . 

BNP Paribas, india . 
บ ล น ศว ว ณ์ ฑ์ แว น พ น ลั น ศศ ศร, 


บ บ บ บี” พ หา ด ว ั ค ง 4 ค ร เพ ต ล ร ศก ง 


C. Krishaiah Chetty & Sons ss 


Capgemim . 
อ ฏา ป ป เห ห เว ง น น ง ร ละ ร ร ต 


อ อ ๓ ล อ ๓ ค ค ร ม ๓ ร ๑ อ ๑ ๑ ๑ ๑ ๑๑ ๑ ๑ ๑ +- ๑ ๓ ๕ ๑ ๑ ๑ ๑๑ ๑ 6 ๑ ๐ ๑ ๑ ๕ ๑ ๑ ๕ ๑ ๑ ๑๕ ๕ ๕ ๑ ๐ อ ะ ก 


ras C แซ ba š 197, 218 
— Wim 0 3 ห หี AH 


m M M M 9 a -—— —— ---- - ane 


Su EKLE LOT CLEA FR | ; 
ร ล 
ร BEER DERE PA eter MIR | y 


5 
CSFB t mtm a E E EE ETER TE EMITE SS | s 


DS. Kulkarni Developers _ ... UN = 58 

Dabur Foods u 1 

บ ล 22 a iU i | 

DBS Cholamandalam AMC 197 
186 


Disney Theme Parks 0 ALE TA 
CL 0 เ 10 0 TP AJ 169 
ง ป ละ ร พะ พ ส ร นม บ ต ์ !, 
OS EERE Sa SHUT Pirie CE HR >- 


1 SAPA D LAEE EE EEA EA AN ST AEW, CAER ANTT P 


O ia A 


SESO | , 

ผม ม ส แต่ ง ค ม ปลด เร็ ง เต้น ฉั ณ ฑ ฑ์ ร น ท 

c น็ น จ น น น ม ต แล คั บ วร 

Godrej Consumer ไล น ่ แตร ....---+-138, 197 
ต ลง ต แน น น ล น น อ น ล เน ห ไน น น น แน น น ได 
Goldman Sachs | oc Ne — 58 218 
Goldman Sachs inda... s 17,58 
ส ส ล ร น ล นะ ค ร พ ร ห ร ดี ชี 
ง ฏา ร ร ร ร ส ร ส ฑ์, 


Harley-Davidson 7 เร อ 
Harvard Business School  . l l l J 17 


. 


12 BUSINESS TODAY NOVEMBER 1& 2007 


Hurt Systems. x. Med: - 
IBM MOTAS N ๑ ๑ จ ะ ๑ จ cn 


UP nonsi B. x 


ee SOC HU edt Fe FRR 1 


ZPO SN | 

RAD Ae SC 

N UNIES, 

WR Enpi a ร NE CR 038 

es Se ห น 2 E 

Himatsingka Seide A Wr ek AITAREN ; | 
Hindalco industries ม น ต่ ๒ ไต้ 
Hindustan Unilever... s 17,136 
Home Care Dag Fodd.......222 rei 
Honeywell Technology Solutions Lab 0. LA 
eC S A“ 
Hyundai Motor india PEE ata TUNE ER. 
! HS 
RICOH Pen 58 
p NOSTER TS 19, 58. 197, 218, 242 


d MÀ ——— ÓÀ— MÀ À— HÀ tT etal 58 


—— แพ พ เพ เว ส ท ร ระ เง 


M oe... Pee IA PEN rss ee 


Lips LR um SLE I , | 


Johnson & Johnson.. Pob ud HALE AUT. 
Jotun ants. TEM 7. aee an VULT Fa 192 
NL. ENT kula a /. 
` Khandwala Securities — . " NS WR | 
Kotak Mahindra Bank ง AT 
Kotak Mahindra MF — ss 


— M— —À— 9 4444 6.446 


dis S AW IEEE ES , 


NN ua UE EES ANERE $ 


UY. om da À—U à à i a (eta dn trm rtm rom Uy 


MM — f (semi 


TH TUNE PEE | A 218 
เร ร PA 
S SANT Eee 7 , 


— PE W pies tape W uut 
it - P BE ON I OR S; จ จ — 150 
ro WU m CET, 


9999 : ce ee AU 


mer ——À ae LU TENT | 


2 00 1( 0 0 Peta CR A ORIG CACHER, | | 
Pioneer Investments... ed 
"uU MS Ld 
PT Abadi Coatings 5 ด ย น : 192 
บ ป เศ ค ชน ร น แว 4 | 


a a, EET 
บ บ บ บ บ บ น 
OS eR o ot A 

Rayesh Epes e end 


U 


De — ILLI 
MM. EL 
Ruia Group Ut iA 


æ ; " 
SPI. 5 ว ศร ค ร เวี บ 
SAIF Partners - Ta SS ENCE TIES 


————À—À A: 186 


Ni. La A TE PETRI nidis 
L5 EG FATA IR A HESS eR ST, 
Suy Fic I ae ne EN TES ) | 
eS nn : iti... meses | 
Na Wu PAR Oe I ETH u asna 
Standard Chartered Bank io de RAY Ee SES TM, SERIE 

197 


oth M 


ttt omm ARR 2 ว ด ชั ด ย | , 


„17.58 
ก บ จ บ เก ร ว พ ล ิ ก ส ์ ห ล ก L4) oni 17. 58, 218 
Tech Wind — — — ——— — —— decided 
23d 
wv. 4 
pes 


Vodatone Essar SA IM: ” ER PGR 
ต พ มา พ ง ปะ ส คั ฑ์ ร ร รั น, 
| MMS A. OSS ea eee 0 | 
Vp P SE See 9 บ น 17 
186 

—.....17, 58, 218 


^9: la ให กั ส ท์ ท ั ส พ์ ฑ์ ท ท © 





DULL GETS DARING: 


GARNIER FRUCTIS STYLE 
HARD GEL 


Give yourself extreme, original and gravity defying 
styles that just won't budge with the new 

Hard Gel from Garnier. Its unique fruit micro-wax 
technology comes reinforced with extra strong 

fixing agents that dry in seconds but hold your style 
through the day. So, when it comes to styling 

your hair, let your imagination go wild. 

GARNIER FRUCTIS STYLE - THE STYLE REVOLUTION. 

























< 


WANT TO DEFY SIT. evenly 
แ amount 3 tail with 
Take a sma Work on de 


M. 
0 e 
o ooh and go exire" 


bt, editorials 


G. KESHEV RAJ 





The Unhappy Worker 


NDIA'S WHITE-COLLAR WORKERS ARE AN UNHAPPY LOT. 

Despite a shortage of skilled workers pushing up 
salaries to new highs and employers bending over 
backwards to make the workplace fun, the Indian of- 
fice worker wants more. Most significantly, the Indian 
employee is unhappy with his compensation. He wants 
to be paid more. And this is not a phenomenon specific 
to the super-profitable IT companies, but manufactur- 
ing companies are reporting this as well. In fact, that is 
the leitmotif of our Best Companies to Work for in 
India survey this year. There is almost no company on 
our top 15 list where employees are happy with what 
they are making. Don't forget, these are not just the best 
employers, but invariably the best paymasters. 

Why are employee expectations surging? Why do 
they think they ought to be paid more, or ought to get 
more than the 25-30 per cent hike they have been 
getting in India? The survey itself doesn't answer the 
questions, but some of the reasons are evident. As 
Mercer experts write elsewhere in the issue (see Young 
and Restless, page 182), one of the fundamental reasons 
is that the workplace has become a lot younger. As com- 
panies expand, they are recruiting younger workers at 
a phenomenal rate, and putting them in responsible po- 
sitions. Evidently, younger employees are very differ- 
ent from the older ones. They aren't averse to voicing 
their opinions, challenging conventional wisdom or au- 
thority, or aspiring for things their parents wouldn't 
have. It's not surprising, therefore, that the younger em- 
ployees polled in our survey seem less happy with 
just about everything—pay, leadership and even image 
of their employers—compared to their older colleagues. 


Let down by the government: An export unit in Chennai 
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Great Expectations: Younger employees are more ambitious 


For employers already losing sleep over high rates 
of attrition, this is worrisome. Unless such employees 
feel connected with their employer, they will not stay 
on. What is the employer to do? One, they have to 
communicate much better with their younger em- 
ployees; there is no reason why, for instance, a poor 
quarterly performance should not be explained to em- 
ployees down the line. Two, companies must get 
smarter about pay for performance; just as not every 
employee contributes equally, not every employee 
should be compensated alike. Three, line managers 
must become more responsible not just for performance 
of their units or divisions, but also for happiness of their 
subordinates. The managers must become the com- 
pany's vehicle of communication with the younger 
employees. Until then, even the best employers will have 
disgruntled workers to deal with. 


HESE ARE BAD TIMES TO BE AN INDIAN EXPORTER. THE 
ได of the rupee against the us dollar has 
had a debilitating impact on their businesses. Many are 
being forced to consider drastic measures, like reducing 
their workforce, to rein in costs and stay competitive. 
Officials concede that it's very unlikely that the export tar- 
get of $160 billion (Rs 6,40,000 crore) for the current fi- 
nancial year will be met; there have been reports that they 
will be satisfied if the figure somehow manages to nudge 
the $140-billion (Rs 5,60,000-crore) mark. 

The government should have seen the writing on the 
wall and taken proactive steps to mitigate the crisis, but 
as usual, it acted late, and when it did, it did too little. 
The Commerce Ministry has now shaken off its com- 
placency. Reacting belatedly to frantic sOs petitions from 
exporters, it has announced some measures, including 
a refund of service taxes on some services and payment 
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of interest on exchange earners foreign currency ac- 
counts. But this is not enough to stem the tide. It's now 
becoming clear that exporters will have to take steps on 
their own to ride out the storm. On the anvil are steps 
to streamline their operations to boost margins through 
enhanced productivity and efficiency. Then, many of 
them are now trying to move up the value chain to 
products that fetch better margins. Yet, others are im- 
porting cheaper raw materials from low-cost destina- 
tions like Thailand, Bangladesh and China, thus, pro- 
viding a natural hedge against a rising rupee since the 
invoicing is done in dollars. 

But the results from these measures will begin to 
show only after a time lag. Exporters, and workers de- 
pending on them for their livelihoods, will, mean- 
while, continue to suffer. A number of global factors are 


Beware of the Dragon 


, INDIA DOES, INDEED, HAVE A LOT TO LEARN FROM 
China. And as Congress President and UPA 
Chairperson Sonia Gandhi has said during her visit to 
that country, “pragmatism and mutual self-interest” are 
a sound basis for the future development of Sino- 
Indian relationships. Primary among these should be a 
concerted effort to emulate China’s pursuit of Big 
Power status on the back of its sustained and steroid- 
charged economic growth. Over the last 30 years, the 
Chinese leadership has successfully transformed a 
primitive, agrarian economy into the economic pow- 
erhouse of the world. In the process, it has given short 
shrift to orthodox Marxist theory. Deng Xiaoping, 
the late supreme leader of China and architect of its eco- 
nomic resurgence, once famously commented that: 
“It doesn’t matter if a cat is white or black, so long as 
it catches mice,” to prove the irrelevance of ideological 
dogmas in the pursuit of economic emancipation. 

That, and China’s ability to conceive of and execute 
gigantic projects, is what India should try and emulate. 
Then, Indian companies can make use of low-cost 
Chinese technologies in the metals sector, particularly 
in the iron and steel space, and India Inc. can also 
use the near laissez faire policies in Chinese export pro- 
motion zones to produce cheap goods that can be ex- 
ported across the world. 

Beyond that, one wonders if there’s really much 
scope for meaningful cooperation between the two 
countries. Statements by Indian and Chinese leaders are 
routinely full of platitudes that talk of “civilisational con- 
gruence” and “ancient cultures” but seldom go be- 
yond that. On the ground, there’s a huge chasm be- 
tween the two over Tibet, Arunachal Pradesh, Aksai 
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responsible for this situation, but it was aggravated 
by the government's, and RBI's, inept handling. Their 
strategy of focussing on containing the rising infla- 
tion rate to the exclusion of all other factors, has been 
a major contributor to the rupee’s rise. The goal was ob- 
viously political—with several important state elec- 
tions scheduled over the next year, the government 
could ill-afford to alienate the common man. 

But the appreciation of the rupee—the price paid by 
the economy for RBPs blinkered approach to infla- 
tion—and the consequent job losses, can be as costly po- 
litically as inflation. Since the only thing that politicians 
are scared of is the wrath of the electorate, maybe, the 
Finance Ministry will now nudge the supposedly in- 
dependent RBI to do more to rein in the rupee and make 
Indian exports competitive again. 





Great wall remains: Sonia with Chinese PM Wen Jiabao 


Chin, Myanmar, Pakistan and any number of other is- 
sues on which China follows policies that are designed 
to project its hard power and show up India as a 
weak, subordinate member of the global power elite. It 
is following a “string of pearls" strategy and building a 
chain of naval bases ringing India—from Pakistan to 
Myanmar—to undercut Indian pre-eminence in the re- 
gion. And it routinely extends a *hand of friendship" to 
India without ever budging from its hard line nation- 
alistic positions on outstanding bilateral issues. Strategic 
experts call this a policy of co-operation and contain- 
ment. The Indian reactions to all of these provocations 
have been either to take them lying down or to pretend 
that they don't exist. 

This didn't matter earlier, when India was too 
weak to look beyond its borders. But now, as this 
country strives to take its rightful place in the comity of 
nations, it may be time to rethink this strategy and be- 
come more assertive. And ironically, here, the 
Government of India can actually take a leaf out of 
China's book on how to do it. m 





Smooth Sailing 


India Inc. has beaten the slowdown blues, and can 
look forward to more of the same. MAHESH NAYAK 





Infy's K. Gopalakrishnan: Looking forward to a future as rosy as the past 


HE START OF THE RESULTS SEASON HAS BEEN GOOD FOR INDIA INC. 

The 778 companies that had reported results for the September 2007 

quarter till October 26 have recorded a 28 per cent rise in net profit 
to Rs 31,683 crore, compared to Rs 24,747 crore in the corresponding pe- 
riod of the previous year. During this same period, their revenues surged 
22 per cent to Rs 2,16,795 crore from Rs 1,77,266 crore. The rise in net 
profit may have been helped by the 42. per cent rise in other income to Rs 
10,314.32 crore (Rs 7,265.3 crore). Despite that, the results are impres- 
sive as operating profit margins for the quarter have surged over 
300 basis points to 32.5 per cent against 29.3 per cent. The rise in other 
income has been mostly on account of foreign exchange gains. In fact, even 
after excluding other income from profit before tax, the companies have 
witnessed a growth of 26.4 per cent on this parameter. 

Prateek Agarwal, Head (Equity), Bharti AXA Investment Managers, says: 
"Across the board, the results are better than expected. It's not surprising, 
as the economy is growing by 9 per cent, and companies are expected to 
register a 25-30 per cent growth on the back of increased consumer 
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The fortnight's burning question. 





No. Alok Vajpeyi, Vice Chairman 
and MD, Dawnay Day AV 

I think the stock market regula- 
tors move to tighten investrnent 
rules for unregistered foreign in- 
vestors will bring in more trans- 
parency into the system. Though 
liquidity may be affected in the 
short term, in the long term, it will 
help consolidate the markets as 
India's growth story is still intact. 
The action is very much in line 
with globally accepted practices. 


No. Paresh Khandwala, MD, 
_ Khandwala Securities 
SEBI is concerned about the quality 


of FII money coming into the market. 
The new norms will definitely curb 
the backdoor entry of foreign insti- 
tutions into the market. In fact, once 
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spending in India." Barring cement and two-wheeler companies, the 
others have turned in impressive performances. He estimates that the 
2008-09 Sensex EPS of Rs 1,000 (projected by most of the broker- 
age houses) will have to be revised to Rs 1,025-1,030. 

Gagan Banga, CEO, Indiabulls Credit Services, agrees with this 
assessment. *Given the negative scenario on interest rates, high crude 
oil prices and the rising rupee, the corporate performance has 
been good. The party is expected to continue and I am not worried 
for the next 24 months. Thereafter, the shortage of capacity will im- 
pact the profitability of companies." India Inc. is enjoying the 
benefits of the investments it made on capacity expansion in the 
2000-04 period, he adds. 

Experts feel the telecom, capital goods, construction, petro- 
chemicals, metals & commodities, banking & financial services and 





power sectors will maintain their momentum in the foreseeable fu- 
ture, while sectors like textiles, oil, pharmaceutical, technology and 
automobiles will underperform. Says Banga: *The rupee appre- 
ciation is the key element that will impact the margins of these sec- 
tors and companies will have to hedge their positions. However, 
if interest rates start declining, automobile companies will be 
among the first to bounce back." 

Meanwhile, among the Sensex companies, Reliance Industries 
has registered a 42 per cent rise in net profit to Rs 3,837 crore, on 
a 13 per cent rise in revenue to Rs 32,043 crore. Construction and 
engineering behemoth L&T has reported a 47 per cent rise in net 
sales to Rs 5,499.94 crore on a 147 per cent jump in net profits to 
Rs 586.31 crore. 

On the other hand, automobile companies Ashok Leyland and 
TVS Motors disappointed investors. TVS reported a 24 per cent 
drop in net sales following a 44 per cent decline in motorcycle sales 
and higher interest costs, depreciation and lower other income 
ate into the profits of Ashok Leyland, registered a 16 per cent fall in 
net profit to Rs 80.34 crore (Rs 95.36 crore). 
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"India Among Our 
Top 5 Markets" 


OANNE K. BRADFORD, CORPORATE 

Vice President and Chief Media 
Officer, MSN, one of the world’s most 
successful information and entertain- 
ment networks, is in charge of strategy 
for the MSN brand globally. She spoke 
to BT’s Anusha Subramanian on 
India's place in Microsoft's global 
strategy for MSN. 


Where does MSN India fit into Microsoft's 
global strategy for MSN? 

India is important for Microsoft and 
is among the top five markets for us 
after the us, the UK, Germany and 
China. And localisation is a key factor 
in our strategy. 


How much will you invest in India? 

The future investment in India will be 
in the multi-billion dollar range. We 
will invest heavily in the search op- 
tions space and in communications 
and services such as instant messag- 
ing, mail and sharing services. We are 
also pushing very hard in the online 
services space. 


Which are the potential areas for growth for 
MSN India? 

We see lots of opportunity here in the 
mobile space. We want to bring con- 
tent on the mobile in a manner that is 
easy for consumers to access. The next 
thing would be to take advantage of the 
growth in the television and print me- 
dia and bring a unique content expe- 
rience to users. The third potential is 
around social portals. 
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I'll Soon Be Raining Cars 


N THE NEXT SIX-TO-NINE MONTHS, 

several new cars are going to be 
launched. We take a look at some 
of them. 


Hyundai i10 


This car is a replacement for the 
Hyundai Atos (Santro) in most 
markets, but it remains to be seen 
if Hyundai will produce it along- 
side the Santro in India. However, 
recent price cuts on the Santro 
have led to speculation that it will 
finally cease production (it was 
launched in 1998). While Hyundai 
has been super-secretive about this 
car, which will be launched in India 
first, as Hyundai's Chennai plant 
will become a production hub for 
this vehicle, it will share most of its 
elements with the Kia Piconto (pic- 
tured). The first advertising, fea- 
turing Shah Rukh Khan with the 
tag-line “Catch the i’, has reportedly 
already been shot. 

LAUNCH: November 2007 
EXPECTED PRICE: Rs 3-4 lakh 


Chevrolet Captiva 


The Chevrolet Forrester was a fan- 
tastic car, but nobody seemed to 
want one. So, General Motors is 
looking to re-enter the sports util- 
ity vehicle (suv) market with the 
Chevrolet Captiva, which will fea- 
ture a 2-litre diesel engine option 
(the same engine as on the Optra 
Diesel), and will have an “entic- 
ing” price-point, which should dis- 
suade people from buying the 
Honda cr-v, which has a petrol 
engine. The Captiva will be a fully- 
imported car, but will it manage to 
set the roads alight? 

LAUNCH: January 2008 

EXPECTED PRICE: Rs 16-19 lakh 


Tata's 1-lakh car 

[t does not have a name, and we 
don't know what it looks like. All 
we do know is that Ratan Tata 
has staked Tata Motors' reputa- 
tion with this car. Expect the pro- 
totype car to be unveiled at the 
Auto Expo in New Delhi in 
January 2008 and go on sale in 
late-2008 or early-2009. 
UNVEILING: January 2008 


Tata Indica (new) 

The original Tata car, the Indica is 
being given a facelift, and come 
January we will get to see it. The 
new Indica is expected to feature a 
common-rail Dicor engine and 
have updated petrol engines in the 
XETA range. 

LAUNCH: January 2008 

EXPECTED PRICE: Rs 3-4 lakh 





Skoda Fabia 


Well, after four years of dilly- 
dallying, Skoda is finally launch- 
ing the Fabia in India. The Czech 
car-maker has had to struggle to 
keep prices under check, and 
while the Fabia in India may not 
feature all the creature comforts 
of the European version, it will 
give cars in the highly competitive 
C-segment a tough time. 
Expected to be launched with a 
choice of diesel and petrol en- 
gines, the car will be a "premium 
hatch" and will be in the price 
range of the Ford Fusion. 
LAUNCH: January 2008 

EXPECTED PRICE: Rs 6-7 lakh 


Fiat Grande Punto 

Another Auto Expo launch? Well, 
it isn't clear as yet, but this new 
Fiat will be launched soon. It will 
be manufactured by the Fiat-Tata 
joint-venture and might signal 
Fiat's resurgence in India (along 
with the bigger Linea). The Italian 
carmaker has clawed back from 
the brink in Europe, though its 
Indian line-up remains positively 
stale despite the Palio's face-lift; the 
Grande Punto is expected to 
change that. However, the car- 
maker will have to work double- 
time in the premium hatch-back 
market dominated by the Maruti- 
Suzuki Swift. 

LAUNCH: January 2008 

EXPECTED PRICE: Rs 4-5 lakh 


KUSHAN MITRA 
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A rare Sheaffer. An exotic Sailor. 
And a Pelikan in full bloom. 
Pick, and choose from an exquisite 
collection of the world's finest pens. 
Only at the world pen store. 
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These Ads Also Sell Products 


HEY ARE HARDLY SUPPOSED TO BE 
Tu moral guardians of the na- 
tion. But ads for the Idea GSM net- 
work and Tata Tea are actually 
becoming torch-bearers of a trend 
that's worthy of emulation. 
Interestingly both ads, from the 
Lowe India stable, hit unerringly at 
socio-political subjects like de- 
nominational identities and ill-qual- 
ified politicians. “It’s always good 
for brands to own a space that 
stands for a higher cause,” says 
K.S. Chakravarthy, former National 
Creative Director, Rediffusion DYR. 
He highlights the instance of Surf 
Excel that sought to conserve wa- 
ter, and Lifebuoy that captured 


Lifebuoy ad: Shows kids cleaning 
up their locality 


kids cleaning up dirty streets— 
again the work of Lowe India. 

These ads stand out, as it's a lit- 
tle uncharacteristic for out and out 
consumer brands to become agents 
of social change. But the trend has 
been there in some other categories 
of products. *Many media brands, 
like Aaj Tak and Tehelka, have 
raised these issues in the past 
through their brand communica- 
tions. But that goes with the prod- 
uct proposition. It becomes news 
when, say, FMCG brands start to 
talk about such issues," says Manish 
Bhatt, vP & Executive Creative 
Director, Contract. 

Variations abound, of course. 
Tongue-in-cheek Amul outdoor 
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ads have often leveraged burning 
topical issues. At another level, 
there have been ads in the past 
that have also broken the mould by 
taking up socially relevant issues. “I 
found the Kwality Walls Big F 





Surf Excel ad: Speaks about 
water conservation 





Tata Tea ad: Jago Re’ shows a young 
man questioning a politician 





Bajaj Caliber ad: An old Leo Burnett 
ad shows man ignoring a political rally 


series, that took on issues like letch- 
ing at girls, very relevant," says 
Prathap Suthan, National Creative 
Director for South-West Asia, 
Cheil. Suthan feels that this is a 
*rich space" for brands to latch 


on to *considering that we as a 
nation have many taboos, ads that 
take digs at customs and rituals 
that perpetuate caste inequalities, 
colour biases, bribery and corrup- 
tion can connect with consumers, 
while at the same time sending out 
a social message," he says. 
However, not everyone agrees 
that it's as simple as that. “There 
haven't been many ads that really 
take on the system or are 'anti-es- 
tablishment’ in the real sense. Also, 
most consumers see through a thin, 
one-off plot. A brand that sets its 
strategy on social messages, must be 
consistent. You cannot talk of a 
socially relevant issue once, and 





Idea ad: A humorous solution to 
communal tension 


then move on," says Sunil V, 
Creative Director, ‘A’, an inde- 
pendent communications agency. 
R. Balakrishnan, (better known 
as Balki), National Creative 
Director, Lowe, injects a more 
matter-of-fact logic to the debate: 
“We know that young people 
question things around them. That 
is what we show in the Tata Tea 
ad, and in the other, there’s a 
comment on communal riots and 
how an idea can change that. 
There’s no big trend towards anti- 
establishment communication,” 
he says. While that may be true, 
we only hope that more brands 
get inspired to speak out. 
SHAMNI PANDE 
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Gold Glitters Brighter Than Ever 


RADITIONAL ECONOMIC WISDOM HAS IT THAT WHEN THE SUPPLY OF ANY 
1 ๓ 0) increases, its price declines. But gold seems to be bucking 
this trend. Indian imports of the yellow metal are forecast to touch a record 
high of 950 tonnes this year. Yet, its price continues to soar. At 
Rs 9,000-10,000 per 10 gram, the retail price of gold is at an all-time high. 

India is the largest consumer of gold in the world. The country's annual 
imports have normally been below 800 tonnes—the imports in 2006-07 
were 739 tonnes. A bulk of this is used in the manufacture of 
22 carat gold jewellery. 

The Indian gold market, currently valued at $18 billion (Rs 72,000 

crore), has been growing at more 
= than 10 per cent per annum over 
the last five years. À KPMG report 
predicts that the Indian market 
will touch $28 billion (Rs 
1,12,000 crore at current ex- 
change rates) by 2015 on the back 
of strong demand for jewellery. 

Leading retailers say the rising 
affluence in the country is driving 
this trend. Says Prashant Mehta, 
MD, Rajesh Exports, a leading ex- 
porter of gold jewellery: *Gold 


m India is the world's largest gold consumer | 


& Indian imports to rise 25 per cent over 
last year 


5 The Indian market, by value, will touch 
$28 billion by 2015 from $18 billion 


9 US and China account for two-thirds and 
one-thirds of Indian consumption, 


ato ระ" —— Á—] s Qm Re - 


respectively | has always been seen as a safe in- 
5 The total global annual supply of goldis | — vestment option. It is the only 
4,100 tonnes ! commodity that can be possessed, 


kept in ornamental form, and used 
as a hedge against inflation. Above 
all, it is easily available thanks to 
easier import norms." His com- 
pany accounts for well over one- 
J fourth of India's jewellery exports. 
The sharp rise in the value of the 
rupee against the greenback has 
added some ballast to the upward spiral in 
gold prices. Importers see an opportunity every time the dollar declines against 
the rupee. Mehta says this year's imports may exceed 1,000 tonnes. 

The export story is equally rosy. There is a growing demand for 
handmade Indian jewellery in West Asia, Malaysia, Singapore and Sri Lanka. 
*Consumers in these countries don't like machine-made jewellery," he says. 

Adds C. Ganesh Narayan, Executive Director, C. Krishniah Chetty & 
Sons, one of south India's leading gold retailers: “The phenomenal rise in 
gold consumption is a logical offshoot of increasing awareness among peo- 
ple about gold as a credible investment asset." Then, there are more 
players in the retail space now than ever before, and “this is sure to spur 
consumption", he adds. Rajesh Exports itself is planning to open 100 new 
outlets over the next year under the Shubh brand name. This is in addition 
to the group's 30 Laabh stores in 23 cities. But the action will have been 
joined when Reliance Money steps on the gas with its gold coin initiative 
(See Reliance Livens Up the Market). 
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RELIANCE LIVENS 
UP THE MARKET 


e's Sudip 
Bandyopadhyay 





ELIANCE MONEY'S ENTRY INTO THE 

gold coin market has lent a 
buzz to the lucrative but otherwise 
dull market. It is offering silver 
coins of equal weight for every 
gold coin it sells (in a festival offer 
valid till November 15). Reliance 
Money gold coins are available 
in 0.5 gram and 1 gram, in ad- 
dition to the regular 5 gram and 8 
gram coins. 

“We have entered the gold 
coin market in a big way and have 
positioned our coins in the gifts, 
cards and stationery products 
(GCSP) segment. The routine gift 
items have no long-term value, 
unlike gold coins. We're sure that 
many people will opt for pure gold 
coins if they're available at roughly 
the same price as other festival 
gifts,” says Sudip Bandyopadhyay, 
Director & CEO, Reliance Money, 
who predicts that the coin market 
will grow at 35 per cent CAGR 
over the next five-to-six years. 

Reliance Money has drawn up 
mega plans to corner a major 
share of this market. “Our 24 
carat gold coins are 999.9 pure. 
We import them from 
Switzerland's Valcambi SA in 
sealed covers with Swiss Assyar’s 
certificate for retailing in India. 
We also buy back our coins, which 
no bank or financial institution 
does,” he says. The coins are 
available at over 5,000 outlets 
run by Reliance-ADAG companies 
and partner outlets. 

KRB 


ADLABS 


mobile box office 


“who needs to go 

to the cinema for tickets ? 
| just carry the box office 
around with me." 


Now, you can access the Box Office for all Adlabs cinemas through your mobile 
phone. Presenting the Mobile Box Office. Check show listings, book tickets and 
even choose your seats, all while youre on the move. The only reason you need to 
come to the cinema is to actually see the movie 


SMS MBO to 
53030 to 
download 
application and 
find out more! 


www.adlabscinemas.com 


for reliance mobile users click on Reliance Mobile World» MovieNMusic » Adlabs 
* for gprs enabled phones | premium sms rates apply | not applicable for tata indicom subscribers 
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The E-Class, the most tested car in its class. 


> Practice makes perfect. 
Anyone who performs before a 
demanding audience - whether a 
pianist, an actor or a football 
player - will tell you that. We 
believe that this old axiom holds 
true for cars too. Which is 
why we subject the E-Class to 
hurricane winds, Arctic winters, 


and blazing temperatures in 


the world's largest all-weather 
wind tunnel. To ensure that the 
E-Class you drive delivers superb 
performance mile after mile, year 
after year. After all, we value an 
appreciative audience as much 
as anyone else. So arrange for à 
test drive and experience the 
culmination of constant refinement. 
Unlike any other. 
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India Inc. Most Worried About Corruption 


NDIAN COMPANIES ARE IN 
1 ๑ mode and are mobil- 
ising money hand over fist to fund 
their ambitions. A study by Grant 
Thornton shows that 64.3 per cent, 
of all Indian companies, will raise 
funds over the next year. About 
61.5 per cent of those raising 


money will do so from local banks. 
The remaining will go in for private 
equity, strategic investments, pub- 
lic issues, both local and overseas 
and approach foreign banks. 
Expectedly, Indian business- 
men rate corruption as the biggest 
impediment to economic growth. 


About 35 per cent of the respon- 
dents said it is the most serious 
impediment to economic growth; 
interestingly, 53 per cent of the 
respondents felt that infrastruc- 
ture was not a deterrent to their 
businesses. 

AMIT MUKHERJEE 


READING INDIA INC.’S MIND 


Global consulting firm Grant Thornton recently released its International Business Report. The section on India polled 500 small, medium 
and large companies. Here are some of the findings. 


What are the greatest impediments to the growth of your business in India? Respondents rate the following on a scale from 1 to 5 where 
] means no impediment and 5 means greatest impediments. 


Tax and Duty 
Structure 


| When will you be seeking these funds? 
j 


Governance & 
Bureaucracy 


Access to Latest 
Technology 


Labour Laws Availability of Finance Availability of 


Managerial Talent 


Quality of 
Infrastructure 









How do you propose to raise funds? 
Local Banks Private Equity 
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Star Gazing Goes Mobile 


°S A MARKET THAT'S AS BIG AS BOLLYWOOD AND WHEN 
[india is not playing, bigger than cricket, too. And mo- 
bile telecom companies like Vodafone, 
Bharti Airtel, Reliance and Idea are cash- 
ing in on the Indian obsession with as- 
trology. “It’s human nature to want to 
know what the future holds,” says Harit 
Nagpal, Director (Marketing), Vodafone 
Essar. Although all the mobile companies 
declined to reveal figures, BT learns that 


it is one of the most lucrative value-added services 
for telecom operators. The service is also a money 
spinner for content providers. Says Raj 
Singh, Head (Business Development 
& Operations), Active Media, which 
operates in this space: *There is huge 
scope in this segment in the voice mar- 
ket alone. But this market hasn't really 
been explored properly." 
PALLAVI SRIVASTAVA 
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Trust. A value we've preserved along 
with the surfaces we coat. 


MRF Speciality Coatings offers you a wide range of finishes for all your needs .... Decorative or industrial ... for Wall, Wood, Metal 
and even plastics for a superior premium finish. The coatings are reliable and long lasting. Keeping the surfaces they coat, 
beautiful for much longer. 


MRF LIMITED - Speciality Coatings Div., Tarapore Towers, V Floor, 826, Anna Salai, Chennai 600 002 
Ph: 044-28521033, 28550297, 28550298 Fax: 044-28520912 e-mail: ho@mripaint.co.in 


For more information visit us at: www.mrfpaints.com 
a 
Paints ZONAL OFFICES: New Delhi: 011-28113758/3245 Ghaziabad: 0120-3241286. 2797615 Kolkata: 033-24571504/083 
~ Mumbai: 022-66952253/54, 28560463 Bangalore: 080-23142901/3002 Chennai: 044-28170022/44 
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IT, Auto, Pharma Stocks Miss Out This Time 


HE STOCK MARKET HAS SCALED 
T ไห 4 ร ร heights this 
year; the bellwether BSE Sensex 
has shot up from 14,000 to 19,000 
in 10 months. But not all the 30 
stocks that comprise the Sensex 


Leaders and Laggards 


have joined the party on the 
bourses this year. While infra- 
structure, capital goods and finan- 
cial sector stocks have come good— 
an outcome of 9 per cent-plus GDP 
growth rate this year—those from 


Not all Sensex shares have gained from the bull run. 
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| 
Hindustan Unilever (210*-218#) | = 


the IT, auto and pharma sectors 
have failed to shine largely due to 
concerns over the rising rupee and 
higher interest rates and their im- 
pact on company bottom lines. 
RISHI JOSHI 
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Integrative Design Next Big Thing in Power 


India calling:-An 


L| 





HSOHD YVHIIHS 


S GLOBAL CRUDE OIL PRICES FLIRT 

with the $100 (Rs 4,000) a bar- 
rel price, and India grapples with 
nuclear blues, Amory B. Lovins, 
author of Winning the Oil Endgame, 
physicist and Co-founder, 
Chairman, and Chief Scientist of 
Rocky Mountain Institute, a think 
tank, who was here in India re- 
cently, says: “At the risk of being a 
little controversial, I don’t under- 
stand why the deal is in the interest 
of either India or the us.” 

A more sensible approach for 
India is to modernise the balance 97 
per cent of power sources than fo- 
cus on the mere 3 per cent energy 
that nuclear power will supply. “It 
will be cheaper and faster and will 


not raise the issues of dependency 
and proliferation,” he adds. 

This will be in keeping with the 
trend worldwide, where micro- 
power and distributed renewables 
added four times the output and 
11 times the capacity that nuclear 
power added in 2005. The N- 
power story is only bought by cen- 
tral planners, argues Lovins, adding 
that the big story in energy saving is 
in integrative design. But “most 
business executives do not yet realise 
that integrative design is an exciting 
new source of competitive advan- 
tage,” says Lovins. However, that 
may well change soon as oil con- 
tinues its upward surge. 

SHALINI S. DAGAR 
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1000 Mobile Phones 


Ab Rs. 500/- Mein Jeeto Car 


IndianOil presents Car in a Tank offer. Just drive into the nearest IndianOil, 
| IBP or AOD petrol station and fill branded fuels - XTRAPREMIUM petrol or 
XTRAMILE diesel worth Rs. 500/- * or more, and SMS IOC «bill number» to 
53636 to win brand new Maruti SX4, Maruti Swift or Maruti Alto cars. Also 
1000 mobile phones are up for grabs besides Early Bird Prizes. 


WINNING YOUR DREAM CAR IS NOW JUST A FILL AWAY! 


For terms and conditions log on to www.iocl.com 
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Science Grads Make the Cut 


BAS HAVE LONG BEEN CONSIDERED THE BLUE-EYED BOYS OF MAMMON, 
Ma least in the Indian salary sweepstakes. But a recent survey by us firm 
PayScale says Masters degree holders in pure science streams, engineers and 
even Science and Commerce graduates are fast closing the gap and, in some 
cases, even earning more than management grads. 

AMIT MUKHERJEE 


THE BIG PICTURE 


Science students are earning as much as, if not more than, management graduates. 


Median Salary by Job; Degree: Master 
of Business Administration (MBA) 


Median Salary by Degree/Major Subject 
Job: Team Leader, IT 


Bachelor of Engineering 





Project Manager, IT (48) 

ธร (6 แน PEET 
MCA (4 Human Resources (HR) 
CA (42) 7,35,918 Manager (38) 
Bachelor of Commerce Manager, Business 
(BCom) (26) Development (22) 
Bachelor of Science Programme Manager, 
(BS/BSc/SB) (17) | Computer Software (19) 
Master of Science 6,86,857 | Information Technology (IT) 
(MS/MSc) (13) | Consultant (18) 


Source: PayScale 


Figures in brackets are no. of respondents Figures in Rs 


Banks Grab Salary Accounts 
Who's Offering What 


(1 0 “ZERO BALANCE 
salary accounts” is the latest 


o IR miss anh for ide iv ae 
ICICI Bank ouk and Union, Bank of todia 
Free utility bill payment & remittances have rushed in to replicate the 
up to Rs 25,000 Suvidha accounts of first-comer 
HDFC Bank | Citibank with some freebies 
Personal accident insurance benefits thrown in. “The cross-sell oppor- 
up to Rs 2 lakh tunity is a big attraction,” says 


SBI a banker. The salary accounts offer 
















e 
M IIM-S's Dutta: 
v lA | 


"Another IIM to 


Open Soon" 





ATHINDRA NATH DUTTA, FORME 

Chairman of PwC India, ha 
just been appointed Chairman « 
the Rajiv Gandhi Indian Institute « 
Management, Shillong, the se 
enth and the youngest among: 
the IIMs. He discussed his plans f. 
the youngest IIM with BT's Ritwi 
Mukherjee. Excerpts: 


When will the intake of students ft 
this new IIM begin? 

The process has already bee 
kicked off. Students appearing fi 
the Common Admission Test (CA1 
next month will have the option ( 
joining IIM-Shillong. Classes wi 
begin in June 2008. 


Is the infrastructure in place? 

It will initially operate out of a ten 
porary campus at the Mayurbhai 
Complex, which was earlier occi 
pied by the North Eastern Hi 
University. The permanent carr 
pus will come up in the ne 
Shillong township. 


What are your priorities now? 
We will start with 30 students i 
the first year; this will rise to 60-6 
students in the second, 120 i 
the third and go up to 18 
students in the sixth. My to 
priority is to finalise a stron 
permanent faculty. Apa 
from the two-year PG 
and the Fellow Progr: 
mme in Managemer 
(FPM), we will hav 
courses with a k 
cal flavour—o 
tea, tourism 
horticulture 
and hyde 
power, t 
mention 


m ew beginning a few. 


Loans at attractive rates on a good database of prospective 
preferential basis & overdraft buyers of MFs, insurance and retail 
of up to two months salary loans, he reasons. But market 
Bank are not RENNES 
Kotak he and say customers may keep 
Demat account & portfolio salary accounts with one bank 
management services and take a housing loan 
Union Bank of India or a credit card from 
Multi-city cheque book another bank. 
Source: BT research ANAND ADHIKARI 
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Leonid Hurwicz 


Roger Myerson 





ODAY 


WHAT 15 IT? Adam Smith pointed out how ideal market 
conditions lead to efficient allocation of scarce resources. But 
real life markets are rarely ideal. Mechanism Design Theory, 
which won economists Leonid Hurwicz, Eric S. Maskin 
and Roger Myerson this year's Nobel Prize for Economics, tells 
you when markets are working well and when they're not. 


What are its salient points? Society is governed by mech- 
anisms that make collective decisions while attempting to 
take account of individual preferences. These mechanisms 
try to deliver the greatest social good. Studying such mech- 
anisms is the goal of the theory, and it can be stated as the 
art of producing institutions that align individual incentives 
with overall social goals. 


How does it work? Mechanism Design Theory is an exten- 
sion of game theory and deals with the consequence of ap- 
plying different types of rules to a given problem. It's a tool 
for demonstrating which mechanism, out of all possible al- 
location mechanisms, gives the optimal result. The theory can 
be applied to diverse problems such as the auctioning of ra- 
dio frequencies to mobile phone companies to the building 
of social welfare systems. 

RISHI JOSHI 
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ECONOMY 


STATUS: $17 billion till October 24. 


ITS POURING DOLLARS 


4.52 4.46 
July IQ sent ก) ชั 
á 4.08* 
A ` Oct. '07 
1.09 y 





.19 
June '07 


-1.65 W 
August 07 


Figures in $billion; *Till October 25, 2007 
Fil flows Source: SEBI 


IMPACT: The record inflows have come 
on the back of high domestic growth 
and an impressive performance by India 
Inc. On the flip side, it has strengthened 
the rupee against the greenback (it is 
currently trading at Rs 39.55 per dollar). 


STATUS: BSE Sensex has gained 46 
per cent in 2007. 


VERY NEAR THE TOP 


61.5 


12.7 





Dow FISE Hang Nikkie Straits BSE 
Jones Seng Times Sensex 


One year returns in per cent Source: yahoo.com 


IMPACT: The rise is both a magnet for, 
and a consequence of, record for- 
eign fund inflows into the Indian 
stock market. No wonder, more and 
more promoters of India Inc. are 
joining the list of dollar billionaires. 
But hold your horses, the Shanghai 
Composite Index zoomed nearly 220 
per cent during this period. 
COMPILED BY MAHESH NAYAK 
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MULTIPLY MOBILE PERFORMANCE 
AND MAXIMIZE EMPLOYEE POTENTIAL. 
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MORE PERFORMANCE. MORE MOBILITY. MORE PRODUCTIVITY. “เค แล 1) 
With. the new Intel® Centrino* Duo processor technology. - you can multiply the possibilities when your (nte, 
workforce needs to go places. Powered by Intel Core"? Duo processor, syou' getup to 2X better mobile 
performance," greater battery life, and expanded options for wireless connectivity-it's like having branch offices, ~ Centrino 
wherever they go. Learn how great mobile computing starts with intel inside. Visit www.intel.com/in/ent — "^ 


For more information, please contact; ACER = 080-25219520 Extn. 193 Deli - 4800-425 B044 HCL - 0120 2555 109 
HP - 1800 425 4999 LENOVO - 1800 425 3353 VPRO- 1800 34$ IE. K 


*Measured by PCMark*05 comparing latest géneration ar bo ไล ง กั น ด น 5624 nottbooks with a comparable frequency single core inte! Centrin 0 proce essor 
technology-based notebook. ae ET aet: laci imei Leap ahead, Intet Leap ahead Logo, intel Ce 
Centrino, Intel Core and Core Inside are tradeniarks ot ee D other countries: MoCann/Bir/ntel b/390/07 


~ 


bt, trends 


P-WATCH 


A bird's eye view of what's hot and what's 


not on the government’s policy radar. 





SEZ DEAL GETS SWEETER 


HE SPECIAL ECONOMIC 

Zones (SEZs) fever rages 
on. Restrictions have been 
removed on the import of 
used plant and machinery. 
The government has also 
allowed use of machinery 
and plant previously owned 
by the assessee or used in the 
country. This, however, will 
be up to a limit of 20 per cent 
of the total value of the 
machinery or plant used in 
the business. 

The government recently carried out amend- 
ments to the SEZ rules, lifting restrictions on use of 
used machinery. Earlier, imports were not permitted 
due to government concerns about relocation of 
existing units into SEZs. The new guidelines also lay 


AFTER SEZ,IT'STHESATELLITETOWNS 


HAT SUSTAINABILITY LIES IN PLANNED GROWTH IS BEGINNING TO 

dawn on the government. It is now planning to develop 
100 satellite towns in the country. To begin with, the policy 
will apply to 35 cities with populations of more than one mil- 
lion. The new policy is likely to be 
aligned with the Jawaharlal Nehru 
National Urban Renewal Mission 
and the Centre may stipulate that 


PLANNED GROWTH 


m Policy to develop 100 
satellite cities 











Used machinery: No problem, we'll make it work 


down a maximum area of 
5,000 hectares for multi- 
product SEZs and a minimum 
area of 1,000 hectares on the 
recommendations of the 
empowered group of minis- 
ters. To woo investments in 
industrially backward states, 
the minimum size require- 
ment for SEZs there has been 
reduced to 200 hectares. 

The move comes close on 
the heels of the new Res- 
ettlement and Rehabilitation 
policy that offers more generous terms for the oustees 
as well as allows greater flexibility to the developer to 
acquire land. It allows the oustees to take 20 per cent 
of the rehabilitation grant as shares in the project. 


INVASO) แร จ พ ก 





RISHI JOSHI 
RBI BANS STIFF DEPOSITS 
ANKS CAN NO LONGER 
lure you to deposits 


that don't allow you 
access anytime. Bank- 
ing sector regulator 
Reserve Bank of India 
(RBI) has come down 
heavily on banks that 





participating cities undertake reform impose a lock-in period 
m Initial phase will have measures so as to qualify for receiv- ` on deposits, It has also os 
35 cities % 22 ing Central assistance. warned against interest discrimination 
m Policy will foster local The policy, it is learnt, may not between deposits. Several banks have tra- 
economic activity only facilitate construction of satellite ditionally resorted to this scheme to over- 


towns around bigger cities, but also 


come the tight liquidity conditions during 


help in creating linkages with the parent city by creating trans- 
port facilities. The cities will also have sustainable economic 
activities that would create job opportunities in these satellite 
towns to ensure their success and attract people living a poor 
quality life in the metros. 

Hence, a plan is been worked out with the objective of ensur- 
ing that the smaller cities foster economic activity to sustain the 
local population. Implementation holds the key. 

AMIT MUKHERJEE 
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December-March. Interestingly, bank loans 
have begun to slip after witnesing a strong 
growth over the last two months. For the 
fortnight ended October 12, the year-on- 
year growth in loan disbursal had dropped 
5 per cent. Surely, no one will complain 
about RBI Governor Y.V. Reddy's move. 
RISHI JOSHI 


Coluurs WOik 


because they talk to the heart. 


Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 


ky KEY FEATURES: Standard printer & scanner = Built-in duplex & ADF « In-house finishing 
* Remote retrieval & editing of files = Security through encryption & authentication 
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P-WATCH COLUMN 


The why, what and how-to of policy making 





OWNERSHIP IN PSUS 

HOW DO YOU GET EMPLOYEES TO 
develop a sense of ownership in 
public sector infrastructure 
companies? Get the top man to 
camp at the project site till it is 
completed. When Power 
Secretary Anil Razdan found a 








state-owned 500-MW hydel 
project in Sikkim suffering time 
overruns, he called a meeting of 
NHPC top brass. The Director 
(Projects) was convinced that 
there would be no delays be- 
yond December. Not convinced, 
the Secretary packed off the 
Director to the project site. His 
fiat: don't come back till the 
project is complete. A good 
way to avoid the Capital's 
‘power’ distractions. - BC 


PARTY OVER? 
JUST WHEN THE BUREUACRACY WAS 
getting used to the idea of slip- 
ping out for a few years to the 
private sector to enjoy fat pay 
packets, the government is re- 
thinking the entire issue of al- 
lowing them to do so. It has 
- set up a committee to examine 
the applications of 26 officers 
who have applied for a return 
ticket after serving in the pri- 
vate sector for a few years. 
Ironically, it is a former bu- 
reaucrat who set in motion the 
review process—the PM's 
Principal Secretary, T.K.A. Nair. 
BC 
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'SAVE'THE MARKET 


T IS NOT OFTEN THAT ONE CAN DRAW PARALLELS WITH THE CHINESE 
[4 If anything, we ape some of its economic policies, includ- 

ing the controversial SEZ initiative. However, in recent times, there is 
one serious problem nagging the two neighbours—that of quality. For 
China, it is in the manufacturing sector, while here, it is the financial sec- 
tor. The recent gush of foreign capital into the Indian markets has 
resulted in market regulator SEBI applying quality filters to check inflows. 
However, the courage to apply the filter was not drawn from a convic- 
tion to stop “bad” quality money entering the system. Rather, it was a 
necessity, since the torrential inflows were heating up the market. 

However, underlying this capital flow is the country's success story 
that is here to stay. So, the flooding could repeat. Further, capital con- 
trols will then be seen as a regressive move, since India is already walking 
up the full convertibility path. 

The answer clearly lies in developing the 
domestic market, both on the debt and equity 
fronts. And, the markets must deepen with 
funds that are currently in bank deposits, post 
office certificates and the other such reliable 
instruments that add up to around 11 per cent 
of GDP. Currently, a very small portion of this 
finds its way into the markets through Unit 
Linked Investment Plans (ULIP), mutual funds 
and a small portion of incremental deposits 
that banks are allowed to invest in the market. 
The superiority of this capital lies in the fact 
that it is least prone to flight to markets over- 
seas, unlike capital brought by foreign institu- 
tional investors, thus ensuring less volatility. 

But to develop this requires a vigilant mar- 
ket regulator who is able to gain the confi- 
dence of the small investor. At present, the regulator cannot really lay 
claim to such confidence. Greater market participation by the small 
investor will only ensure a second degree of financial inclusiveness—the 
first being that of replacing the informal lending systems in rural India 
with the more efficient banking system. Importantly, the small investor 
will then be able to reap the benefits of the country's growth story more 
efficiently. Surely, the Chinese do have a problem on this count as well— 
their growth story is far richer, but, alas, skewed, with rural China still in 
the grips of grinding poverty. 

For a government that is busy licking its wounds inflicted by its 
allies—particularly by the Left parties on the Indo-us nuclear deal—this 
issue offers succour. Here's why: it must revive the Insurance Bill cur- 
rently in Parliament that seeks to allow select mutual funds to operate 
the pension funds of employees. Overcoming the Left parties' allergy to 
markets and capitalism will not be easy, but it is easier than getting them 
to agree to a nuclear deal with the United States. After all, China, too, is 
now addressing the issue of financial inclusion. 

BALAJI CHANDRAMOULI 





5 * Bunu bi| * sajosuo: ว ว ุ น ล ay ye 


hu 





+] ' ธ อ ิ น ท ๐ | pue 8510 'əneəu) aurou "ธิ น แน เต pue ` 
N V $ 6 SUAI] 404 "อ เค ์ 1 ร 5 อ แ แ | 1noÁ sejenjuaooe jeu อ ร เอ ธิ น เน ด 1 อ ด อ puy ' น อ ผู ว ร ม ล ย 
> pajAjS-u0]Sn5 'sino|o2 001 u! ‘Hozwo pue Kinxn| 'sdiusuone|ə1u 





เว พ ง £P 


i . JOOD OS VA be 


SONY. 


Colours of India 
come alive 





Model Screen Size| MRP Model Screen Size| MRP Mode! Screen Size| MRP 
X KLV-52X350A | 52 (132 cm) | 399,900 W KLV-46W300A | 46 (117 cm) | 189,900 D KLV-40D300A | 40 (102 cm) | 119,900 
KLV-46X350A | 46 (117 cm) | 249,900 KLV-40W300A | 40 (102 cm) | 129,900 KLV-32D300A | 32 (81 cm) | 69,990 

SERIES | KLV-40X350A | 40 (102 cm) | 179,900 SERIES SERIES 
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10-bit LCD panel 
reproduces finer 
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shade of colours 
more naturally. 





Other Panels 10-bit Panel 10-bit Without Live BRAVIA With Live LIVE COI 
= Colour Creation Colour Creation a > i 
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Registered Office: Sony India Pvt. Ltd., A-31, MCIE, Math 


For sales and service queries, call 1800-11-11-88 (Toll Free) or e-mail u: 
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Model Screen Size | MRP Model Screen Size | MRP 
S 990 | WARRANTY 
KLV-37S310A1 37 (93 cm) |69,990 | Make sure it's a Sony. 





KLV-46V300A | 46 (117 cm) | 149,900 KLV-40S200A | 40 (102 cm) | 89,990 
"ES Sree en 40 (102 cm) een SERIES : 

LV-32V300A : 81 cm ,990 KLV-328310A | 32 (81 cm) | 49,990 

KLV.26V300A | 26 (66 cm) | 39.990 | Insist on your Sony India Warranty Card. 
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NEWSMAKER 


FRANCISCO D'SOUZA 


D'Souza: ‘Thinking big, thinking global’ 


RANCISCO D'SOUZA, 39, IS BEING CREDITED WITH 
heralding a change in the outlook of Cognizant 
Technologies. The company recently paid $135 
million (Rs 540 crore) in cash for KPO company 
MarketRx. Cognizant, a conservative company, has 
paid more than three times MarketRx’s annual rev- 
enue. D’Souza justifies it, saying: “This is a strate- 
gic acquisition with good margins, but does not 
signal a change in our acquisition strategy.” 
D’Souza’s motto is “think big, think global”. An 
alumnus of Carnegie Mellon University, where he 
studied management, he was recruited from the 
campus by Dun & Bradstreet. Cognizant is the off- 
shoot of the IT arm of D&B, which D'Souza set up in 
1994. He grew within Cognizant as a core member of 
the management team, progressing from Director 
(US Operations) to Vice President (North American 
Operations), to Senior Vice President, COO and now 
President and CEO. "If there is one thing in my life that 
has made a decisive impact on business in Cognizant, 
it is the multicultural experience | have gained and 
cherished." The son of an IFS officer, he has studied 
in seven schools around the world—in Panama, 
Zaire, New Delhi, New York, Trinidad, Hong Kong and 
Pittsburgh. His next goal: ramping up Cognizant's rev- 
enues to $2 billion (Rs 8,000 crore) in less than six 
quarters after hitting the first billion. Indian IT pow- 
erhouses Infosys Technologies and Wipro took eight 
to nine quarters. Can he do it? Watch this space. 
NITYA VARADARAJAN 
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$40€ U million (Rs 1,600 crore): Private Equity 
(PE) investments in the domestic healthcare and 
pharma industry during the first nine months of 
this calendar year 


): The number of registered Fils in the 
ners as on October 18, 2007 


DFO billion: The amount President George W. 
Bush has asked from the US Congress to fund the 
wars in Iraq and Afghanistan and finance other 
national security needs 


) (Rs 10 lakh): The average annual 
pay of Indian IT professionals, according to a Mercer 
survey. They (Indian IT professionals) are among 
the worst paid globally. IT pros in Switzerland get 
the best pay ($140,960) 


(ts ~ 

$3.0 billion (Rs 14,400 crore): The value of cross- 
border M&A deals struck by Indian companies in the 
second quarter (July-September) of 2007-08 


Ba Ft f 
, 


1 Z .OQO per cent: The rise in the Sensex during 
September 2007 compared to the 1.49 per cent fall 
it registered during August 2007 


85 3. The number of passengers that the Airbus 
A380 plane, the world's largest airliner, can seat 
compared to 568 in the Boeing 747 


p £ billion (Rs 4,480 crore): The net worth 
of J. K. Rawaq author of the Harry Potter 

series. She is the first author to become a 

dollar billionaire 


1 UO: The number of dollar billionaires in China, 
seven times as many as last year. The figure was up 
from just 15 billionaires in the 2006 list, a surge 
attributed in particular to a steep rise in stock and 
property prices, according to the Hurun rich list 
compiled by Shanghai-based accountant 

Rupert Hoogewerf 


C JU million: India's telephone (mobile and fixed 
line) subscriber base. About 7.8 million 
subscribers were added in September 

ZIV, VUL ). : The number of candidates who 
will sit for the CAT (Common Admission Test) in 
November 2007; about 190,000 candidates took 
the exam in 2006 


A st "ni EPA 


c 


is about similar perspecti 


VES. 


Goals. Challenges. Milestones. What drives you drives us too. To make your 
Management services suite keeps your mind free from wealth matters 
invest soundly and achieve your nanci goat: in ways most convenient 


privileges We Say Silla | shine Tf | 


SMS WEALTH to 5676766 Ls . [04 [e= | Bank 


Wealth Management 


a mam s = 


Expertise to back you 


L CAA A MA) MALE Lol ur ' Lie se Py T m 





bt trends/ graphiti 


Decoding 
the indian HNWI 


India now has 100,000 high net worth individuals 
(HNWIs). This number rises to 150,000 if NRIs 
are included in the list. The 11th Merrill Lynch- 
Capgemini study of HNWIs in the Asia Pacific 
region throws up interesting nuggets of 
information. T.V. MAHALINGAM 
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Equities Wa Fixed Income WE Cash/Deposits 
RealEstate "=E Alternatives Figures in per cen 


An HNWI has been defined as a person with $1 million (Rs 4 crore) 


in assets apart from the value of his or her residential house. HNWIS in India 


STEADY PROSPECTS FOR GLOBAL FDI FLOWS 


Global FDI flows grew in 2006 for the third consecutive year to reach $1,306 billion, the second-highest level ever recorded. 
The upward trend in FDI is expected to continue in 2007 and beyond—albeit at a somewhat slower rate than in 2006, says a recent Unctad report. 
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TO BE PRECISE 





“No matter what our discomfort with some 
categories of participatory notes that have been 
issued by market, the instrument is here to stay" 
M. Damodaran, Chairman, SEBI, in Mint 


"Ask one billion people, and 99 per cent 
of them are going to say they want a car. 
The problem is: how many can afford it?" 


Jagdish Khattar, MD, Maruti Suzuki India, im International Herald 
Tribune 


"This country is not short of skills or brains. 
What we lack, and what I think we always have 


lacked in this country, is effective management" 
Sheila Dikshit, Chief Minister of Delbt, in McKinsey Quarterly 


“It’s no secret that India is becoming the sport's 
(cricket's) financial powerhouse" 
James Fitzgerald, ICC spokesman, in Newsweek 


"There are two faces of Asia—one is 
shimmering, the other is shivering. Unless the 
problem is addressed, shivering Asia will 
totally eclipse the shimmering part" 

Ifzal Ali, Chief Economist, ADB, m Bloomberg 


"After years of frenzied lending, the music has 
stopped. As lenders pick up the pieces, 
musclemen have become visible as banks and 
other financial institutions step up their 
recovery efforts" 


S.S. Tarapore, former Deputy Governor, RBI, one tbe use of musclemen as 
loan recovery agents, in Hindustan Times 


"Allow me to point out the irony of this 
situation. Countries that were references of 
good governance, of standards and codes for 
the global financial system are now the same 
countries where financial problems are 
threatening to wreck global prosperity " 


Guido Mantega, Finance Minister, Brazil, on the recent US subprime crisis, 
in The New York Times 


“In India, all it takes is a little deregulation, and 
whole sectors go from sleepy oligopolies to 
highly competitive environments overnight" 


Nandan Nilekani, Co-Chairman, Infosys Technologies, on tbe "India 
model of development”, in Fortune 
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MURUGAPPA GROUP- NDTV PROFIT MURUSAPPA 
>>>>>SUMMIT 2007 Nerv 
PROFIT 


MAKING OF THE INDIAN CENTURY 


India has never colonised another country. 
Now it’s ready to conquer the world. 


Announcing the Murugappa Group - NDTV Profil 
Summit 2007. A gathering of the finest minds to 
discuss the ‘Making of the Indian Century’. Four 
sessions in Chennai, Kolkata, Delhi and Bangalore 
about Hidden Intemational Opportunities for Indian 
Companies in the Flat World, The Demographic 
Dividend, Innovating to Win, and Can India Sustain 
its Success Story? Leading up to o grand caucus in 
Mumbai on November 29 with lop management 
professionals and luminaries from a wide specirum of 
industries, Come. Your time is now. 
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bt noted 


ACQUIRED: By 
Satyam Computer 
Services, the UK- 
based Nitor Global 
Solutions, a niche 
consulting firm that 
provides infrastructure 


í 


management services for $5.5 mil- 
lion cash. This is the second acqui- 
sition by Satyam Computer. 





SURGED: To $34 billion 
(Rs 1,36,000 crore) a day, the vol- 
ume on the Indian foreign exchange 
market. This is 385 per cent higher 
than the average figure for 2004 
and is the second-highest growth 
recorded among all countries sur- 
veyed by the Bank for International 
Settlements. China, which leads on 
this parameter with an 800 per cent 
growth, still has an underdeveloped 
forex market with an average daily 
turnover of $9 billion. 


INCREASED: To $10.5 billion 
(Rs 42,000 crore) M&A volumes in 
the Indian banking and financial serv- 
ices sector so far in 2007 via 38 deals. 
The figure for the whole of 2006 was 
$707 million and 23 deals, according 
to a study by Dealogic. 


PLANNED: By the Government of 
India, a thorough revamp of key indices 
such as the Consumer Price Index 
(CPI) and the Index of Industrial 
Production (IIP), to make them relevant 
to the current socio-economic envi- 
ronment. The base year for the new in- 
dices will be 1999-2000. 


RANKED: By the Illinois-based Million 
Dollar Roundtable, an association of the 
world's best life insurance sales pro- 
fessionals, SBI Life Insurance, at #5, in 
terms of number of members, on the 
list of global insurance companies. 
SBI Life is the first Indian company to 
figure among the top 10 global insur- 
ance firms in terms of MRDT mem- 
bership. Korean insurer Samsung Life 
Insurance leads the table. 


ANNOUNCED: By 
Larsen & Toubro, 
| plans to build two new 
ports at a total cost of 
Rs 3,000 crore, and 
its third shipyard in 
the country. L&T is al- 
ready involved in the building of a port 
at Dhamra in Orissa—in partnership 
with Tata Steel—and another at 
Kakinada in Andhra Pradesh in part- 
nership with the state government. 





HARVARD COMING TO INDIA 
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TELECOM BASE 





O FAR, 2007 HAS BEEN A GREAT 
S year for the Indian telecom in- 

dustry. In another landmark 
achievement, the Indian telecommu- 
nications network is closing on the 
250 million mark and may well have 
crossed it by now. Till the end of 
September 2007, India had 248.66 
million subscribers. Wireless sub- 
scribers accounted for more than 80 
per cent of these, at 209 million. This 
segment added 7.80 million sub- 
scribers—5.92 million in the GSM 
sub-segment and 1.88 million in 
CDMA—in September, compared to 
8.31 million in August. It took 10 
years from the time mobile services 
were launched in India in 1995 to 
reach the 100 million subscriber mark, 
and just another two years to breach 
the 250 million milestone. 

Andhra Pradesh tops the list with 
16.53 million wireless phones, fol- 
lowed by Maharashtra (excluding 
Mumbai), with 16.39 million phone 
users. Delhi, with 14.19 million wire- 
less phones, is at third place. Total 
wireless phone subscribers in Mumbai 
stood at 11.52 million. 

Overall, tele-density has touched 
21.85 per cent against the target of 15 
per cent by 2010; growth has, thus, 
far outpaced projections. 

MANU KAUSHIK 





Pearl School of Business 


| ED recon 


Offers Unique Opportunity to Executives to advance their management knowledge through 
Master of Business Administration (Executive) 


and learn the art of creating management knowledge through 
Doctor of Business Administration 














1 เว | Towards A Quest For Knowledge Creation 

Step Forward to Global Leadership amd tor tia fist me Wi india | 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in October 2007. 


Deal Particulars: Cognizant Technology Solutions Corporation, a leading provider of global in- 
formation technology and business process outsourcing services, announced that it has signed a de- 
finitive agreement to acquire New Jersey-based MarketRx Inc., a leading provider of analytics and 
related software services to global life sciences companies in the pharmaceutical, biotechnology and 
medical devices segments. Cognizant will pay approximately $135 million (Rs 540 crore) in cash for 
the deal, implying an EV/revenue multiple of 3.4. 

Cognizant has a strong presence in the healthcare segment and approximately one-third of its rev- 
enues come from this vertical. This acquisition will further broaden its service offerings for the life 
sciences industry, while providing strong synergies with its existing Business Intelligence/Data 
Warehousing and CRM services. 


Impact Analysis: The deal is part of a growing trend of IT companies building 
capabilities by acquiring relatively smaller companies focussed on niche areas (like market 
analytics, in this case). As a result of this acquisition, Cognizant will have an access to 75 cus- 
tomers, including top pharma and biotech companies in US. The acquisition will, therefore, 
provide Cognizant an opportunity to leverage its existing capabilities in the healthcare space to cross- 
sell additional offshore services in applications management and development to these compa- 
nies. This acquisition will also help Cognizant strengthen its offerings across all areas of the life 
sciences value chain, from R&D, manufacturing to sales and marketing operations and, at the same 
time, strengthen its global delivery platform in the analytics space. 


INDUSTRY DEAL VALUE 


(Rs crore) 





Ned Energy Time Technoplast - Basic Materials Acquisition Undisclosed 14% 
Industronics Berhad ROP. o L < Diversified Investment Undisclosed 30% 
Baroda Pioneer AMC Pioneer Investments Mutual Funds Acquisition Undisclosed. 51% 
Alcan's stake in Utkal Alumina Intnl. Hindalco Industes / ^ — — ^. Metals Acquisition Undisclosed Undisclosed 
Vestas RRB Merrill Lynch's Private Equity Arm — Industrial Products Investment — 218 XX 
ONGC (block UD1 (98/2 block) Norsk Hydro. ~ > Oil&Gas Investment Undisclosed 10% 
J&B Software Siinfotech Technology Acquisition — 9847 100% 
Genomics Business of Gene Logic Ocimum Biosolutions 3 Technology Investment 39 Undisclosed 
Sigma Electric Goldman Sachs = Metals Investment — 670.8 Undisclosed 
PA Corp Quintegra Solutions 1 11 Technology Acquisition — 198 10076 
DWI Holdings HimatsingkaSeide == ^ 1 Consumer Products Acquisition — 118 100% 
GTL Infrastructure Clutch of private equity players — Telecom Investment — 1,200 Undisclosed 
MarketRx Cognizant Technology Solutions โอ ท ล | อ ย Services Acquisition — 540 - Undisclosed 
Havells India Warburg Pincus 7 |Eectrical Goods Investment — 432 11% 
Block 11-12, Caspian sea, Turkmenistan ONGC-Mittal Energy Oil&Gas Investment Undisclosed. 30% 
Morton Grove Pharmaceuticals . Wockhardt Pharmaceutical Acquisition — 149 10075 


Includes only M&A, private equity and brand sale transactions 


Ernst & Young ts a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 


undertake any responsibility in regard to any such decision. 
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Your potential. Our passion 


Microsoft 


The stylish new Motorola Q8 
powered by Windows” Mobile* 


Empower yourself and your team with Windows Mobile Phones. 


* Get your e-mail on the move 


Windows 
Most scalable mobile solution with no extra investment required on additional e 
Servers or Software (with Microsoft Exchange Server) d Mobi le 
Access Word, Excel, PowerPoint and a wide range of applications 


Unlimited entertainment options like music, camera, internet, chat and much more 


Choose from a wide range of smart phones from leading device partners 
hrc | @ | imate | O | MOTO: 


Cali these numbers for the stylish Motorola Q8: North: Chandigarh - UTILITY ENGINEERS: 2608855, Pa jl Distb : 5075085 Delhi / NCR- SMARTMART: 41724384, HOTSPOTS RETAILS PVT. LTO: 9873816360 1 
43550000, Indian Overs seas Co. Pvt. Ltd: 2214 1067 74 Excel India 0455663 9999318561, HRA Sales Corp 89710, 9999689716, S V Entp.: 9810162045 , Amritsar Vohra Elec: 9876046614. Jaipur 
9828156067. 982816 sara! Dist 333066030, 9984171037, West: Mumbai- ATLAS RADIO TRADERS: 4004454 5454. PHONE Si ¿S 100 25434000 Ever est Inti 46 8 ย 4646 4 
T ) 11; . mental Compu ters 2381 0161 Eesh Entp RAS? Mahesh Entp ^ 332041 14232231313 
3851 -TRONICS 25885391 NASH 9850 781561, N S Jain & Co. Pvt. Ltd a 
9824440241 Agam Trade Link :2003, South: Bangalore- KOMAL ENTERPRISES: 41253801. 23149679. JBC IMPEX 5 . 
Megaa Tech Mktg.: 93 315 /b, 9 303, 9900546300, 9900546302 Edge Mobile 9886700110 90022 3826 Chennai- BHAWAR TEL 26224365. Shreeram Telecom: 9& 9884019 
am Agences 9840047700 840987710, Bhawartel: 9841410520, 3940420 Tele Winner. 9841295440 Hyderabad- Mahashakti £ tp. Pvt res 991222 chan Mktg 
Varkerts 9849888099 Cochin- Q uilon Radio Services(QRS) : 9847931729, 9847054258. FAST: Kolkata- $ Surya Business Pvt. Ltd: 9831174702, Veer Disth Pvt. Ltd: 9433794449. 24495639/40 < 
Siliguri- T.N Distb. Co: 2640 784]: 35, Guwahati- Kamal Elec: 2519628, Patna- Kumar Distb: 2578825, 2570096, Bhubaneswar Abhay Kumar Rahul Kumar 9437010298 


Windows Mobile range available at all leading phone stores. To know more sms SMART NOSIE to 58888 (A=i-mate, B=Palm, C=HP, D=HTC/Dopod, E=Motorola 
www.microsoft.com/india/windowsmobile. For further information welts (HTC/Dopod): 9910193399, -mate : 011-41523090, 99102 94949, 98187 54141 ๑ ] 
650 1108, 1800-1032233 EXF : 1800-4254999, 30304499 - ด ๑ ๐ ๓ ๐ ๑๐ ๕ ๐๑ 1 1800-111211, 39026686 


“Best buy price. © 2007 Microsoft Corporation. All nghts reser " Your potential. Our Passior ws, Windows Mobile and NET are either registered trademar 

United States and/or other countries. Features shown in the above dev vices may vary. Terms and Conditions apf p oh Conne devices, connectivity and over-the-air synchronsatio 

equipment and/or other wireless products (e g. WiFi card, network software, server hardware, or redirector software). Service ans are required for Intemet, WiFi and phone access. T 

purchased separately. Features and performance may vary by service provider See device manufacturer service provider and/o ‘porate [T department for details. Available programs (suc 

PowerPoint® Mobile, Excel® Mobile O Qutlook* Mobile. Mobile CRM 30 and sales Force Automation), features and functionality vary by device and Windows Mobile ope rating system. Names o À 

be the registered trademarks of the respective manufacturers Microsoft does not manufacture any of the devices featured above WcCanr/MSFT/11/07 
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The Rise of Emerging Asia — 

Asian growth is intact and the fallout from the global financial turmoil is eminently 
manageable, says a recent International Monetary Fund report. 

Growth across much of the region continued to rise in the first half of 2007, exceeding 
expectations. This was especially the case in emerging Asia (China, India, Hong Kong, Korea, 
Singapore, Taiwan, Indonesia, Malaysia, the Philippines, Thailand and Vietnam). China and 
India continued to lead the pack with growth rates of 11.5 per cent and 9.5 per cent (year- 
on-year), respectively. 

Emerging Asia: GDP Growth 


(Year-on-year per cent change) 
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Most countries in the region continue to experience large current account surpluses. With 
exports on the rise, the region's current account surplus reached an estimated 5 per cent of 
GDP in the first half of 2007. 


Asia: Official Reserves 
Riding the higher growth rates, the foreign exchange reserves of Asian countries are growing. 
2004 2005 — 206 2007 
Industrial Asia 888 899 964 1,007 
Japan 845 847 895 932 
Australia 37 43 55 58 
New Zealand 7 9 14 17 
Emerging Asia 1,776 2,035 2479 2.997 
NIEs* 67 704 175 801 
Hong Kong 124 124 133 137 
Korea 199 210 239 255 
Singapore 113 116 136 148 
Taiwan 242 253 266 261 
China 619 826 1.073 1.39] 
India 131 137 177 227 
ASEAN-5 174 184 221 289 
Indonesia 36 35 43 51 
Malaysia 67 70 83 1H 
The Philippines 15 18 23 30 
Thailand 50 52 67 74 
Vietnam 6 a 11 21 


Asia 2,664 2,934 3,443 4,004 
Source:0ECD Data Company Figures in $ billion 


Asia’s Share in World Trade Flows 


The export-oriented growth strategies of emerging Asian economies have been reflected in 
high trade growth and a steady increase of their share in world trade. The share of emerging 
Asia in world trade flows reached 34 per cent in 2006, up sharply from 21 per cent in 1990. 
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แพ พ Emerging Asia-related flows IB Industrial Asia-related flows 

Source: IMF Direction of Trade Statistics and staff calculations. 

*Newly Industrialised Economies (NIE): Hong Kong, Korea, Singapore, Taiwan 
Industrial Asia: Japan, Australia and New Zealand 
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BNP PARIBAS 


TURKEY 


BNP PARIBAS 


“BNP Paribas is very satisfied with its investment realised in the Turkish bank TEB. 

The two banks are highly complementary and we have been able to create a very synergistic 
entity. Since our investment in 2005, we have increased the number of branch offices in TEB 
from 91 to over 230 and our teams have grown from 2180 to more than 4500 people. 
Turkey offers a very strong potential in the banking industry. We were attracted by the size 
of the market, the quality of the manpower, and the geographical proximity to the EU.” 
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BNP PARIBAS Mr. Baudouin PROT, BNP Paribas CEO j 
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INVEST IN TURKEY 

» Population of 70 million people with an average age  * GDP increase of 122% in the past 4 years, 

of 29 and 65% are below 34 years old. reaching 400 billion USD. 
» Approx. 400,000 university graduates per year. ๑ Ranked as the 17* largest economy in the world 
» Young, well educated and motivated professionals. and the 6'^ largest economy in the EU. | 
e Highly competitive investment conditions. ๑ Ranked as the 13t most attractive country in : 
๑ Exports increased 240% in 4 years, up to 85 billion the world for FDI (oco 2006). i 

USD as of 2006. * FDI worth 20.2 billion in 2006. | 


๑ Access to the EU, Central Asia and the Middle East. « Annual Average GDP growth of 7.4% per year since 2002. E 
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The Audi A6. Follow your own rules. 


The philosophy of Vorsprung durch Technik digtates an 


ongoing quest to provide superior automotive Solutions. 


This makes it impossible to follow the status quo. The 
Audi A6 exemplifies this spirit. From it's leading ธะ ไอ ฮ่ อ ก 
design, to the high quality lüxurious interior, the bound 
aries have been pushed to produce an exceptional 


หร ว all axnectatinns 


Featuring innovations like quattro, Audi's legendary all 
wheel drive, Audi's unique Multi-Media Interface (MMI) 
enabling absolute control at the touch of a single button 
and four-zone climate control, it seems logical that the 
Audi A6 was voted India's Import Car of the Year 2006. 
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Vorsprung durch Technik. 
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Fresh Lease of Life 





Participatory notes are alive—just about—and the markets are kicking. MAHESH NAYAK 


1200-POINT, OR 6.4 PER 

cent, surge in just two 

days—which allowed 

the benchmark index 

of the Indian markets, 
the Sensex, to hit 20,000 in intra- 
day trading, at the time of writ- 
ing—was hardly the reaction ex- 
pected after the market regulator's 
ostensible curbs on foreign inflows 
from portfolio investors. But that's 
exactly what happened. One pos- 
sible explanation? The Securities 
& Exchange Board of India (SEBI) 
didn't kill the offending instruments 
called participatory notes (or PNs, 
which essentially enabled foreign 
investors not registered with SEBI 
to buy domestic stocks), as was ex- 
pected, and advocated, in certain 
sections of government, the market, 
and the media. Rather, what M. 
Damodaran, Chairman, SEBI chose 
to do was to tone down his final 
recommendations on P-notes, which 
are less stringent than the regulator's 
original draft. 

The three redeeming factors: 
Sub-accounts of Fils—either corpo- 
rate or proprietary—that have sent 
a letter of intent to register as an FII 
needn't wind up their existing po- 
sitions within 18 months. However, 
those entities that haven’t sent in 
their letter of intent would have to 
liquidate their positions in 18 
months. Second, Fils issuing off- 
shore derivative instruments (ODIs) 
with a notional value of PNs out- 
standing (excluding derivatives) as a 
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THE ROUGH WITH THE SMOOTH ; 
s new norms on foreign flows have their pros and cons. 


พ Will encourage direct participation from pension funds, 
endowments, university funds and charities. 

m A one-year track record of the fund seeking SEBI registration 

as an FII will not be considered; only performance of fund 

manager will be taken into account. This will make 





m The limit for a single investor in an account has been 
increased from 10 per cent to 49 percent. — 

m Proprietary or corporate sub-accounts that have applied for 
FII registration can continue with business as usual. 


NEGATIVES 





m 0nly regulated entities in their country of jurisdiction can participate in the Indian market. 
This will see no new unregulated foreign investors investing in the Indian market as well 
as will see an outflow of funds from existing entities that aren't regulated. 

m Short-term flows can be impacted because as people who are not registered with SEBI 
as Flls will have to unwind their position in the next 18 months. Of the total P-notes, 30 
per cent (Rs 1.17 lakh crore) of P-notes have derivatives as their underlying. 


percentage of their assets under cus- 
tody (AUC) of less than 40 per cent 
shall be allowed to issue further 
ODIs at an incremental rate of 5 per 
cent of their AUC in India. Finally, if 
the notional value of PNs outstand- 
ing is more than 40 per cent, Fils can 
continue with their current exposure 
but they can issue fresh PNs only 
against cancellation or redemption. 
There, say marketmen, are signifi- 
cant concessions vis a vis the earlier 
proposed recommendations. 

Yet, it isn't as if PNs have been al- 
lowed to run amok. Curbs have 
been put in place, which will have 
an impact on FII flows, which had 
hit a record-breaking Rs 71,013 


crore in 2007, till October 26th. 
Says L. Brooks Entwistle, Managing 
Director & CEO, Goldman Sachs 
India: “This (SEBI norms) will slow 
down foreign flows into India, and 
we may also see an outflow on ac- 
count of unwinding from Fils.” SEBI 
has ensured that entities—prima- 
rily the cash-heavy hedge funds— 
that aren’t regulated in their coun- 
try of origin will not have a window 
to PNs, with immediate effect. 
What’s more, they will also have 
to unwind their positions in the 
coming 18 months. This is incre- 
mentally negative in the short-term 
from a funds flow perspective, say 
analysts. SEBI's stand of course is 
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that it can now put a face to every 
Investor coming into the country. 
The stringent norms on PNs 
were more focussed on derivatives 
because there aren't any restric- 
tions on the exposure limits of for- 
eign investors in the derivatives 
market. Restrictions are present, 
with respect to FII exposures in in- 
dividual companies, in the cash 
market. Also, the nature of the 
beneficial ownership or the identity 
of the PN holder is not known. 
The instrument is freely transfer- 
able and trading makes it all the 
more difficult to track the iden- 
tity of the owner. Says Shuchita 
Mehta, Senior Economist of 
Standard Chartered Bank: *The 
recommendations are positive as 
this is not a blanket ban on PNs, but 
largely aimed at controlling the 
leverage flexibility of PNs and re- 
ducing the amount of unregulated 
money entering the system. The 
measure to ban PNs with deriva- 
tives as underlying instruments is 
not only for increasing trans- 
parency in the flow of money, but 
also to slow down the quick pace 
of appreciation of the rupee; in 
the next few months inflows 
through this route will slow." 
The notional value of PNs has 
grown by more than 11 times since 
March 2004 to roughly $88 bil- 
lion (as of August 2007), or 51.6 
per cent of all AUC of Fils or their 
sub-accounts, and approximately 
30 per cent of these are with un- 
derlying as derivatives. The problem 
is in the next 18 months. Even if we 
consider a 10 per cent outflow 
from the total Rs 1.17 lakh crore 
(30 per cent of the total PNs with 
underlying as derivatives), we are 
talking about an outflow of $3 bil- 
lion (Rs 12,000 crore). However, 
the long-term benefit is clear: The 
regulator will be able to track the 
source of foreign money that's en- 
tering Indian stock markets. 
However, the other benefit, of tam- 
ing the rupee, may not materialise. 








Round Two 


The war of the Bajajs for the 
group's assets resumes. 


AST FORTNIGHT, THE WARRING 
brothers of one of India's best- 
known business families, Rahul and 
Shishir Bajaj, resumed their fight 
for separation. Representatives of 


both sides appeared before the com- 


pany law board (CLB), each slap- 
ping allegations on the other other. 
A battery of at least a dozen lawyers 
appeared with tonnes of documents 
to support their charges. 
However, the efforts of the 
CLB, which had asked the two to 
sort out the disagreement amicably, 
weren't enough. The board, 
headed by Chairman S. 
Balasubramanian, had asked the 
two groups to prepare a report on 
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THE HOLDING COMPANIES 


“Shekhar Bajaj - 
16.67% 7 


Madhur Bajaj 
16.67% 






Niraj Bajaj 
16.67% 









Rahul Bajaj ——A Shishir Bajaj 
25% BAJA) SEVASHRAM 25% 
DIRECTORS Holding in Group Cos. percent 

e Shishir Bajaj, Chairman | 

e Shekhar Bajaj TA 27239 

e Dhirajlal S. Mehta Bajaj Auto . . 

e Hari Prasad Nevatia  BajajElecticals — 

e Vinod Nevatia  . Bajaj Hindusthan 
JAMNALAL SONS 

© Niraj Bajaj (Chairman) — MEAM woo 

e Shishir Bajaj | Bajaj Auto 

© Dhirajlal S. Mehta -Bajaj Electricals 

Hari Prasad Nevatia Bajaj Hindusthan . 
BACHHRAJ & CO. 

๑ Shishir Bajaj (Chairman) o Muond 

๑ Niraj Bajaj Bajaj Auto 

e Dhirajlal S. Mehta Bajaj Electricals 


the areas of dispute that are hold- 
ing up a mutually acceptable agree- 
ment for splitting the family busi- 
ness, by Novemeber 26. The CLB 
has also directed the two Bajaj 
factions to list the points of con- 
tention responsible for the differ- 
ences between the two. *(I told 
them) you first tell me the areas of 
difference, and I would then make 
an attempt (to resolve the issue). 
But no one is talking about them," 
said Balasubramanian during the 
CLB proceedings. 

The brothers were given about 
two months by the CLB to amicably 
solve their dispute over the direc- 
torship and control of two of the 
family's holding companies— 
Bachhraj & Company, and 
Jamnalal Sons. These are two key 
companies that hold shares in other 
group companies. While Rahul 
Bajaj's group made it clear before 
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the CLB last month that they have 
failed to settle the ownership battle 
over their family business empire, 
Shishir maintained that he wants 25 
per cent of the ‘family interest’ as 
per his entitlement. The dispute is 
primarily over a clear-cut division 
of the companies in the Bajaj 
group—Bajaj Auto, Bajaj Electricals, 
Bajaj Hindusthan and Mukand. 
While Shishir Bajaj group has man- 
agement control over Bajaj 
Hindusthan and Bajaj Consumer 
Care, the remaining companies are 
under the control of the Rahul 
Bajaj group. Shishir Bajaj now 
wants to split the ownership, but 
Rahul says: “Things won’t happen 
the way he (Shishir) wants it.” Once 
the two factions file their report 
in November, the CLB is expected 
to assign a date in January when it 
would take up the issue again. 
AMIT MUKHERJEE 
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TCS Makes 
the Big Deal 


The bellwether of IT services 
is still in clover. 


UST WHEN MOST ANALYSTS WERE 

speculating about the end of the 
IT industry's honeymoon with the 
stock markets, India's largest IT 
services company came out with 
good numbers for the September- 
ended quarter (earnings were up 
22.8 per cent over the previous 
year's corresponding quarter, and 
6.3 per cent sequentially). And 
when that was followed up with an 
announcement that TCs had bagged 
the largest ever contract in the his- 
tory of the Indian IT services in- 
dustry, things suddenly didn’t look 
so bad for the sector. 

Last fortnight, TCS announced 
that it had signed a $1.2-billion (Rs 
4.800-crore) deal with international 
consumer and media information 
services giant Nielsen, for out- 
sourcing a part of its IT and opera- 
tions functions. Under the 10-year 
agreement, TCS will assume respon- 
sibility for certain finance and human 
resource business processes, which 
will be executed on new BPO plat- 
forms built by TCs. 

Says TCS CEO & MD S. Ram- 
adorai: *This deal is a milestone for 
the industry as well as for TCs. The 
$1.2-billion deal is very strategic for 
us as well as a benchmark for the in- 
dustry itself. It illustrates our credi- 
bility and level of involvement with 
the client”. The Tcs-Nielsen deal is 
bigger than the billion-dollar deal 
struck by Tech Mahindra and BT 
Group last year. That deal, how- 
ever, is over a period of five years. 

Market watchers believe that 
the deal could have a rub-off effect, 
and help TCS bag similar contracts. 
Partha lyengar, VP and Regional 
Research Director at Gartner, a 
global rr research and advisory 
firm, believes that the contract is 


an indicator of the fact that Indian 
companies and TCS are “ratcheting 
up their ability to move to the 
next step, in terms of the scale of 
deals they can win and deliver ef- 
fectively.” He, however, believes 
that balancing such large deals 
along with profit margins might re- 
quire some work. “This is new 
ground for the Indian providers 
and they will need to work hard 
to ensure that they do not lose 
their current core competence in 
managing the costs of their en- 
gagement. If they are unable to 
do so—and the biggest risk in this 
is that they are unable to ade- 
quately understand some of the 
hidden risks of these large deals as 
well as the very different deal dy- 
namics—then they will suffer 
some level of margin erosion from 
the stratospheric levels they are 
at today,” adds lyengar. 
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TCS’ Ramadorai: Billion-dollar milestone 


TCS, for its part, maintains that 
the profit margins on the Nielsen 
deal will be in line with its out- 
sourcing business. *We have com- 
pletely protected our margins in 
the deal," says N. Chandrasekaran, 
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COO, TCS. "Inflationary needs have 
(also) been taken care of," he adds. 
Revenues from the contract 
will start accruing from the current 
quarter. 

Àn appreciating rupee not 
withstanding, TCS doesn't see a re- 
versal of fortunes in the near fu 
ture, although Ramadorai does 
hint that the days of heady growth 
may be over. “We may not be 
having revenue growth of 40 per 
cent-plus any more but have set- 
tled down to a revenue growth of 
25 per cent-plus as an industry 
year on year. Margins will grow 
around 20 per cent-plus. How 
many other industries offer such 
growth consistently?" questions 
Ramadorai, pooh-poohing talk of 
the rr industry's waning love affair 
with the bourses. 

T.V. MAHALINGAM 
ANUSHA SUBRAMANIAN 
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Steel is strong but light. It bends easily but 
instantly returns to its original shape. It has 


extreme load-bearing capacity. When necessary 


y 


steel structures can be easily expanded, further 
strengthened or relocated. They need fewer 
columns to stand on, minimizing waste of space, 
time and saving cost. No other construction 
material delivers so much for so little. Invest in 
steel and it assures peace of mind for a lifetime 
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(Re)defusing 
a Problem 


Can Mahesh Chauhan turn 
around the off-colour agency? 


HE SITUATION IS HARDLY NEVW, 

but trust 38-year-old Mahesh 
‘Mash’ Chauhan, President, Redi- 
ffusion DYR to actually spin it dif- 
ferently. Fairly circumspect though 
his approach has been, since he 
took charge in October 2006, he's 
been busy attempting to generate a 
healthy buzz for his agency. 
"GoaFest (the annual jamboree of 
the Advertising Agencies 
Association of India) this year was 
the inflection point. Very few were 
planning a trip, but I decided to 
take over 100! We hosted a party 
there, and invited who ever wanted 
to join in. It kept swelling and peo- 
ple took notice,” he says. 

Sounds flippant? But for an 
agency that’s down in the dumps, it 
has had a desired effect. “He knows 
how to generate buzz and that was 
a clever way of getting people to 
talk. This, when the agency was at 
its lowest and nobody really knew 
what was happening there,” says 
an adman who’s been associated 
with the agency in the past. 

Rediffusion has been feeling the 
pain from two body-blows. Like 
most of the industry, it is reeling be- 
cause of an exodus of talent; how- 
ever, what threatens to bring 
Rediffusion down to its knees is 
the simultaneous exodus of busi- 
ness. For instance, its most-prized 
account of Bharti Airtel (for value- 
added services, estimated to be 
worth Rs 1.5 crore) is now with 
JWT. That's not all; Bharti’s DTH 
venture and, more recently, Bharti- 
Wal-Mart have also gone JWT's way. 
Other high-profile accounts lost in- 
clude Citibank, DNA, Onida, and 
General Motors. All together these 
businesses were estimated to be 
worth nearly Rs 10 crore. 
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Mahesh Chauhan: Generating buzz 


"The move of Bharti Airtel, any 
which way you look at it, is a loss. 
Until now no one but Rediffusion 
handled the business. But they have 
also suffered with other accounts. So 
certainly it's something to get wor- 
ried. But Mash, being Mash, he'll 
make it happen," says Aniruddha 
Banerjee, President & coo, Publicis 
Ambience. Banerjee was closely as- 
sociated with Chauhan and 
Rediffusion as he was with its sister 
concern Everest for two years as 
its COO from November '04; this 
was when Chauhan himself was 
President at Everest from April 2004 
to September 2006. 

Rediffusion has also been hit by 
a revolving chair syndrome right at 
the top. There was Sandeep Goyal in 
the Nineties followed by Preet Bedi 
till September 2006. But it's the 
continuous flight of talent that's fi- 
nally taken its toll. “I would say 
Chax's leaving (K.S. Chakravarthy, 
former National Creative Director) 
is a big loss. He's one of the bright- 
est creative talents and was respon- 
sible for the agency's creative resur- 
gence and it did win major awards 
under him," says Banerjee. 

The other things that set 
tongues wagging on most commu- 
nity chat pages is Chauhan's move 
to ‘remove client servicing’ from 
the agency. “Discussion on the sub- 
ject’s still on since we aired our 
view on this in May this year. But 
truth is that we have not removed 
the slot from the agency; we are 
just of the view that this role needs 
re-orientation—people here have 
to be high on strategy and 
thought,” says Chauhan. 
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The gains are now trickling in— 
both in terms of talent and accounts. 
"They are restructuring and have 
taken some good people on board. 
However, getting new business will 
be the real test," says Preet Bedi, 
CEO, Percept Picture Company and 
the former head of Rediffusion. Its 
prize catch, of course, is the talented 
duo of Ramanuj Shastry and Sagar 
Mahabaleshwarkar, who've come 
in as Chief Creative Officers. “I see 
no reason why the agency should 
not do well. Mash is very ambitious 
and he aims high," says Chakravarthy 
who's now on his own. 

So the agency strength is back to 
where it was a year ago—300-peo- 
ple strong. Of this, there are 102 
creative people in the system as of 
now. That should go a long way in 
helping Chauhan pull it off. “After 
all, he did turn around the fuddy- 
duddy Everest and positioned it as a 
challenger brand," says Shavon 
Barua, v» & Client Services director, 
who was earlier associated with 
Rediffusion. Industry watchers do 
point out that Rediffusion still has 
huge equity in the market and it's a 
question of how much patience, 
skill and leeway Chauhan has to ac- 
tually make it happen. 

SHAMNI PANDE 


Bollywood 
Goes Retail 


Two potential blockbusters 
blitz the market place. 


HEY AREN'T JUST COMPETING AT 
La box office. Marketers of 
Om Shanti Om and Saawartya, two 
Bollywood films slated for release 
on November 9, are pouring big 
bucks as they seek to create a din in 
the market place. Whilst the spend 
on branding and promotional ac- 
tivities for Om Shanti is pegged at 
Rs 15-18 crore, Saawariya, too, is 
splurging on such activity. In India 
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most producers won't spend more 
than 10 per cent of the movie 
budget on marketing and promo- 
tions. We have spent more than 15 
per cent of the total cost of making 
the movie on such activities,” says 
Harsha Gangurde, Head Marketing, 
Sony Pictures Entertainment (SPE) 
Films India, the producer of 
Saawariya. Apart from the Sony 
channels like Sony Tv, Sony Pix 
and Set Max, the company has ex- 
clusive tie-ups with Channel V, Aaj 
Tak, CNN IBN and Big FM. “Instead 
of doing an exclusive promotion 
tie-up with a single channel, we 
have tied up with each of these net- 
works for a strategic promotion. 
So you will see us doing a music 
launch at one channel, with an- 
other we might be showcasing our 
‘making of music’, while with the 
third channel you might get to see 
the interview of the stars,” explains 
Gangurde. With radio partner Big 
FM, the cast of the movie is also 
doing the rounds of the 38 cities in 
which the FM channel is present. 
For merchandising, SPE Films 
India and Sanjay Leela Bhansali 
Films, in association with Future 
Group, have jointly come out with 
an exclusive line of film merchan- 
dising; Specially-created Saawariya 
merchandise will be available across 
categories such as clothing, home, 
bed, bath & linen, beauty acces- 
sories for women and male apparel; 
Future Group will also have mer- 
chandise ‘inspired’ by Saawariya, 
which will reflect the colour theme, 
tone, background, ambience and 
concepts of the movie. 
Meantime, Madison Mates, 
which has the mandate for prò- 
moting Om Shanti, is going about 
the task a bit differently. While 
there are no exclusive tie-ups with 
any media channel for promotion, 
Madison has created different prod- 
ucts for different channels and man- 
aged to connect with most of the big 
names hence. Apart from a mer- 
chandising deal with Shoppers’ Stop 
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(which involves almost 50-50 rev- 
enue sharing), the movie has also 
signed up with brands like 
Videocon, Nokia (which will be 
the mobile-phone maker's first such 
tie-up in Bollywood), cosmetics 
company Maybelline (Deepika 
Padukone is the brand endorser), 


3D Marketing 





and SIA Jewelry. “These are just not 
brand associations but integrated 
with the film, and both for the 
brands and ourselves, the associa- 
tions mean more than just publicity 
for us,” says Darshana Bhalla, CEO, 
Madison Mates. 

PALLAVI SRIVASTAVA 


Wipro hopes Eu sa ing attract talent. 


OR CHIEF MARKETING OFFICERS 
Fue Jessie Paul of Wipro Tech- 
nologies, the global rr arm of 
soaps-to-software conglomerate 
Wipro, the biggest challenge may 
lie in convincing a customer in 
faraway locations to send work to 
its swish development centres. 
Traditionally, companies like 
Wipro have relied on savvy mar- 
keting folk like Paul to sell their 
low-cost, high-quality abe ome 
to companies across the globe; and 


have relied on ubiquitous 


PowerPoint presentations to make 
their case. Now, Paul believes she 
has found an edge over her com- 
petitors as Wipro looks to trans- 
form itself into a tech giant. 
“We have to look beyond the tra- 
ditional tools to stay relevant in a 
fast-changing industry,” says Paul. 
She says her trump card in this 
direction is Wipro’s Innovation 
Isle on Second Life, a 3D online 


world started by Linden Lab and 


‘inhabited’ by nine million people 
from some 100 countries around 
the world. These residents build 
virtual communities around di- 
verse topics such as homes, night- 
clubs and stores. The Innovation 
Isle was created by Wipro’s 
Gaming and Animation Practice. 
Wipro has become perhaps the 
first Indian company to add its 
name to this popular virtual world 
by setting up a model offshore de- 
velopment campus, complete with 
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tours of office cubicles, security 
enclosures and recreation areas to 


give both prospective employees 


and customers an almost first-hand 
feel of the company's physical in- 
frastructure. 

Aside from just acting as a 3D 
tour of Wipro's facilities, the com- 
pany hopes that this online pres- 
ence will act as an incentive for 
more prospective employees to 


plump for the firm. “We will allow 


them to submit their Cvs virtually 
and even take a look at what a 
day at work in Wipro is like,” ex- 
plains Paul. Prospective candidates 


will be able to submit their resume 


at Wipro’s virtual campus. Initially, 
limited to Wipro BPO, the e-re- 
cruitment initiative will later be- 
come an integral part of Wipro's 
recruitment drive. Then, Wipro 
plans to use Second Life to collab- 
orate with customers and partners 
and host virtual conferences. The 
hub will also serve as a virtual 
learning campus to grow the cre- 
ative talent of Wipro. 

RAHUL SACHITANAND 
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people behind the name are on. Always. 


And whether we're providing a tumkey system to protect your 
most critical applications or thinking through an eminently effective 
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NELP VII: Not 
so Gushing 


A fresh set of oil blocks goes 
under the hammer. 


FTER A 10-MONTH DELAY, THE 
Fae is finally kicking 
off the seventh round offerings of oil 
and gas exploration blocks. On 
November 5, the government will 
embark on a ‘roadshow’ across the 
globe to solicit greater participa- 
tion in an auction process, to be 
held a few months from now, to 
award the blocks. 

How attractive are the explo- 
ration blocks on offer and what is 
the market response likely to be, es- 
pecially with global crude oil prices 
in striking distance of $100 a bar- 
rel? After all, thus far, except for BG 
and Shell, the country has not at- 
tracted any of the oil majors like 
Exxon Mobil, ConocoPhillips and 
Chevron Texaco. Says an offi- 
cial: *Fact remains that the most 
prospective hydrocarbon bearing 
region, the KG basin, has already 
been auctioned over the previ- 
ous years. Hence, India might 
not be an attractive destination 
for the oil majors." 

The government, however, is 
not wooing the foreign oil majors 
with empty hands. A recent study by 
the Directorate General of Hydro- 
carbons, the technical arm of the pe- 
troleum ministry, shows that the 
western offshore region is rich in hy- 
drocarbons—the stuff that goes to 
make oil and gas. Further, the gov- 
ernment plans to sell geological 
data for the 80 exploration blocks 
that it plans to offer under the sev- 
enth round of the New Exploration 
Licensing Policy (NELP). 

So, why does India not attract 
the league of players present in 
African countries like Sudan and 
Algeria? Says an industry expert: 
"The oil majors find it worth their 
while to do business only where 
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Directorate General of Hydrocarbons' Sibal: Wooing global oil companies 


they expect to strike large finds, of 
the order of five trillion cubic feet 
(TCF) and above. In India, except 
for Reliance's find in KG basin, 
which is of the order of 14 TCF. the 
rest are in the region of 2-3 TCF." 
This, perhaps, explains as to 
why the generous fiscal terms of- 
fered to contractors to explore oil 
and gas in the country over the last 
seven years have not attracted sev- 
eral oil majors. On the other hand, 
the terms are definitely susceptible 
to abuse, or so feels the petroleum 
ministry. The trigger: the recent 
approval accorded to RIL’s gas price, 
which came under the lens for close 
to four months. RIL had won the 
KG basin block that produces this gas 
way back in 2000. What helped it 
clinch the block was an offer to 
share as much as 85 per cent of its 
revenues from the field with the 
government early in the produc- 
tion period, or it seemed, according 
to the bid evaluation procedure. 
However, in reality, it is not so 
straight forward, since RIL shares 
85 per cent revenues with the gov- 
ernment only when the revenue 
(from sale of gas) to cost (incurred 
in developing this field as well as 
those from additional exploration 
efforts in the block) ratio goes be- 
yond a particular level. And, be- 
low that level, the government’s 
share is a paltry 28 per cent. 
However, the jump from 28 per 
cent to 85 per cent may not happen 


automatically, since the costs al- 
lowed include those relating to ex- 
ploration of wells in pursuit for 
new discoveries and other legiti- 
mate costs. This loophole has been 
plugged in the current auction 
round to correctly reflect the pace at 
which government nets its share. 
However, the likelihood of oil 
majors absenting themselves from 
the auction is not entirely a cause for 
concern, given the country’s inter- 
esting oil history in recent times. 
Cairn Energy, a little-known UK- 
based energy company, struck oil in 
Balmer (Rajasthan) three years ago. 
This was not a virgin block, but 
one which oil major Shell had given 
up after failing to find anything. 
But the point is, such exceptions 
distinguish the oil exploration busi- 
ness and are only too welcome. 
BALAJI CHANDRAMOULI 
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Sizzling growth is assured, but 
with more reforms, say reports. 


AST FORTNIGHT, EVEN AS FOREIGN 
institutional investors were nerv- 
ously waffling at the door, wonder- 
ing whether to enter or not, there 
were two reaffirmations of the India 
growth story, if ever that was 
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needed. Lehman Brothers, the us- 
based financial powerhouse, pre- 
dicts India could grow annually by 
10 per cent or more over the coming 
decade. The important caveat 
though was “with the right reforms.” 

The Lehman report titled 
“India: Everything to Play For" 
believes that India's growth and 
structural reforms have started to 
interact dynamically in India. With 
consumption, exports and invest- 
ment feeding off one another, im- 
proving fiscal situation coupled 
with strong capital inflows pro- 
vide enough headroom for in- 
creased infrastructure spends. 

“India’s rapid economic growth 
bears all the hallmarks of the eco- 
nomic take-off that took place in 
other Asian economies in the pre- 
vious decades, such as China and 
South Korea,” says John Llew- 
ellyn, Managing Director and sen- 
ior policy advisor, Lehman 
Brothers. (Also see Double-Digit 
Dreams on page 82) 

In a separate report, The 
Netherlands-based Rabobank does 





some scenario studies and con- 
cludes that India is on its way to re- 
claiming the role it played in much 
of the world history. The best case 
scenario here again predicts the 
10-year average structural growth 
rate to be 10 per cent. “For this 
scenario to materialise, however, 
India has to create a virtuous circle 
in which most of the bottlenecks 
are successfully addressed,” the 
Rabo report points out. 

Both the reports cite some 
common structural challenges that 
need to be tackled on a priority ba- 
sis—reforms in financial sector 
and in the labour market institu- 
tions, improving physical infra- 
structure and enhancing delivery of 
public services be that education or 
health. Given these constraints 
and the ability of the Indian system 
to deal comprehensively with 
them, Rabobank has put forth the 
case of a slight cooling down of 
structural growth to 8 per cent as 
the most probable scenario with a 
45 per cent chance of it happen- 
ing. “If the government indeed 
manages more structural reform 
than it anticipates, its fear of over- 
heating may prove ungrounded. 
Then, the economy’s bottlenecks 
will not restrain growth as much, 
and higher growth rates appear 
sustainable,” Rabobank observes. 

The same sentiment is echoed 








Scenario Key assumptions Outcomes 2020 Likelihood 
Real GDP Structural Real GDP 
$ Billion Growth per Head" 
| Stable expansion Growth acceleration — 2730 — 10% 2128 30% 
sustainable 
II Cooling down — Growth acceleration 2,326 8% 1813 45% 
 unsustainable, policy 
contraction effective ae Sele eee TS 
ill Overheating Growth acceleration 2,106 1% 1,641 20% 
IV Adverse shock — Severe external distortion 1,683 6% 1,312 976 


by Lehman's Managing Director 
and senior political analyst Alastair 
Newton, who says, “India has had 
a number of years of reforms and 
their effect is visible now, but it 
will remain visible only if reforms 
were to continue." 

But as Newton adds, India is 
facing an important inflexion 
point. It would be a great pity if 
for some reasons that projected 
upward path is not taken. 

SHALINI S. DAGAR 


Bye CDMA, 
Hello GSM 


Why cellular operators are 
gravitating towards GSM. 


T'S A LONG BATTLE THAT THE TWO 
| Hen been fighting globally, but at 
least in India, one seems to be 
pulling farther ahead of the other. 
That is, GSM—or global system for 
mobile communications—could be 
beginning to decisively win the mo- 
bile race against American com- 
pany Qualcomm's proprietary stan- 
dard CDMA. What ought to make 
Qualcomm nervous is the fact that 
two of its biggest customers in 
India, Reliance Communications 
and Tata Teleservices, seem to be 
gravitating towards the rival mobile 
standard. While Tata Tele only of- 
fers CDMA-based mobile services, 
Reliance Comm has a GSM busi- 
ness as well. But both queued up at 
Delhi's Sanchar Bhawan, home to 
the Department of Telecommu- 
nications (DOT), for GSM licences 
and Anil Ambani's Reliance Comm 
received the DOT's approval to launch 
nationwide GSM services recently. 

Why is CDMA losing its sheen? 
There are several reasons for it, 
but all boiling down to one point, 
which is that GSM seems to make 
more business sense. To begin with, 
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Vestas is the No.1 wind power company in the world. We — In India, we faced a different challenge - designing a 


have installed more turbines in more countries than any wind turbine for low and medium wind conditions. 
other company. Our market share is twice that of our The result - the V82, a 1650 kW turbine that's the most 
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nearest competitor. powerful in the country today. Specifically designed to |) 
We are now helping India get the most out of wind with generate maximum power from Indian winds, the V82 
Our turnkey wind power solutions. offers maximum value to customers. 
* Source: BTM Consult ApS March 200 
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Vestas backs the V82 with expert advice and 
lifetime service support. 


The best advice. The best turbine. The best support. 
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it's the government that has facili- 
tated the shift to GsM by allowing 
existing players to get licences for 
dual spectrum. That means, if you 
are a CDMA operator, you can get 
spectrum in the GSM band to offer 
services on that platform. 
However, five years after CDMA 
debuted in India, it has become 
apparent to operators that GSM is a 
better horse to back. “GSM covers 
72 per cent of the Indian market 
and the revenues drawn per minute 
by operators are much more than 
CDMA operators," points out a sen- 
ior official of one of the top CDMA 
operators in the country. 

Worse, GSM's huge market 
share also means that the CDMA 
operators have no access at all to 
that market. The biggest barrier 
is the handset, since CDMA handsets 
are operator specific. In contrast, 
GSM allows users to change hand- 
sets at will, since the service is de- 
livered via a small removable chip. 
Also, the CDMA operators have to 
manage handset inventory, unlike 
GSM operators, who only have to 
sell the SIM card. “Besides, there is 
a very big population of *monthly 
shoppers' who keep changing serv- 
ices every month that we have no 
access to. These customers usually 
look for the best available plan in 
the market during that particular 
month," says the executive at the 
CDMA operator. That probably ex- 
plains why in five years, while GSM 
has gone from 10.5 million sub- 
scribers to 180 million subscribers, 
CDMA has only managed to jump 
from 0.8 million to 85 million. 

An additional reason for CDMA 
operators to look enviously at their 
GSM rivals is the whole issue of 
valuation, which is higher in the 
case of GSM. How does one ex- 
plain that? Not only is the average 
subscriber revenue in CDMA lower 
than that in GSM, CDMA operators 
also get less spectrum than GSM 
players. For instance, GSM opera- 
tors get an initial spectrum allo- 
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IS THE CDMA PARTY OVER? 
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The GSM market has grown much faster than CDMA. 
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CDMA: HIGH ON GROWTH, BUT LOW ON JUICE 
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cation of 4.4 MHz, while CDMA 
operators are only allowed 2.5 
MHz. And, apparently, spectrum 
plays an important role in stock 
market valuation of the operators. 
Analysts say that the valuation per 
subscriber for the top GSM players 
is 10-15 per cent higher than those 
of top CDMA operators. Not sur- 
prisingly, then, CDMA operators 
say that it doesn't make sense for 
them to stick with CDMA even if 
the technology were to be incen- 
tivised by Paul Jacob-led 
Qualcomm, which couldn't be 
reached for comment. 

The interesting bit, however, is 
that CDMA is actually the better 
technology, since it is a more effi- 
cient user of bandwidth. *The way 
things are shaping up, it seems 
that GSM’s headstart (it debuted 
in India prior to CDMA) continues 
to be its advantage," says Harit 
Shah, analyst Angel Broking. 
Eventually, though, analysts like 
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Figures are Rs per minute 


Shah expect the technologies to 
merge. But for now, Qualcomm 
would need a strategy to stem its 
slide in India. 

AMIT MUKHERJEE 





Feeding Off - 
India's growth 


Bain & Co is big on India's 
medium-sized businesses. 


OR BUSINESS CONSULTING FIRM, 

Bain & Company, India is an 
important place to know as it is 
one of the top geographical priori- 
ties at present. No surprise then 
that Bain recently held its Asia- 
Pacific partner/manager meet in 
New Delhi. “I think it reflects the 
importance that we place on India," 
says Steve Ellis, worldwide 
Managing Director, Bain & Co. 
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“The core dynamics of this econ- 
omy are exceptionable and arguably 
unprecedented," he adds. 

Naturally, a booming economy 
should generate enough work for 
Bain, too. “This market is geared for 
being entrepreneurial, for moving 
quickly and for valuing results," he 
says, adding that the Bain business 
model of performance-linked fees is 
particularly suited to the Indian sce- 
nario. Worldwide, Bain derives 
nearly a third of its revenues linked 
to the performance of its clients. It 
claims that its clients outperform 
the market 4 tol. 

For projects in which Bain helps 
companies improve operations or 
reduce costs, the fees at risk could be 
as high as a third of overall fees, 
while for strategy projects where 
immediate results are not visible it 
could be around 15-20 per cent. 
Even in case of deals involving pri- 
vate equity firms, Bain sometimes 
co-invests with the firms. Globally 
the firm has invested over $500 
million over the last decade in such 
deals. “Our business model— putting 
our fees at risk and thinking like 
owners and not like advisors—is 
very suited to Indian promoters," 
says Ashish J. Singh, Managing 
Director, Bain & Company India. 

Singh believes that the promot- 
ers of Indian companies have a 
whole set of new aspirations now. 
“In the last 4-5 years, a lot of what 
were small and medium-sized com- 
panies have become fairly large 
companies now. They are a big part 
of what we are doing in India," 
Singh adds. Ellis concurs. “We often 
find that medium-sized businesses 
have most aggressive goals and are 
more committed to dramatic 
growth," he says. 

And that rapid and often dra- 
matic growth is what keeps throw- 
ing up opportunities for Bain, be 
it creating scalable organisational 
processes to support the next level 
of growth or hiring the right talent. 

A recent Bain client in India 
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ING Eyes Indian Realty 


For the Dutch giant, India is a priority market. 





ING's Tilmant: Realty show 


RADITIONALLY, WINTERS HAVE 
Tos tourists flocking to 
India. But in the last few years 
added to that winter rush are busi- 
ness people who come to India 
seeking investment opportunities. 
It was partly true for Michel 
Tilmant, Chairman of the executive 
board of The Netherlands-based 
ING Group, who was here last fort- 
night. This has been Tilmant's third 
visit to India in less than two years. 
But then he also has existing op- 
erations to oversee in India. The 
Dutch financial services conglom- 
erate has ING Vysya Bank, ING 
Vysya Life Insurance and ING 
Investment Management within 
its fold in India. 

However, Tilmant, during this 
trip was also keeping a watch over 
the hot real estate sector. This de- 
have started thinking of putting 
some controls on capital flows 
into the sector. Nevertheless, the 
sector in India remains attractive 
for ING which globally has a size- 
able real estate portfolio. “We will 


be interested in both the incoming 
and outgoing flows," Tilmant says, 
adding that the specific contours of 
how ING would like to invest in 
Indian real estate remain to be 
worked out. He was, however, 
clear that there is a very strong 
appetite amongst global institu- 
tional players for Indian real estate. 

Meanwhile, wealth manage- 
ment, another focus area for the 
group globally, is also gaining at- 
tention here in India. The group 
has introduced the service in 
Chennai, Kolkata and Hyderabad 
in the last few weeks. Though 
Tilmant is wary of giving any in- 
vestment numbers, he says, “we 
will put as much money as is 
necessary to grow in India. India is 
one of the top four priority coun- 
tries for ING." Apart from capital 
infusion into the insurance ven- 
ture recently, the banking entity, 
ING Vysya Bank, where ING has a 
44 per cent stake, is raising around 
Rs 350 crore to boost its capital 
adequacy. 

Though ING has grown inor- 
ganically in other markets that it is 
present in, current regulations do 
not allow such expansion by for- 
eign players in the banking sec- 
tor at least. Tilmant is keeping his 
fingers crossed not just for the 
regulatory review in 2009, but 
also for the opening up of the 
pensions business. 

In the meantime the group is 
investing selectively in the Indian 
equity market. ING Bank NV was 
one of the investors in the recent 
Rs 1,615-crore share sale by Kotak 
Mahindra Bank through the qual- 
ified institutional placement route. 
Clearly, India is going to be the 
long-haul hope for ING. 

SHALINI S. DAGAR 
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CHECKERED FLAG OVER LINUX 


New System Gives Global Automotive 
Supplier 99.9% Reliability 





By MICHAEL BETTENDORF 


HANOVER, Jan. 2007 - 
"We needed rock-solid reli- 
ability, and we weren't getting 
it from our legacy infrastruc- 
ture," says Paul Schwefer, 


. CIO at Continental AG, one ` 


of the world’s largest auto- 
‘mobile suppliers with over 
85,000 employees worldwide. 
Inadequate management tools 
made it difficult for Schwefer's 
team to keep system uptimes 
at the high levels expected at 
Continental AG, so a change in 
platform was necessary. 

Initially, a Linux solution 
was considered. However, 
after a thorough evaluation, 
Schwefer's team determined 
that Linux could not deliver 
the reliable, predictable 
environment Continental AG 
required. Instead, they chose 
to use Microsoft* Windows 
Server* 2003. 

With key features of 
Windows Server 2003 such as 


group policy management, 
Schwefer found clear advan- 
tages over a Linux-based solu- 
tion. "Windows Server pro- 
vides a reliable environment 
with centralised administra- 


this level of service ina Linux- 
based environment would have 
been very difficult and more 
costly," he says. 

The decision has proven 
successful: Since the imple- 
mentation, Windows Server 
2003 has provided 99.9% 
reliability in a distributed 
environment for Continental 
AG. For the full Continental 
AG case study, plus other 
case studies and independent 
research findings on the 
reliability of Windows Server 
versus Linux, visit us online at 
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Bain & Co's Ellis: Indian dreams 


typifies the tectonic shifts in Indian 
management space. À company 
with a turnover of Rs 1,000 crore 
in the industrial segment is target- 
ing a turnover of Rs 12,000 crore 
in the next five years. Such transi- 
tions are not easy particularly for 
promoter managements. Add to it 
other common constraints such as 
infrastructure, rural distribution, 
supply chain wastages and there is 
enough to plan. 

In the last few years, most Indian 
companies had focussed on opera- 
tions and business processes. 
However, “now more and more 
companies are looking ahead strate- 
gically...at issues such as the strength- 
ening rupee or the rising oil prices. 
That is also because businesses are far 
more global now," says Singh. All 
this leads to increased thinking about 
cross-border mergers and acquisi- 
tions as a means for growth. 

All that means more work for 
Bain. “We are pouring both finan- 
cial and more importantly human 
capital resources in India," says 
Ellis. But then India, he claims, has 
already been the most successful 
new market launch for Bain. In the 
last year, its India revenues have 
grown by 100 per cent. 


SHALINI $. DAGAR 
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Ultra-Mega Problem 


Investor appetite for mega power projects shrinks. 


AST WEEK OF OCTOBER, WHEN 
bz ministry closed bids for 
the 4,000-mMw, imported coal- 
based Krishnapatnam power proj- 
ect, it must have been disappointed 
to find just three bidders. Coming 
in the wake of two fairly successful 
rounds of such ultra mega power 
project bids, the disappointment 
must seem more acute. Yet, the 
government has no one but itself 
to blame for the private sector's 
waning interest in ultra-mega 
power projects. The power gen- 
eration business is still a mug's 
game in the country. À distribu- 
tion utility collects, on an average, 
just 65 paise for every one rupee 
of power sold. The rest is never 
recovered due to transmission 
losses and theft. “Fact remains 
that the pace of reforms is want- 
ing and that is directly related to 
the dismal private sector interest 
in large generation capacity," says 
T.N. Thakur, Chairman and 
Managing Director, Power 
Trading Corporation. 

The three companies that 
placed their bids were Reliance 





Microsoft's 
Fun Guy 


The tech giant's Robbie 
Bach wants to best the iPod. 


OBBIE BACH, PRESIDENT, and 

Devices Division, Microsoft 
has an interesting job. While the 
rest of the company makes money 
selling software, Bach's job is to 
transform Microsoft into a con- 
sumer electronics company as well. 
And he's had some luck. The re- 
cent launch of Halo 3 for Micr- 


Energy, Sterlite, and L&T. The bids 
are to be opened on November 
13. Interestingly, Tata Power, 
which bagged the 4,000 Mundhra 
ultra-mega project early this year, 
chose to stay away. NTPC, the 
country's largest power producer, 
could not sew up its coal supply in 
time to submit a bid. Says Union 
Power Secretary, Anil Razdan: 
“The global coal markets have 
hardened in the recent past. This 
has had an adverse impact on the 
outcome of the tendering process." 
With fuel cost accounting for 
as much as 50 per cent of the 
power tariff, the imported coal 
option is not as attractive as it was 
a few years ago. Over the last four 
year coal prices have almost dou- 
bled, leading to a 25 per cent in- 
crease in generation cost. No 
doubt, the global coal market con- 
ditions have contributed to the 
poor response to the 
Krishnapatnam offer. Yet, that is 
not the primary reason. The main 
culprit is the tardy pace of reforms 
in the power sector. 
BALAJI CHANDRAMOULI 


osoft's Xbox 360 gaming console 
gave the device a sales boost, and 
with several more “awesome” titles 
on their way, he is hoping that 
Microsoft can win the console 
wars over the holiday season in 
the developed world. 

But Bach is really looking for- 
ward to the revamped Zune, 
Microsoft's personal digital mu- 
sic player, and he firmly believes 
that by the end of the year, the 
Zune will be breathing down the 
neck of the iconic Apple iPod. 
“We would really like to expand 
our position from number two, 
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and I believe that we can.” But 
how? “The digital music space is in 
Its beginnings, and we feel that we 
can make the digital music experi- 
ence better. While Apple is all about 
being Insular, we want to make the 
music experience social again.” 

And to do that, the new Zune 
players, which currently are not 
available outside of the US. will 
have several new features. Including 
one called the *ZuneCard', (much 
like the ‘GamerCard’ on the Xbox 
Live service) that will allow indi- 
viduals to upload their track lists 
online and share it with their 
friends, and an expansion of the 
music ‘sharing’ service, which al- 
lows Zune users to zap songs to 
each other (with limited playability). 

On the issue of digital rights 
management (DRM), loathed by mu- 
sic consumers and pushed by the 
music industry, Bach has some in- 
teresting opinions. “Philosophically, 
at Microsoft, we understand the 
need for people to protect their 
Intellectual Property (IP) but the 
truth is that DRM is intrusive, and it 
is difficult to make DRM a great 
consumer experience.” 

But what about the recent ex- 
periment by British alternative 
rock band Radiohead, which is al- 


Microsoft's Bach: New game plan 
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Xerox 'Burns' a New Path 


Ursula Burns wants to change the company's image in India. 


HE FIRST THING THAT URSULA 

Burns wants you to know is 
that Xerox is not just a copier 
company. “We are the document 
company that helps people manage 
complex contents and documents,” 
says the 49-year-old Burns, who 
was moved up as Xerox's global 
president in April this year as part 
of a succession plan that puts her in 
the corner room when CEO Anne 
Mulcahy retires. 

It's a role she has earned the 
hard way. As Mulcahy fought hard 
to turn around the formerly trou- 
bled company over the last six 
years, Burns helped pull weight 
in equal measure, overseeing 
launch of revolutionary products 
like the solid-ink printer Phaser 
8860, which prints colour copies 
for the cost of black and white. 

Burns, who'll become the first 
African-American woman to lead 
a Fortune 500 company, wants to 
spiff up Xerox's image in India as 
well. *India has emerged as a 
global market, and we see it as a 
place which would now be needing 
a lot of advanced solution in the 
field of complex document man- 
agement," says Burns, who was 
on her first official visit to India re- 
cently. Global multinationals in 
India and large Indian players like 
the telecom companies are on 


lowing its fans to download songs 
from its new album 'In Rainbows' 
for free? “It is an admission that 
Radiohead makes most of its 
money through touring, and it is 
great for fans. At the end of the 
day, we are willing to implement 
any system the publisher 
wants...but the labels and pub- 
lishers should do a better job." In 
fact, Microsoft will sell over one 
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Xerox's Burns: Scouting for M&As 


Xerox India’s radar, adds Burns, 
who joined Xerox as an intern. 
While Xerox plans to continue 
attacking the Indian market with its 
multifunctional devices, high-end 
colour systems and services, it is 
also looking at acquisitions and 
inorganic expansions. “We are 
looking to acquire document-in- 
tensive vertical industries espe- 
cially in the fields of litigation sup- 
port mortgage,” says Burns. 
AMIT MUKHERJEE 


million unprotected (no DRM) 
songs in their new Zune market- 
place. That may not be enough 
to get Apple (it sold its 100 mil- 
lionth iPod in April this year, mak- 
ing it the fastest selling music 
player in history) to lose sleep, 
but just the same the bosses at 1 
Infinite Loop, Cupertino, had bet- 
ter watch out. 

KUSHAN MITRA 
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Double-Digit 
Dreams 


Lehman Brothers is hot on the 
heels of the India story. 





Lehmans' Jotwani: Long-term plans 


AST FORTNIGHT, GLOBAL INV- 
estment banking giant, 
Lehman Brothers, put out a 
report on India which, unsurpris- 
ingly, waxed eloquent about the 
economy's long-term growth 
prospects. Titled India: Everything 
to Play For, the 173-page report 
concludes that India's “recent growth 
upsurge" is no flash in the pan, but 
self-sustaining (although it does point 
out that such a pace of rapid growth 
is not *automatically guaranteed"). 
“With the right reforms, India could 
grow at 10 per cent for a decade," 
screams the introduction to the rep- 
ort on the cover page. 
So, if the Indian economy is in 
the fast lane, it's only natural that 
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Lehman should tailgate the fast- 
moving juggernaut. It isn't the first 
Wall Street bank to be doing so; the 
likes of Goldman Sachs, CSFB, 
Merrill Lynch (after buying out its 
Indian partner) and Morgan Stanley 
(after opting out of a domestic joint 
venture). Lehman recently com- 
pleted a year in India, a year in 
which it set up office in the up- 
scale Ceejay House in Central 
Mumbai. From here, Lehman has 
flagged off full-fledged investment 
banking, securities trading and pri- 
vate equity practices. 

“Our fundamental vision is that 
India is at an early stage of a struc- 
tural growth story...we want to be 
a part of this growth process. We do 
not want to create a cottage indus- 
try. Rather, we want to create a 
full-scale robust platform in India 
wherein we are major participants in 
the financial market and the banking 
sector for many years to come,” 
says Tarun Jotwani, Chairman & 
CEO, Lehman Brothers India. 

That Lehman is in a hurry in 
India is evident in its penchant for 
inorganic growth—in September 
2007 the firm acquired the institu- 
tional broking business of BRICS 
Securities, which has since been in- 
tegrated into Lehman Brothers 
India. “The acquisition has helped 
us accelerate our equity brokerage 
business plan by two years,” 
explains Jotwani. 

Over the past year, Lehman 
Brothers India has been active on 
the fronts of advisory, initial public 
offerings (IPOs)—it was present in the 
high-profile Rs 9,000-crore DLF IPO 
—and foreign currency convertible 
bonds (FCCBs). It has also created a 
strong deal pipeline, with the 
sharpest focus being reserved for 
the infrastructure space. 

Jotwani is impressed with the 
stock market’s heady rise, but he 
believes there’s still a long way to 
go. “For capital markets to flourish 
there needs to be (domestic) liq- 
uidity. Today, approximately 40 


names account for two-thirds of 
the daily volume in the equity mar- 
kets. There are over 5,000 listed 
companies, many of which don’t 
trade. Although the capital market is 
growing, the breadth is not there,” 
he says. The Lehman top brass also 
believes that the financial markets 
need to be further de-regulated, in 
the quest for double-digit economic 
growth. For instance, the corpo- 
rate bond market needs to be de- 
veloped, feels Lehman, to support a 
boom in investments. 

ANUSHA SUBRAMANIAN 
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Need for 
Speed 


The Spice Group has plenty 
riding on A1GP racing. 


T'S NOT JUST FLAMBOYANT LIQUOR 

baron Vijay Mallya who has a 
thing for motorsport (he recently 
bought Formula One team Spyker, 
now renamed Team Force India). 
The Spice Group's A1GP Team India, 
too, is going places. The latter, 
though, has opted for a low-key 
build up: “It’s after our scheduled 
participation in Sepang, Malaysia 
(November 23-25) that we will get 
down to scouting for brand sponsors 
for advertising on the car," says the 
Spice Group's Ravi Chilukuri, A1 
Team India's seat holder. 

To be sure, there's a company 
that's under incorporation which, af- 
ter all clearances, will be known as 
A1GP Team India Pvt Ltd. This ven- 
ture will be a part of the $1.5-billion 
Spice Group that has wide business 
interests spanning aviation, real es- 
tate, infrastructure, hospitality and 
oil and gas. Group company Spice 
Energy is associating itself with A1 
Grand Prix motorsport and owns 
Team India. Chilukuri will be 
Chairman of the soon-to-be 
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Spice's Chilukuri: Building momentum 


Incorporated company. He repre- 
sents Team India and will be a part 
of the global decision-making on 
AIGP board, representing India and 
will actively contribute on decisions 
relating to race circuits and the like. 

An entire management team 
Is being put in place to nurture 
the sport's growth and Team 
India's performance in future. 
The organisation, A1GP Team 
India Pvt Ltd, would be headed 
by Andaleeb Sehgal. 

"There is genuine love for the 
sport among promoters of the 
company; now we intend to take 
this up very seriously. Also, it 
makes commercial sense as we have 
diverse, global business interests. 
For instance, we have business in 
the UK, and when there's a race 
on that circuit, we will get expo- 
sure," says Chilukuri. 

Plans, however, do not yet in- 
clude a frenzied pitch for endorse- 
ments and sponsors. “We want to 
go deliberately slow and build mo- 
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Yatra’s Heady Journey 
The travel portal is hurtling towards breakeven. 


T'S BEEN A HEADY JOURNEY FOR 

14-month old Yatra.com. The 
travel and hospitality solutions 
portal, in which Silicon Valley 
venture capitalist Pramod Haque 
has invested, hopes to cross the 
$120-million mark by the end 
of 2007. Whilst profitability is 
another matter—the company 
hopes to break even by end- 
2008—the focus currently is on 
scaling up operations at a tearing 
pace over the past year. 

"Last June, we had less than 
30 employees. We finished with 
500 employees this August. If 
you look at transactions, we were 
doing 40 transactions a day back 
then; now we have crossed 5,000 
transactions per day," says Dhruv 
Shringi, Co-founder and CEO, 
Yatra.com. Currently, 85 per 
cent of the company’s income 
comes from airline bookings, 
and the rest from the hospitality 
business. Typically, margins from 
the airline booking business are 
lower (around 5-10 per cent) 
than those in hotel bookings (10- 
12 per cent). 

Yatra has also been beefing up 
its international operations (mostly 
Indians headed abroad). “About 
22 per cent of revenues come from 
international; we see that number 
going upwards of 30 per cent by 
the end of the year,” says Shringi. 


mentum for the sport. Once the 
team’s performance, led by Narain 
Karthikeyan, kicks in we will ac- 
tively go out and seek participa- 
tion,” says Sehgal. 

A1GP motorsport has come on 
to a more aggressive platform as 
Ferrari has announced its decision to 
partner with it and supply all A1GP 
engines. This comes in the wake of 


In an attempt to boost inter- 
national revenues, the company 
is going the brick-and-mortar way 
by opening up domestic outlets; 
the first one will come up in 
Gurgaon. “Credit card limits in 
India are hovering around the Rs 
50,000 mark. With that sort of 
a credit limit, it is difficult for a 
consumer to book an international 
holiday. Hence a lot of people 
do their research online but to 





Yatra's Shringi: Scaling up 


complete the transaction, they 
need a physical presence," ex- 
plains Shringi. Two more outlets 
in Mumbai and Bangalore are 
likely to follow. The company is 
also seriously looking at expanding 
in Tier II towns (18 towns in all, 
mostly state capitals), from where 
30 per cent of all its online book- 
ings happen. 

T.V. MAHALINGAM 


hedge fund Rab Capital acquiring a 
majority stake in it last year. This is 
a fairly young motor sport as it was 
launched in 2004, at the prestigious 
Jumeira Beach hotel in Dubai by 
founder Sheikh Maktoum Hasher 
Maktoum Al Maktoum. A1GP is seen 
as the World Cup of motorsport. 
This motorsport, unlike Formula 
One, seeks to pit driver against 
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driver and country against country. 
A1GP brings together 22 nations in 11 
races in 10 countries to compete as 
equals without financial or techno- 
logical advantage. “Here drivers are 
permitted 300 variables where each 
competing team can work around 
tyres, springs, etc depending on the 
track conditions. But usually the en- 
gine, the bhp, the cars are all the 
same and eventually it’s the skill of 
the driver and their decisions that 
come into play,” says Sehgal. 
SHAMNI PANDE 


Back in the 
Saddle 


CA cleans up its act, and 
gets it together in India. 


OHN SWAINSON, PRESIDENT & 
E pas CA Inc (formerly known as 
Computer Associates), had a loud 
and clear message to convey across 
the world when he launched an 
India technology centre in 
Hyderabad last fortnight. "A lot 
of people have criticised CA in the 
past for being a company that ac- 
quired its technology and never 
built its technology. The only pur- 
pose this facility has is to build 
technology and I feel very strongly 
that it is a message not just for 
India but really for the whole 
world," declared Swainson. The 
facility in Hyderabad, spread over 
30 acres with 270,000 sq. ft of 
built-up office space for 1,650 peo- 
ple and a capital investment of 
$30 million, is amongst the top 
three largest such CA centres in the 
world. Its 1,500 people work on 
R&D, quality assurance, platform 
services, internal applications de- 
velopment and customer support. 
CA's core strategy is enterprise 
IT management. 

Swainson, 53, who finds joy 
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CA's Swainson: Focus on R&D 


in gardening, unfortunately has 
had to spend much time weeding 
out the old *do-what-it-takes-to- 
get-it-done" culture in the com- 
pany and in cleaning up CA since 
he took charge three years ago. 
Having to take up the reins in a 
company that had hit headlines 
with a $2.2-billion accounting 
fraud, Swainson had his work cut 
out. But the good news is that he 
has put in place a cultural trans- 
formation. *It was very much a 
short-term, opportunistic, trans- 
actional kind of culture that we 
had to change into something that 
was longer term and more 
focussed on our business and less 
on turning a quick buck,” says the 
CEO. "We have covered quite a 
distance and have set a framework 
and systems; we now have to 
operationalise them." 

In the last three years, he says, 
CA has succeeded in cleaning up 
its financial act. “In the first year or 
two, I probably spent half my time 
worrying about internal stuff; the 
other half was spent on strategy. 
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Today, ล third of my time is spent 
working on growth and the execu- 
tion of strategy, a third on internal 
things—today, the focus is no 
longer on working with lawyers 
and accountants but with engineers 
and sales people. The last third of 
my time is spent on worrying about 
customers and the markets.” 

So, how does the market per- 
ceive CA today? “There was a lot of 
scepticism initially and even some 
hostility towards CA because it had 
done some very customer-un- 
friendly things in the past... Today, 
the market is more accepting and 
we see this in the customer opin- 
ions and surveys that we under- 
take and in the readiness of cus- 
tomers to do business with us." 

Interestingly, despite being a 
software products company, CA 
never did quite spend much on 
software and systems for its own 
internal use. That is now changing. 
Swainson says the iT budget 
today is in the $200 million range, 
which is roughly 5 per cent of 
overall revenues. 

And where is India in CA’s 
scheme of things? "India is reach- 
ing a critical point in the maturity 
of its IT systems and I believe that 
over the course of the next few 
years, the kind of software that 
we sell is going to become ab- 
solutely critical for Indian compa- 
nies if they want to scale to the 
kind of world class levels they're as- 
piring for." Swainson adds that 
CA's domestic operations grew 40 
per cent in the first half of the cur- 
rent year. "If we continue to do 
that we will almost double rev- 
enues every two years, and should 
have a $100 million business in 
India in five years. Currently, it is 
$20 million." (Note: This does not 
include the business that CA does 
with Indian IT vendors like HCL 
and Satyam.) Such blistering 
growth would be a good reason 
for Swainson to keep visiting India. 

E. KUMAR SHARMA 
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We believe Human Expertise 
does give Technology an Added Edge 


The Robots are here. Does that put us humans on the back foot? 


In this plug and play world, at first glance every action seems automated, precise and 
programmed. And as for us at Intellicon, our domains of expertise, be ít Voice or Video 
Communication, Data Capture or RFID solutions, every technology leap underscores the 
power of perfection. 


Can we humans give Technology an added edge? Yes we can, as it takes human initiatives 


to customise, update, enhance, support and innovate. Innovative solutions « hange the 


DOMAIN EXPERTS IN way we think, execute and deliver. And at Intellicon, we learn these lessons everyday 


ENTERPRISE TELEPHONY Corporate India values our presence. We have migrated to new millenium technologies 


VIDEO CONFERENCING which have proved to be wise investment decisions. We have helped many verticals to 


upgrade with minimum cost. We have consolidated through consistent support and 
BARCODES ; 
fe BARCODES d advice. We are letting technology have a field day. But as professionals we would like to 


RFID takealittle credit. After all we are only human. 
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Troubles 


Bajaj Auto battles rumors 
and a competitor. 


AJA] AUTO HAS BEEN HITTING 
Bu headlines for all the wrong 
reasons in the past fortnight. For 
starters, the company has been 
battling reports that its latest 125 
cc offering, the DTS-Si XCD 125, 
has ‘faulty components’ and 
that it has offered to replace these 
defective parts. The company, 
however, has denied any such 
problems. 

"There is no truth in these ru- 
mors," says S. Sridhar, CEO, two- 
wheelers business, Bajaj Auto. 
"There are no defects that have 
been reported at this point of 
time. Most of these reports have 
stemmed from people who have 
spoken to a customer or two. | 
believe these rumors are insti- 
gated," adds Sridhar. He also de- 
nies *any kind of recall" is hap- 
pening. Within the first month of 
its launch, the company clocked 
sales of 18,131 xcp bikes (for 
September). Bajaj Auto claims that 
more than 55 per cent of these 
bikes were purchased by cus- 


Bajaj's Sridhar: ‘No recall’ 
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Back to School 


Online education finds many takers, including Info Edge. 


NLINE EDUCATION SEEMS TO 

be the flavour of the season 
with both domestic and inter- 
national investment companies 
in a frenzy to line up invest- 
ments for the sector in the last 
couple of months. Recently, 
Karnataka-based Manipal 
Education and Medical Group 
invested $2.5 million in online 
tutoring company TutorVista 
(with this investment, TutorVista 
would have received a total of 
$15 million since it set up shop.). 
In October, SAIF Partners, a ven- 
ture capital firm, invested an 
undisclosed amount in ICA 
Infotech, a Kolkata-based non-IT 
training firm, and about $10 
million in Vita, a Chennai-based 
English language fluency training 
institute. Gaja Capital Partners 
invested $8.25 million invest- 
ment in Career Launcher, a 
preparatory education company. 
Mauritius-based India-focussed 
fund Helix Investments picked 
up a 30 per cent stake in 
Mumbai-based preparatory com- 
pany Mahesh Tutorials for $12 
million. Venture capital fund 
Helion Venture Partners has also 
forayed into the segment with an 
investment of $5.1 million in 
Mumbai-based Hurix Systems, a 
company that offers services 
across areas of publishing, cor- 
porate learning, K-12 education, 
animation & gaming, technology 
services and product solutions 
to global corporations. 

Now Info Edge, which has 
online properties like Naukri, 
Jeevansathi, 99acres and Brijj, 
is looking at entering the edu- 
cation segment within the next 
6-9 months. According to 
Sanjeev Bikhchandani, Founder 
& CEO, Info Edge, “The educa- 





Info Edge’s Bikhchandani: Sharing tips 


tion portal is not going to be 
an e-learning or content-based 
site but a marketplace for edu- 
cators and information seekers. 
The model is going to be some- 
thing similar to Naukri, with 
students logging onto the site 
to seek information providers.” 
The company hopes to mone- 
tise through contextual adver- 
tising and a fee from insti- 
tutes/service providers for listing. 
“We are not going to sell or cre- 
ate educational content; we plan 
to be in the market place for 
information exchange,” he clar- 
ifies. Bikhchandani feels valua- 
tions are too high in the seg- 
ment for inorganic growth, even 
though the company has kept 
aside Rs 30 crore for acquisi- 
tions. For the time being, Info 
Edge has acquired 4-5 domain 
names, Shiksha.com being one 
of them, even though it hasn’t 
decided on one for the educa- 
tion portal. 

PALLAVI SRIVASTAVA 


' When you are operating in one of the 


fastest-growing markets in the world, it's not just the competition you are up against — it’s your own high 
standards as well. Maintaining your competitive edge while setting the pace is the challenge you face. 
And for leaders, the learning curve never ends. 


Harvard Business School, in conjunction with the Harvard Business School India Research Center is 
launching its first Executive Education programme in India with a tailor-made agenda to invigorate you 
with fresh ideas, sound strategies, and best practises, all customised to suit India’s emerging market. 
This dynamic programme brings together 10 years of research in India, a team of senior Harvard 
Business School faculty, and India's top business leaders on one platform, with one common goal: to 
sustain competitive advantage. 


BUILDING A GLOBAL ENTERPRISE IN INDIA 
Hyderabad, India. February 10-15, 2008 


Please visit v XE az or Call +91-22-2491-6756 to learn how this programme 
can accelerate the growth of your enterprise. 
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this hip bone is connected to the server. 


And the server is connected to a new healthcare initiative, one that will give doctors 
quick access to vital records. Its called the Nationwide Health Information Network 
IBM is leading a team working to bring medical record-keeping into the 21st century 
while protecting patient privacy. A secure digital network will give doctors a singie 
comprehensive view of patients. And it will help eliminate duplicate tests and forms, 
lowering costs. Prognosis: a better patient experience. Want innovation for health? Talk 
to the innovator’s innovator. Call on IBM. To learn more, visit www.ibm.com/in/healthcare 
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tomers who owned their com- 
petitors' bikes. In all, the com- 
pany sold 204,152 motorcycles 
in September—a 25 per cent dip 
over the previous year's corre- 
sponding period. 

Bajaj Auto is banking a lot on 
the XCD to nudge closer to market 
leader Hero Honda. According to 
a recent company release, with 
advance bookings virtually cover- 
ing the October 2007 production 
target of 50,000 units, Bajaj is 
now expanding capacity for the 
XCD to 75,000 units per month. 
The company hopes that this 
would eventually propel its overall 
motorcycles market share to about 
40 per cent (from about 34 per 
cent in 2006-07). 

Bajaj's XCD is the company's 
big move to graduate 100cc bike 
owners to 125cc technology. 
The company believes that the 
high volume 100cc segment, which 
accounts for nearly 60 per cent 
of the motorcycles market, is de- 
clining. Bajaj contends that the 
125cc XCD offers the features of a 
150cc bike and the mileage of a 
100cc bike. 

Meanwhile, rival Tvs Motor 
has reportedly filed a Rs 250- 
crore defamation suit against Bajaj 
in the Bombay High Court. 
Nearly two months ago, Bajaj had 
accused TVS of infringing its patent 
for the twin-spark technology for 
small engines. Bajaj alleged that 
TVS was using its DTS-i technol- 
ogy on its latest bike, Flame. 
Shiraz Patodia of law firm Dua 
Associates, which represents TVS 
Motor, refused to comment when 
contacted by Br. However, Ravi 
Kumar, Vice President for 
Business Development, Bajaj Auto, 
told pr: “We have not yet been 
served with the legal papers. Once 
we get the papers, we will re- 
spond accordingly." rvs plans to 
launch its 125cc variant, Flame, in 
December this year. 

T.V. MAHALINGAM 
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D.S. Kulkarni: Eyeing greener pastures abroad 





Going 
Places 


Real estate majors are testing 
developed markets. 


S THE INDIAN REAL ESTATE MAR- 

ket overheated? Yes, says Ali Lok- 
handwala, Director, Lokhandwala 
Infrastructure. “The market is def- 
initely inflated and there will be a 
softening of prices, though I don’t 
foresee a crash because there is a lot 
of liquidity,” he asserts. Which 
could explain why every major and 
minor league builder is in a tearing 
hurry to invest in overseas projects. 
Lokhandwala, whose company was 
among the first to venture into the 
real estate market in Dubai, feels 
that given the current scenario, it 
makes ample sense to spread one’s 
portfolio and hedge risks against 
any possible uncertainty in the Indian 
market. “There’s also the fact that 
the real estate market in Dubai is all 
set to boom considering that expa- 
triates are now eligible for home 
loans,” he adds. 

Lokhandwala Infrastructure, 
which already has a million square 
feet under development in Dubai 
through its three residential prop- 
erties, is now scouting for land in 
the UK market. “We are looking at 
an acquisition with an initial in- 
vestment of Rs 50 crore, which is 
most likely to be in the suburbs,” he 
informs. He adds, though, that 


margins in the UK are not very luc- 
rative. China is another option for 
Lokhandwala. “It presents another 
great opportunity and the only con- 
cern there is the language barrier,” 
he muses. 

Across the Atlantic, in the us, 
it’s Pune’s D.S. Kulkarni Devel- 
opers that ventured into real es- 
tate development earlier this 
February. “Contrary to popular 
belief, there’s plenty of opportunity 
in the US, especially in areas like 
Seattle and California. You need to 
identify markets that are not satu- 
rated—it would be stupid of me to 
venture into a market like Florida, 
which is faced with a crisis of an 
oversupply,” points out D.S. 
Kulkarni, Chairman & Managing 
Director, D.S. Kulkarni Developers, 
dismissing any fears of an impact of 
the subprime crisis that has hit the 
US realty market. His strategy: 
Identify markets where there is 
large-scale white-collar migration 
and touch base there. “Even in 
India, the major construction boom 
is limited to 8-10 cities where there 
is new migration,” he observes. 
Kulkarni has invested $60 million 
for 16 acres of land in and around 
New Jersey for developing 11 fam- 
ily villas, costing $1.5 million 
apiece. Kulkarni’s next stop: 
Melbourne, Down Under. And 
judging from the developments 
taking place, it won’t be long be- 
fore home-grown players find new 
turf to play their game. 

TEJEESH N.S. BEHL 
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Six months of survey and analysis, 94 final participants, i0 
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hundreds of man-days of reporting is what it took to bring you the 
๒ Stories of India's best employers. It's a list still dominated by IT 
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1 Microsoft India 


2 MindTree Consulting 
3 Johnson & Johnson 


4 Sapient 
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3 Infosys Technologies 


6 iGate 


7 Agilent Technologies 
8 HCL Comnet 


9 Accenture 


10 Dr Reddy's Labs 

11 Marriott Hotels India 
12 Covansys India 

13 HCL Infosystems 


14 Godrej Consumer 
15 Honeywell Technology 


|^. . »2004 
1 Sasken 
2 Infosys 
3 Thermax 
4 HCL Comnet 
5 HDFC 
6 NTPC 
1 Dr Reddy's 
8 Satyam 


9 Patni Computers 
~ 10 Hughes Software 








§ HDFC Bank 
10 MindTree 10 HSBC 


NEASY LIES THE HEAD 

that wears a crown, 

they say. Indian rr's 

iconic employer, Inf- 

osys Technologies, 
should know exactly how that 
feels. In the six Best Companies to 
Work for In India surveys that 
have preceded this, the Bangalore- 
based tech giant has topped four 
of them. This year, it has stum- 
bled. Rather, it’s been tripped up; 
partly by the sheer scale-up in its 
workforce and partly by the soar- 
ing aspirations of its young em- 
ployees. So, the former Numero 
Uno stands humbled at #5. 
Instead, there’s a new #1 on our 
list. It’s a surprising topper, simply 
because, although it’s a house- 


9 Sapi 
6 Agilent Tech 


6 Johnson & Johnson 


companies, but that’s fast changing. A BT-Mercer-TNS study. 


hold name around the world, 
misty-eyed affection isn't what its 
name evokes. We are, of course, 
talking about Microsoft. However, 
employees in its six different units 
in India seem to be in love with 
the software giant. Elsewhere in 
this issue, we tell you why. 

In a list dominated by rr com- 
panies, it takes a lot for non-IT 
players to break into the top ranks 
(this year, based on participant 
feedback, we have decided to fea- 
ture the top 15 companies, in- 
stead of the usual 10. As usual, the 
identity of the other participants 
will be kept confidential, although 
we would be happy to provide 
them with feedback on their per- 
formance in a limited way). So, 
Johnson & Johnson, Dr Reddy's 
Labs, Marriott Hotels India, and 
Godrej Consumer Products, take 
a bow. Finally, you'll find that 
some of the survey features run 
into four pages, while the others 
are two-pagers. There's a simple 
reason behind it: all the new en- 
trants (seven of them) get a more 
in-depth treatment, while the oth- 
ers, who have featured previously, 
get a sharply-focussed look. The 
only exception is Infosys, which, 
because of its surprising fall from 
grace, gets a longer pat-down. 
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Top of the leader board: MSIDC MD Koppolu (fourth from left) at a 'giving month' auction in Hyderabad 
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Microsoft India 


The software giant from Redmond makes a stunning entry into BT's 
Best Companies to Work for in India list at #1. Quite a feat for a 
corporation that runs six different units in India. kusan mrrra 
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F YOU WANT TO KNOW WHAT 
it feels like to work for 


Microsoft's India Develop- 
ment Centre in Hyderabad, 
just ask Ravi Jaiswal. Six 
months ago, the software design 
engineer quit another IT multina- 
tional and joined Microsoft. And 
for Jaiswal, it was love at first 
sight. “I walked into this building 
and the reception was expecting 
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> Total employees: 5,000 plus 

p Average age: 30 

pb Attrition rate: 7.2 per cent 

b» Male:Female ratio: 8:1 

> Average career tenure: 4.13 years 
b HR cost: Rs 227.3 crore 

ษ Promotion rate: 24.73 per cent 
> Training budget: Rs 54.6 lakh 
> Training man-days: 12,270 

> Revenues: N.A. 

> Net profit: N.A. 


* Figures for FY 2006-07 





MICROSOFT'S 
SECRET SAUCE 


Leadership development: The com- 
pany spots and develops youngsters into 
leadership roles early in their careers 
and spends a large amount of time and 
money preparing them for the job ahead. 





Internal transfers: Microsoft India 
employees can seamlessly transfer 
among the six business groups if they 
feel that they are stagnating in their 
current job. 





Transparent compensation: The 
system of pay and appraisals are open 
and transparent inside the company, and 
employees know what they have to do to 
get to the next grade. 





Mentoring: The mentoring system 
inside the company is one of the best. 
Mentors and their wards meet regularly 
and have an open and frank dialogue. 
And this relationship is not just a one- 
way street, Mentors often learn from 
their wards as well. 


Recruitment: New employees are 
given a ‘Buddy’ to help them assimilate 
into the company. The company also 
helps in finding employees accommoda- 
tion by having a real estate consultant. 


me. I had a cabin, my e-mail was 
already configured, a ‘buddy’ had 
been nominated to help me as- 
similate, and there was a real estate 
consultant on the campus to help 
me look for a place. All that was a 
pleasant surprise,” says Jaiswal. 

A starry-eyed newcomer? Per- 
haps, but don’t be too sure. Sree- 
nivas Simhadri, a Microsoft vet- 
eran of 12 years, will tell you that 
Microsoft India really rocks. “I 
only just relocated to Hyderabad 
from Redmond, and I honestly 
feel that the buzz and excitement 
around this place right now is sim- 
ilar to what I experienced when | 
joined Microsoft in 1995 at Red- 
mond,” says Simhadri, a General 
Manager at Microsoft IT (MIST), 
which makes software for the 
technology giant’s own use. “I 
will work with Microsoft as long 
as it will have me,” quips Nagender 
Vedula, also a GM at MIST. 

Such gushing testimonials are 
in sharp contrast to the image 
Microsoft has in the us, There it is 
seen as a monolithic and unex- 
citing company that has been out- 
done by newcomer Google (on 
Fortune's 100 Best Companies to 
Work for in 2006, Microsoft fea- 
tured at #42). But visit Micro- 
soft's facilities In [ndia. and It IS ล 
very different story. The Hyder- 
abad campus, which accounts for 
more than half of the company's 
employees in India and houses 
three of its six business units 
(Microsoft Corporation India, 
Microsoft Research India, 
Microsoft Global Technical 
Support Centre, Microsoft India 
Development Centre, Microsoft 11 
and Microsoft Global Services 
Centre India), has a college cam- 
pus feel to it, with new recruits 
sporting long hair and carrying 
musical instruments or sports gear. 

On a recent Wednesday, the 
campus’ two large cafeterias are 
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noisy and busy, since the centre 
has just inducted several hundred 
fresh graduates. "I like this com- 
pany, it still has a college cam- 
pus feel to it, I don’t think any 
other large company is like this,” 
says one of them. Over the last 
four years, when Ravi Venkatesan 
joined as Chairman of Microsoft's 
India operations, the software gi- 
ant has grown at a frenetic pace. 
Headcount has quadrupled to 
over 5.000 and revenues have 
jumped five times (Microsoft does 
not publicly disclose India-spe- 
cific financial numbers). “Growing 
the company is not a challenge, 
but growing the people inside the 
company is," says Venkatesan, 
who has played a key role in uni- 
fying Microsoft's disparate busi- 
ness units in India and giving 
them a common corporate face. 
“Because of our growth rate, the 
thing I worry about is that the 
job a person does is growing faster 
than they can handle it." 


Coping with Growth 

To be sure, that's not a problem 
unique to Microsoft (other Indian 
companies, not just in IT, are faced 
with a similar problem), but some 
of the solutions it employs to deal 
with it are unique. "Many com- 
panies claim to have a mentor 
system, but ours works," says Srini 
Koppolu, MD, MSIDC, who pre- 
dates Venkatesan at Microsoft 
and set up the Hyderabad 
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Chairman Q&A 


"Innovation Is Our Engine" 


There is nothing called the ‘perfect’ employer. What are the challenges that 
you believe Microsoft faces going forward when it comes to being an employer? 
Hyper growth is putting huge pressure on companies like ours and finding high- 
end technical talent, be it in engineering or marketing, is not an easy task. But 
| believe the biggest challenge facing us going forward is dealing with the chal- 
lenge of internal growth. In the current environment, there is always the fear 
that jobs grow faster than the person doing them. That is why we spend in- 
ordinate amounts of time on leadership and management development. 


Is that why people stay on? 

We have a talent agenda and we need to, because in any intellectual prop- 
erty-driven business, our assets walk in and walk out every day. If we are to 
remain competitive, we have to give them a proper environment to shine 
through, so that they stay with us. 


But some people argue that Microsoft in India is doing the development work 
that people in Redmond don't want to do and the sales team is only con- 
cerned about selling licences? 

| completely disagree with such a point of view. We are doing very innovative 
work out of India. And not just for global Microsoft products, but also innovating 
for India. The rate of innovation at Microsoft is staggering, Hyderabad is all 
about creating products that will change the world. In Bangalore, Microsoft 
Research is doing some path-breaking work. In marketing, some of our 
projects such as ‘Saksham’ and ‘Vikas’ are very innovative. Sure, we keep an 
eye towards developing the market, but innovation is our engine. 


Is the Microsoft ‘brand’ a huge advantage in attracting talent? 

Sure, starting out, the Bill Gates brand is quite an advantage. But it is very easy 
to erode such an advantage. That is why we put in so much effort in people 
development. 


You have always argued that India's educational system will need a dras- 
tic overhaul if India has to retain its advantage. How should this be done? 
Education systems will not be able to scale fast enough to meet the demand 
and companies like ours will have to do more to make students in India more 
employable when they graduate. Even if Microsoft continues to attract the best 
talent, we will need to improve the quality of talent across the industry. And 
this is where | believe information technology can make a huge dent in im- 
proving the quality of students and that is something we are working on. 


The lowest score Microsoft received in the internal employee survey was in 
pay, but that was universal across almost every company. Why do you think 
people are unhappy with pay everywhere? 

(Laughs) | am not happy with my pay also, name me someone who is. But 
| think very few people actually leave for pay if the compensation structure is 
transparent as it is in our company and if the compensation is competitive. 
Most people quit because of a bad work environment. 
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development centre. Not sur- 
prisingly, the IT tools for the 
mentoring system were devel- 
oped by MSIT at Hyderabad. 
“The mentor-mentee relation- 
ship is one of the cornerstones 
of Microsoft,” says Venkatesan. 
“And it is not about a wisened 
elder forking out knowledge, I 
learn from my mentees too. In 
fact, I learnt a lot of technical 
stuff from one of my first 
mentees," adds Venkatesan, a 
Harvard alumnus, who was 
Chairman of Cummins India 
before joining Microsoft. 

The two-way learning apart, 
Microsoft allows its employees 
to switch roles. Almost all the 
employees—at marketing, de- 
velopment, R&D—that this 
writer met, mentioned the abil- 
ity to change roles as one reason 
why they enjoy working for 
Microsoft. “India is the only 
country in the world that has 
six business groups, so if a per- 
son feels that his or her career is 
stagnating, then they can ask 
to switch to any other business 
group," says Joji Sekhon Gill, 
Director (Human Resources), 
Microsoft India. Needless to 
say, that helps Microsoft retain 
talent within the group. 

But no matter how good 
the HR practices at Microsoft, 
the thrill for most of the engi- 
neers here boils down to some- 
thing simple. *Whenever I see a 
PC, I can say that some of the fun- 
damental work I did a long time 
ago is inside, and that is quite a 
kick!" says Koppolu. Then, having 
been a developer-focussed com- 
pany traditionally, Microsoft goes 
out of its way to find good talent 
and retain it. Apparently, one 
doesn't need to be a hardcore 
software engineer to land a job 
at Microsoft, as long as one has 
some exceptional talent. *One of 
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my fellow developers actually has 
a bachelor's in Hindi. He is a bril- 
liant fellow, but I don't know too 
many other companies that would 
have given him a job,’ says Jaiswal. 
Agrees Murli Krishna K, Senior 
Director, MSIT: “This is a highly 
people-focussed company and that 
is why we get such good people.” 


Wanted: More Women 

Despite Microsoft's efforts at di- 
versity, its male-female ratio is 
surprisingly low. At one woman 
employee to every eight male 


employees, Microsoft India has 
one of the lowest ratios in the 
survey. However, what's equally 
surprising is that Microsoft has 
three women in its 1 1-member 
India Leadership Team, in- 
cluding Neelam Dhawan, Mp, 
Microsoft India, Gill, and 
Meenu Handa, Head of Corpo- 
rate Communications. “We take 
this issue seriously," says Gill. 
"We are working to improve 
this ratio not just by doing things 
to make sure women stay with 
us, but also by sending out the 
message that Microsoft is a great 
place to work for women." 

Responsible corporate cit- 

izenship is something else 
Microsoft promotes in India. It 
has a 'giving month' every 
October when employees are 
encouraged to contribute 
money (the company makes 
a matching contribution) and 
time. Each employee gets three 
paid days every year to go and 
work on any social cause or at 
any NGO of his or her choice. 
They can even auction old 
household items or their own 
services to raise money for 
their causes. *I cooked meals 
for the five highest bidders," 
says Koppolu, adding that he 
is a good cook. 

Venkatesan says such initia- 
tives are important not just for 
social reasons but to create a 
happy workplace. *At the end of 
the day, what we are doing in 
India is trying to make a differ- 
ence. We might get people be- 
cause of the Microsoft brand and 
because of Bill Gates, but peo- 
ple will not stay because of that. 
We have to highlight that 
Microsoft is not just about selling 
(software) licences or just creating 
software," he says. It's just the 
sort of higher goal companies 
need to become a best employer. 
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infosys Technologies 


New PIN Infosys has lost the distinction of being the best paymaster in IT industry 
sx og 


HOTOGRAPHS BY DEEPAK ( 
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Job applications still pour in at Infosys, but its young employees 
arent entirely happy. Result: The Numero Uno tumbles 
down our rankings this year. RaHUL sacHrTANAND 


SNAP 


EGULARS AT THE 
Strand bookshop in 
Transit, a multi-pur- 
pose facility on 
Infosys’ sprawling 
80-acre campus in Electronics City, 
on Bangalore’s southern periph- 
ery, can often expect some august 
company. N.R. Narayana Murthy, 
the company’s co-founder- 
Chairman and Chief Mentor and 
confirmed bibliophile, can be 
found quietly looking for the latest 
best-seller in a corner of the base- 
ment book store. For Infoscions 
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looking for a quick byte on life and 
work from the company’s founder, 
this may be their best opportunity 
and several of them are quick to 
seize the opportunity, sidling up 
for a quick chat or handshake with 
one of the Indian IT industry’s icons. 

Questions range from issues 
concerning the IT industry to his 
latest reads, but the charismatic 
Murthy is always willing to lend 
employees a careful ear, even as his 
minders hover uncertainly in the 
background, waiting to whisk him 
away to his next appointment on 


> Total employees: 80,501 


> Average age: 25 years 

> Attrition rate: 13.7 per cent 

> Male:Female ratio: 2.4:1 

p Average career tenure: 3.87 years 
> HR cost: Rs 218 crore 

p Promotion rate: 8.48 per cent 

> Training budget: NA 

> Training man-days: 12 days 

> Revenues: Rs 13,893 crore* 


> Net profit: Rs 3,850 crore * 
* Unaudited figures for 2006-07 





his next jam-packed schedule. 
“These youngsters are the lifeblood 
of the organisation and they are 
the ones who will carry Infosys 
into the next decades,” says 
Murthy a touch grandly. Five years 
after he handed over day-to-day 
control of the organisation and 
stepped away from the spotlight, 
he continues to be among the most 
popular faces in the best-known 
brand in Indian rr. 

Elsewhere, Infosys is also doing 
its bit to enhance its perception 
as not just a preferred, but even a 
caring employer in the highly 
competitive Indian IT industry. 
For example, the company set up 
a volunteer helpdesk during the 
Mumbai blasts to help families 
track the whereabouts (and safety) 
of their employees, paid for an 
experimental drug for a chroni- 
cally ill patient when conventional 
therapy stopped working and his 
insurance company wouldn't pay 
for this novel mode of treatment 
and, in another instance, arranged 
to have an employee's family 
flown to his bedside in a us hos- 
pital (and when he passed away, 
flown home). *Taking care of our 
employees is not just about their 
welfare at work; we want to set 
the standard for employee care 
in the industry," Kris 
Gopalakrishnan, Infosys CEO, 
recently told BT. 


Now, it Gets Harder 

While Infosys may have set the 
standard in the Indian IT industry 
with its swish training campus in 
Mysore (spread across 200 acres 
and tutoring some 16,000 fresh 
recruits annually), compensation 
and recreational facilities, the 
Bangalore-headquartered company 
faces the fight of its three-decade- 
old existence on the people front. 
Although Infosys is still a terrific 
brand, the rules of the game have 





WHY INFOSYS FELL 


Growing scale: Harder for a company 
with over 80,000 people to be as agile 
with people practices as smaller rivals. 


Inadequate communication: Slow 
to communicate emerging company 
philosophy to employees. 


MNC competitors: Emergence of 
MNCs in India has dented its reputation 
as among the best paymasters. 


HR lag: Yet to put in place a compre- 
hensive HR policy to deal with a global 
organisation. 


Slow promotions: Yet to address 
issues of slower promotion and a 
perceived glass wall. 


changed quite noticeably in the 
last 12-18 months and Infosys may 
have been caught off guard. 

At a very basic level, the firm 
no longer sets the benchmark in 
Indian IT in terms of salary and 
other forms of compensation, with 
MNCs and niche companies in areas 
such as chip design pulling ahead 
on this front. “Large MNCs such 
as IBM and Accenture are playing 
catch up and they can afford to 
spend heavily to lure the best talent 





from the likes of Infosys, who can 
help hasten their offshore pres- 
ence,” says Venkat Shastry, Partner 
at Stanton Chase, an executive 
search firm. According to some 
industry estimates, MNC competi- 
tors could pay at least 25 to 30 
per cent more for experienced tal- 
ent and offer a much broader ge- 
ographical breadth of jobs to lure 
them away from well-known 
names such as Infosys. “We don’t 
see Infosys on the really big global 
deal and this is an edge for us,” says 
Sandeep Arora, Lead Executive, 
Accenture Centre for Delivery, 
India, which has grown from 250 
to 35,000 people in six years in 
India alone. 

The booming Indian IT indus- 
try, which is galloping ahead at 
30 per cent annually, has also en- 
abled other companies in areas as 
diverse as chip design and out- 
sourced product development to 
rapidly expand their presence, of- 
ten at the cost of the best talent in 
companies such as Infosys. “We 
offer a much more lucrative ca- 
reer, since employees will be re- 
sponsible for complete product 
development and it isn’t about just 
a low-value services contract,” says 
Gordon Brookes, CEO, Symphony 
Services, an outsourced product 
development company. 
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Others argue that Infosys' de- 
cline in this year's rankings could 
also be reflective of how difficult 
it has found it to manage a much 
larger (and more complex) or- 
ganisation. “We have added 
around 30,000 people in the last 
12 months and we're coming to 
grips with our transformation into 
a global entity,” says T.V. 
Mohandas Pai, Director-HR for 
Infosys. An issue like work-life 
balance—given top billing in the 
West—is not yet recognised with 
the same passion back home. 

A buoyant job market also 
keeps HR managers on the edge, 
since top talent is in demand 
across the industry and both fi- 
nancial and other factors need to 
be tweaked to keep employees 
happy. “Not everyone wants to be 
employee number 80,001 in their 
organisation. Defining career path 
and growth has become much 
more important in today’s job 
market, besides discussing pay 
alone,” says Ashok Soota, MD of 
MindTree, which ranks #2 on 
our survey. “Also, several global 
giants such as Accenture offer 
employees the opportunity to 
work on cutting-edge technology 
projects,” says Arora. 


Hurt By Size 

A soaring headcount has com- 
pelled Infosys to re-look at the 
way it deals with people, by setting 
up a two-tier HR structure and 
pushing line or unit managers to 
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CEO Q&A 


‘Attrition Is Not A Major Problem" 


Does Infosys remain the employer of choice in the IT industry? 

We are among the preferred employers on people front, but we are growing 
very rapidly and we must ensure that all Infoscions buy into the vision of the 
company and the opportunities that they have. We have to work at this and 
communicate this to our employees. The environment is becoming more chal- 
lenging with many more opportunities and we have to ensure we offer a unique 
value proposition to our employees. We must offer at least market-comparable 
compensation for starters and give our people a clear career path. 


What are the people challenges for a globalising company like Infosys? 
There are some things that remain constant like values and morals wherever 
we go, but then we need to make some alterations to specific working con- 
ditions for each region. In Europe, for example, people take the concept of time 
away from work very seriously, but that is less so in India. These are nuances 
that we will have to get used to as we become a globally diversified company. 
We need to articulate the fact that the company is professionally run and there 
is a system to induct young and competent managers. 


How has the growth of MNCs affected Infosys? 

We have to constantly re-invent ourselves to stay relevant in a fast-changing 
market. For example, we went to just 100 engineering colleges a few years 
ago, but now we visit over 1,000 in search of the best talent. Similarly, we 
believe that our employees should ideally work within 12 hours of their home 
town and we have therefore dispersed our campuses into towns like Mysore 
and Bhubaneshwar, rather than asking the talent to all congregate in 
Bangalore. The job market has got much more competitive in the last couple 
of years and we need to be able to adjust ourselves to maintain our position 
at the top of the pile. 


How has the shortage of employable talent affected Infosys? 

There is a definite shortage of talent and the available people we want to hire 
are expensive. We got 1.3 million offers last year and hired a small fraction 
of them. Companies such as Infosys need to work with the govemment and 
academia to increase the size of the labour pool, rather than fight over the talent 
currently available. 


Infosys invests heavily on training. What are the pay-offs? 

Technology is changing almost constantly and our employees need to keep pace 
with the latest breakthroughs on this front. At the same time, sequestering our 
employees for four weeks in a residential programme is a great way of reinforcing 
our values and branding to these new recruits. 


Despite these statements Infosys is often called a closely-controlled company. 
Comment. 

We have a management from within Infosys and we've hired from outside 
the company both at home and overseas, so there is no way you can stick 
us with that label. 
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evolve their people management 
skills. “The top layer will deal 
with broad HR policy areas and 
Individual units to minutely man- 
age individual or team HR re- 
quirements. We are in the mid- 
dle of a complete internal over- 
haul,” says Pai. 

Running a scale business 
(where increased revenue is linked 
to higher headcount) also means 
that Infosys fares poorly on pro- 


š 


motions (a clear link to efficiency 
and productivity of employees), 
even though it has a comprehen- 
sive 360-degree evaluation process 
in place. “We are a fair and gen- 
erous employer," says Pai, refuting 
claims that the firm is not quick 
enough on the draw on this front. 
According to him, Infy is working 
on improving communication be- 
tween the top management and 
employees to try to enhance its 
image. "This is an area we could 
do much better; we want em- 
ployees to be aware of policies 
and processes within the com- 
pany,” says Pai. 

Rather than internal issues, 
part of the disillusionment at 
Infosys may be because the com- 
pany has got too big and process- 
driven and is unable to make quick 
changes or innovate. While the 
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Attractive still: Infosys tops among job seekers; 1.3 million applied last year 





company is a pioneer with the use 
of technology with initiatives such 
as K-shop (its knowledge man- 
agement repository) former em- 
ployees complain that an overt 
focus on processes takes out any 
innovation challenges involved 
with their work. 

However, it isn't all bad from 
what remains one of India's best 
recognised IT names. The com- 
pany spends heavily on training, 
investing around Rs 3 lakh per 
candidate on training and driving 
all fresh recruits to the Infosys 
Leadership Institute, Mysore, for a 
gruelling four-week programme. 
"There is killer competition for 
talent in the Indian market. We 
have to show fresh recruits that 
Infosys will be the best employer in 
the country," says Pai. 

While strong branding helped 
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Infosys remain the preferred em- 
ployer for years, its impenetrable 
shield has been dented recently by 
growing competition for people. 
Attrition has risen and the com- 
pany has been forced to raise 
salaries, inflating its HR bills. 
“Attrition remains a bugbear for us 
and we need to find newer and 
more innovative ways to keep the 
best talent,” says Pai. What has 
hampered his plans is rising invol- 
untary attrition, with many recruits 
using Infosys as a launch pad for 
post-graduate academic pro- 
grammes. “Around 1,300 people 
left us in the last 12 months, com- 
pared to 980 in the previous year,” 
says Pai. Infosys, he adds, will have 
to find ways out of this predica- 
ment, by offering employees the 
opportunity to take a break from 
work and sponsor or part-finance 
these higher education programmes. 
Despite its fall in this year’s 
rankings, there is little doubt that 
the company remains among the 
most sought after destinations for 
techies in India. For instance, it 
received 1.3 million applications 
last year. Infosys is also working on 
building a set of high-performers 
and has built a complex succes- 
sion plan for its management in 
place as part of a robust HR struc- 
ture. Finally, its recent reorgani- 
sation may create greater oppor- 
tunity for young talent to rise. 
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An open culture: HR Head Kandula (standing on the divider) and Delivery Head Sekar (second from right) 
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In ล scale-driven and brand-obsessed IT services market, 
Gate has proved that there is space for ล mid-tier, niche 
operator with well-rounded people policies. raHuL sACHITANAND 


N AN INDUSTRY THAT IS AL- 
MOST obsessed with adding 
thousands of employees 
every quarter to sustain its 
white-hot growth, iGate, a 
NASDAQ-listed IT services and BPO 
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company that has quietly found its 
way into this listing for the first 
time, is focussing on value of out- 
put, rather than hours billed, mak- 
ing it something of a novelty. “We 
began as typical body-shopping 


business and now focus on driving 
transaction-based contracts," says 
Phaneesh Murthy, CEO, iGate. 
“Yes, we want to grow from 
6,000 people today to 25,000 in a 
few years, but that will not be the 
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linear growth followed by the in- 
dustry," says iGate's HR Head 
Srinivas Kandula. 

Part of the attraction of work- 
ing for an emerging company like 
iGate stems from the fact that it is 
giving techies an option beyond 
the Big Boys. *Lots of people 
don't want to be employee 
380,001; here, they get more op- 
portunities to learn about new 
businesses and work in customer- 
facing roles," says Mohan Sekar, 
Head (Delivery), iGate. This, ob- 
viously, is a big draw for employ- 
ees who get to develop a more 
well-rounded view of their indus- 
try than in other IT companies. 
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p Total employees: 5,945 

p Average age: 26 

b-Attrition rate: 13.36 per cent 

p. Male:Female ratio: 13:4 
»-Average career tenure: 3.38 years 
ษ HR cost: Rs 9.5 crore 

p Promotion rate: 13.17 per cent 

> Training budget: Rs 5.32 crore 

> Training man-days: 10 

> Revenues: Rs 805.1 crore* 


> Net profit: Rs 49.6 crore* 
*2006-07 Source: Company 


iGATE'S SECRET SAUCE 


More opportunities: Junior and 
mid-level employees get more client- 
facing opportunities. This inculcates a 
greater sense of ownership along the 
entire hierarchy. 


Reward system: Meritorious 
employees across all levels are granted 
restricted stock options, thus, providing 
an incentive to remain with the company 
till they become due. The company, 
though, is an average paymaster. 


Easy access to top management: 
Top executives, including Phaneesh 
Murthy, try and make time to meet with 
and discuss employee issues. 
Exposure to multiple clients: Rather 
than a traditional IT services model, 
iGators can leverage a single technology 
platform to work with a diverse set 

of clients. 


Innovation: iGate is less process-cen- 
tric than most of its peers; this gives 
employees greater room to be innovative 
and individualistic. 


Early responsibility: Employees with 
just three years of experience are given 
management and customer-facing roles. 


“Unlike most large offshore-cen- 
tric companies, middle and junior 
managers have much more con- 
tact with clients and this increases 
the attraction of working with 
us," says Jagadish lyengar, 
Associate Vice President, iGate. 

The relative lack of scale has 
worked well for iGate, since it 
has allowed its top management to 
build a personal connection with 
employees across the board, thus, 
enhancing the sense of belonging 
among iGators. “We want people 
to be able to walk into our of- 
fices and discuss any problem,” 
says Sekar. For instance, an iGator 
with around five years of experi- 
ence can be visible all the way to 
the top management, including 
Sekar and perhaps even Murthy. 

According to Kandula, the firm 
organises regular “town hall” 
meetings for all its employees 
where employees are encouraged 
to use the forum to address griev- 
ances and make suggestions on 
their unit or any other business 
unit. While Murthy attends these 
meetings around twice a quarter, 
Sekar usually attends them once a 
month, “Attention of top man- 
agement is much higher in a com- 
pany like iGate and this helps in- 
culcate a sense of belonging 
among employees who often feel 
left out in large organisations,” 
says lyengar. 

But despite this, iGate still has 
to compete for the same people as 
its (larger) peers and, thus, has 
had to find other unique methods 
to try and attract and retain 
people. “We are among the few IT 
companies to offer a lucrative re- 
stricted stock exchange plan to 
meritorious employees,” says 
Kandula. This, too, makes iGate 
an attractive employer. “iGate is a 
company in the midst of a turn- 
around and there is exponential 
growth potential for the company 





NOVEMBER 18 2007 BUSINESS TODAY 


111 











and its stock. Few companies can 
lay claim to this,” says lyengar. 
“We want our employees to be 
part of our growth strategy over 
the next few years," says Sekar. 

However, several employees 
BT spoke to say that iGate could 
be a more generous paymaster. 
“We will need to relook at areas 
such as compensation and bene- 
fits," says Kandula. But iGate is 
clearly looking at the longer term 
and is hoping that the prospect of 
a stock option windfall over the 
longer term will offset the per- 
ceived lower pay. “Our Rsus (re- 
stricted stock units) are strictly 
quality-based; we don't expect 
many employees to cash in on 
their rewards just now, since there 
is so much potential in the com- 
pany," boasts Kandula, adding 
"The fact that a sizeable chunk 
(30 per cent) of our recruitment 
takes place through referrals 
proves that employees find us an 
attractive place to work in." 

With employable talent at a 
premium, iGate has had to ex- 
tend a full suite of employee ben- 
efits to keep its employees happy. 
These include flexi-hours, work- 
ing from home (depending on 
the job role) and paternity leave. 
It also hosts “Thank God its 
Monday" every week to help em- 
ployees cope with post-weekend 
blues. Every quarter, employees 
are taken on retreats near 
Bangalore and spend time not 
just on critical business develop- 
ment, but also on any significant 
personal issues. “We invite top 
management to these events so 
that our employees can spend 
time with them away from the 
workplace," says Kandula. 

But despite these measures, 
mid-tier companies such as iGate 
still remain at a disadvantage vis- 
à-vis the Big Boys of Indian IT 
when it comes to recruiting junior 
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CEO Q&A 


“iGators Are at the Centre of Our Remake" 





Why are people important to iGate? 

Before | answer the question, let me tell 
you that iGate has been through four or five 
transformations over the last few years, be- 
ginning with its initial focus on onsite 
body shopping engagements to our current 
focus on re-orienting ourselves towards a 
pay-for-output, transaction-based model. 
We believe we are taking the Indian IT in- 
dustry in an all new direction. While grad- 
uating from services to products was con- 
ventionally seen as the way to move up the 
value chain, we want to show that there is 
plenty of value within the services market 
itself. Our employees are at the centre of 
this re-invention, since this model is 
dependent on their skills and output. 


Is it easy to attract the best talent in the industry? 

We believe that the nature of our work will be transformational and, therefore, 
we will attract top-rung talent. We are among a handful of IT companies in 
India that offers meritorious employees restricted stock options, and that's a 
major attraction for our employees. Also, our new model, which turns the fo- 
cus away from scale to output, allows people with as little as three or four years 
of experience to have face-to-face customer experience—much earlier than their 
peers in the IT industry. 


How can iGate compete with the big brands in Indian IT? 

We believe that we're moving away from the dollar-per-hour revenue model; 
therefore, rapidly adding hundreds and even thousands of people won't be a 
long-term business requirement. So, rather than compete with the large play- 
ers, we can carve our own niche in the market. 


Yet, every executive talks of rising salaries and attrition... 

This is normal in any fast-growing industry and we need to find a way past or 
around this issue. In IT companies, young employees get paid the same amount 
that people in other industries do in, say, 10-12 years. Salaries also vary widely 
at the entry level and create their own set of challenges. We are increasing our 
investment in training and development and the industry may need to find a 
way to offer lasting career opportunities in IT. 


What is iGate's USP in this crowded market? 

The senior management at iGate is accessible to all employees and many of 
us make time to interact with them informally to give them regular updates. We 
also have the longest average career tenure in the industry, indicating a pref- 
erence for iGate in this cluttered market. 
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and fresh executives, since a 
strong brand plays a key 
role in attracting the best 
talent. “iGate has massive 
hurdles on campuses where 
the larger companies, by 
virtue of being there on Day 
Zero, effectively get first 
right of refusal on the best 
talent," says Gautam Sinha, 
CEO, TVA Infotech, a 
Bangalore-based HR consul- 
tancy. Tier I players like 
Infosys and Cognizant hire 
500 to 1,000 people on 
Day Zero itself, making it 
much harder for others to 
get a look-in. “Entry level 
talent is definitely an area of 
concern, but we have made 
progress in the last couple of 
years, but believe there is 
plenty of talent that doesn't 
want to get lost in a large 
company," says Kandula. 
Like many of its peers 
in the IT industry, iGate, 
too, has to invest heavily 
on updating and refining 
the skills of its employees. 
“India produces around 4.5 
million graduates annually, 
but only 15-20 per cent of 
those are employable," says 
Kandula. So, iGate has 
tweaked its programme to 
look beyond core coding abili- 
ties. “Our focus is to hire bright 
talent who can then be trained. 
We, therefore, look at science 
and commerce graduates for sev- 
eral roles," he adds. Unlike many 
of its peers, all employees at iGate 
have constructed their own skill 
enhancement programmes with 
Murthy and Sekar themselves 
acting as executive coaches. While 
there are compulsory behavioural 
programmes for all employees, 
middle and senior management 
is also put through intensive 
lessons on domain and 
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technology development. 
According to company exec- 
utives, attrition (14 per cent) con- 
tinues to be an area of worry, 
though not a big one, since big 
banner companies such as IBM or 
Accenture have much better 
brands (and pay) and can offer 
employees more desirable over- 
seas postings. At the same time, 
competitors also point out that 
the company also loses people to 
large Indian firms like Infosys. 
“We want our employees to build 
careers at iGate and we will look 
at pay and other benefits more 








carefully to remain com- 
petitive," says Kandula. 
However, he is quick to 
point out that employees 
get promoted more often 
than the industry average 
and are given customer-fac- 
ing roles much earlier in 
their careers. “I was pro- 
moted within months of 
joining iGate,” says 
Rupashree Biligiri, an 
Associate Training Manager 
at the firm. 

Part of the reason iGate 
is on this list is its ability 
to give relatively young tal- 
ent more management re- 
sponsibility than they would 
have had in a large com- 
pany. According to senior 
company executives, em- 
ployees with as little as two 
or three years of experi- 
ence can expect to be given 
such roles. “iGate is great at 
enabling junior employees 
and challenging them to de- 
cisions independently," says 
Rupashree Biligiri. 

As the Ir industry con- 
tinues on its rapid growth 
and iGate on its gradual 
business transformation, 
there are several issues that 
the company needs to ad- 
dress if it wants to keep its place 
(or climb) in this listing. For one, 
industry observers say the com- 
pany needs to increase its invest- 
ment in training, if it is to match 
the likes of Infosys or MNCs such 
as Accenture that set the bar in this 
area. The firm may also have to 
work on key metrics like promo- 
tions, since keeping talent could be 
challenging if they are denied 
promotions and other increments. 

For now, though, it can savour 
the satisfaction of beating many of 
its more established rivals to this 
exclusive list. 
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Grooming future leaders: Chairman Manglik and Team Accenture 
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Accenture 
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Accenture s focus on training, and its policy of providing 
cross-geographical mobility, make it an employer of choice. 
RAHUL SACHITANAND 
HEN HE GRADU- Accenture India, which was then 72,000 crore) technology, con- 
ated from Symbi- ล 60-person management consul- sulting and BPO giant and its India 
osis Institute of tancy finding its way in a nascent operations have grown from one 
Management, Indian market. Since those early small office in Delhi's World 
Pune, in 1994, years, Accenture has evolved glob- Trade Centre into a massive 
Rahul Varma did what many top ally from just management con- — 35,000-person entity, the com- v 


B-school grads would and joined sultancy into an $18-billion (Rs  pany's largest outside its head- 





quarters in the US and Varma has 
become its Senior Vice President 
and Head of Human Resources. 
What hasn't changed along the 
way is the company's focus on 
people. “We were known initially 
as a high-brow management con- 
sultancy, but we have adapted to 
the different people requirements 
of the rr and BPO industries," says 
Harsh Manglik, Chairman & 
Managing Director, Accenture 
India. The firm has had to be 
quick on the draw, since compe- 
tition is intense and young em- 
ployees are always in demand in 
this booming market. *We have 
monitored and measured em- 
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> Total employees: 35,000* 

Attrition rate: 18 per cent # 

> Training budget: $706 million 

> Avg. Training Hours/Employee:152 
manhours in FY07 

» Revenues: $19.70 billion * 


p Gross Operating Profit: $1.24 billion 
* In India # Worldwide figures 


ACCENTURE S 
SECRET SAUCE 


Global opportunities: Employees 
can move across business verticals and 
geographies globally 


Reward system: It is among the best 
paymasters in the industry and its com- 
pensation policy is perceived to be better 
than those at Indian Tier | vendors 


Education initiatives: There's a 
massive focus on education and training 
with 16,000 online courses for employees 
across all levels. It offers courses in 
association with the likes of MIT to 
upgrade employee skills 


Career mobility: Employees are 
allowed to make their own career 
choices; there is no compulsion to 
choose the orthodox vertical approach 


Empowered employees: Even though 
it is a global giant, Accenture allows 
employees to take autonomous decisions 
and gives them budgets to manage too. 


ployee engagement across the 
globe and Accenture India topped 
the survey across 49 locations," 
boasts Varma. 

His biggest challenge has been 
to sort through the thousands of 
employees at Accenture India and 
identify young employees with 
future leadership potential and 


begin grooming them for future 
roles. All Accenture employees 
get career counsellors, typically 
two levels above them in the 
hierarchy, who are given a budget 
and specific time to mould the 
career of their wards. “This is not 
an activity we take lightly; we 
measure their competence and 
help our employees find the right 
path," says Varma. 

Rather than shackle employees 
to a single industry, Accenture has 
a Cross Entity Leadership Program 
to allow people to switch between 
businesses, and all openings are 
posted on internal portals. *We 
don't believe that everyone should 
have a straight career path. There 
may be some employees who have 
a different way of doing things 
and we're happy to accommodate 
them," says Manglik, adding that 
when Accenture started its tech- 
nology practice in India, it could 
seed leadership internally and kick- 
start the initiative. 

Training and developing the 
best talent in the country is ac- 
corded top priority and unlike 
many of its peers in the industry 
that lean heavily on classroom 
sessions, Accenture has evolved a 
different model. “We have 16,000 
courses on Accenture's My Portal, 
which is, perhaps, the largest such 
collection in the world and is open 
to all employees of Accenture,” 
says Varma. The company has 
also tied up with MIT’s Office of 
Professional Education Programs 
to run the Accenture Solutions 
Delivery Academy. Accenture's 
two-year collaboration with MIT 
PEP includes ongoing review of 
Accenture Academy of Leadership 
Excellence’s educational content, 
student assessments, and overall 
programme design by several MIT 
School of Engineering faculty. 

Then, it has unveiled a raft of 
initiatives targeted at its women 
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regular programmes to sensitise 
employees about gender differences 
and a network to let women net- 
work among their peers in senior 
management to ensure the visibility 
of women achievers across the 
company. “Making sure you have 
an inclusive workforce is not about 
a minority approach or a quota 
system,” says Rekha Menon, 
Executive Vice President, India 
Geographic Services and Human 
Capital & Diversity, Accenture 
India. “Accenture is one of the few 
companies to have an active pro- 
gramme on diversity and it’s a 
major attraction compared to its 
peers,” says Pooja Sabhlok, HR 
Manager, Leadership Development, 
Accenture India. 

Being a late comer to this mar- 
ket has put additional pressure on 
Accenture to be seen not just as a 
generous employer, but also a car- 
ing one. It allows employees to 
work from home and also work 
part time. “We need to recognise 
the different needs of our employ- 
ees and adapt to them accord- 
ingly,” says Varma. Menon adds 
that while gender is only the first 
initiative, the company is working 
on introducing several other pro- 
grammes under the diversity um- 
brella. “We must be able to cater to 
a wider audience with our pro- 
grammes and be seen as an empa- 
thetic employer,” she explains. 

As part of its efforts to engage 
more meaningfully with employ- 
ees, Accenture has set up an in- 
house event management arm and 
employees who take part in clubs 
and special interest groups are ex- 
pected to conceive and run pro- 
grammes for each of these initia- 
tives, ranging from sports to cor- 
porate social responsibility. 
“Communities foster social col- 


employees. Accenture runs 

focussed employee campaigns to 

attract the best female talent, has 
ณี 
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Chairman Q&A 


"We Draw On Our Global Talent Pool 
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How have you managed the rapid growth in 
Accenture's headcount? 
We have grown quickly but we have been very 


selective about the people we take in. We could 
do this by drawing on our global talent pool. 


Is it good to be an MNC in this market? 

It is a huge advantage for us to be a multi- 
national; firms like Accenture are bringing 
global knowledge and depth to India. There 
is, therefore, osmosis in the system and we 
have people working in India from across the 
world and people from India have the 
opportunity to work in Accenture offices 
around the globe. 


How have you become a preferred 
employer? 

Our global brand is highly respected and we're known for helping clients get 
better results. In India, Accenture has, thus, emerged as an aspirational brand 
in the job market. When | talk to employees, the issues they talk of are pro- 
fessionalism, freedom and trust. We are not an organisation that polices in- 
dividuals; we are an assemblage of professionals who are treated with respect. 


Why is Accenture also focussing on expanding India's labour pool? 

India is among the most youthful populations; even China is six years older 
than us on the average. There are 600 million people who are under 23. 
This can either be a huge asset or a liability. We can have massive economic 
growth if people are able to contribute to it. As a company, we are a drop 
in the ocean, but we are innovative. We have a collaborative view and this 
is an area we can target. 


How does Accenture manage training and development? 

We have an online library of 16,000 programmes for our employees and the 
need for development is self-driven. We do not treat job recruitments as 
transactions and each hire as a successful business deal. We are among the 
leaders in the market on this front. 


How does Accenture manage the ongoing war for talent? 

War for talent may be an overused phrase, but it's there. We have to fight for 
the brightest people and have to provide an enabling environment for them to 
realise their potential. Managing scale is a major challenge; if you add up the 
miles our cabs travel daily in India ferrying employees, they might as well drive 
around the world five times (laughs). People are our heartbeat and we actually 
look at them that way. 
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laboration and help our employees 
network with people outside their 
business units,” says Varma. Like 
some of its largest competitors in 
the industry, Accenture, too, offers 
several recreational facilities and 
well-being initiatives to keep its 
employees healthy and alert. 

At work, employees at rela- 
tively junior levels are empow- 
ered to take decisions and man- 
agers running even 100-person 
units are allocated budgets to run 
their businesses. “This is very im- 
portant to unit heads and gives 
them a sense of autonomy and 
facilitates quick decision making, 
which is often missing in large 
and bureaucratic companies,” says 
Satish Kumar Nuggu, Manager, 
Products Group, Accenture 
Delivery Center for Technology, 
who moved to Accenture a year 
ago, after spending 10 years at 
arch-rival IBM. Other employees 
say that the top management del- 
egates much of the day-to-day 
work to line managers and this 
brings a sense of entrepreneur- 
ship and drive to what is per- 
ceived externally as a slow mov- 
ing behemoth. 

To dispel these notions, top 
management, including Manglik, 
makes sure it is accessible to em- 
ployees and communicates with 
them through e-mail and meet- 
ings called Town Halls. Manglik, 
for one, can often be found 
perched on a stool in the cafeteria, 
chatting with employees to get 
an on-the-ground understanding 
of their requirements. Others like 
Sandeep Arora, Lead Executive, 
Accenture Delivery Center for 
Technology, India, have even 
more unique ways of keeping in 
touch with employees. “I reply 
to every e-mail I get from em- 
ployees and at every town hall, I 
promise to pay Rs 1,000 on the 
spot if anyone has unanswered 
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mail. So far, I haven't lost any 
money,” he says. According to 
Shekhar Tiwari, Resource 
Management Group Lead, 
Accenture, who worked with 
PepsiCo for 11 years in the supply 
chain function before moving to 
Accenture: *While problem reso- 
lution is given top priority at 
Accenture, top management is ac- 
cessible 24/7 to help." 

Being a multinational, 
Accenture allows people to go 
Overseas on projects and also relo- 
cates people across the globe. “We 
are one global company and 
Accenture India isn't an outpost 
for cost arbitrage work for us," 
says Manglik. This means em- 
ployees can look beyond conven- 
tional IT services, to consulting or 
even innovation as they look for 
new career opportunities. “We are 
doing some cutting edge R&D work 
in India and have relocated expats 
and moved staff in India to these 





new units," says Varma. According 
to him, the company prefers to 
look within, rather than hire ex- 
ternally for many roles. *We have 
evolved global leadership pro- 
grammes across junior and senior 
management levels to try and build 
our talent pool," says Varma. 

Part of the challenge for a firm 
like Accenture is to attract the 
best talent available. Company 
executives believe there is a stereo- 
type about MNCs being good 
paymasters but also “hire-and-fire 
employers". Says Varma: "We 
don't like either label; Accenture 
pays industry-matching salaries 
and we don't fire people at will." 

But despite these initiatives, 
Accenture's attrition rate (25 per 
cent, according to industry watch- 
ers, though the company wouldn't 
disclose India-specific numbers) 
is double that of its MNC peers. 
Former employees say the com- 
pany is not seen as a warm and 
congenial place to work in. Then, 
despite paying higher salaries than 
its domestic rivals, it is not seen as 
generous when compared to its 
MNC rivals. 

But these, as our survey shows, 
are really incidental blips on an 
otherwise glittering scorecard. 
With the growth of the Indian rr 
industry showing no signs of let- 
ting up, Accenture India's people 
story may be just unfolding. 
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Special Festival Offer - FREE 1GB Memory Card + Leather Case” 
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-Titanium Body 


Insist on warranty card issued by Canon India Pvt. Lid 
"จ ย ค อ ด ร อ ย ov 


DiG!C / For Further Information CALL CANON: 1800 345 3366 (From BSNL/MTNL landlines) / 39010101 (Prefix your city code while dialing from mobile phone) 
I VISIT US AT www.canon.co.in CORPORATE OFFICE : Canon India Pvt. Ltd., Second Floor, Tower A & B, Cyber Greens, DLF Phase-lll, Gurgaon 122 002 
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A friendly air: Transparency and openness make Marriott a different place to work 
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At Marriott Hotels India, there are no employees, only associates. 
The associates take care of guests, the guests come back...that s 
good for business, and for the associates t00. anusHa suBRAMANIAN 


ICTURE THIS: YOU'VE JUST 
hopped on board 
Marriott Hotels India 
as an employee. Corre- 
ction: You're not an 
employee but an associate. You 
take a walk down the *Associate 
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Corridor,’ where the walls are 
plastered with all the information 
you need to know about Marriott. 
You then pick up the Daily Packet, 
an in-house daily newspaper 
brought out by the human re- 
source department. This is one 


newspaper with plenty to read, 
you realise: It has a theme for the 
day, events for the day, birthdays 
of associates, mentions of guests’ 
recognition of efforts put in by 
associates, an HR ‘eye-opener for 
the day,’ and reports on the pre- 





"a. 





vious day`s events at the hotel. 
You're still a bit fuzzy about how 
things work at Marriott —it's your 
first day, after all—so you decide 
to walk into the corner room 
that's occupied by the head of 
Marriott's India operations. “Hi 
Philip," you grin. 

Such conduct would be con- 
sidered bare-faced in most or- 
ganisations—barging into a head 
honcho's cabin and going on to 
address him by his first name on 
one's first day at the office would 
only invite scorn, if not the boot, 
at more common workplaces. But 
then this is Marriott Hotels, a 
company that prides itself for be- 
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WHAT MAKES MARRIOTT AN EMPLOYER OF CHOICE 


Two-way communication: For new entrants, there is an event called ‘Koffee with 
the GM' to interact with the GM and share their views over a cup of coffee. For employ- 
ees too shy to talk, there is the option of anonymously calling up the Integrity Hotline, a 


24X7 toll free number. 





Employee benefit initiatives: Employees are given six offs in a month and finan- 
cial support for higher education. Each and every employee on their birthday can stay 
in the hotel for one day with their spouse or family and can dine anywhere. 





Knowledge initiatives: Every Marriott hotel has a learning centre that has a collec- 
tion of books and videos, along with an internet connection. 





Defined span-of-leadership: There is a Leadership Performance Process man- 
agement system which defines nine competencies which a Marriott associate should 


have and develop. 





Reward system: There are two kinds of awards for individuals or groups to recog- 
nise outstanding performance. Each Marriott hotel in India has its own awards. This 
is apart from an overall event involving all Marriott properties globally. 


ing a great employer, globally. 
Marriott International, according 
to Fortune, is amongst the 100 
best companies to work for in the 
world. It has made it to Fortune's 
list for the 10th consecutive year. 

An open-door policy along 
with a first-name culture is just 
one manifestation of how Marriott 
connects with its workforce. 
There's a perfectly logical reason 
for such transparency: It results in 
quick decision-making, be it an 


SNAPSHOT 


p. Total employees: 2,502 

> Average age: 24 

> Attrition rate: 32 per cent 

p. Male:Female ratio: 4:1 

> Average career tenure: 3 years 
p. HR Cost: Rs 1.07 crore 

> Promotion rate: 37.6 per cent 
> Training budget: Rs 1.36 crore 
> Training man-days: 4,337 days 
> Revenues: Rs 448 crore * 

> Gross Operating Profit: Rs 240 crore* 


* Figures are for the period Jan.-Sept. ‘07 








employee-related decision or a 
guest-related decision. Elaborates 
Jatin Khanna, a Front Office 
Manager at the Renaissance 
Mumbai Hotel, one of the brands 
owned by Marriott Hotels (the 
others are the ] Marriott, 
Marriott Resorts, Courtyard and 
Marriott Executive Apartments): 
“Marriott is a completely different 
place to work in. One does not 
need to seek appointments to meet 
the senior management. You can 
just walk into their room and dis- 
cuss issues. An absence of the ‘Sir’ 
culture was also a big revelation 
for me.” Khanna has spent a 
decade in the hospitality sector. 
Adds Philip Bryson, Chairman, 
Marriott India Business Council 
and General Manager for 
Renaissance Mumbai Hotel & 
Marriott Executive Apartments: 
“You earn respect from the job 
you do and not from the position 
you hold in an organisation. 
Everyone from a line manager to a 
sweeper to a chef is on one plat- 
form, and we all function as one.” 
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Bryson and other senior managers 
spend time individually with all 
the employees every day. In fact, 
Bryson says it takes him 30 min- 
utes to walk into his office each 
morning as he spends time with 
those on the job. 

That power of one may sound 
almost Utopian, but it appears to 
be working like a charm at 
Marriott India. At the core of this 
approach is the belief that happy 
employees are good for business. 
Bryson recalls the words of the 
founder of the global hotel chain, 
J. Willard Marriott: “If you take 
care of your employees, employ- 
ees take pride in their work. If 
they take pride in their work, 
they serve the customer at their 
best. If the customer is served 
well, they come back and the 
business is taken care of.” 

Trickling down from the 
premise is a host of initiatives 
that eventually all come together 
to make Marriott an employee’s 
paradise. Pampering isn’t a bad 
word in the Marriott lexicon, 
which is evident in the six holi- 
days each associate gets every 
month (the average in the service 
industry is four). The ‘Marriott 
Way’ is also to empower associ- 
ates who, for instance, are al- 
lowed to give complimentary gifts 
to their guests. There is a high 
degree of pride in the unique re- 
lationships cemented with guests. 
All these work in favour of the as- 





Chairman Q&A 


Considered Equal" 
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In your words, why is Marriott Hotels one of the best places to work? 

Our whole business premise is built on the fact that if you take care of your 
associates, they will take care of the guest and guest will come back and the 
business will take care of itself. We have all the necessary training tools for our 
associates, who are well motivated, receive good career guidance and good 
rewards and recognition. And they are happy. We are not hierarchical in na- 
ture and everybody from a general manager who is the highest in rank to a jun- 
ior associate is referred to by their first names. It does not matter what job you 
do here and at what grade you are in the organisation; everyone is 
considered equal. 


How do you ensure there is a good connect between employees and the 
company as it grows rapidly? 

It all starts at the selection process. When we conduct interviews with 
prospective employees we ask them what they know about the hotel. Most 
of them know something. Alternatively, we do not look for people who 
have the right skills to work here but look for people who have the right attitude. 
That's because we can train them and give them the skills but we cannot give 
them the right attitude. When they join the company they have to go 
through a three-day induction programme where they learn about the hotel, 
the brand and the history. We are an 80-year-old company and still very much 
a family company, and we are proud of our heritage. On a daily basis, 
there is a meeting within every department. We have high-delegation visits from 
Marriott International. Thus we ensure the employees are well connected with 
the organisation. 


The biggest challenge today? 

Turnover! We take care of our employees. But we also train them so they are 
ready to be poached as well. | think with the growth that is likely to take place 
in this industry, retention and recruitment is going to be a big issue. 


How do you attract the right talent? 

A lot of it is word of mouth. We have a rigid selection process. The prospec- 
tive employee has to go through an online screening, a personality profile. They 
have to first get vetted by human resources and then they go for an interview 
with the department head and then they go for an interview with the operations 
head and they have a final 10 minutes with me. | do not interview them. | just 
chat them up to find out what kind of a person he or she is and make it clear 
to them from day one that we are serious about our people. 


How are employees aligned with the business? 

The business goals are linked to the functional and strategic balance scorecard, 
which has parameters that are linked directly to the organisation's goals. There 
is a monthly balance scorecard for the entire department and individual bal- 
ance scorecard for each employee who has different targets to meet. This way 
each and every employee is aligned with the business and the organisation's 
business goal and has to perform accordingly. 
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sociate, who earns reward points. 
Marriott also follows a house sys- 
tem, just like it is in schools. 

All associates, right from the 
senior management to the junior- 
most, are equally divided into four 
houses: Elephant, Lotus, Peacock 
and Banyan. Each house has an ac- 
tivity every month, through the 
year, around areas such as lead- 
ership and training. Competitions 
are also held through the year, 
which enable associates earn re- 
wards and points for their house. 


"This is one way of ensuring em- 
ployee connect and there is in- 
creasing communication within 
associates," explains Bryson. 

It's great to be on the Marriott 
ship, but climbing on board in- 
volves a rigorous recruitment 
process, something Gurmeet 
Singh, Country Director of 
Human Resources, Marriott 
Hotels India, is proud of. 
Extensive online psychological 
tests help the hotel chain pinpoint 
the right candidates for specific 
roles. This is followed up with a 
series of interviews—with HR, 
with the department head, with 
the operations head, and a final 
meeting (which isn't an interview) 
with Bryson himself. “I just chat 








them up," he says (see Everyone is 
Considered Equal). 

Despite such efforts, the BT- 
Mercer study indicates that 
Marriott Hotels India's HR cost 
per employee is a minimal Rs 
4,316 annually and the training 
budget is just Rs 1.36 crore per 
annum across the five proper- 
ties. Singh explains: *One must 
understand the hotel industry's 
business model. We cannot be 
compared with any other indus- 
try. If a person is a dishwasher 
you cannot train him to do a 
management job." Globally 
Marriott sets aside $750 every 
year for every manager for train- 
ing and development. 

Singh agrees that Marriott 





isn't the leader in salaries, *but 
we do give each and every asso- 
ciate an 8.33 per cent guaran- 
teed bonus every year. 
Performers can earn a bonus of 
up to 20 per cent.” Attrition lev- 
els at 32 per cent are higher than 
the industry average of 30 per 
cent but they are below the 36 
per cent norm for the Mumbai 
market. “Attrition has become a 
way of life. That is something 
you cannot shy away from. The 
only thing we can do is be more 
proactive, aggressive, and inno- 
vative in the way we hire and 
train," says Singh. One such 
proactive initiative is promotions, 
with 37.6 per cent of the work- 
force being promoted last year. 
The average time for a promo- 
tion has also been crunched to 
two years. Singh takes consola- 
tion from the fact that Marriott 
seldom loses people to competi- 
tion. “They do not leave us to 
work for another hotel but to 
work for a cruise liner or to work 
in another country or for fur- 
ther education. And the kick we 
get is when they come back— 
and that rate is good," says Singh. 
That's another upshot of the 
Marriott way. You can't hold on 
to associates for ever, but you 
can always expect some of them 
to come back. 
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HCL Infosystems 


Rewarding Work 






PHOTOGRAPHS BY DEBASIS PALIT 


At HCL Infosystems, employee loyalty comes from its 
mantra of retaining and rewarding the best. 


PALLAVI SRIVASTAVA 


IFTYFOUR-YEAR-OLD J.V. 
Ramamurthy, the Chief 
Operating Officer of 
HCL Infosystems, con- 
fesses to learning to 
dance to Punjabi music these days. 
It seems a bit odd when you think 
of his age, his south Indian back- 
ground and the fact that Punjabi 
dance Bbangra isn't exactly a rage 
nowadays! But when you con- 
sider that Ramamurthy's job is 
to try out and adopt newer ideas 


OVE MBER IS 3007 


to drive growth at HCI 
Infosystems, his fancy for Bhangra 
ceases to surprise. 

“You have to keep innovat- 
ing, keep doing different things to 
stay ahead of the market," 
Ramamurthy, alias J.V.R., says, 
putting into perspective the com- 
pany's diverse interests ranging 
from software development and 
technology integration, computer 
hardware manufacture and pro- 
totype development to distribution 


and marketing of digital lifestyle 
products. In system integration, 
the company has successfully ex- 
panded its reach to segments like 
infrastructure, power, e-gover- 
nance, media and entertainment 
and telecom, he informs. 

The spirit of innovation that 
has made India-based HCL 
Infosystems into a vastly diversi- 
fied outfit with 5,467 employees 
working from 350 locations today 
has also been instrumental in shap- 


ing the company's HR processes 
and initiatives that are now rated 
among the best in the industry 
and have placed the organisation 
in BT's listing of the best work- 
places in India. 

In the past two years, the HCL 
Info management has rolled out a 
slew of innovative initiatives aimed 
at its employees and the work- 
place, after realising that the com- 
pany was getting too obsessed 
with numbers and growth. *We 
realised the need to loosen up a 
bit, instill some fun factor and lay 
stress on informality in the work- 


place,” J.V.R. says. 

Some of the key initiatives on 
employee engagement and per- 
formance management functions 
include iPerform, an online per- 
formance management system 
that tracks results achieved 
through daily, weekly, monthly 
and quarterly reviews; Mindia 
TechXperts, which is a fast-track 
career growth programme 
launched this year to identify and 
groom young engineers for lead- 
ership positions in 18 months; 
HCL Towers, which awards houses 





SNAPSHOT 


p Total employees: 5,467 

> Average age: 28 

> Attrition rate: 17 per cent 

> Male:Female ratio: 125:8 

bp Average career tenure: 4.35 years 
p. HR Cost: Rs 31.8 crore 

p Promotion rate: 21.64 per cent* 
> Training budget: Rs 1.1 crore 

> Training man-days: 52,708 

p. Revenues: Rs 11,897 crore* 


> Net profit: Rs 316 crore* 
* Figures for July 1, 2006 to June 30, 2007 





to top performers; and the profit- 
sharing scheme that also rewards 
the best. In addition, the com- 
pany has now automated its HR 
functions and set up portals to 
enable faster flow of information. 

The company has a simple HR 
mantra: Recruit the best, retain 
the best and reward the best. 
While 80-85 per cent of recruit- 
ment is done on campuses, of the 
remaining 15 per cent, 85 per 
cent is filled through referrals. 
The company, which calls itself 
a “campus organisation”, also hires 
from Tier II & Tier III cities. All 
candidates are subjected to com- 
prehensive ‘assessment techniques’ 
before final selection. 

To create a learning organi- 
sation, the company has set up a 
dedicated HCL Education Center 
in Hyderabad, where based on in- 
dividual, organisational and cus- 
tomer needs, employees are put 
through technical and soft-skills 
training, management develop- 
ment programmes, technology lead- 
ership programmes and leadership 
development programmes. The du- 
ration varies from three weeks for 
management and sales staff to four 
weeks for the services employees. 
Online learning programmes like 
enable@HcL, TechForum, 
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e-Kaksh, and i-Learn complement 
classroom training. Then, there is 
the “Learn from Leaders” 


programme where senior 
managers impart valuable lessons 
to employees. 

What distinguishes HCL Info 
from other companies is its ability 
to retain and reward. All employ- 
ees are eligible for ESOPs after one 
year. “The fact that we have more 
than 300 employees who joined 
the company as trainees and have 
spent more than 20 years with it 
and are today among the top man- 
agement is proof of the loyalty 
and commitment that we instill in 
our people,” says Vivek Punekar, 
Vice President, HRD, who joined 
the company in 1986 straight from 
campus. Little wonder then that 
the company’s promotion rate is as 
high as 21.64 per cent 

HCL Info’s first employee— 
50-year old Rajendra Kumar—is 
still around. Kumar, who started as 
assistant to Chairman Shiv Nadir 
when the company’s office used to 
be located on the barsati (top floor 
with two rooms and a large ter- 
race) at 143, Golf Links, is now 
an Executive Vice President. From 
marketing calculators and micro- 
computers to manufacturing hard- 
ware, Kumar has overseen it all. 
“I have a new responsibility every 
4-5 years and each experience has 
given me a new insight into the 
business," says Kumar, who has 
come a long way from his DTC bus 
days and now drives around in a 
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COO Q&A 
“Enjoy, Innovate and Transform” 





Was there a need to change your focus on the people aspect of the business? 
We realised that our people were getting stagnant and not contributing 
much in terms of new ideas. They were also getting too focussed on numbers 
and less on value creation through quality work. We decided to improve the 
atmosphere for our employees with the aim of reducing their stress level so 
that they could work in a more relaxed manner. Our guiding philosophy had 
to change to “Enjoying, Innovating and Transforming.” 


How did you go about it? 

For a 30-year-old company to suddenly change its work culture, it required 
a lot of effort to make the employee-management interface more informal. There 
were steps needed beyond the usual HR practices to bring about such 
drastic changes. We have tried to bring in a lot of informality through various 
outdoor activities like picnics, family parties and outstation trips, as 80 per cent 
of our people are in the field and also because it’s not possible to have 
in-office activities very often. 

In terms of policy changes, we started focussing more on job rotations, 
performance management, training, business continuity plan and various lead- 
ership development programmes. Automation of our HR system and information 
in Our periodicals are also some of the ways in which we try to stay connected 
with our employees. 


Have there been any visible changes since you started these initiatives? 

| will give you an example. The InnoQuiz in August this year got around 2,700 
responses from HCLites sitting across the country. Another example: The 
recently-held “Innovator of the Hour” contest received 180 responses and saw 
22 winners. Such activities are not only motivating people to do better but also 
instilling in them a feeling of pride and belonging. 


There is a huge push on innovation here. Is that also part of the company's 
employee-friendly strategy? 

For us, aspiration is greater than availability of resources. As a services com- 
pany, we are undergoing transformation at various levels. To lead such trans- 
formational processes, we need to intensify our search for innovative 
ideas and derive new verticals, look for the "blue oceans". That is what 
makes us unique and better than the rest. HCL today needs a mindset of 
innovation that encourages us to seek risk, not avoid it, but create a 
market space around it. 


What are the challenges that the company sees in the coming few days? 

While there are lots of regulatory issues in the industry, especially on the 
entry of foreign players in the industry, | expect the company to keep up with 
the changing market dynamics. | think we should take care that there 
should not be uncontrolled growth. Companies are losing focus of their 
objectives in the number games these days. We want to stay committed 
to give value to our customers, and at the same time keeping our 
marketshare intact. 
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Stephen R. Covey - 
Success Guru 
Oct. ‘03 


ATI rS 
Leadersbip and 
Motivation Guru 
March ‘04 


ASIA 
“WORLD CLASS EDPs FOR INDIA INC. 


The following professors exclusively visiting IIPM to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


Philip Kotler - 
Marketing Guru 
Oct, ‘04 


MNSEAD NYU, STERN SCHOOL OF BUSINESS | 
Amitava Chattopadhyay ipri! 06 Prof. Russell Winer Feb 07 Rajeev Kobli - Columbia GSB 
Customer focus à New Branding Strategies Destructive Innovation 

lWilBangalore, Chennai, Hyderabad, Delhi New Delhi, Bangalore, Hyderabad, Chennai 
n — b: | NYU, STERN SCHOOL OF BUSINESS Gita Gopinatb - Chicago University 

- Prof. Samucl Craig Mar 07 GSB 
แส ๐ ห ล ท ก ๕ 4 Pennings May 06 Ë 


Efrategic Management Of Innovation 
Bangalore, Chennai, Hyderabad, Delhi 


HICAGO GSB 
ietro Veronesi June 06 
Strategie Financial Risk Management 


[NT ire, Chennai, Hyderabad, Delhi 


HICAGO GSB 
*hillip Afeche 
Operations Management 
Bing: ilorc, Chennai, Hyderabad, Delhi 


MSTANFORD GSB 
MAVasim Azhar 


Managing Sales 


July 06 


Aug 06 
lnd Distribution Channels 
"New Delhi, Hyderabad, Chennai, Bangalore 


"CHICAGO GSB 
George Wu 
Effective Decision Making 
NON Delhi, Hyderabad, Chennai, Bangalore 


NYU STERN 

Zur Shapira 

Decision making in organizations 

New Delhi, Mumbai, Ahmendabad 


YALE SCHOOL OF MANAGEMENT 
Prot. Ravi Dhar 

Building Customer-Centric Organizations 
Delhi, Pune, Mumbai 


Nov 06 


I er U6 


Jan 07 


New-age strategies in the global media industry 
New Delhi, Ahmedabad, Pune, Mumbai 


IMD INTERNATIONAL, LAUSANNE 
Prof. Aurturo Bris lpr 07 
Firm Valuation and Investment Banking 

New Delhi, Bangalore, Mumbai, Chennai 


LONDON BUSINESS SCHOOL 


Macro Econ. Planning 


Bharat Anand - Harvard 
Business School 


Competitive Strategy 


Arindam Chaudhuri - - 


Prof. Craig Smith May 07 

Strategic Marketing Management Guru 

New Delhi, Ahmedabad, Pune, Mumbai Leadership & Strategic 

HAAS SCHOOL OF BUSINESS, Vision 

BERKELEY a 

Prof. Frank Schultz Jun 07 Joel Stern - Originator of EVA 


Feb. ‘0S 


( Treating superior performance organizations 
New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Priya Raghubir 

Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global & International Marketing 

Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 

Skander Essegaier Dec. 07 
Pricing Strategy 

Delhi, Ahmedabad, Pune, Mumbai 


Jack Canfield - Author of Chicken Soup 
for the Soul and Peak Performance Guru 
Aug 07 June ‘05 


-~ 


Jim Rogers - 
Finance Guru 
Sept. 07 ' Feb. ‘06 


E 


ir 


Clayton M. 
Christensen - 
Innovation Guru 
May ‘06 


John Philip Jones -Advertising Guru 
Ang. ‘06 


All the above mentioned programmes are jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


AT THE MOST AFFORDABLE PRICES!!! 


Investment per participant for the above mentioned programmes : Rs. 20,000/- plus taxes 
"Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 
$ chanda.mehra(@iipm.edu or training(@planmanconsulting.com; wwwiipm.edu; www.planmanconsulting.com 
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Gary Hamel - Strategy Guru 
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Brian Tracy - Sales and Motivation Guru 
Nov. ‘06 

Ken Blanchard - Business Leadership 
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"Somany VC Shield is India's most durable tiles, 
and it is not a mere claim, it's a tested fact." 


Mr. Romesh Sapra, renowned architect 





Shown here is Kenssas Gris, 496 x 496 mm: 
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Toyota Corolla. 

Recognising the importance 
of succession planning, the com- 
pany has implemented the Business 
Continuity Plan programme that 
provides continuity in the event of 
any employee-related contingency. 


[ts 360-degree feedback pro- 
gramme facilitates continuous im- 
provements in areas such as se- 
lection, career planning, goal set- 
ting, reward schemes and culture. 
Assessments are done not just for 
improvement and development 
but are also well recognised and 
rewarded. “To keep up the morale 
of the employees and drive them 
towards excellent performance, 
we give various incentives ranging 
from a recognition letter or a 
“Thank You' card and profit shar- 
ing schemes to long performance 
awards," says J.V.R. 

The company also offers an 
open and entrepreneurial envi- 
ronment. Employees are en- 
couraged to come up with busi- 
ness plans of their own ideas 
and the company makes it a 
point to give such entrepreneur- 
ship a nurturing environment. R 
Ravi, Head InfoStructure 
Services, says: “Here, we utilise 
the left brain with the right brain. 
While the left brain is aligned 
with the company's tasks, we 
keep digging the right brain of 


HCL INFOSYSTEMS’ SECRET SAUCE 


360-degree feedback: The employees also look at aspects of the managers 
performance, strategic vision, ability to communicate, problem-solving skills, respon- 
siveness. The results of the survey (the rankings and comments) are then aggregated 


and published online for everyone to see. 





Recognition for adding value: “What gets measured gets reviewed and what 
gets reviewed gets improved” is what the company believes in and rewards each 
employee whose innovation is lauded by the customer. 





Employee-management interface: It reduces the gap between the manager and 
the employee. Direct Q&A link with the President himself, who is to respond within a 


given time frame. 





Focus on learning: A lot of investment in employee-focussed resources 
(e-learning) and creating libraries for employees, holding workshops. All employees 
are eligible for ESOPs after one year of joining. 





Innovation: To innovate and nurture your own business ideas by getting support and 
guidance from the company itself. Innovate@hcl is one such e-forum that enables 
employee involvement and participation towards innovations in their work 


environment and beyond. 





Business continuity plan: The company's comprehensive succession plan 
ensures continuity in the event of an employee-related contingency. 





Employee engagement: Some of the new initiatives include MyPal, Three Cheers, 
Wellness Programme, Little Mindian and Bring a Smile Programme while some of the 
existing ones are preventive health check-ups, yoga classes and employee relief fund. 


our employees for the innova- 
tion aspect of it.” 

On some of the HR metrics, 
the company’s performance may 
not look impressive. That could 
be due to the dispersed nature 
of its businesses; it operates from 


nearly 350 locations, besides a 
large number of its employees 
work at client sites. But then, 
these metrics don’t matter to the 
hundreds of the company’s em- 
ployees who are content to carry 
on at HCL Info. 
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Chairman Adi Godrej (in a suit): Consumer-orientation is the key 


WO MONTHS AGO, POOJA 
Khare, 29, an MBA from 
the Kj Somaiya Institute of 
Management Studies, took 
up a job in the market re- 
search department of Godrej Consumer 
Products Ltd (GCPL). She's not the only 
management graduate to have joined 
up with the Mumbai-headquartered 
fast-moving consumer goods (FMCG) 
major—all 120 managers currently 
working with GCPL hold a manage- 
ment degree. Khare, however, is special 
because she was juggling two offers 
after leaving IMRB, a market research 
agency in Mumbai, both in the FMCG 
space—the other option was to work 
with FMCG bellwether Hindustan 
Unilever Ltd (HUL). That Khare chose 
GCPL over the multinational consumer 
goods giant can be taken as just one in- 
dicator of the rapid strides the 78- 
year-old soap maker has taken in the 
past seven years since going public. 
“Coming from the agency side of the 


4 SNAP 


Total employees; 1,259 
Average age: 35 years 
Attrition rate: 17 per cent 
Male:Female ratio: 14:1 
Average career tenure: 12 years 
HR cost: Rs 1 crore 
Promotion rate: 16 per cent 
Training budget: Rs 69 lakh 

- Training man-days: 3,042.58 
Revenues: Rs 799.42 crore* 
Net profit: Rs 132.16 crore* 


*FY 2006-07 
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Godrej Consumer 


The refreshing bit about Godrej Consumer Products is a clutch of young 
decision makers that Is bringing the brand to life. MAHESH NAYAK 


136 BUSINESS TODAY NOVEMBER 18 2007 


TAI W] 40 a - ws T า ร 


business, I knew exactly what type 
of work culture existed at GCPL 
vis-à-vis the FMCG multinationals. 
That was the deciding factor for 
me. GCPL gives me the freedom 
to work independently with little 
interference from my superiors. 
Also, it's a myth that Indian FMCG 
companies don't pay. In fact, GCPL 
pays me more than what I was 
offered at HUL," says Khare. 

If you think Khare is an ex- 
ception, look no further than 
Sarika Srivastava, 29, who chose 
GCPL over a certain Infosys 
Technologies. Picked up from the 
campus of Xavier Institute of 
Management, Bhubaneshwar 
(XIMB) two years back by the sales 
department, Srivastava isn't re- 
gretting the decision. She is now 
set to join the company's over- 
seas subsidiary, Keyline, in the UK 
(acquired in October 2005). *My 
husband works in the UK and the 
HR department went out of its 
way to offer me a transfer to the 
UK," says Srivastava. In the past 
two years, she's learned plenty. 
*[ couldn't have got a better brand 
than GCPL to make a career in the 
FMCG sector. From day one, I was 
vested with responsibility of han- 
dling a sales territory," she adds. Of 
course, Srivastava has another rea- 
son for her loyalty to GCPL. As:she 
puts it: “The luxury of having ac- 
commodation minutes away from 
the workplace in a place like 
Mumbai would not have been pos- 
sible in any other organisation." 

Whatever the attraction, they 
all add up to making GCPL one of 
India's best employers. Hoshedar 
Press, Executive Director and 
President, GCPL, attempts to sum 
up that appeal. *People manage- 
ment, early authority and re- 
sponsibility, the pride of being 
swadeshi, the challenge of taking 
on a multinational Goliath and, 
most important, quick decision- 





GODREPS 
SECRET SAUCE 


Consumer-orientation: Employees 
are encouraged to go to the market — 
not just marketing and sales people, 
but finance and manufacturing 
employees, too, go into consumers’ 
homes for more insight 


Young professionals matter: All 
businesses are headed by non-family 
professionals. A young executive board 
comprising 10 leadership-oriented 
managers has been constituted 


HR management system: Called the 
Godrej employee management (GEM) 
system, it helps track and find the right 
people according to the competencies 


required. Works on a strong IT backbone 


Out-of-the-box programmes: 
GALLOP looks at recruiting PhDs, 
BRACE is for hiring people immediately 
after graduation, and a third programme 
IDLE is focussed on internal 
development of leaders 


Stress on communication: The 
Chairman regularly meets up with 
managers and the President with managers 
and officers. The Chairman communi- 
cates with all employees every quarter 





making—unlike a multinational— 
are some of the differentiating 
factors that result in people joining 
GCPL." Press, who joined the 
Godrejs way back in 1972 as a 
management trainee after passing 
out of IIM-Ahmedabad, is easily 
the best ambassador for the group 
on the HR front with his 35-year 
stint. Interestingly, three-fourths of 
the personnel who make up the 
top team consisting of nine peo- 
ple—President, coo, Executive 
Vice President & Vice President— 
have been with the Godrej group 
on an average for 15 years. 

Step down the ladder, how- 
ever, and it's not so hunky-dory— 
to be fair, that's the way it is for 
more sectors of industry. “A short- 
age of talent hits everyone and 
there isn't any magic formula that 
protects the FMCG sector. But the 
good news is that people who 
want to become business leaders 
still rank FMCG pretty high,” says 
Visty Banaji, Executive Director 
and President (Group Corporate 
Affairs), Godrej Group. Banaji 
adds that these days Godrej com- 
petes most fiercely with the fi- 
nancial services sector for talent. 
The current attrition rate is 
roughly 17 per cent. Of those 
who leave, 30-40 per cent opt for 
a change within the FMCG sector, 
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20-30 per cent are pulled towards 
sunrise industries, whilst the rest 
move out for further studies. “This 
(overall attrition) is still 2-3 per 
cent below the industry norm,” 
says Sumit Mitra, Executive Vice 
President (Human Resources), 
Godrej Consumer Products. 

Attrition, though, is something 
companies have to learn to live 
with. GCPL, for its part, is evolving 
“out-of-the-box thinking tools," 
to attract talent from the market, 
says Banaji. One such programme 
is called GALLOP, which attempts to 
woo non-management graduates, 
like PhDs, for instance. Besides 
deepening the talent pool from 
which GCPL can recruit, such an 
effort lends diversity to the work- 
force. Another tool is called ACE, 
via which GCPL hunted out engi- 
neers in the resource market. ACE 
will soon become BRACE, with the 
focus now broadening to include 
graduates at the bachelors’ level 
from various fields—including 
commerce, history, architecture, 
art, and engineering. 

Another programme called 
IDLE—which stands for Internal 
Development of Leaders—attempts 
to transform experienced work- 
ers (blue- or white-collar) into 
management graduates. “We are 
sitting on mature talent that has 
been with us for 20 years. Why 
can't we impart an MBA qualifica- 
tion along the way to someone 
who has joined us as a supervisor 
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CEO Q&A 
“Our People Deliver Our Profits” 


How would you describe the culture at Godrej Consumer, and how is it 
different from that of your competitors? 

We have a performance-oriented culture. Our business may be old, but the com- 
pany is relatively new. Formed only in 2001 after the demerger from the erst- 
while Godrej Soaps, we made several changes and reconstituted the board of 
directors. We don't have industrialist friends as independent directors on the 
board. We have valuable professionals on the board. Secondly, we instituted 
a lot of business processes and other initiatives which, we think, create for a 
performance-oriented and people-oriented organisation. For instance, there is 
a 360-degree evaluation for all our senior people, including myself. Thirdly, we 
have constituted a young executive board. These are about 10 leadership-ori- 
ented young managers who are in their late 20s or early 30s. We provide them 
with information that all our senior boards get and they do a lot of research, 
discussion and studies on issues of HR development, corporate governance, 
strategic planning and, once a quarter, report to the group management com- 
mittee with a presentation. This is a very strong bottom-up feedback mechanism 
for us and a strong leadership development tool for these young leaders. 


What efforts do you take to retain talent? 

Retention of employees is a difficult issue and to be frank, we aren't fully tack- 
ling it. We have our own retention issues. So, attrition rates are higher than what 
they were in the past. l| think opportunity at a young age for responsibility and 
decision-making roles helps and we do it at a younger age than most other com- 
panies, Learning opportunities and development, both internal and external, is 
also one of the ways to retain talent. We sponsor people's cost overseas—peo- 
ple who want to learn and go ahead. We have flexi-hours, which encourage 
female talent. We also have tools—one such exercise is to create teams 
that study strategic options for the business over a three-year period—that help 
in retention. But they also misfire, as these teams get so much of exposure at 
a young age. Once they put these things on their resume, they get a job easily. 


How do you manage to connect between the company and the people? 
Every now and then, | have the Chairman's tea and 'Hoshy' (H.K. Press) has 
the President's tea. My Chairman's tea is with the managers. | meet a 
group of 10-15 at one time. We have freewheeling discussions, at the end of 
which plenty of suggestions emerge as to what can be done to improve the 
business. And in this one-hour-and-a-half, | also get my bottom-up feedback, 
as it allows them (managers) to freely express their views about what they think 
about the company, what can change, what we can do, what we aren't 
doing well and what we are doing well and should do better. Hoshy meets 
managers and officers. | have a quarterly communication with all the 
employees. | send personal quarterly newsletters, as what | see is happening 
in the group, what is changing and what we need to do. 


What is it that makes GCPL a better place to work? 
People are our biggest asset. Our brand, our assets, our profits are delivered 
by our people and consumers. 
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in a factory, or a salesman," asks 
Banaji. The company has an 18- 
month e-MBA programme for two 
streams—production and sales 
and marketing— for which it has 
tied up with premier management 
institutes like Symbiosis. *This 
education programme is for peo- 
ple who perform well or are 
showing leadership potential," 
adds Mitra. Indeed, the potential 
for leadership is something that 
GCPL hunts for when recruiting. 
There is a check-list of 10 com- 
petencies, put together by the 
GCPL top brass, which one has to 
possess if he or she has to de- 
velop into a leader. GCPL also has 
a process by which it shifts the 
company’s best talent to the top. 
Known as the Total Talent 
Management Process, it’s a system 
that’s not driven by seniority. 
Banaji points out that GCPL backs 
the individuals identified with in- 
vestments for their development. 

The HR team, comprising five 
members, pulls out all stops in a 
bid to stay connected with the 
employee. This is done via an in- 
tra-net, newsletters and face-to- 
face meetings with every em- 
ployee. Says Mitra: "Apart from a 
yearly survey done among em- 
ployees once a year, we have a 
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system called Vote (voice of the 
employee) where the HR team 
meets the employee at least two 
times in a year." 

GCPL is a seven-year-old com- 
pany (it was demerged out of the 
erstwhile Godrej Soaps), and the 
Godrej group goes back 110 
years. But to his credit, Chairman 
Adi Godrej has succeeded in 
bringing about a significant trans- 
formation in the company. One 
reflection of this change is the 
performance-driven nature of the 
company. As Godrej puts it: “Our 
brand, our assets, our profits are 
delivered by our people, along 
with our consumers.” Adds Mitra: 
“Thanks to our performance-ori- 
ented culture, we have a 25 per 
cent variable component as a part 











of the employee compensation 
packet. This may be the highest in 
the industry, but makes the job 
more challenging as well as im- 
proves the productivity of em- 
ployees.” Pipes in Banaji: “It’s no 
more just about employing people. 
It’s more about managing talent, 
giving people a career and build- 
ing leaders that are more inspiring 
than just making them compe- 
tent in their job.” 

At GCPL, the belief clearly is 
that employee growth and com- 
pany growth move hand- 
in-hand. Managers are encour- 
aged to come up with longer- 
term strategic game plans that 
can propel the company to the 
next level. Consider the formation 
of the blue team and the red 
team. Both study a range of 
strategic options for the business 
for the next three years. They 
meet a lot of outsiders, insiders, 
opinion builders, and do plenty of 
their own research. The only con- 
dition is that one team doesn’t 
talk to the other. So at the end of 
the exercise, GCPL finds itself with 
two business plans on its hand. 
The best part? These strategies 
are a result of bottom-up feed- 
back, which in turn motivates 
and contributes to the develop- 
ment of young managers. Now 
that’s a win-win proposition, any 
which way you look at it. 











"MICI 














From India’s largest manufacturer and seller of water heaters. 


Merloni TermoSanitari (india) Ltd., Regd. Office & Works: Chakan-Talegaon Road, Chakan, Pune - 410 501. Tel: 02135 - 253593 - 97/253027/252923/326556 
Fax: 02135 - 254025/252966, E-mail: marketing mts@in.mtsgroup.com. Ahmedabad: 9825740589 Bangalore: 9900177898. Chandigarh: 9815243500 
Chennai: 044 - 32953634/28584326. Delhi: 011 - 41611008/0360/0363/0365/0366/32506339. Ghaziabad: 9810400560. Goa: 9890505013. Hyderabad: 9848022059 
Indore: 9981978760. Jaipur: 9829153818, Kochi: 9847352000. Kolkata: 033 - 22275434/32582836. Mumbai: 022 - 26730197/26730886 
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giants. One of hem, Finn McCool scared the otter on) 
[| Away by introducing himself as Lis own child. As luci 
Would Lave it, the musicians Were en-route north í 
the Causeway themselves and I gladly hitched a ridi 


| Witt, them. So off we went taking the coastal roupi 





Trek to the Giant’s Causeway in Northern Ireland - a natural world heritage site. 


To discover more breathtaking landscapes, visit www.discoverireland.com 


Or call our toll free number 1800 22 3473 
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From Belfast via the Carrick-a—Rede Rope Bridge 1o the Causeway. 





And yet on getting there, T discovered it 4o be the setting for quite 
another heavyweight duel. On one Land, the ruthless force of the 
Adtantic washing away everything that stood in its path. On the "REGE 
ether, rare six-sided basalt rocks meshing together in ^ defensive 
fortress above the water. Back And forty, they tussled And have 
so relentlessly since the beginning of time. Tides changed and tilted 
the balance in favour of one over he other. And then I realised 


there was a victor, I wie was witness to the beauty of it all. 3 
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A Company that Communicates 


Honeywell's two-way communication process keeps 
employees in the loop—and happy and contented. 


E. KUMAR SHARMA 


WO YEARS IS WHAT IT 
took Anamika Lakra, 
26, to move from be- 
ing just another fresher 
with no prior work 
experience to playing a strategic 
role at Honeywell Technology 
Solutions Lab (HTSL), headquar- 
tered in Bangalore. Designated HR 
Partner in its core aerospace busi- 
ness unit, she provides strategic 
inputs on talent management and 
employee engagement in her unit. 


Then, there's Vikram J. Arora. 
Fresh out of college, he joined HTSL 


2007 


three years prior to Lakra. An aero- 
space engineer, he undertook a 
management programme at the 
University of Washington, us, in 
2003, with part funding from the 
company and is now working as 
Senior Consultant (Strategy 
Planning), HTsL. “We take a high 
level of risk on people with po- 
tential," says Shrikant Lonikar, 
Global Director (Organisation 
Development & HR), HTSL. 

The company's Talent Strategy 
(internally called T-Strat) is clear 
that merit will be rewarded. So, 


SNAPSHOT 


> Total employees: 5,500 
> Average age: 29 

Attrition rate: 12 per cent 

> Male:Female ratio: 4:1 

> Average career tenure: 3 years 
> HR cost: Rs 12.21 crore 

p Promotion rate: 20 per cent 

> Training budget: Rs 5.16 crore 
> Training man-days: 21,750 

> Revenues: Rs 593.05 crore* 
> Net profit: Rs 60.44 crore* 


* Unaudited figures for 2006-07 — Source: Company 














q 


what's new? “We have clearly de- 
fined who gets what; we identify 
star performers and treat them 
differently to underscore their 
value to the organisation,” says 
Lonikar. All the “star perform- 
ers” are given key positions and 
challenging roles that offer huge 
exposure and learning opportu- 
nities. About 20-30 per cent of 
HTSL employees at every level and 
team are identified as star per- 
formers—they receive higher com- 
pensation and access to greater 
opportunities, skill development 
and competency building pro- 
grammes. “The company started 
working on these initiatives early 
last year, but formally launched 
them only in January this year,” 
says Uday Tulapurkar, Head 
(Talent Engagement), HTSL. 
Quite recent, one might say. 
But then, the company sees itself as 
a relatively young organisation. 
Though it was formed in 1994, 
its take off and employee ramp 
up really began from 2004 on- 
wards. Its headcount more than 
quadrupled from 1,200 in 2003 to 
about 5,500 now and it is adding 
an average of 100 employees every 
month. “At HTSL, we offer peo- 
ple from diverse backgrounds the 
opportunity to not just work on di- 
verse technologies but also to move 
into different areas,” says Krishna 
Mikkilineni, the 48-year-old 
Managing Director of the com- 
pany, which began as an offshore 
software development facility for 
Honeywell businesses worldwide 
in the areas of aerospace and au- 
tomation control solutions. 
Today, it calls itself “a centre 
of excellence that nurtures multi- 
ple skills (in mechanical, elec- 
tronics, electrical, computer sci- 
ence, industrial and aerospace en- 
gineering) in multiple areas of 
work (real time systems, control 
systems and reliability engineering, 








among others) and multiple tech- 
nologies (J2EE, .NET, C#, etc)”. 
Those who have been with 
the organisation for long vouch 
for it. Sapna Venkatesh, who 
joined HTSL (then called 
Honeywell India Software 
Operations) in India in 2000, says: 
“This is a diversified workplace 
and you have people working on 
avionics, sensors and controls, au- 
tomated control systems and other 
areas. You are given the opportu- 
nity of working where you want. 
This allows every employee to 
design his or her own career.” 
Venkatesh now manages the 
Electronic Design Automation 





HONEYWELLS 
SECRET SAUCE 


Two-way communication: The MD 
and individual business unit leaders hold 
regular meetings with employees to 
communicate policies and address 
grievances and operational issues. 


Employee benefit initiatives: HTSL 
has tied up with counsellors to provide 
advice on health and finance. Then, it 
encourages employees and their families 
to develop friendships and organise 
sports and social events. 


Knowledge initiatives: The company 
has tie-ups with leading educational 
institutions like the IIMs, IITs, BITS 
Pilani, Illinois Institute of Technology, 
Chicago, and others for advanced 
courses for employees that it 

partially sponsors. 


Defined span-of-leadership: It has 
a structured initiative in pace to ensure 

that adequate attention is given to every 
employee's individual needs. 


Reward system: Employees are 
categorised into Star Performers and 
Valued Contributors and achievers are 
rewarded in an open and transparent 
manner. 
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Team that forms a support team 
for hardware design in aerospace. 
The company obviously re- 
alises the importance of the HR 
function. Says Lonikar: *We will 
not get the best people to work for 
us unless we are the best company 
to work for." Result: it has sys- 
tematically tried to do things that 
will keep employees excited. “We 
focus on keeping our employees 
happy and engaged in a motiva- 
tional environment," he adds. 

HTSL’s institutionalised two- 
way communications system— 
between top management and 
team leaders on the one hand and 
line employees on the other—is a 
critical cog in this wheel. At the 
MD’s Session (held once or twice a 
month), Mikkilineni interacts with 
all the new employees joining the 
company. Then, Lonikar holds 
monthly meets (called HR 
Connect) to communicate new 
practices and policies to the em- 
ployees. And finally, multiple fo- 
rums offer employees face time 
with their team leaders to discuss 
operational and personal issues 
that crop up in the course of 
their work. 

The company has also put in 
place initiatives to make it a more 
gender-sensitive one. At present, 
women make up about 20 per 
cent of its workforce, and it is 
making efforts to attract more 


women to join. On offer are ex- 


tended leave periods in case of 
pregnancy; and women 
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CEO Q&A 


‘Attrition Is Not A Major Problem” 





What makes Honeywell such a great place to work in? 

We offer colleagues the opportunity to work on a diverse range of technolo- 
gies. People get to work on critical and challenging issues that are at par with 
what is done globally. Not just that, they can also move into different areas 
(ranging from sensors and devices to solutions and also a range of industries 
from chemicals, process industries and aerospace). 


Do you have any initiatives to institutionalise this? 

Over the last year, we have actively worked on what we call the “East-to-West” 
initiative. Here, the idea is to conceptualise and work on products that can meet 
the challenges faced by customers, say, in India. Then, they are encouraged 
to leverage these learnings to make products that can be consumed in, say, 
Europe and the US. This is a change from the usual option of importing prod- 
ucts or solutions from the West and force-fitting them into the Indian context, 
even though they do not always meet the customers’ specific needs. 


How do you engage with your employees and how has that changed over 
the years? 

My engagement is at three levels—at the strategy level, when we frame strate- 
gies and set priority goals. The second is at the operational leve! and the third, 
when resource reviews are done every quarter and monitored on a monthly 
basis. Today, on average, 30 to 40 per cent of my time is spent in face-to-face 
time with employees. | also make it a point to interact with all the new peo- 
ple joining the company at least twice a month. 


How many join the company every month and how is this interaction? 
We take in about 100 people every month and after factoring for some out- 
flow every year, the net additions are about 800-1,000 every year over the 
last four years. We have an orientation programme for them and | meet them 
at what we internally call MD's Session—a two-hour meet where he shares 
anecdotes, the innovation and pioneering history of Honeywell (interna- 
tional) and drives home the point about how through their work employees 
can make an impact on lives in a larger context. 


How do you deal with attrition? 

Well, attrition is a problem but it is not a major one. Till last year, it used to be 
4-7 per cent; it has since grown to about 12 per cent, but we have taken ini- 
tiatives to ensure that we retain critical talent on whom we have invested heav- 
ily. We are also increasing the span of leadership (so that there is greater em- 
ployee connectivity with the leadership; every manager now has a smaller team 
size of around 8-12 people against 20 earlier). Then, there is focus on 
grooming people for leadership roles through orientation, training and skill- 
building exercises. 


What challenges do you face going forward? 
The main challenge is continue to attract people from diverse backgrounds and 
skills and groom them into leaders. 
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employees are promised similar, if 
not better, roles when they re- 
turn to work and can opt for flexi- 
timing to achieve better work-life 
balance. HTSL has even tied up 
with a local creche where new 
mothers can leave their children 
while they work; part of the ex- 
penses incurred on this are reim- 
bursed by the company. The ini- 
tiatives are beginning to show re- 
sults. The percentage of women 
employees has increased to 20 
per cent from 17.5 per cent in 
2002-03. "This is important for us 
as women employees bring unique 
competencies, tend to think from 
the heart and also tend to show 
greater levels of commitment in 
terms of service longevity with 
the organisation," says Lonikar. 
At a broader level, HTSL also 
helps its employees deal with stress 
and personal issues that affect 
their productivity. For instance, 
there could be a marital dispute or 
a problem with financial plan- 
ning that may be disturbing an 
employee. Last January, it 
launched an initiative, aptly called 
HEAL(Honeywell Employee 
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Assistance for Life), which is an 
employee assistance programme 
where professional counsellors, 
with expertise in various areas 
like health, finance, family issues 
and others, guide and assist em- 
ployees in non-work related areas 
that are bogging them down. 
But despite such proactive 
measures, HTSL has not been able 
to completely immunise itself 
completely from the malaise that 
is affecting India Inc. in general 
and the technology sector in par- 
ticular. Its attrition rate, which 
was at 7-8 per cent till last year, 
has risen to 12 per cent now. But 
Mikkilineni is not overly worried, 
probably because it is still below 
the industry average of 16-18 per 
cent. And also, the impact will 
be limited as long as he is able to 
ensure that the critical knowledge 
that HTSL has invested in is not 
lost (see “Attrition is not a Major 
Problem”). But the company is 
still addressing the issue before it 
gets out of hand. A detailed in- 
vestigation of the problem showed 
that several employees left to pur- 
sue higher studies. So, HTSL has 
tied up with leading universities to 
offer courses for its employees. 
It has also increased the number of 
leadership positions to facilitate ca- 
reer mobility within the organi- 
sation. Team sizes have been 
pruned from 20 earlier to just 





8-12 people now. Apart from em- 
powering a larger number of 
young managers, this makes teams 
nimbler and more cohesive. “Our 
approach ensures that the first 
level of managers are the most 
powerful,” says Lonikar. 

Thus, it is not surprising that 
even employees who have left the 
company still look back nostal- 
gically on their days on its rolls. 
Deepa Subbaiah, 30, an HR pro- 
fessional, who left HTSL recently, 
after a seven-and-a-half year stint, 
to join a healthcare MNC in India, 
says: “HTSL is a great place to 
work in because it offers people 
the freedom to execute ideas and 
has a culture that encourages peo- 
ple to innovate.” Though she 
doesn’t mention it, the issue of 
compensation probably had a role 
to play in her decision. So, is com- 
pensation an area that the com- 
pany needs to improve on? “We 
try and ensure that the star per- 
formers and those with critical 
competencies are given compen- 
sation that is higher than the in- 
dustry average and for the rest, we 
ensure that we remain competitive 
in the market,” explains Lonikar. 

The HTSL magic is working. If 
even former employees—and, of 
course, the current ones—have 
nice things to say about it, 
then HTSL must be doing 
something right. 
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DEEPAK G. PAWAR 


Mindiree walks the extra mile to empower its 
employees and care for them. £.kumar SHARMA 


WO MONTHS AFTER 
MindTree Consulting 
was formed in August 
1999, it recruited its 
27th employee, 
Bhageerathi D.R, and in the fol- 
lowing week its 33rd employee, 
Babuji Abraham. They are still 
with the company; and they are 
not alone in choosing to stay with 
MindTree. Only five of its 50 
senior managers have left the com- 
pany since inception. "Today, 
eight years later, the entire (10- 
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member) founding team is still 
together and the attrition rate at 
the senior level is just 1 per cent,” 
says Ashok Soota, 64, Chairman 
& Managing Director of the com- 
pany. The company obviously 
takes pride in being able to re- 
tain people. “I think the one key 
differentiator is the focus we have 
maintained on continuing to cre- 
ate leadership within MindTree 
and ensuring that its leadership 
walks the talk," says Krishnaku- 
mar Natarajan, President and CEO, 


IT Services, MindTree, and one 
of its co-founders. 

The company, like most others 
on our list, has institutionalised 
practices to make itself employee- 
friendly. *We seek feedback from 
people within the company on 
areas that are working well and 
also on those that need improve- 
ment. Secondly, we identify and 
adapt best-in-class practices from 
globally admired organisations to 
help increase the engagement 
levels," says Soota. 





Anyone who has visited 
MindTree's impressive 13-acre 
campus in Bangalore's Global 
Village will notice the efforts the 
company is making to look into 
small but crucial employee needs. 
Today, 23 per cent of its employ- 
ees are women and growing; in 
the last round of hires from cam- 
puses, it was 40 per cent, up from 
18 per cent three years ago. 
MindTree has launched a full- 
fledged day-care centre to co-exist 
with a “Baby's Day Out” facility 
that is already in place. 

Women are now allowed to 
take up to one year of leave for 
every six years of service to bal- 
ance commitments between work 
and family. This can be availed 
for extended maternity, accom- 
panying their spouse on travel, 
caring for dependent family mem- 
bers and taking care of small chil- 
dren. Then, it has launched Dhriti, 
a MindTree Women's Network, 
as a support system to facilitate 
knowledge sharing, learning, men- 
toring and networking. 

Says Sonal Sharma Mathur, 
Senior Engineer, who gets her 
one-year-old son Nalin to cam- 
pus: *I joined MindTree in 
January 2005 as an engineer, and 
quit after the birth of my son to 
take care of him. Later, when I 
thought of joining back, the com- 
pany welcomed me with immense 
understanding and fullest support." 

These initiatives have allowed 
the company to keep attrition lev- 
els under control, though it is rising. 
It has risen to 15.7 per cent, from 
12 per cent in 2005-06, compared 
to the industry average of about 
25 per cent. But, there is a feeling 
that MindTree is not a good pay- 
master. Puneet Jetli, Vice President 
& Head, People Function, at the 
company, denies this. "We peg 
our compensation at the 75th per- 
centile in the industry (this means 





SNAPSHOT 


p Total employees: 5,500 

p Average age: 27.82 years 

p Attrition rate: 15.7 per cent 

p. Male: Female ratio: 77:23 

๒ Average Career Tenure: 3.6 years 
b HR Cost: Rs 15.2 crore 

p Promotion Rate: 30 per cent 

> Training Budget: Rs 3.52 crore 

> Training man-days: 66,000 

p. Revenues: Rs 597.72 crore* 


> Net Profit: Rs 90.05 crore* 
*For the year ended March 31, 2007 





its compensation will be higher 
than 75 per cent of companies in 
the industry). And this year, our av- 
erage compensation increase has 
been higher than the industry av- 
erage." In order to remove mis- 
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givings, he says the company un- 
dertook an extensive communica- 
tions and benefits roadshow to 
communicate this to employees. 

He adds that the rising attri- 
tion level, though not alarming, 
needs to be watched closely and re- 
duced. The reasons, he feels, could 
range from misplaced perceptions 
on compensation, a desire to relo- 
cate to other regions and the pur- 
suit of higher education. To retain 
talent, MindTree has launched an 
internal job postings system to help 
employees align their aspirations 
with available opportunities. 

And it's working. Even em- 
ployees who have left the com- 
pany have nice things to say about 
it. V. Ramakrishna, who recently 
quit MindTree after a seven-year 
stint, says: "MindTree is a young 
company, so, one gets the op- 
portunity to take on challenging 
roles early on." 

And though it now has 5,500 
people on its roles, Soota and Jetli 
are determined to retain the nim- 
bleness and soul of a small com- 
pany. *We have consciously 
worked on introducing several 
new practices to further reinforce 
our people brand," says Soota. 

No wonder MindTree Minds 
love their workplace. 
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Narendra Ambwani (centre) with J&J employees: Making a strong emotional connect 
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Johnson & Johnson 





From being among the top 10 best companies to work for last 
year, Johnson & Johnson (Consumer Products) leapfrogs into 
the top five in its 50th year in India. rTEJEESH N.S. BEHI 


ANDIDNESS, AS A 
corporate philoso- 
phy, sits well in the 
spick and span head- 
quarters of Johnson 
& Johnson (J&J]) in Mumbai. 
Managing Director Narendra 
Ambwani, for instance, makes no 
bones about having some catching 
up to do on the compensation 
front. At the other end of the lad- 
der, a greenhorn marketing ex- 
ecutive quips: “Meet me outside 
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and I'll be more honest.” That's in 
response to a query by this writer 
about her experience so far at 
J&J—a response that's provided in 
the presence of J&j's General 
Human Resources Manager! 
Such banter right from the 
corner room to the cubicles and 
corridors flows thanks in the main 
to a strong emotional connect 
that employees at J&] have with 
the company. It's a connect that’s 
been built over time. Recalls Vikas 


Srivastava, Vice President 
(Customer Development & 
Exports), who has been with the 
company for 13 years: *I had left 
the company after almost two 
years to join a partnership, but 
soon realised the difference in the 
work culture and approached J&J. 
My wife was pregnant at around 
the same time I was to rejoin the 
company. Not only did they tell 
me to delay the joining till my 
wife's first trimester was over, but 
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they also gave me a month’s leave 
at the time of delivery.” 

J&J's employee benevolence 
goes beyond the workplace, and 
even beyond the personal or 
the family; it attempts to shape 
every aspect of an employee's 
personality, including the spiri- 
tual side. Explains Ambwani: 
“We are involved in a lot 
of community welfare proj- 
ects and each employee 
is given an additional five 
days leave to go work for 
an NGO (non-governmental 
organisation) of his or her 
choice. This, we feel, is nec- 
essary for an employee's 
spiritual development." 

The standard menu of 
employee welfare is visible 
all over. This includes ca- 
reer counselling for em- 
ployees’ kids and a confi- 
dential helpline—j&] Mitr— 





for employees wanting advice on 
personal problems. As Trupti 
Mohan, General Human Resource 
Manager, says, working for J&J 
is just one aspect of an employee's 
life. It's a vital part, as the work- 
force isn't one that leaves the com- 
pany in a hurry—the average 
tenure of an employee at J&J is 
well over 11 years. The annual 
attrition rate? 10 per cent. 

But that's hardly something 
that makes Ambwani compla- 
cent—not at a time when there's a 
talent crunch of sorts out there; 
and when companies, particularly 
those in high-growth sectors, are 
pushing the envelope on the re- 
cruitment front. *It's a major chal- 
lenge to match the compensation 


SNAPSHOT 


p Total employees: 404 

p Average age: 38 years 

p Attrition rate: 10 per cent 

p Male:Female ratio: 4.86:1 

๒ Average career tenure: 11.56 years 
p HR cost: Rs 1.78 crore 

p Promotion rate: 18.71 per cent 

> Training budget: Rs 0.54 crore 

p Training man-days: 510 

p Revenues: Rs 1,502.25 crore* 


> Net profit: Rs 134.36 crore* 
*Consolidated figures for J&J India — All figures for 2006 





packages offered in today's job 
market. One is not pitted against 
just fellow FMCG (fast-moving con- 
sumer goods) companies but also 
sunrise industries like retail, tele- 
com, realty and aviation where 
marketing talent is much in de- 
mand," reveals Ambwani. 

But if J&J, 35-40 per cent of 
whose local revenues is estimated 
to come from consumer products, 
doesn't dole out that extra bit in 
wages, it tries to make up by loos- 
ening the strings of opportunity. 
For example, when the company 
identified competency gaps in two 
new areas—modern trade and the 
skin and beauty care business—it 
focussed on building a critical 
mass of people from within the 
organisation. “To understand the 
complexities of modern trade, we 
sent a person from here to the us 
where J&J has a strong associa- 
tion with retail giant Wal-Mart," 
points out Ambwani. For skin 
care and beauty products, where 
J&J is planning a launch, it has 
identified talent for training at its 
Australian unit. 

Meantime, J&j managers are 
much in demand in foreign mar- 
kets. An erstwhile marketing head, 
Swami Raote, is currently heading 
J&] in Indonesia; and last year 
Vice President (Marketing) Elkana 
Ezekiel was co-opted by J&J 
Singapore to take charge of 
its baby care products divi- 
sion as Franchise Director 
(Asia Pacific). Ambwani may 
have his concerns about his 
employees being poached, 
but a few more people like 
Srivastava would help allay 
some of those fears. “On a 
Monday morning if I don’t 
feel like coming to work, 
something is definitely 
amiss,” quips the J&J vet- 
eran. He hasn’t felt that way 
in the past 13 years. 
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At Sapient, transparency and people focus combine 
to form a unique work culture. «usu MITRA 


ANJAY MENON IS AT ONCE 
a product as well as a 
promoter of a unique cul- 
ture at Sapient that he 
swears by. Currently 
Director, Programme Manage- 
ment, Menon has been with 
Gurgaon-based Sapient India for 
nearly as long as the subsidiary 
has existed (since 2000). Ask him 
what makes the company so spe- 
cial to work for, and he tells you 
in all earnestness that it “is be- 
cause we are truly open." He 
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presses the point further: “Almost 
every company says that it is open; 
it’s a word that vou must use. But 
Sapient really is." 

It is a philosophy that runs 
through the company (right from 
its US headquarters in Cambridge, 
Massachusetts), one of total trans- 
parency, one that even the com- 
pany's new MD, Sandeep Dhar, 
loves. "Sapient has a unique cul- 
ture of *people success', because 
that role is defined in this com- 
pany." But Dhar appreciates that 


the ‘culture’ that he and his man- 
agement hold dear also nurtures a 
high turnover of employees. 
"Fair enough, we have a high 
attrition rate," says Dhar. (At the 
time of the survey, this number 
was 20.9 per cent, though ac- 
cording to Binoo Wadhwa, 
Director, People Strategy, it cur- 
rently stands at 16.9 per cent. But 
he quickly adds: *Most people 
who leave, leave the company 
soon after they join because they 
feel they cannot adjust to the 
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culture.” (Sapient has an average 
tenure among employees of just 
2.42 years). 

On a brighter note, Dhar says 
that among more experienced em- 
ployees in mid-to-senior manage- 
ment, the average tenure is five- 
and-a-half to six years. *Thanks 
to our parent company, we have 
some solid practices in place, 
where we gradually ease people 
into new roles and have proper 
succession planning," he mentions. 

To overcome adjustment is- 
sues, Wadhwa has instituted 
‘Career Week’ in the company, 
where freshers and new-comers 
are given counselling by more ex- 
perienced people. *Confusion as 
regards careers is a huge problem 
we have to deal with among fresh- 
ers," admits Wadhwa. 

But the same ‘culture’ is cred- 
ited with helping immensely dur- 
ing recruitment. Says Prashant 
Bhatnagar, Director, Recruitment: 
"Last year, we hired approxi- 
mately 2,000 people. Referrals 
from our existing employees and 
alumni accounted for over 800 
people. That is a large number, 
and we have noticed these people 
already know what to expect be- 
cause their friends have already 
told them." 

That said, Bhatnagar does 
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admit that the cost of recruitment 
has gone up. “The average cost of 
recruiting a new person, including 
what we pay in-house staff and 
recruiters is between $1,000 and 
$1,400.” And with Sapient plan- 
ning to grow to over 5,000 em- 
ployees in a couple of years from 
3,500 today (3,160 at the time 
of the survey), as it expands to 
new centres in Bangalore and 
Noida, Bhatnagar has his work 
cut out. 

The survey findings show 
salary as a sore point with Sapient 
employees who otherwise are 
happy with the work culture, man- 
agement quality and the work-life 
balance. “Are we the best pay- 


SNAPSHOT 


> Total employees: 3,500 currently* 

> Average age: 29 years 

> Attrition rate: 16.9 per cent currently* 
» Male: Female ratio: 1:1.26 

> Average Career Tenure: 2.4 years 

b HR Cost: NA 

> Promotion Rate: 7.03 per cent 

> Training Budget: NA 

> Training man-days: 8,000 

> Revenues: NA 


> Net Profit: NA 
* Updated figures 





master in the industry? No,” says 
Dhar answering his own question. 
"What we do offer people is a 
competitive pay packet as well as 
great options for career growth." 

Yet, several people have come 
back to Sapient, taking a cut in 
their salary, as Meenakshi Setia, 
Director, Programme Manage- 
ment, points out. “The work at- 
mosphere here is very good and 
with new systems of telecommut- 
ing and flexible hours coming into 
place, it will get a bit easier." 
Prineet Bindra, Senior Manager, 
People Success, also mentions 
these new schemes that will al- 
low employees more flexible tim- 
ings and location choices. *You 
know one statistic we are really 
proud of? Not a single woman 
has quit us after maternity leave," 
Bindra says. 

With Sapient entering the in- 
teractive space aggressively and 
Dhar talking about servicing do- 
mestic clients in 2008, the com- 
pany has big plans for India. But, 
while they expand, they do not 
want to become mired in bureau- 
cracy. "Yes, my job is to grow 
Sapient, but it is also to keep the 
company's employee culture in- 
tact, and that is what I plan to 
do," says Dhar. 
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At Agilent, the philosophy is to learn and grow and 
help others do the same. «i. gaja; 


ERFECTLY MANICURED 
lawns, well maintained 
playgrounds and mod- 
ern architecture... You 
cannot help but feel 
good as you enter the campus 
of Agilent India—an arm of the 
California-headquartered meas- 
urement technology company— 
in Gurgaon near Delhi. But the 
salubrious surroundings alone 
couldn't have been a major factor 
in making Agilent one of the 
best companies to work for, you 
conclude, as you proceed to 
check out from the managers 
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what is it that the company does 
to earn that ticket. 

You amble past meeting 
rooms named after places and 
people such as Corbett, Everest, 
Amartya Sen, Mother Teresa un- 
til you are ushered into the one 
named Kaziranga for a ren- 
dezvous with Venkatesh Valluri 
or Venky, the President and 
Country General Manager of 
Agilent India. You goad him by 
sounding a bit skeptical at first 
about this whole bit about the 
best workplaces. How is Agilent 
any different from other tech 


SNAPSHO 

» Total employees: 1,500 

> Average age: 29.7 

> Attrition rate: 14.60 per cent 

> Male:Female ratio: 2.3:1 

> Average career tenure: 2.67 years 
HR Cost: N.A. 

Promotion rate: 15.08 per cent 
> Training budget: Rs 10.11 crore 
> Training man-days: 7,500 

> Revenues: N.A. 

> Net profit: N.A. 


Source: Company 
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companies? After all, they all op- 
erate in a very competitive global 
market and have no choice but to 
be nice to their techie employ- 
ees who are in short supply glob- 
ally? *Even when the economy is 
growing as greatly as India’s, you 
have to create products that are 
relevant to the market you are 
serving. So you need a team that 
not only understands the mar- 
ket dynamics but also has a cul- 
ture of innovating something for 
that market. And remember you 
are operating in an economy 


where dozens of other technol- 
ogy companies are chasing the 
same market," says Venky. 

So the inescapable challenge 
before a company like Agilent, 
Venky says, is to put in place a 
team that will not only build in- 
novative and market-relevant 
products for the company but 
also be greatly happy working 
for it. “Even if you are a great, 
global company, you still have 
to painstakingly build compe- 
tencies and constantly try to re- 


main at the top of your HR prac- 
tices," says Venky. 

You have to agree with Venky, 
especially when you consider the 
pace at which the company's 
workforce has been growing. By 
the end of October 2008 (the 
company's fiscal year is November 
to October), Agilent India will 
have 2,000 workers spread over 
multiple campuses in Chennai, 
Hyderabad, Gurgaon, Mumbai, 
Ahmedabad and Chandigarh. This 
year it hired about 350 people. 

Ashuma Sachdeva, Learning 





Specialist at Agilent, says one of 
the philosophies of the company 
is to give people the right tools 
and resources to develop them- 
selves, so there is an accent on 
learning. *Whether you talk about 
class room interventions, simula- 
tions or leaders teaching other 
leaders, you will find people in- 
vesting time in others and ensur- 
ing that they get developed," she 
says. The company's succession 
planning also ensures that all em- 
ployees have a go at realising their 
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leadership potential. All employ- 
ees are communicated what is ex- 
pected of them and their per- 
formance monitored through the 
My Accountability and 
Performance Standards (MAPS) pro- 
gramme, says Sunil Pathak, Senior 
Manager, Human Resources, 
Agilent. “The area where leader- 
ship (top management) really 
comes into play is in making the 
HR processes highly effective,” 
says Pathak. Adds Venky: “If you 
ask me what is the leadership of 
this company doing in its working 
hours, I'll tell you they are spend- 
ing 80 per cent of their time en- 
gaging with employees—coach- 
ing, developing, innovating—and 
only 20 per cent in managing 
their operational beats. That really 
makes the big difference.” 

It’s time to confront Venky 
with some of the survey findings. 
Why has Agilent slipped consid- 
erably this year—from 70 to 60— 
in the HR metrics quadrant, re- 
sulting in a down-rating from 6 to 
7? “In our internal Be Agilent sur- 
veys, between 2006 and 2007, 
we have actually advanced by 
about 5 points in HR metrics. And 
our annual survey has shown that 
India has been the number one 
performer in HR metrics among all 
Agilent subsidiaries globally. So 
it’s difficult for me to believe that 
somehow things like employee 
satisfaction levels have gone down. 
But certainly we will take a look at 
our ranking this year.” 

Since last year, Agilent is very 
actively pursuing the work-life 
balance issue. “The way this or- 
ganisation is moving, I see the 
company increasingly supporting 
its employees’ ability to work 
from home,” Venky says. The 
great challenge before the com- 
pany is to increasingly allow peo- 
ple to work from home and yet 
maintain its culture, he adds. 
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Successful Performance through Sustainable Mining 


Unaudited Financial Results for the quarter ended 
30th September, 2007. 
(Rs. in crore) 
Unaudited _ Audited : 
Three months Three months Six months Six months Year 
ended ended ended ended ended 
30-Sep-2007 30-Sep-2006 30-Sep-2007 30-Sep-2006 31-Mar-2007 





















1. Net sales / Income from operations 1,111.54 948.47 2,193.20 1,760.00 4,185.84 
2. Other Income 171.18 86.21 321.27 155.98 354.69 
3. Total Income 1,282.72 1,034.68 | 2,514.47 1,915.98 4,540.53 
4. Total Expenditure 
a) Increase(-) / decrease(+) in stock in trade 10.00 13.83 10.13 -9.42 6.49 
b) Consumption of Stores & Spares 37.53 32.73 68.91 68.80 157.46 
c) Staff Cost 57.45 49.88 108.99 94.46 197.80 
d) Selling Exps incl. Freight out 107.82 67.22 230.26 99.87 291.99 
e) Depreciation 14.38 13.98 27.93 27.88 80.02 
f) Other Expenses 84.42 67.72 147.57 120.60 308.46 
Total 
5. Interest - - - - - 
6. Exceptional Items - - - - - 
7. Profit before Tax (3)-(4+5+6) 971.12 789.32 1,920.68 1,513.79 3,498.31 
8. Provision for Tax 
- Current Tax & FBT 331.41 266.84 655.22 511.57 1,169.96 
- Deferred Tax -0.31 -0.42 -0.33 -0.82 8.14 
9. Net Profit (7-8) 640.02 1,265.79 1,003.04 2,320.21 
10. Extraordinary Items (net of tax expense Rs.) - - - : - 
11. Net Profit for the period (9-10) 640.02 522.90 1,265.79 1,003.04 2,320.21 
12. Paid-up Equity Share Capital 132.16 132.16 132.16 132.16 132.16 
(13,21,57,200 Equity Shares of 
Rs.10/- each fully paid up) 
13. Reserves excluding revaluation reserves 5.668.77 
14. EPS for the period (Rs.) 48.43 39.57 95.78 75.90 175.56 
(Annualised) 
15. Aggregate of Non-promoters shareholding 
- Number of Shares - - - - 2135154 
- Percentage of shareholding 1.62 





1. Pending detailed measurement of liability of employee benefits by the acutuaries under AS 15 (Revised), the same is not considered in the financial 
statements of September, 2007, in terms of AS 25. 

2. Pannaunitstopped mining activity from August, 05 and production activity from April, 06 onwards for want of environmental clearance as per the directions of 
the Central Empowered Committee of the Hon'ble Supreme Court of India. Considering the continuing uncertainty in resumption of the operations, the 
Company has assessed the position of impairment of assets of the Project and provided for impairment loss of Rs.22.24 crore during the year 2006-07. There 
is no further developmentin the matter during the quarter. 

3. Asthecompany has not received any investor complaints till date, the number of investor complaints received, disposed off and lying unresolved at the quarter 
ended 30th September, 2007 be treated as "NIL". 

4. The above results were reviewed by the Audit Committee at its meeting held on 25th October, 2007 and taken on record by the Board of Directors at its meeting’ 
held on 25th October, 2007 at Hyderabad. 

9. The Board of Directors of the company has approved in its meeting held on 25th October, 2007, an interim dividend @100% on the paid up Equity Share 
Capital of the Company for the Financial Year 2007-08. 

6. Theabove unaudited financial results have been subjected to limited review by the company’s Statutory Auditor. 
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HCL Comnet 
All For Employees 





THE When it comes to innovative HR practices, HCL 

— Ae Comnet has few DEETS. PALLAVI SRIVASTAVA 

TO WORK 

FOR IN INDIA HE EMPLOYEES 





are the face of 
the company and 
provide a clear 
insight into the 
organisation's dealings. They 
are more important to us 
than our clients," says Anant 
Gupta, COO, HCL Comnet. 
That's a pretty telling state- 
ment about a homegrown 
company whose unique em- 
ployee focus has made it an 
incubating ground for trans- 
formational ideas and 
processes that have applica- 
bility across the HCL group 
(HCL Comnet is a wholly- 
owned subsidiary of HCL 
Technologies). 

The company's focus on 
people processes and devel- 
opment is also evident from 
the relatively high budget al- 
location for people-related 
activities. Comnet's HR and 
training costs are also way 


SNAPSHOT 


p Total employees: 5,400 (at present) 
p Average age: 25 

pb Attrition rate: 13.89 per cent 

> Male:Female ratio: 8:1 

> Average career tenure: 4.7 years 

> HR Cost: Rs 30.24 crore 

p Promotion rate: 4.16 per cent 

> Training budget: Rs 25.68 crore 

> Training man-days: 43,000 

> Revenues: Rs 857.68 crore 


> Net profit: Rs 95.92 crore 
We have done it again: COO Anant Gupta (second from left) with his team Figures for July 2006 to June 2007 — Source: Company 
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Think about the good times. Chances are that each time there's been a moment of joy, an 

y occasion to celebrate or just an instance of fun, we played a little part in it. Our sparkling 
beverages enliven the instant. Our tea and coffee refresh the moment. Our juices and water 
replenish you. For one little second. One drop at a time. 
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above the industry average. 
Perhaps, it is this value sys- 
tem that has enabled the 
company to grow from a 
mere 20 employees in 1993 
to a headcount of 5,400. 

Unlike its peer, Comnet 
had a growth strategy as 
well as employee-focussed 
themes from as early as 
1995, The theme for the 
first phase (1995-1998) of 
its growth was "Creating 
an Identity" and for the 
workforce it was **Smile in 
the eyes of the Employee". 
Gupta says it was a tough 
time for the company due 
to initial teething problems, 
but still Comnet decided 
to give equal focus to the 
employees as well as the 
customers. 

“During 1998-2001, we de- 
cided to focus on ‘Creating new 
businesses' and for the employees, 
our theme was ‘My Comnet — 
which was about facilitating em- 
ployee ownership of the organi- 
sation," Gupta says. 

Phase three (2001-2004) en- 
tailed “Creating new paradigms" 
in respect of creating a niche for 
itself and the employee strategy 
this time was “Force of One”—a 
campaign which positioned the 
employees as the agents of change 
and innovation. Gupta says pas- 
sion for growth is the company's 
latest mantra and the *Employee 
First" campaign, which was in- 
cubated in 2004, is a culmination 
of all those ideas. 

HCL Comnet is now encour- 
aging job rotation every 18-24 
months. *We believe in giving 
exposure and experience to our 
employees. By presenting them 
with a new challenge, we try to do 
away with monotony, thus in- 
ducing greater engagement and 
motivation. As a company, we 
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encourage cross-functional move- 
ments. It has encouraged people 
to not only assimilate knowledge 
in their area of operation but to 
widen the bandwidth and learn 
other areas," says Piyush Dutt, 
Head (HR), HCL Comnet. 

Over the years, the company 
has used innovative initiatives to 
empower its employees to make 
quick decisions and achieve greater 
efficiencies. The Smart Service 
Desk (SsD) is an automated trouble- 
ticketing tool for employees to 
raise online tickets related to their 
transactional issues with HR, 
Finance, the IT team, etc. The 
company has recently launched 
SSD Voice. Besides, the company 
has a 360-degree performance 
evaluation process that focusses 
on self-determination and self-as- 
sessment while *I4Excel" allows 
employees to do their own self- 
evaluation. *MyXtraMiles" is a 
loyalty point system that gives 
‘mileage’ to employees who re- 
ceive appreciation from any of 
the following four sources: peers, 
subordinates, managers and cus- 
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tomers. The points can be 
redeemed for attractive gifts, 
including trips abroad. 
The EHD team compris- 
ing HR and finance profes- 
sionals aids the employees 
in solving their day-to-day 
transactional needs. Its mas- 
cot “Natasha” is positioned 
as the employees” personal 
assistant for policy and in- 
formation dissemination and 
communicates with them on 
a much personal level. The 
employees are encouraged 
to post their feedback and 
suggestions on company is- 
sues on its sub-portal iGen, 
while through the “U&I” fea- 
ture they can get their 
queries answered directly by 
the CEO. 
For maintaining work-life bal- 
ance, HCL Comnet organises 
games, birthday and achiever par- 
ties. Besides, it has started a club 
for the employee’s children called 
the “Little Comnetians Club”, 
wherein regular events are held 
for them, informs Dutt. 

The company has various 
recognition-led-incentive pro- 
grammes/awards too like WYGI- 
WYG Certificates and COO's Party 
Vouchers. Each year, the em- 
ployee who has been a consistent 
star performer is honoured with 
the *Top Gun" award at the com- 
pany's annual function. Employees 
who refer their friends and ac- 
quaintances are given financial 
incentives, and an annual award 
called the “Top Gun Comnet 
Builder" is presented to the em- 
ployee who provides the highest 
number of references. 

With the company doing so 
much for its employees, it's hardly 
surprising that it is becoming a 
permanent fixture on our annual 
listing of Best Companies to Work 
for in India. 
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Dr Reddy s Labs 





Nurturing Global Leaders 


Change managers get a thumbs up at Dr Reddy's Lab. 
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energy state may be a matter 
of routine but, for employees 
of the Hyderabad-headquar- 
tered pharma major 
Dr Reddy's Laboratories, it is 
suggestive of a new manage- 
ment mantra. One that talks 
about the need to ‘jump 
orbits’. “We need to iden- 
tify and fast-track those lead- 
ers in the organisation who 
can change orbits and bring 
about significant change in 
the organisation and create a 
positive impact," says G.V. 
Prasad, Vice-Chairman and 
CEO. And it seems like this 
search is yielding results. 
Consider Amit M. Patel, 
32, and Cartikeya C. Reddy, 
37. Both, like a few others, 
are seen internally as the 


SNAPSHOT 


p Total employees: 7,704 

> Average age: 31 years 

> Attrition rate: 17.5 per cent 

> Male:Female ratio: 10:1 

> Average career tenure: 6 years 
>HR cost: Rs 267.2 crore* 

p. Promotion rate: 9 per cent 

> Training budget: Rs 5 crore 

> Training man-days: 25,000 

> Revenues: Rs 6,509.5 crore* ^ 


> Net profit: Rs 1,122.4 crore* ^ 
*FY 2006-07 ^ Global figures 
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‘quantum jump creators’ 
and have been fast-tracked 
into important roles. Patel, 
who is Vice-President 
(Corporate Development 
and Strategic Planning), has 
been with the company for 
just four years. He has got 
four promotions in three 
years and has now been 
made part of the com- 
pany's top executive 
body—the management 
council. Sitting in the us, 
he is the one who drove 
the company's authorised 
generics deal with Merck 
last year. The deal played 
an important role in push- 
ing the company's overall 
North American generics 
business contributing to a 
record annual revenues of 
$500 million (Rs 2,000 
crore) from the region. 
Similarly, Cartikeya 
Reddy, also a Vice-President, 
joined the company in 2004 
and has now been inducted 
into the management coun- 
cil. Reddy, who joined as a 
director in Biologics 
Development Centre, be- 
came the head of the 
Biologics business in just 
three years. He drove the initiatives 
that led to the launch of Reditux, 
Dr Reddy's brand of rituximab, 
a monoclonal antibody (mAb) used 
in the treatment of Non-Hodgkin's 
Lymphoma, a type of cancer. 
Going forward, Prasad is cer- 
tain about the prescription for 
growth, “We need a larger num- 
ber of global leaders. Hence, the 
challenge is to create a cadre of 
leaders who can build and create 
new businesses to maintain this 
growth tempo of over $1.5 billion 
(Rs 6,000 crore) revenues." 
Prabir Jha, Global Chief (HR) 
at Dr Reddy's, underlines this 


2007 





point and says: *Leadership de- 
velopment is a big agenda for 
us." Not surprisingly, the com- 
pany is setting up a leadership 
academy at the cost of around 
Rs 15 crore in its Bachupally cam- 
pus near Hyderabad. 

The initiatives to nurture these 
leaders have, however, started in 
full swing already. For instance, 
promising young leaders are in- 
vited to share their breakthrough 
ideas before the management 
council at its quarterly meeting. 

"We are taking risks on 
(promising) young talent and em- 
powering them to take decisions," 





says Satish Reddy, 
Managing Director and 
COO of the company. In 
other words, they are 
allowed to take up chal- 
lenging assignmments, 
which they may not have 
handled earlier or don’t 
have any proven experi- 
ence with, but do seem to 
have the potential to handle 
them successfully. 

In a parallel effort, the 
company is working on cor- 
recting the gender ratio, 
which is still skewed in 
favour of men at 10:1. At 
the recent campus hires, 
33 per cent appointed were 
women. This apart, the 
company is prodding 
women employees to build 
informal network groups 
and also giving greater ex- 
posure to them. A case in 
point is Ritha Chandrachud, 
who joined the organisation 
in 2003 in its oncology di- 
vision. She has arguably be- 
come the only woman in 
the Indian pharma space to 
head a national sales and 
marketing team, numbered 
2,000 at Dr Reddy’s. 

However, despite these 
initiatives, Dr Reddy’s faces a for- 
midable challenge in the form of 
employee attrition. The company 
witnessed a slight increase in its at- 
trition rate at 17.5 per cent, up 
from 16 per cent last year. 

Explains Jha: “Talent from Dr 
Reddy’s has a very strong appeal 
to any headhunter. As more com- 
panies get into the space, the chal- 
lenge will get more severe. We 
are still overall better than the in- 
dustry norms.” This, he feels, 
would be around 20-22 per cent. 
Also, most of the attrition chal- 
lenges, he says, are in the field 
than in research. 
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It's not yet Friday: 


i i 
1 "t, 


Covansys India 
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At Covansys, employees are encouraged to play as hard 
as they WOFK. NITYA VARADARAJAN 


T'S FRIDAY AND A "THANK 
God it's Friday" stress buster 
session is underway at the 
Covansys India campus in 


the Tambaram suburb of 


Chennai. Twenty teams of five 
participants each are engaged in a 
contest to draw an elephant in 
the quickest possible time. All the 
participants are full-time employ- 
ees of the company and the senior- 
most is Executive VP (Global 
Delivery) Shankar Vishwanathan. 
“TGIF takes us back to our college 
days. It fully charges us, helps us 
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SNAPS! 


> Total employees: 5, 412 
> Average age: 29 
> Attrition rate: 18.25 per cent 
> Male:Female ratio: 4:1 
> Average career tenure: 9 years 
> HR cost: Rs 15.76 crore 
> Promotion rate: 39 per cent 
> Training budget: Rs 6.4 crore 
> Training man-days: 27,788 
> Revenues: $455.4 million* 
> Net profit: $53.26 million* 


Figures for calendar year 2006; 
* For Covansys Corporation 


think out of the box and keeps us 
quick and creative. We do better 
at work after this,” says Kala 
Perumal, 28, a Team Leader. 
But fun and games aren’t the 
only reason why Covansians think 
their company is a great place to 
work in. Covansys has recently es- 
tablished an Employee Structure 
Framework to foster growth and 
excellence. The framework, 
which was formalised in January- 
February this year, works at two 
levels. It encourages individuals 
and teams to overcome their 





dee 





inhibitions and exploit their po- 
tential to the fullest; and at the 
organisational level, it softens those 
controls that prevent the free flow 
of creativity within the company. 

Six task forces were created 
as part of the framework in the ar- 
eas of enhancing business growth; 
recruitment; building centres of 
excellence; raising delivery capa- 
bility; enhancing resource man- 
agement; and leadership devel- 
opment. Anybody can participate 
in any task force subject to being 
voted in by the task force manager 
who is chosen by the senior man- 
agement team. These task forces 
don't follow hierarchies; the 
leader of a task force may actually 
have his regular boss reporting 
to him in a particular area. And 
just to make sure that everybody 
takes this programme seriously, 
Sambamoorthy Natarajan, vr 
(Projects), receives reports from 
all the task forces every week 
and reports on the progress to 
Raj Vattikutti, President & CEO, 
Covansys Corporation. 

The pay-offs from this pro- 
gramme are already evident. 
Says Natarajan: "There has 
been an increase in business 
referrals; we have booked or- 
ders worth $2 million (Rs 8 
crore) based on informal tips." 


iver ` ” 


Then, employee referrals grew 
from 8 per cent to 15 per cent; 
and job rotation was taken up 
more sensibly—198 were sent on 
onsite assignments and 38 people 
were moved around different 
projects offshore. “We have in- 
troduced a formal structure that 
allows everybody to participate 
in the growth of the company. 
The programme empowers em- 
ployees to give free rein to their 
creativity while creating greater 
value for clients,” says K. Subrah- 
maniam, President and CEO, 
Covansys. Adds S. Kandasamy, 
vp (Projects): “Glass ceilings were 
broken, and we brought in pride 
in the workplace.” 

Covansys also improved 
“Compass”, a tool used to detect 
and leverage individual capabilities 


and aspirations. It uses non-in- 





trusive methods to detect sources 
of dissatisfaction among employ- 
ees and addresses them, thus, fa- 
cilitating longer tenures in the 
company. The reasons can vary 
from disturbances on the home 
front (for example: a spouse get- 
ting transferred to another city) or 
a wish to embark on a different 
area of operations. *Over the last 
year, Compass helped us retain 
at least 12 people who would 
have otherwise left the company," 
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says Jayanthi Vaidyanathan, 
Director (HR), Covansys India. 
“Many of them were pleasantly 
surprised that they got what they 
wanted without asking for it.” 
That these initiatives are pay- 
ing off is evident from one simple 
figure: Covansys has an attrition 
rate of 18.25 per cent compared 
to the industry average of about 
25 per cent. Promotions take 2.1 
years, and greater numbers are 
being promoted. Compensation, 
too, is well above the market me- 
dian rates on average—but for 
top performers there is no glass 
ceiling, assures Vaidyanathan. “We 
have progressed well, but we 
could do more to satisfy people’s 
aspirations,” says Subrahmaniam. 
The takeover of Covansys by 
the us-based Computer Sciences 
Corporation (CSC) has also helped; 


















it has catapulted the former into 
the league of Tier-I rr companies 
in India, thus, increasing its draw 
both among existing employees 
as well as with potential recruits. 
“We will adopt the best practices 
of each of these companies as we 
evolve further,” says A. Sruthi 
Sagar, Senior vP & Head (Global 
Recruiting), Covansys. 

And when that happens, 
Covansys’s draw among employ- 
ees will increase further. 














Delivering insight 


Adding value 


If you want to be a follower, then great. But if you want to be a 
leader, then you'll need a little more than just an instinct for what's 
ahead. You'll need insight. 


As a world leading market information company, that's exactly what we 
deliver — insight. 


Insight that can guide you through the ups and downs of trends, 
combined with a little inspiration that only a company committed to 
looking at things differently can deliver. 


It's because we don't just stop at delivering the data. We look behind the 
numbers, beyond the trends and use our imagination to add real value 
to every solution we deliver. Which is why more and more companies are 
turning to us for strategic and tactical advice. 


So the next time you want to know what the future has in store for you 
email enquiry.india @tns-global.com or visit www.tns-global.com 








Methodology 





How We Did It 


COMPANIES 
TOWORK 
FOR IN INDIA 


IX MONTHS AFTER WE 

announced the launch of 

the Business Today- 

Mercer-TNS India Best 
Companies to Work for in India 
Survey, the seventh successive 
year that we're bringing it to 
you, the response continues to 
overwhelm us. This year, 129 
companies registered for the sur- 
vey, of which 94 completed all 
the formalities and made it to 
the final long list, proving yet 
again that this remains the most 
comprehensive and respected sur- 
vey of workplace satisfaction in 
the country. 

Business Today collaborates 
with two partners for this sur- 
vey: global HR consultancy firm 
Mercer—which is our knowl- 
edge partner, responsible both 
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Weightage: 





PARTICIPANT PROFILE 
T & TES 47 
FMCG 4 


Telecom 2 





Life Sciences 8 


Media & 
Advertising 4 


Automotive/ 
Auto Components 4 
Banking & 


Financial Services 3 






Misc. Services 1€ 
Real Estate 2 


Energy 1 
Figures indicate number of companies 


for the methodology and the 
analysis—and TNs India—which 
handles the front-end functions 
like registration, data collection 
and query resolution. 
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This year, we fine-tuned the Survey to better capture nuances. | 


Many of the participants are 
Mercer's clients. To avoid possi- 
ble conflicts of interest, TNS sent 
Mercer the collected data under 
a numerical code and not the 
company name. The code num- 
bers and company names were 
matched only after Mercer had 
completed the analysis of the 
data. Until last year, we only pro- 
filed the 10 best employers. This 
year, based on participant re- 
quest, we have decided to fea- 
ture the top 15. Names and data 
submissions by other participants 
remain confidential. 

As in previous years, there 
were only two eligibility crite- 
ria—at least four years of opera- 
tions in the country and a head- | 
count of at least 200 white | 
collar employees. | 
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Data Collection 


We followed the same method as 
last year. Participants were asked 
to provide financial information, 
manpower statistics, and the con- 
tact details for its employees, 
alumni, campuses, etc. Then, the 
HR representative of each com- 
pany was administered an HR 
Process and Policy Review 
Questionnaire to gain an in- 
sight into the HR policies and 
practices, An employee diag- 
nostic tool, Internal Employee 
Perception Questionnaire, was 
administered in parallel to a 
random sample of employees 
(participating companies were 
asked to give a large list of em- 
ployees and the respondents 
were picked at random.) And 
finally, we sought feedback 
from new employees, alumni, 
campuses and search firms 


through four dip-stick 
Stakeholder Perception 
Questionnaires. 
Data Analysis 


As mentioned above, the col- 
lected data was forwarded by 
TNS to Mercer for analysis un- 
der unique company code num- 
bers. The Mercer team then 
analysed the responses on the 
four quadrants mentioned be- 
low. While the basic methodol- 
ogy, quadrants, weightages and 
intent behind the information 
sought remain the same as in 
previous years, we fine-tuned 
three of the quadrants to better 
capture newer progressive prac- 
tices in the realm of HR and the 
nuances that differentiate a best 
employer from the rest. 


Internal Employee Perception 


Questionnaire 

This quadrant was redesigned 
to align it with Mercer's global 
engagement model, which is 


SATISH KAUSHIK 
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based on several years of warld- 
wide research on employee ว er- 
ceptions. Responses were 
analysed on dimensions such as 
rewards, work processes, infor- 
mation flows, decision making 
and management structure that 
were further broken down :nto 
sub-categories as well as an en- 
gagement index. 


Team Mercer: (From left to right) 
Padmaja Alaganandan, Gyan Anjan 
Kaur and Prakrite Agarwal 


HR Process and Policy 
Questionnaire 

Many new dimensions were 
added to this quadrant to Letter 
capture the progressive HR »rac- 
tices expected of a best employer. 
Talent management, closed loop 
learning and HR measurement re- 
ceived greater focus this yezr. 


HR Metrics 


In addition to metrics around 
training, HR investments, career 
velocity and attrition, this year, 
we looked at new aspects such as 
the dilution in gender diversity 











ratios as one climbs up the ladder 
as well as the increments given 
to employees over the last three 
years compared to the industry. 


Stakeholder Perception 
As in previous years, we sought 
feedback from four key stake- 
holders—alumni, new recruits, 
search firms and campuses. 
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Team TNS: (Clockwise) 
Gautam Nath, Priyanka Kaintura, 
Shivangi Singhal and Neha Ahluwalia 


Scores and Rankings 

The individual scores on these 
quadrants are not absolute 
reflections of year-on-year per- 
formance of a company. In fact, 
a majority of the participants 
have witnessed a drop in score 
in the HR Process and Policy or 
HR Metrics Quadrants com- 
pared to last year. A slightly 
lower score in comparison to 
the previous year indicates that 
the performance bar has been 
raised. A significantly lower 
score, however, may be a cause 
for concern. 











It’s the future 
calling. 





It's a digital home that automatically monitors security, adjusts temperature 
and adapts lighting. It's a car that responds to the driving situation hundreds 
of times faster than its human driver. It's a wireless network that speeds video 
from laptops to mobile phones. It's innovations, like MRAM, a radically new 
way of managing memory that completely redefines what an inanimate object 
can know and do. At Freescale 25,000 people are dedicated to making the 
world a smarter, better connected place. And when the future calls, we 
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e, 


+ 


** freescale 


semiconductor 


"I 
E 
"d 











Freescale'* and the Freescale logo are tradernarks of Freescale Semiconductor, Inc. All other product or service names are the property 
their respective owners. OFreescale Semiconductor, Inc. 2007 


Freescale Technology Forum | November 19-20, 2C07 
Design Intelligence. Bangalore. www.freescale.com/ftf 


Cornorate Office * TDT International India : uniter R46? Safdariuna Enrlaye New Delhi 110029 India 





Discover the power of Out-of-Home advertising 
that helps you grab eyeballs wherever people are on the move. 
From our specialty at airports and metro stations, 
to dynamic innovative displays that create landmarks; 
from giant Billboards and kiosks on highways 


to free-standing units at exhibitions... 


For more than 2 decades, Transport Display Innovation 
has set the trend and provided out-of-the-box solutions 
to the most market-savvy clients. 
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Column 


Young and Restless 


As the economy surges, Irdia Inc.'s workforce is getting younger and 
younger. Such employees have vastly different aspirations than those 





COMPANIES 
TO WORK 
FOR IN INDIA 


of the older generation. Employers that recognise and respond to those 


aspirations will emerge as the Best Companies to Work for in India. 
PADMAJA ALAGANANDAN, GYAN ANJAN KAUR, AND PRAKRITE AGARWAL 


HE INDIAN EMPLOYEE 

today is very savvy. 

Riding on the back of 

an employment 

boom, he has taken 
full advantage of the shift of 
power in the employer-employee 
equation. From plush offices 
equipped with world class facilities 
to HR policies that cater to his 
every whim and fancy, today's 
employee is demanding it all and 
will make sure he gets it, gift 
wrapped (with a postage paid en- 
velope attached for anonymous 
feedback, just in case...). You 
would expect that after all this 
and more, the employee would 
stick around for a while and feel 
grateful. 

Our guess is that if you are 
an HR Manager in an Indian com- 
pany, you would know better. 
After watching talent walk out 
through your front door and por- 
ing over their exit interviews for 
clues, you know that the answers 
are not that simple. Every time 
you fix one problem and stop to 
breathe, there is someone else tug- 
ging at the sleeve of your precious 
workforce, luring them away with 
an employment promise better 
than yours. So then, how do you 
get them to stay, and more im- 
portantly to contribute positively 
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Staff expectations ` as 
have skyrocketed ` 








to ycur organisation's success? 
The Best Companies to Work 
for in India study 2007 examines 
wha: thousands of employees 
from all over the country have 
to say about what makes them 
'tick . Over 50 per cent of the re- 
spondents are between the age 
group of 25 and 35; hence our 
findings are influenced heavily by 
the changing workforce demo- 





graphics in India, with the 
younger lot becoming the domi- 
nant voice in the country. While 
the older age group still constitutes 
a significant proportion of the 
workforce and makes valuable 
contributions, there may be a case 
for having segmented strategies 
to address the aspirations of these 
two sets of employees. 

Having entered the workforce 


during a time of ‘plenty’, the young 
employee has aspirations and atti- 
tudes that differ considerably from 
those of his predecessor. High lev- 
els of remuneration, fast paced 
growth and open communication 
are some of the things taken for 
granted by employees these days. 
Yes, rewards are extremely impor- 
tant and any company that under- 
estimates their importance may 
choose to do so at the risk of facing 
a mass exodus. However, mone- 
tary rewards have been relegated to 
the position of a ‘necessary, not 
sufficient" condition for engaging 
employees. A closer look at what 
employees aspire for reveals needs 
that may sound simplistic; how- 
ever, the solutions required are far 
from being simple. 

Make Work Interesting: Our study 
shows that one of the top reasons 
why employees choose to stay and 
contribute is the work itself. 
Employees want to feel ‘involved’ 
with the work that they do. They 
want to be able to apply their 
minds and feel a sense of accom- 
plishment at the end of the day. 
Who does not like a bit of a chal- 
lenge and a chance to prove their 
worth? 

So what does this mean for com- 
panies aspiring to be best employ- 
ers? For starters, companies need to 
take a long hard look at the jobs 
that they offer and build in some el- 
ements of autonomy, the right 
amount of challenge and scope for 
innovation. If you want employees 
to go beyond the call of duty and 
deliver exceptional performance, 
give them the scope and flexibility 
to do so. In today's world of narrow 
specialisation and increasing divi- 
sion of labour, the task of creating 
interesting jobs becomes even more 
daunting. It's not about changing 
the basic content of the job or over- 
loading the employee with so-called 


‘challenging’ targets; it’s about 





EMPLOYEE ASPIRATIONS: DIFFERENT PERSPECTIVES 


The Young and the Disgruntled: Engagement levels amongst employees fall 
consistently as one moves from senior to middle to junior management and staff, 
across industries. The younger lot has expressed lower levels of satisfaction with 
respect to every dimension of engagement under study, with the greatest contrast 
being around pay, benefits and surprisingly even company image and leadership— 
indicating that they don't feel as connected to the organisation as employees at 
senior levels. The critical challenge that employers face is engaging employees at 
junior levels, where jobs don't provide as much scope for enrichment; however, - 
aspiration levels and sensitivity to differentials are perhaps at their highest. 


Equality of the Sexes: Women respondents have matched men on each 
dimension of employee engagement under study. Women in the workforce today - 
have the same expectations and aspiraliks as mon ahd ate Dot Nit to 


voice their opinions. 


Breaking the IT Myth: IT companies, which have been the pioneers in 


modernising their HR processes and have brought in a number of innovations, are 
not way ahead when it comes to engagement levels. Non-IT companies have 
actually reported marginally higher levels of engagement, though they lag behind 
in areas such as quality of work life and work-life balance. It is difficult to say 
which of the two faces a tougher mandate given their differing employee profiles 
and legacy. However, the respective return on investment in terms of engagement 


levels is similar. 


— —— MÀ 


The Skeptics: Engagement levels are typically higher amongst new joiners and 
old timers. Those who fall into the ‘at risk’ category in terms of engagement levels 
are employees who have spent between 1-4 years in the organisation. The trend 
shows that employees possibly go through a typical cycle of wonder, | 
disillusionment, reconciliation and consolidation before they feel secure and con- 
nected with the organisation. Once the threshold of four years of tenure in an 
organisation has been crossed, engagement levels are on the upswing. 


changing the way the organisation 
and the employee expect the job 
to be executed. A word of caution 
here—the savvy employee wants 
the best of both worlds— the chal- 
lenge without the stress, giving 
work-life balance issues a clear 
thumbs down. 

Upskill Your Employees: Another 
important determinant of employee 
engagement is giving people the 
opportunity to grow and develop. 
Again, a move up in the hierarchy 
without much enrichment in job 
content may work for a while, but 
once the initial sheen of the new 
‘designation’ wears off, it's back 
to square one. The discerning em- 
ployee wants the opportunity to 
build on his competence and ca- 
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pability, not just for the job in his 
current company, but for his long- 
term career. He wants the time ‘in- 
vested’ in the organisation to count, 
boosting his employability and the 
credentials on his cv. If the cur- 
rent organisation won't provide it, 
he is not shy of calling it quits and 
looking for the opportunity 
elsewhere. 

Stuck in this Catch 22 like situ- 
ation, what can employers do to 
prevent trained and valuable people 
from moving on? The answer lies in 
providing employees with visibility 
on their career prospects within the 
company and the support to get 
there. However, this needs to be 
more tangible than the generic 


sketches and ladders that are flashed 
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before prospective candidates in 
pre-placement presentations. 
People believe what they see, and 
nothing drives home the point 
better than a role model who ex- 
emplifies the opportunities the or- 
ganisation can provide. 
Organisations need to provide 
people with structured learning 
interventions, regular information, 
dialogue and feedback around ca- 
reer prospects so that people may 
grow with the organisation, rather 
than at its expense. Employees 
who see a long-term future with 
the company are more likely to 
be valuable contributors. 

Be Fair and Clear: The traditional 


Indian cultural characteristics such 
as respect for age/authority and 
conflict avoidance don't hold true 
in corporate India today. The at- 
titude of the young workforce to- 
day is more akin to some of the 
Western cultures where there is 
more openness, questioning and 
debate around issues and their 
merits rather than quiet submis- 
sion. An employee who feels he 
has been shortchanged by the or- 
ganisation will definitely be dis- 
engaged and will spread the neg- 
ativity around. It is essential to 
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ensure that each employee feels 
the organisation has been fair to 
him inall its dealings. Whether it 
Is pay, benefits, promotions or 
assignments, the transparency and 
objectivity behind each decision 
needs to come through and 
processes should be designed to 
eliminate the scope for any bias. 
Equally important is the clarity 
and coasistency in communicating 
performance expectations. An em- 
ployee who knows what he is 
supposed to do, why he is sup- 
posed -o do it and how he will be 
rewarded for it, will be more mo- 
tivatec to work towards it—em- 
phasis ng the need for role and 





goal clarity. 

Companies that have emerged 
as the best employers this year 
seem to have a good grasp on the 
aspirations of their employees, 
some doing a better job than oth- 
ers. Fach of them has top notch 
HR processes that incorporate 
many of these principles to vary- 
ing degrees. The top 15 have con- 
sistencly outclassed the others both 
in terms of the design and the de- 
ployment of their HR processes 
and »olicies. Their employees 
have expressed a much greater 
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degree of satisfaction as compared 
to other respondents with each 
and every HR process, be it per- 
formance management or pro- 
motions or training or exit, ac- 
knowledging and appreciating the 
effort that these organisations are 
putting into creating an employee 
focussed work environment. 
Interestingly, the same cannot be 
said regarding the feedback on pa- 
rameters of pay and benefits, in- 
dicating that a sustainable em- 
ployment value proposition goes 
beyond monetary rewards. 
Rising employee aspirations 
have taken competition amongst 
employers beyond the realm of 
pay packages and glittering offices. 
The younger lot is not driven by 
extrinsic rewards alone, which 
gives employers the opportunity 
to build differentiators that are 
more sustainable such as long-term 
careers, meaningful jobs and work 
culture. With the possibility of dou- 
ble-digit salary increments eroding 
India’s competitive edge on costs, 
the maturing of employee aspira- 
tions may have come at a very op- 
portune time. It is possible that the 
thinking employer may be able to 
substitute extrinsic rewards with 
intrinsic Ones, to some extent. As 
usual there is no simple answer 
and it is difficult to crystal ball gaze 
on this issue. It is, however, very 
plausible that if the growth trajec- 
tory of the Indian economy conti- 
nues as many predict it will for the 
next decade or so, the volatility in 
the capital and financial markets 
will get mirrored with similar trends 
in the talent market. It seems, the 
long run will not provide any cover 
to organisations that wish to stay at 
the cutting edge—the hypercompe- 
tive talent market is here to stay. 8 
(Padmaja Alaganandan is a 
Principal Consultant, and Gyan and 
Prakrite are Consultants at Mercer) 
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STEPHANE FOUKS/ Executive Co-Chairman/ Euro RSCG Worldwide h 


“India Will Be Our 
- Global Digital Hub” 





URO RSCG WORLDWIDE 

is part of the world’s 

sixth-largest advertising 

network, the €1.47-bil- 

lion (Rs 8,390-crore) 
Havas Group. Its Executive Co- 
Chairman Stephane Fouks, who 
has visited India several times and 
loves spicy Indian food, was in 
the country recently for Euro 
RSCG’s global managing committee 
meeting that was held in 
Mumbai—the first time the ad- 
vertising agency’s global manage- 
ment meeting was not held at one 
of its two headquarters, Paris and 
New York—an indication of 
India’s importance in its scheme of 
things. Fouks spoke to BT’s Anusha 
Subramanian on his plans for the 
future and about the globalisa- 
tion of the advertising business. 
Excerpts: 


Euro RSCG Worldwide considers itself 
very different from other agencies? How 
is it different? 

Euro RSCG is one of the most orig- 
inal communication networks in 
the world. Why? Historically, 
most advertising networks have 
been Us-centric and have grown 
globally on the basis of their links 
to US clients. We are the only ma- 
jor global agency that is not 
US-centric. 

Secondly, we have not built 
separate networks to provide dif- 
ferent services to clients. Instead, 
we have integrated all the com- 
munication disciplines in one 
agency tc provide full services to 
the clients. Clients want solutions, 
not techaiques. They want the 
agency to partner with them in 
resolving their issues. We have, 
therefore, structured the organi- 


sation very differently. We have 
one global CEO, two global 
Executive Co-Chairpersons, one 
global Creative Director, one 
global coo and one global cro. 
These six people give us the op- 
portunity to do a lot more things 
than if there was only one global 
chief. Thus, we are a completely 
different agency network com- 
pared to our competitors. 


How large is Euro RSCG? 

Euro RSCG Worldwide contributed 
64 per cent (€942 million or 
Rs 5,369 crore) to the total rev- 
enues of Havas Network in 2006. 
Emerging markets like India, 
China and Russia contribute about 
12-14 per cent to Euro RSCG 
Worldwide, and these markets 
are growing at 15 per cent 
annually, 
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Why has Euro RSCG Worldwide not 
been as aggressive as some of its 
global rivals? 
As communications specialists, we 
realise the importance of being dis- 
creet about our achievements. Over 
the last few years, we have had 
more things to do than talk about 
ourselves. Our first and only pri- 
ority is to deliver what we promise 
to clients. And this is paying off. 
For the first time in our history, 
Euro RSCG Worldwide was named 
the Advertising Network of the 
Year for 2006 by Campaign, one of 
the most respected advertising trade 
publications in the UK and the 
world. The agency was praised for 
its agency management and its im- 
pressive streak of new business wins 
around the world. Euro RscG 
Worldwide has had more entries in 
The Gunn Report (one of the most 
respected reports on creativity in 
the advertising world) than all other 
network agencies, save only Wieden 
& Kennedy. This demonstrates 
that we are at the cutting edge of 
creativity across the world, 

Since 2005, we have won the 
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global Jaguar and the Charles 
Schwab accounts, as well as new 
business from Reckitt Benckiser, 
Veolia, Sanofi-Aventis (which 
quickly became one of our top three 
clients), EDF Energy, Alcatel-Lucent, 
Danone, Disney Theme Parks, LG, 
Harley-Davidson, and Dell. Our 
goal now is to continue on our 
ever-evolving quest for the next big 
idea that will propel our clients' 
brands, and our agency, forward. 


You have been a late entrant into India. 
Where does this country figure in your 
scheme of things? 

We are happy with our operations 
here and have a good mix of do- 
mestic and international clients. 
There are some areas in which we 
need to improve to offer our clients 
the best solutions. Suman Srivastava, 
CEO, Euro RSCG India, has done a 
fantastic job. The right people can 
make all the difference to 
any operation, and we 
have been seeing those 
changes in Euro RSCG 
India since Suman took 
over the reins here. 
Secondly, we are concen- 
trating on the digital do- 
main. The plan is to set 
up a strong digital office 
here in India to service 
not only our Indian, but 
also global clients. India 
will be the global hub for 
the digital business of 
Euro RscG Worldwide. 
We are also looking at a 
strategic partner for the 
digital business. Thirdly, 
we want India to be seen 
as a thought leader. Some 
of our new initiatives 
here, like the Prosumer 
Survey and other such ini- 
tiatives, are keeping the 
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agency “future-ready”. 


How has Euro RSCG India grown in 
revenue terms? 

Euro RSCG India was set up a decade 
ago as a rare MNC "start-up" agency. 
The agency has been growing at 
an average rate of approximately 
20 per cent year-on-year. We ar- 
rived in Irdia 60 years late, but 
started witl- five offices, all of which 
are now profitable. We built an 
Indian agemcy with its own culture 
and that hzs worked for us. 


You mentioned that you are looking 
for a strategic partner in the digital 
space. Can you elaborate on that? 
Yes, we are looking at small and 
medium-s zed acquisitions glob- 
ally as wel. as in India. Major dig- 
ital compznies have been bought 
out by big advertising groups at 
high prices. 




























s. 


But we are not in a hurry to ac- 
quire companies. We would rather 
build on what we have and simul- 
taneously target medium-sized com- 
panies operating in this space. 
Globally, we are one of the biggest 
agencies in the digital space. The 
competition in this space is very 
high as there are so many digital 
agencies. Therefore, we are looking 
at building an agency that can serv- 
ice both domestic as well as inter- 
national clients. We have the talent 
as well as the scope and opportunity 
to do a lot of work from here. 


Why has digital advertising suddenly 
become so important today? 

The digital domain is an important 
space within advertising today. 1 
believe that this space has to lie at 
the core of every discipline, be it 
public relations or healthcare com- 
munications or any other discipline. 
What we have done is to 
integrate the digital busi- 
ness into the main agency 
so that we can do tradi- 
tional advertising as well 
as digital advertising and 
offer integrated solutions 
that address the commu- 
nications needs of our 
clients. But this is not re- 
ally something unique. 
One has to be careful 
about the way one uses 
the digital medium. The 
ideal strategy should com- 
bine both traditional and 
digital advertising. 


What are your other focus 
areas in India? 

Television and Bollywood 
have good potential. They 
are big industries in India 
and the quality is also very 
good. But in-TV and in- 
film advertising are not 
very strong in this mar- 
ket. We are looking at this 
possibility for our clients. 
We also see India as a 





global hub for advertising com- 
mercials. India can create new 
concepts for the world. We are 
also open to the idea of having 
Indian agencies create ads for 
our global clients. 


What are the more visible trends 
and opportunities in India for 
advertising? 

I think the time has come to 
export Indian brands. India 
will be a country where more 
international brands will be de- 
veloped. Euro RSCG is well 
poised to take an Indian brand 
global. There is a big evolu- 
tion of the mass market here; 
this offers us a big opportu- 
nity. Contrary to the common 
perception that trends begin 
in big cities and trickle down to 
smaller towns, we are seeing 
that some trends are bubbling 
up from the Tier II cities. 
Consumers in the smaller 
towns are looking for a better 
life and this is leading them to 
consume the best brands, adapting 
the latest styles and going in for 
makeovers. This is what we are call- 
ing the “Bunty Syndrome”. 
However, this market is still very 
complicated and very fragmented. 
Therefore, to be able to do good 
business, you need to be in all the 
key markets. Euro RSCG is currently 
present in Mumbai, Delhi, 
Bangalore and Chennai. 


Are agencies in India under greater 
pressure to deliver considering that the 
Western markets are saturated? 

Yes. There is a lot of expectation 
from this market and the people 
here. But I would not agree that 
European markets are saturated. 
There is a lot of potential for inno- 
vation and growth. In France, we 
are the leading agency and have a 
market share of 20 per cent. We are 
continuing to grow at 6 per cent per 
annum in the huge French market, 
but the market itself is shrinking. 

























Being innovative in a declining mar- 
ket is key, and that’s where Euro 
RSCG scores over other networks. 
Clients today are looking for inno- 
vative solutions and a creative net- 
work. They want the best of both 
the worlds. A fine example of this is 
Reckitt Benckiser, which is our 
global client now. Prior to giving us 
its global mandate, the company 
tested us in 41 countries to see if we 
were able to provide it with specific 
advertising and strategies pertaining 
to the respective markets and we 
were able to deliver. 


Over the last few years, Euro RSCG 
has had some big wins both globally as 
well as in India. What is the success 
formula for this? 

The formula is integration and the 
strong levels of creativity that we 
display globally. We are one of 
the most creative networks. Our 
mission is to directly impact our 
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clients’ business performance 
through creative business 
ideas. Utilising the knowledge 
and disciplines of our inte- 
grated organisation through- 
out the globe, we deliver our 
clients’ brand messages 
through media-neutral cam- 
paigns that focus on the best 
solutions, and not the means. 


Havas Network is a young group 
and Euro RSCG Worldwide is even 
younger. What challenges do you 
face when competing against older 
agency networks like WPP or the 
other large networks? 

Being young in this industry is 
an opportunity for us. Since 
we are young, we have less 
bureaucracy. Therefore, we 
can move faster. Secondly, 


given the experience of our core 
team, we have more than 120 years 
of experience in this industry. 
(Each of the six members of the 
core team has spent over 20 years 
in the advertising industry). So, 
we think that this is enough for 
us to find the right solution for 
our clients. 


Do you plan to launch Euro RSCG Life 
(Healthcare Communication) and Euro 
RSCG Leap (Brand Consulting) in India? 
We will, eventually. Euro RscG 
Leap, when launched, will pitch 
for clients independently. It is a 
very interesting part of our busi- 
ness. Given our strength in strat- 
egy, and the understanding of con- 
necting brands with consumers, this 
unit will contribute positively to 
our operations here in India. 
Currently, we have specialised peo- 
ple working on projects in India 
for Life and Leap. พ 
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Adding a shade of technology: MD Ashwin 
Dani's focus is on high-performance paints 
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At a time when promoters are either diversifying feverishly into 
sunrise areas or gobbling up assets internationally, Asian Paints is 
doing neither. It's done plenty of the latter when most of India Inc. 
hadn't awoken to the opportunity. Now, the company prefers to focus 
on what it knows best—paints and the domestic market. 


ANAND ADHIKARI 


IFTY ONE-YEAR-OLD 

Mosongo Moukwa is a 

new face at the 65-vear- 

old Asian Paints head- 

quarters in suburban 
Mumbai. Surviving on a diet of 
chicken biryani and gulab jamuns, 
the US citizen (who was born in 
Congo, Africa) is the second Vice 
President (Technology) at Asia’s 
third-largest paints company. His 
job profile? To spearhead initia- 
tives to roll out new-generation 
paint technologies and break- 
through products for the company 
that has 29 manufacturing facilities 
across the globe. A former vp at 
Reichhold Inc. of the us, the 
world’s largest supplier of unsatu- 
rated polyester resins, Moukwa 
joined Asian Paints 15 months ago. 
“I was looking for an opportunity 
in emerging economies, especially 
China and India," says Moukwa 
who is now part of the 


Undisputed Leader 


Asian Paints is comfortably ahead of the pack. 
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Berger Paints 
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Kansai Nerolac 
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THE NEXT 10 YEARS 
PROMISE TO BE AS 
EXCITING, IF NOT MORE. 


@ Big thrust on paint technology to roll 
out high-performance paints; a new 
dedicated R&D centre coming up at 
Navi Mumbai, headed by a global 
technologist 





@ Open to inorganic growth, both 
domestically and internationally 

@ Future focus strictly on developing 
economies; may expand in West Asia, 
where its units are growing at 30-40 
per cent annually on the back of oil money 


€ China market on radar, though no 
Concrete plans yet — TE 
@ Aggressive forays lined up for industrial 
segment 
@ Grooming next line of leadership 


@ On an expansion spree domestically; 
biggest state-of-the-art plant at Haryana 
with a capacity of 150,000 TPA to be 
operational in next 1-2 years 


5,000-strong workforce at the do- 
mestic paint major. Moukwa, who 
has shifted base to India along with 
his wife, may be the only foreign 
national working in India at Asian 
Paints. But at its nearly two dozen 
foreign subsidiaries and joint ven- 
tures, the paints major has some 
1,300 employees from as many as 
20 foreign nationalities. 

At a time when the flavour of 
the season for India Inc. is to set up 
outposts in international markets— 
either organically or via acquisi- 
tions—Asian Paints is looking at 
strategy through a different set of 
glasses. As Moukwa, who is at the 
helm of the company's 1 lakh sq. ft 
state-of-the-art research centre in 
Navi Mumbai, himself points out: 
*When there is so much demand 
locally, why should we look to 
other markets." Clearly, the be- 
lief is that the domestic market, 
which is growing at 15-20 per cent 
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Growth has been steady. 
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DANPS 
DECADE 


»1998 
Restructures business into three units — 
decorative, industrial and international. 


» 1999 
Makes first overseas acquisition by buying out 
Delmege Forsyth & Co. in Sri Lanka. 


p.2000 

Opens manufacturing plant in Oman in 
partnership with a local company; acquires 
paints business of Pacific Paints Company 
in Australia. 


»-2001 

Acquires power coatings business of 
Howcoplast Chemicals, the first 
acquisition in India. 


»2002 

Acquires controlling stake in Berger 
International, Singapore. This is Asian Paints' 
largest acquisition in the international market 
as Berger has operations in 11 countries. 


Revamps international operations, transfers 
shares in subsidiaries in Fiji, Tonga, Solomon 
Islands, Vanuata, Australia and the Sultanate 
of Oman to Mauritius-based subsidiary Asian 
Paints International. 


Acquires SCIB Chemicals (now SCIB Paints) in 
Egypt and sets up a JV in Bangladesh with a 
local manufacturer 


»-2003 

Inks a technology and brand 

licensing agreement with PT Abadi Coatings 
Solusi, an Indonesian paints company. 


Berger International restructures to 
curtail costs. 


Acquires Taubmans Paints (Fiji) 
through Fiji subsidiary. Also, acquires a 9.2 
per cent stake in ICI India. 


»2004 
Exits Mauritius and Malta operations. 


» 2005 
Sets up fifth plant at Sriperumbudur in 
Tamil Nadu 


p.2006 
Commissions facility at Baddi, Himachal | 
Pradesh, to boost powder coating business. 
»2007 

Sells entire stake in Australian Asian Paints. 
Commissions industrial coating plant in 
Taloja, Maharashtra. 


Announces plant in Haryana for 
decoratives segment. 
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He s been busy since taking over as 
MD & Vice Chairman in 1997. 





annually, is where most of the ac- 
tion lies. And Asian Paints has to 
gear itself to take on foreign majors 
like Sherwin Williams of the us, 
Jotun Paints of Norway and 
Nippon Paints of Japan, who 
would be eyeing the domestic pie. 
One way of doing that is by beef- 
ing up en the technology front. 
“We want to make sure that we 
don't lag behind in paint technol- 
ogy. That's extremely important 
for our future growth," stresses 
Ashwin Suryakant Dani, Mp & 
Vice Chairman, Asian Paints. 

Ever since the Choksey family 
exited Asian Paints in 1997, Dani 
has been at the helm of the com- 
pany. The other promoters, the 
Choksis (not to be confused with 
the Chokseys who exited) and the 
Vakils, work in the background 
—Ashwin Choksi is Chairman, and 
Abhay Vakil, MD (the three families 
have equal share of the company's 
shareholding). But for the past 10 
years, it is Dani who's been at the 
forefront of Asian Paints' aggressive 
strategy of expanding beyond do- 
mestic boundaries. Two vears after 
taking over, Dani announced Asian 
Paints’ first overseas acquisition, 
in Sri Lanka. An acquisition in 
Australia followed a year later, and 
in 2002, the company made its 
largest international purchase—a 
controlling stake in Berger 
International, Singapore, for 
Rs 57 crore, which opened the 
door to 11 new countries. Today, 
the overseas portfolio brings in 
close to a fifth of Asian Paints' 
overall revenues. West Asia (Oman, 
Egypt, Dubai and Bahrain) and 
South Asia (Sri Lanka, Bangladesh 
and Nepal) account for almost half 
of international sales. 

Clearly, Dani & Co. chose to 
venture overseas at a time when 
few Indian promoters even dreamt 
of doing so (Aditya Birla would be 
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Mosongo Moukwa/ VP (Technology ) 
"When there is so much 
demand locally, why should 
we look to other markets " 


one of the few businessmen who 
saw international opportunities be- 
fore the Danis did). Ironically, when 
Corporate India did clamber onto 
the outbound bandwagon, Asian 
Paints had slipped into consolida- 
tion mode and was exiting less vi- 
able overseas operations—in 2004, 
for instance, it moved out of 
Mauritius and Malta. More re- 
cently, it sold its entire stake in 
Australian Asian Paints 
(Queensland). More than new ac- 
quisition targets and new geogra- 
phies, the focus is on scaling up 
the existing foreign outposts. In 
Egypt, for instance, where Asian 
Paints operates through SCIB Paints, 
production has increased four-fold 
over the past five years. In Oman, 
Dubai and Bahrain, production has 
more than doubled over the past 3- 
4 years. “We will confine ourselves 
to only developing economies," 
says the 65-year-old Dani. 

Today, however, outbound isn't 
the buzzword (although I.K. 
Jaiswal, Regional vp, International, 
does not rule out “some new op- 
erations, especially in West Asia"). 


Inside 


Dual-core. 
Another typical modern business issue... Do more. 


น need consolidation and 
the ability to scale up at will, without 
compromising on high availability." 


N. Chandrasekharan, General Manager - Information Technology, Ashok Leyland 
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Technology and innovation, which 
can eventually be leveraged at the 
overseas operations, have been iden- 
tified as the cornerstone for future 
competitiveness. To that end, a tech- 
nology division—an idea mooted 
by Moukwa—was created as a sin- 
gle-point corporate function six 
months ago. “Technology break- 
throughs have a multiplier effect. 
We can easily replicate new tech- 
nologies in paints in as many coun- 
tries as we want,” explains Dani. 

For now, though, it’s the do- 
mestic market that’s on Dani’s 
drawing board. There’s a simple 
reason for that: per capita con- 
sumption of paint in India is still 
woefully low at 1.5 kg per person. 
The corresponding figure in west- 
ern Europe is 15 kg and 25 kg in 
the us. Also, the industrial paints 
segment, which is currently just 30 
per cent of the entire paints market, 
is growing rapidly at over 15 per 
cent per annum. The decorative 
segment, which Asian Paints lords 
over with a 70 per cent share, is 
growing relatively slower at 10-12 
per cent per annum. 

With the economic growth in 
the 9 per cent range, industrial sec- 
tors like automotive and white goods 
offer huge potential. It’s precisely 
for this reason that Asian Paints set 
up a plant for powder coatings at 
Baddi, Himachal Pradesh, in May 
2006 with a capacity of 1,400 


A Changing Business Mix 


kilolitres (Ki). Another unit of 14,000 
KL, exclusively for industrial coatings, 
has been commissioned at Taloja 
in Maharashtra. Indeed, Asian Paints 
has succeeded in earning its spurs in 
the industrial segment. Seven years 
ago, it was languishing at #7. Today, 
It is a strong #2 to Kansai Nerolac. 
Asian Paints claims to be growing 
faster than Kansai Nerolac for five 
years now in industrial coatings, 
and the gap between the leader and 
the #2 player has narrowed signifi- 
cantly (today, there's negligible dif- 
ference between the two as against a 
40-50 per cent gap five years ago). 

The traditional decorative seg- 
ment, in which Asian Paints has en- 
joyed market leadership for almost 
40 years, isn't being ignored. The 
company is setting up its largest 
ever factory, spread over 130 acres 
and with a capacity of 1.5 lakh 
tonnes per annum (TPA) in the first 
phase. This unit will produce both 
solvent and water-based paints. The 
company has ramped up capacity at 
its emulsions plant at 
Sriperumbudur, Chennai, from 
30,000 KL to 50,000 KL in the cur- 
rent year. There are also plans to ex- 
pand capacity at a plant in 
Ankleshwar (in Gujarat) from 
80,000 KL to 100,000 KL. “Housing 
will bring in the major business in 
the next 10 years as construction ac- 
tivity is in full swing,” says Dani, 
who refused to part with investment 


The share of international business and the industrial paints segment have increased 
in the past decade, even as the chemicals’ portfolio has shrunk. 
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Now 


Decorative 
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I.K. Jaiswal/ Regional VP (international) 
Despite the focus on India, 
Jaiswal does not rule out *new 
operations in West Asia" 


outlays for these expansions. 

Dani has a vision of propelling 
Asian Paints into the top 5 decora- 
tive paints players in the world 
(currently it lies in within the top 
10 position). And plenty of that 
hinges on consolidation—not just 
globally, but in the Indian market. 
“| expect some consolidation in 
the Indian market. We are always 
on the lookout for good opportu- 
nities but at the right valuations," 
explains Dani. 

Another challenge keeping Dani 
busy these days is that of succession. 
His 37-year-old son Jalaj is cur- 
rently President (International). 
From the other promoter families, 
there's Manish Choksi, 38, son of 
Ashwin Choksi, who is Chief 
(Corporate Strategy) & cio. Who 
has a better shot at the top slot? 
Dani isn't revealing his cards just 
yet. "We will take a decision at an 
appropriate time," he says. “I am 
still young in mind." m 


en 
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The Search for Value 


The market's valuation has soared to an all-time high. Now 
is the time to look for undervalued gems in the 
unfolding growth themes. เพ ร ห 1 Josui 


ARELY FOUR DAYS AFTER THE P-NOTE SCARE THAT 

triggered a panic Monday shutting down the 

stock markets for an hour within minutes of the 

first trade, the Sensex is back at a new all-time 
high of 19,243 points. It's not the first time the market 
has recovered so nicely, neither have we seen the last of 
panic selling bouts. But behind all the mayhem, and a 
comfortably poised stock market for now, what's per- 
haps uncomforting is the rising valuation. At a PE of 
25.49 on current earnings, this valuation is third high- 
est the market has reached—the previous two times the 
valuation went higher were during the Harshad Mehta 
bull run and the tech-led rally of 2000. 


Boomers in Infrastructure 


Kf you are looking for stocks to invest in now, it's 
a good time to look at the undervalued gems with a 
valuation that is lower than the market and those 
that are a play on the growth themes in the economy. 
The economy is growing from many quarters—par- 
ticularly infrastructure as investments increase, con- 
sumer sector as disposable income rises, and equipment 
manufacturers that are taking off due to the growth in 
the corporate sector. Many of these companies are 
smaller and have been putting up stellar perform- 
ances and growing at a good clip. Many undervalued 
companies are in the mid- and small-cap space with PEs 
below 18 compared to the Sensex's 25 plus. Some of 


Investment in infrastructure has gathered momentum and these companies seem poised for rapid growth. 


Ador Welding , Jindal Saw Ltd 


The demand for welding products is rising on the back of 
large capex plans of India Inc. 
15.55 
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Pratibha Industries 


This construction company is engaged in watar treatment, 
housing and road projects, all of which are booming 
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these companies have the potential to emerge 
big winners in the medium to long term. 


Infrastructure Soars 


There's a lot of action in the infrastructure 
space—order books of construction and engi- 
neering companies have been rising, increasing 
the earnings visibility of these companies. Total 
investments in infrastructure during the 11th 
plan is estimated at Rs 20,18,709 crore in areas 
such as electricity, roads, telecom, ports, and wa- 
ter supply, among others. 

These investments will increase the de- 
mand for welding products and Ador Welding, 
India's largest welding equipment producer, is 
well-placed to ride the boom. Says Prakash 
Kapadia, Analyst, Edelweiss Securities: “We 
like Ador's business model. The company is 
debt-free and its strong cash flows are chan- 
neled towards new product development. 
Ador has consistently maintained a dividend 
payout of over 45 per cent of its profits re- 
sulting in an attractive dividend yield." 

Another undervalued company is Pratibha 


The P-note Scare 


T CAME AS A BOLT FROM THE BLUE FOR DALAL STREET. AS SEBI 
| announced its intention of curbing capital inflows into 
the Indian bourses through the participatory notes route 
(it allows foreign investors who are not registered with 
SEBI as an Fil to invest in an indirect way), the markets 
went into a tailspin. 

So what exactly is on SEBI's agenda that spooked the 
markets? Fils now will not be able to issue P-notes 
against derivatives. What's more, P-notes with stocks as 
underlying assets will be subject to a limit of 40 per cent 
of the overall assets under the custody of an FII. Given 
that the current bull run has been FII driven, any move to 
restrict foreign capital flows has a negative effect in 
the short term. Says Shriram lyer, Head (Research), 
Edelweiss Securites: “Flow of foreign funds will be im- 
pacted as a large part of capital in the last few months 
was coming through the P-note route.” SEBI says its 
move is an attempt to encourage foreign investors to en- 
ter the Indian stock markets directly by registering them- 
selves as Fils. This, it feels, would make the markets safer 
and more transparent. 

SEBI's new guidelines could make markets tentative 
and volatile in the short term. But analysts point out that 
given India's growth story, which remains unchanged, 
markets are unlikely to be severely affected in the 
medium to long term. 
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Meet the Hotel Advisors” of 
Travelguru. People who know 
India's cities and towns in and 
out. They help you find the 
best hotel room for your 
budget, with the amenities you 
need and in the area of the 
city that you require. 


1-800-22-4878 
022-4030-4878 


www.travelguru.com 


"The people featured above are actual Traveiguru employees 





Choose from our network 
of over 4000 hotels in india. 
Serviced apartments, budget 
hotels, luxury resorts, palaces, 
business 
houseboats and more 


From Jaipur to Hyderabad, Shimla 
to Pune, get your hotel room 
instantly confirmed. 
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A surge in order flows and a reduced execution time for new 
projects have been a boon for infrastructure service providers 


Industries—a construction company that specialises 
in water transmission and distribution projects, water 
treatment plants, housing and road construction. Says 
Hitesh Agrawal, Vice President (Research), Angel 
Broking: “A robust order book of Rs 2,000 crore 
gives it earnings visibility. We estimate PIL’s net sales and 
net profit to grow at a compounded growth rate of over 
45 per cent over the next three years.” 

Pipe manufacturers are also seeing rapid growth in 
demand and Jindal Saw, a producer of saw (Submerged 
Arc Welded) pipes used to transport oil and gas, has di- 
versified from a single product company to a multi- 
product company, and is investing Rs 700 crore in new 


Consumption on a Roll 


Consumers are spending more and boosting demand for white goods, 
consumer non-durables and financial services 


capacities. Says Sandeep Nanda, Head of Research, 
Sharekhan: *There's a growing demand from the 
global and domestic oil and gas sector for pipes, worth 
almost $12 billion." 


The Consumption Wave 

As disposable incomes increase, Indians have been 
spending more at malls, on white goods, housing, ap- 
parels and consumer non-durables. This consumption 
story has been playing out in the rising demand for fi- 
nancial services, including retail loans. Therefore, investors 
should look at some undervalued stocks in the sector— 
three of which are Oriental Bank of Commerce, Godrej 


As incomes rise, consumption of financial services and personal products is also set to grow. 


Oriental Bank of Commerce 


The acquisition of Global Trust Bank is beginning 


to pay off is growing steadily 
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ES* — Rs2487 | ps» ผิ 5 6.55 
| 

Price Rs 2413 Price  Rs116.6 

P-E ratio 97 ว ท ว 00 P-E ratio 11.8 


Figures are closing prices 
on BSE in Rs 


*Trailing 12 months 
` On October 24, 2007 


“Trailing 12 months 
` On October 24, 2007 


200 RI'& FSS A Y NOVEMBER i 


Godrej Consumer Products 


This major player in personal care and hair colour 
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Bajaj Electricals 


Growing consumerism in India is spurring demand for 
home appliances 
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Equipment Steam Ahead 











Consumer Products and Bajaj Electricals. 

Oriental Bank of Commerce has a strong branch 
network in western and northern regions, but the ac- 
quisition of the erstwhile Global Trust Bank has given 
: it a major presence in the southern region. It has low 

cost-to-income ratio and recoveries of bad loan have 
been good. Its loan book is increasing and going for- 
ward the bank is expected to build on its low-cost 
deposit base, which will help improve net margins. 

Bajaj Electricals is another stock to watch out for. Its 
products home appliances, luminaries, fans, high mast 





f: poles have been selling well lately on the back of rising 
: housing sales. The company has a strong distribution 
3 network and can capitalise on the opportunities that lie 


- The corporate-led growth has improved the profitability of 
suppliers to the original equipment manufacturers 
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industrial demand for goods and services is trickling down to equipment manufacturers. 











Philips Carbon Black Phoenix Lamps . Apollo Tyres 
Largest producer of carbon black, it has initiated The lamp maker is geared to capture the growth Truck tyres sales ara rising on steady demand from original 
cost control measures. in the auto industry. manufacturers and replacement. 
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ahead, while its stock is trading cheap at 13.9X its 
FY07 earnings. Analysts believe it can provide signifi- 
cant returns over the next two to three years. 
Consumer non-durables are selling like hot cakes, 
and Godrej Consumer, a leader in personal haircare, 
household and fabric care segments, has among the best 
brands in its product portfolio such as Cinthol and 
Fairglow. It's also the largest player in the hair colour 
category, which is growing fast and has better margins. 
Says Agrawal: “The margins are expected to remain sta- 
ble due to a better product mix and a price hike." 


Volume Growth 


On the back of the increasing capital expenditure 
boom, companies that cater to original equipment 
manufacturers as engineering and also raw material 
suppliers are witnessing a broad-based volume growth 
for their products. Phoenix Lamps, manufacturer of 
automobile halogen lamps, is among those well- 
poised for growth. It's planning to capitalise on its ex- 
isting relationships with OEMs like Suzuki, Renault and 
Hyundai. Says Kapadia of Edelweiss Securities: 
“Given the rapidly growing CFL industry, capacity 
additions, and high quality management, we have a 
positive view on the company." 

Other companies in this space include Philips Carbon 
Black, which is a leading producer of carbon black 
used to manufacture tyres. The company is adding 
power capacities which will reduce its power bills. Says 
Agrawal: *Net profit will grow on contribution from the 
power division which will reduce costs and also provide 
an additional source of revenue." 

While commercial tyre major, Apollo Tyres is 
planning to spend about Rs 400 crore in expanding ca- 
pacities this year, including a new green field plant near 
Sriperumbudur in Tamil Nadu, to manufacture radial 
tyres for trucks and buses. The stock is another good 
addition to your portfolio. 
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As Steady 


as Debt 
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With interest rates heading south, it's time to fine tune 
your debt strategy. Here's what to do NOW. MANU KAUSHIK 


HE LAST THREE YEARS FETCHED 

| below average returns for 
debt fund investors. As in- 

terest rates increased from about 7 
to about 11 per cent currently, av- 
erage returns from all debt funds 
tumbled to just around 5.5-6 per 
cent as net asset values declined. 
But now the worst is perhaps over. 
Interest rates have stabilised and 
could come off a little as inflation 
has eased to 3.07 per cent. Banks 
have already started reducing their 
lending rates on home and car 
loans. This stability bodes well for 
debt funds. Says K. Ramkumar, 
Head (Fixed Income), Sundaram 
BNP Paribas AMC: “With inflation 
at a five-year low, interest rates are 
likely to come down and the 
Reserve Bank of India is likely to 


“With inflation at a five-year low, interest 
rates are likely to come down and the RBI is 
likely to maintain a more neutral stance” 

K. Ramkumar, Head (Fixed Income), 
Sundaram BNP Paribas AMC 
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maintain a more neutral stance.” 
Besides, the real return from debt 
investments has turned attractive 
lately yielding about 2-3 per cent 
higher than about a year ago. Says 
Mohit Verma, (10 (fixed income), 
JM Financial Mutual Fund: “The 
real interest rate has turned attrac- 
tive now increasing by about 250- 


What’s Hot in Debt Funds... 


300 basis points.” Debt is back, at 
least for now. 

So where should you invest? 
For starters, there’s a broad menu of 
debt funds: floaters, short-term 
funds, gilt funds, liquid funds, etc. 
Investing in debt depends on current 
interest rate scenario. Says Sanjay 


Matai, Promoter, wealtharchi- 


SHORT-TERM DEBT FUNDS 





Scheme Assets (Cr) — NAV (Rs) l-year 2-year 
Return Res: 
Birla Sun Life Short-term ร 73 1415 7 w 992 19 
Tata Short-term Bond (— 13287 14.1 5.32 9.51 rj 
Templeton India Short-term Income CN. 1,458.18 L 39 944 7.56 
Reliance Short-term 13.82 — a 937 18) 
e Income Short-term ณิ ฑ์ 14.03 3 9.09 114 


me scenario: Short-term yields on corporate paper have inched up In recent times 
Expert advice: Invest here for a period of around 6 months, the yields are better here 


FLOATING RATE SHORT-TERM FUNDS 


















Scheme ‘Assets (Cr) NAV(Rs) Gmonths — 1-year  2-year 

| Return Return Return 
LICMF Floating Rate ST . 1236.83 12.52 .— 40 8.48 1.59 
DBS Chola ST Floating Rate 128026 11 67 - Eu : 45 842 145 
Reliance Floating Rate 1,414.76 1221 .— 39 $31 129 
Templeton Floating Rate ST Retail 772.92 14.11 4.15 82 า ณ 
¿ese Floating Rate Short Maturity . 565.552 12.16 3.98 822 72.23 





cene scenario: The rate on short-term paper is higher for now 
Expert advice: You can invest here for a lower duration as yields have improved 


LIQUID PLUS FUNDS 


Scheme Assets (Cr) NAV (Rs) 6 months — 1l-year 2-year 
DWS Money Plus . 880303 1131 — 408 6839 — - 
ABN AMRO Money Plus Reg 19568) 114  4Q 83 — - 
HDFC Cash Mgmt Saving Plus Retail 5,062.66 — 1696 394 807 7.09 
Canara Robeco Liquid Plus Retail . 29647 1278 3.89 1.8 24 





DBS Chola Freedom Inc Short-term 


Current scenario: It invests in short-term paper where the yields have improved 
Expert advice: This is an ideal investment for now. Expect returns of 7.5-8 per cent 
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tects.in: “Interest rates and bond 
prices have an inverse relationship. 
When interest rates fall, the market 
adjusts bond prices to increase the 
interest rate yield—which means 
their prices rise. Mutual funds hold- 
ing these bonds show an improved 
return as their net asset values 
(NAVS) rise." 

The short-end of the yield 
curve—which shows interest rate 
movements across various tenures— 
is more attractive now. Says Ashish 
Nigam, Head (Fixed Income), DBs 
Cholamandalam AMC: “Oil prices of 
around $90 a barrel is a concern. 
Hence, we recommend that 


..and What's Gone Cold 


MEDIUM-TERM DEBT FUNDS 


Scheme 


Birla Sun Life Income 
Birla Income Plus 
Sahara Income 


investors avoid long-term debt 
funds.” Investors must match their 
investment horizon with that of a 
debt fund. The rates, though stable, 
can still go out of hand in an ad- 
verse situation, and that tends to 
increase the risk of a long-term debt 
fund against its short-term coun- 
terpart. “Therefore, investors are 
better off looking at short-term 
bond funds that typically have a 
maturity of 6-12 months with a 
yield of 7.75-8 per cent for a one- 
vear horizon," says Nigam. Agrees 
R.V.S. Sridhar, Senior Vice President 
(Treasury), Axis Bank: “Better yields 
are available in short-term paper 





sos NAV (Rs) ‘ae 1-year 2-year 


Return  Retum 
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Kotak Bond Regular 15945 — 2076 — 585 — 84 723 
 5,95145 143 . 4H 839 67 
3 6.28 


ICICI Prudential Flexible Income 





Current scenario: Yields were lower here as NAVs came off a bit 
Expert advice: Only for investors with a very long term horizon of investment, otherwise avoidable 


FLOATING RATE LONG-TERM FUNDS 
Scheme 





Principal Floating Rate Flexible Maturity 4,981.32 
— 868 125 mw 84  ]i 

mn 129 — 465 — 83 69 
1924 10 4M $5 695 
2455.18. 141 401 814 — 689 


Kotak Floater LT 

Birla Floating Rate LT 

HSBC Floating Rate LT Regular 
Templeton Floating Rate LT Retail 
Average 


Assets (Cr) 












l-year - 2-year 
Return Return 


1223 m 848 - 8 


NAV (Rs) >= 





3.86 1.65 6.65 


Current scenario: The rates have been higher on higher corporate bond yields 
Expert advice: Coupon rates are reset every three to six months, and that could impact yields if 


rates fall. Avoidable for now 


SHORT-TERM GILT FUNDS 












Scheme Assets (cr) NAV (Rs) 6months — 1-year 2-year 

; Return Return Return 
Magnum Gilt Short-term 3863 158 — $57 954 6. 
Birla Sun Life GSF Short-term (038 — 164 — 28 | $87 
Reliance Gilt Short-term 105 12 .393 


ICICI Prudential Gilt Treasury 











— $55] 1883 448 
Tata GSF Short Maturity — 206000 1256 — 30 





QT 5.37 


Current scenario: The average portfolio duration is around four years, so returns have been lower 
Expert advice: Not recommended for now, but can be considered only when a rate cut materialises 


Source: valueresearchoniine.com 
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All returns are in per cent 





“The real interest rate has turned attractive 
now increasing by about 250-300 basis 
points” 

Mohit Verma, CIO (Fixed Income), 

JM Financial Mutual Fund 


making them attractive investment 
options these days. Also, when rates 
are uncertain, the risk of a loss is 
lower in short-term debt funds 
compared to long-term funds." 

A new class of schemes—liquid 
plus funds—is the flavour of the 
season. The returns here are bet- 
ter than normal liquid fund, but 
the risk is marginally higher. The 
cost structure is similar. Says 
Ramkumar: “A liquid plus is some- 
thing which is positioned between a 
short-term and liquid fund. Investors 
with an investment horizon of a 
few weeks should go in for liquid 
plus funds, which offer a better 
yield, without taking on much ad- 
ditional risk." 

As each category of debt funds 
has unique characteristics that de- 
pend on the type of investment and 
its holding period, it's best for in- 
vestors to evaluate a portfolio with 
the risk profile. For now, as the 
yields are better on short-term 


paper, investors may be better off 


investing here. 
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Authorised dealers and distributors : 
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New Delhi Quill Stationery & Office Supplies (P) Ltd. Ph.: 23414620/2341 1054/41513132/98104%99445 

Fax-011 23417195 Kanpur Universal Book Stall Ph.: 2305783/2305799 Jammu Sadhna Pen Store Ph 25784 

9419) 35093/9419234225 Chandigarh The English Book Shop Ph.: 2702542/98140101 56; Capital Hook Depot 

Ph.: 2702260/2702594 Ajmer Geeta Pustak Shandar Ph. 2431135 Bikaner Asa Ram Khatri Ph. 9414339201 Jodhpur 
Sarvodaya Book Stall Ph.: 2653734/2653735/9314985001; Rathi s Media Centre Ph- 2513580/ 3290230/9829023580 
Latest Magazine Centre Ph.: 2620686/9314710365 Jaipur Rajesh Manish Agencies Ph.: 9829139626 Kota Chaman 
Book Agency Ph.: 2323377 Patiala Reader's Paradise Ph.: 2215] 70/981 5521218 Ludhiana Sardar Store 

Ph.: 9872290515/ 9216594503 Jalandhar Sethi Enterprises Ph.: 2226189/98881 10326 Amritsar Pt. Beli Ram & Sons 
Ph.: 2550235/ 9815022966 Dehradun The English Book Depot Ph.: 2655192/2710958, Jhansi Variety Book House 
Ph: 2471312/2470312 Lucknow Modern Magazine Distributors Ph.: 2611829/933591 1140; Universal Book Sellers 
Hazratganj Ph.: 3919708/9839020290, Universal Booksellers, Gomrinagar Ph.: 3234057 /983901 1437: Universal Boos 
Centre Ph.: 2329641 /2387180/2374548: Kalakunj International Ph 2612783/9452274811 Rishikesh Sanjay News 
Agency Ph.: 2430968/9927016595 Meerut Naveen News Agency Phu: 2681646/2656215 Agra Cant. | ni 
Depot Ph.; 222 3412262324 Pathankot Bhatia Book Depot Ph.: 2221916/941 7459022 Gorakhpur studi 
Corner Ph.: 2330337/2338059/ 2338700 Varanasi A P Singh Ph.: 2220060/2221511/9415228841 Allahabad 
Om Agencies Ph.: 3257246/9415236658 Srinagar Janta Agencies Ph: 2474755/9419066192 Karnal Read 
Ph: 2251153/59896255566/989611 1 128 
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Kolkata The Modern Book Depot Ph.: 22493102/22490933; Emami Retail Pyt. Ltd. Ph: 228225 | 
Nikhil Enterprises Ph.: 9831123406 Bhubaneswar Pen Hospital Ph.: 2534310/2534796/2394690 Ranchi Kailash 
Stores Ph : 2305379 Guwahati The Modern Book Depot Ph.: 2546244/ 2544791 Siliguri NB Modern Agencies 


Ph.: 2521297 /2432349/6528415 Patna Magazine Corner Ph.: 2672339, Brite Stationers Ph.: 221849 Imphal lain 
Ph.: 2221756 Jamshedpur Agrawal Book Store Ph 24 30006; Cascade Book Distributors Pho 2306640/9431301042 
9835701068 Agartala Monarch Ph.: 2383887 

Mumbai Saidev Finance & Investments/Krips Stationers Ph.: 26108683-85/9920212161 Atlanta Ph.: 2204276 
Satyam Stationery Ph.: 22854704 /66751053: Mango Stationeries Ph.: 25400604; IB Karani Ph- 22656088- Poona 


Stationers Ph. 22665099; Jagruti Stationers Ph. 22041122; Nalanda Book Store Pho 22022514 Pune Oni 
Ph: 24451173/24484428: Venus Traders Ph. 24457023; Natraj Stationery Mart Ph: 26134740; t 
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Ph: 26059600 /56034049/25537005 Ahmedabad H K Enterprises Ph: 999805557 1: Crossword Ph. 264146803 
Antakshri Ph: 25434441: Nikiz Stationery Ph 26407503; Vasani Stores Ph. 26 25523; Raj Stationers P 0084 
Baroda Baroda Stationery Mart Ph.: 2362373: Om Music Ph.: 5531253; The Shoppee Ph.: 2333620; Crossa 


Ph.: 2339484; Kalpana Traders Ph.: 2436865; Umakant Book Sellers Ph.: 2359633 Rajkot Rajesh Book Sul 
Ph.: 2733518 Gandhidham Amritlal Hirji Pandya Ph.: 220212 Bhopal Variety Book House P 
Variety Gallery Ph.: 2467480 Indore Sogani Book House Ph.: 2545130 Jabalpur Prem Book Depot Ph.: 2625544 
Nashik Jyoti Stores Ph.: 2306700/01/711; Jyoti Book Seller & Stationery Ph. 1/4 Aurangabad Aurangabad 
7153116 Gwalior Novelty Book Centre Ph.: 2325619; Raipur Laxmi Stationery Stores Pho 5049256 
2540585/54055185/93731021949 


ho 2555027 ! 255805 


2306702 
Book Depot Ph 
2227068 Nagpur Greet & Gift Ankita Agencies Ph. 


I! 
Chennai Sri Venkateswara Agencies Ph.: 28352080/28350356; Higginbothams I td Ph.: 28513519/42120 3 
Landmark (Spencer's Plaza) Ph.: 24490455/28221000 Landmark (Apex) Phs 28221000; Landmark (Citi Centre 
Ph.: 28477777; Odyssey (Advar! Ph.: 24402265; Odyssey (Thiruvanmiyur) Ph. 24455577; Odyssey (Anna Nagal 
Ph.: 42611473: Fountain Head Ph.: 28112650; Connections Ph.: 26260429/23764093; SAS Connection R.A Puran 
Ph 24612719: Words & Worth Ph.: 24468655; Sas Connexions, Besant Ngr Ph: 42077019 Coimbatore Greenland 
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Book Stall Ph.: 9443422928 Madurai College House Shoppers’ Shop Ph.: 2347354/98431 74735; 1 
Airport) Ph.: 9865141000/9842681855 Pondicherry Focus, the Book Shop Ph. 234 | Tiruneively Engle Book 
Centre Ph. 2578899 Bangalore Pavan Enterprises Ph 26892952 /25908387: Gangarams Gallery Ph X396 7t 


---- 


Landmark (Forum), Ph.: 2206; 79; Odyssey (R T Nagar): Ph.: 41749070; Odyssey (Jayanage 

Ph.: 32533008; Odyssey, RMZ Millenia (Ulsoor) Ph.: 41572592; Sapna Book House Pvt Ltd Ph.: 40114455 

23446444 /5/4 13282336, 41307322. 40455999 Mysore Sapna Book House Pvt Lid Ph.: 4004499 ( ochin Pai & Co 

Ph.: 2355835/2361020 Thiruvananthapuram Pai & Co. Ph.: 23301 16/2330813 Kottayam Pai & Co. Ph.. 7 562391 
Calicut Pal & Ca. Ph.: 2302851 Hyderabad Om Enterprises Ph.: 65198683/65191255; Walden Book 1 inks Pvt Lad 
Begumpet Ph.: 23413414, Banjara Hills Ph.: 9866635111; Odyssey India Ltd Ph.: 23414801; The Deccan Pens Stores 
Abids Ph.: 23202306/667777 55; Deccan Pens Stores, Green Lands Ph: 66786455/66987755, Jyoti Book Depot 

Ph.: 24758606, Pages Ph.: 39101203 Secunderabad Deccan Pens Stores Ph.: 27813020/6649 3020 Vishakhapatnam 
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Choosing where to park your money means getting the 
right advice—from the right person. TEJEESH N.S. BEHL 


O SECURE THE FUTURE OF HIS 
| child, Samir Kapur, Vice 
- President (Corporate Comm- 
unications), Fullerton India Credit 
Company, began scouting for a fi- 
nancial planner back in 2002, soon 
after the birth of his child, and he 
needed the right advice. “I had to 
start investment planning for my 
child," he says, *and I needed to 
start financial planning immedi- 
ately.” Banks offered financial ad- 
visory services, but he preferred the 
services of an individual advisor for 
a personal touch. He came across 
Ashish Kapoor of Invest Shoppe, a 
practising financial planner, who 
advised Samir that he was under- 
insured. *It was Ashish who pointed 
out that I needed to go in for a 
term-insurance plan rather than in- 
vest in money-back insurance 
schemes," recollects Kapur. Ashish 
also advised Kapur to book profits in 
mutual funds and stocks when the 
Sensex touched 19,000. *It was 
well-timed advice," grins Kapur. 


“There needs to be a clear thought process : 
what needs to be done and how protession- 
alise the financial advisory business 
Gaurav Mashruwala, 
Director, Ace Financial Services 
t 

Now with myriad insurance and 
mutual funds products and a com- 
plex stock market, it's difficult to 
discern the good financial products 
from the avoidable ones—and here's 
where a financial advisor steps in. 
They assist individuals through all 
stages of financial planning from 


Find the Right Advisor 


Nine tips to choose a financial advisor. 


Experience: Not just in terms of number of years but also types of clients 

Qualifications: Ask whether he is a Certified Financial Planner or has SEBIARDA-mandated certifications 
Services offered: Should offer advice, and not advocate specific products 

Approach to planning: The financial advisor's view should not be too cautious or aggressive for you 


Single point contact: Be clear who will be work 


his are involved, in which case check their credentials too 
Payment: Find out payment methodology —fee or commission —and the charges for services rendered 


Conflict of interest: Ask the advisor to 


HLVN VHAN 


buying your house to retirement, 
But in a competitive market that’s 
also driven by personal gains, fi- 
nancial advisors have lately come 
under the scanner for mis-selling - 
and promoting unnecessary prod- 
ucts to unsuspecting investors. This 
has attracted the attention of the 
Securities and Exchange Board of 
India (SEBI). Recently, SEBI issued a 
note that it is considering a manda- 
tory registration of investment ad- 
visors and also plans to institution- 
alise the regulatory mechanism to 
govern the financial products dis- 
tribution business. *It's a good step 
if they are doing it as FPSB has been 
making representations to SEBI that 
it should introduce some guide- 
lines—probably make it mandatory 
for financial advisors to have the 
CFP certification," says Rohit Sarin, 
Founding Partner, Client Associates. 

While there is a certified finan- 
cial planning course conducted by 
the Financial Planning Standards 
Board India (FPSB India), there are 


ing with you—whether himself or will other colleagues of 


provide in writing a description of his conflicts of interest. For 


example, advisors who retail insurance policies or mutual funds could have a business relationship 
with companies that sell those products 


Credentials: Check the advisor's credentials with FPSB India or with SEBI and IRDA 


Written agreement: Get a written a 


greement on the details of services that will be provided and keep 


KAMEN SARKAR 


it with you 
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also many self-styled advisors who 
are underinformed and could in- 
jure your financial health. “The ba- 
sic criteria for selecting a financial 
advisor should be pretty much the 
same as we select other profession- 
als like a doctor, an architect or a 
lawyer. Qualifications and a few 
years of experience in the profession 
obviously play a big part," points 
out Sarin. However, Gaurav 
Mashruwala, Director, Ace Financial 
Services, feels that for now SEBI is 
only contemplating instituting a 
self-regulatory organisation. “There 
needs to be a clear thought process 
on what needs to be done and how 
to professionalise the financial ad- 
visory business. Right now, there's 
a lot of talk but little action—we 
need to move fast," he says. 


The Litmus Test 
Investors, however, must choose a 
financial advisor carefully. Be clear 
whether the person is an advisor 
or a distributor. The litmus test you 
must do: look at his earning model. 
“If he charges a fee for his services, 
he's an advisor, whereas if he's selling 
you investment products, he's a dis- 
tributor," informs Mashruwala. Sarin 
points three essential revenue streams 
of a financial advisor: fee only, com- 
mission only and a combination of 
both. In India, though, the latter 
two are the conventional revenue 
models. “If a financial advisor's rev- 
enue contradicts the advice, it impacts 
the quality of advice. An advisor fo- 
cusses on the product than on his 
client's interest," Sarin clarifies. Sarin 
suggests a fee-based model that off- 
sets the fee payable by the client 
against the commissions received by 
the advisor. “That will be a win-win 
model as a fee only model—while 
being client centric—also means a 
large out-of-pocket expense in the 
form of advisory fee, and that too on 
a recurring basis," he says. 

There are other cues to zero in 
on the right advisor. “If your 
prospective advisor tries to sell you 


an insurance policy as an invest- 
ment product the first time you 
meet him, dump him," asserts Amar 
Pandit, Director, My Financial 
Services. “Most people feel short- 
changed because they don't get the 
right advice," says Pandit. *Most 
advisors are busy selling what they 
want to rather than advising a prod- 
uct according to a client's needs." 
Therefore, keep a close eye on the 
questions that a financial advisor 


asks you. ^From the questions one 
can assess whether the advice is 
sound or whether the advisor is just 
pushing products at vou. You could 
also talk to a few clients of the ad- 
visor to back-check his credentials,” 
adds Pandit. À good financial advi- 
sor understands your needs, assesses 
your risk appetite, evaluates your 
goals, and recommends products 
that are cost-effective and profitable 
for you—and not for himself. 





"There's an Acute Need to Inculcate Financial Literacy” 


PUBLIC-PRIVATE ENTERPRISE AND A PROFESSIONAL STANDARDS SETTING 
Aw for financial planning professionals, tbe Financial Planning 
Standards Board India (FPSB India) conducts the country’s Certified 
Financial Planner (CFP) course in the country. Here, FPSB CEO Ranjeet S. 
Mudbolkar elaborates on the initiatives to professionalise financial 
advisory services. 


On the need for financial advisors 

There is an acute need to inculcate financial literacy, and create suit- 
able redressal mechanism for the investors in India, so that not only can 
they make responsible use of credit and money but also make informed 
financial decisions affecting their family and future. 


On streamlining the advisory business 
First, we need to differentiate between advice and selling, 





and create a certification similar to the one that exists for 
mutual fund ‘sellers’ mandated by SEBI and conducted by 
Association of Mutual Funds of India (AMFI), and in- 
surance ‘sellers’ prescribed by the Insurance Regulatory 
Development Authority of India (IRDA). Secondly, 

there should be a minimum qualification 
prescribed for advisors and they should be 
certified and regulated by a body 
appointed for the purpose by SEBI. 


On ensuring compliance 


There is a well-laid procedure for 
compliance for FPSB members through 
a Board of Professional Review, 
which is mandated to ensure com- 
pliance of the code of ethics and 
practice standards laid down by FPSB 
India for its members. It also has the 
mandate to withdraw the CFP certifi- 
cation if a member is found guilty of 
any major irregularities or brings the fi- 
nancial planning profession to disrepute. 
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For a Few Rupees Less 


As the festive season kicks off, it’s time to go discount shopping. 


ANUSHA SUBRAMANIAN 


time to loosen your purse 

strings. There are plenty of dis- 
counts available as both manufac- 
turers and retailers reduce their 
floor price by a big margin. All 
products, whether the coveted 
high-end lifestyle stuff or the 
medium-end essential white goods, 
are going at discounts ranging from 
7 to 25 per cent. And for festive 
buyers looking for a sweet bar- 
gain, there has never been a better 
time to go shopping. 

The festive discounts season 
starts from October and runs till 
the first week of December. But 
over these months, retailers say 
that their sales perk up by around 
35 to 40 per cent more than the 
off season because of the increase 
in festive shoppers. What's more, 
retailers reckon there are an in- 
creasing number of youngsters who 
want their own personal products 
like camcorders and music play- 
ers. Besides, with the increase in the 
number of products, there’s more 
for you to choose from. 


[ IS THE FESTIVE SEASON—THE 


The Rising Discounts 
Some dealers offer discounts 
throughout the year, but during 
the festive season due to the in- 
creased volumes, these get bigger. 
As the volumes of retailers in- 
crease, they pass on more of their 
margins to the customer. Says 
Nilesh Gupta, Managing Director, 
Vijay Sales: “Consumers wait for 
the festive season to avail of some 
of the best offers. We have dif- 
ferent schemes on different prod- 
ucts running every week." 
Increasingly, buyers are seeking 
higher-end products and are not 
hesitating to spend some more for 
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Discounts galore 
Some stuff at the best price 







Home Theatre 
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4 MRP (Rs) 
SAMSUNG (R25KAM 750L) 114,000 
Croma (Rs) £4 Savings(%) 
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the best products, say retailers. 
Some of the large selling products 
this season are the liquid crystal 


display (LCD) televisions and lap- 
tops. As there are a wide range of 
products and a large number of 


4 


variants, the discounts on each of 
the different products vary. 
According to Gupta, the discounts 
on products range from 10 to 15 
per cent across categories. 


Combination Packages 
Retailers are adding their own 
special discount packages that in- 
clude free gifts where you can 
get a microwave or even a holiday 
package. Croma, the national 
chain of electronics and consumer 
durables mega stores, has 
launched an electrifying non-stop 
gifts festival offer. The offer that 
is running across all the Croma 
stores in Mumbai, Pune and 
Ahmedabad, is on till the end of 
the year. With over 6,000 prod- 
ucts to choose from, the prizes 
on offer are LCDs, laptops, cam- 
eras and many more electronic 
gadgets. Ajit Joshi, CEO and Mp, 
Infiniti Retail that launched 
Croma, says: "We have an- 
nounced special offers to provide 
great deals for our discerning cus- 
tomers and have negotiated 
knock-out deals across our 
entire product portfolio. These 
exceptional offers are a gesture 
from our side, for our valuable 
customers.” 

Besides, there are combination 
offers as well for those looking to 
buy a bunch of products together. 
Videocon has come up with 
‘Diwali Dhamaka’ offer—a com- 
bination of best price, attractive, 
assured gifts, an extended war- 
ranty and bumper prize. Tata Sky, 
the DTH operator, has a Diwali of- 
fer for consumers for television 
buyers. If you buy a 29 inch Tv 
(any brand) and along with it you 
purchase the digicomp (Tata Sky's 
set top box), you will get 29 per 
cent off on the digicomp—the dis- 
count varies according to the size 
of the television. 

In New Delhi, there's a 10- 
25 per cent discount on differ- 
ent items—laptops, refrigerators, 


Discounts are hot 


e Hot selling electronic products are 
largely LCDs and laptops 

e Discounts on high-end products are 
lower at less than 10 per cent 
The best discounts are available on 
televisions, cameras/camcorders and 
music systems 
There are cash-back and EMI facilities 
on select credit cards 
The discounts vary as manufacturers 
introduce new promotions campaigns 


LCDs, DVD players, camcorders— 
the companies are targeting their 
customers with. On their part, 
retailers of Sony products in Delhi 
are giving more than 18 per cent 
discount on its range of laptops. 
On the other hand, Panasonic 
dealers have slashed the prices of 
camcorders by 25-30 per cent. 
In Kolkata, festival discounts 
range from 7 to 8 per cent. Says 
Bhaskar Bhattacharjee, spokesper- 
son, Great Eastern Technocity, a 
leading chain of stores for elec- 
tronic products, Kolkata: “Festival 
discounts on products range be- 
tween 7 and 8 per cent. During 
Dhanteras, these go up to 10-15 
per cent, and these are all dealers' 
discount. Companies also offer 
lots of freebies with their products 


and various attractive schemes." 


The trend of giving spot gifts 
this festive season has caught up 
with retailers and manufacturers. 
For instance, Hitachi has come 
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up with a Take 2 scheme in 
Kolkata—a customer who buys 
any Hitachi top-end product wins 
a scratch card for other Hitachi 
products. During this festive sea- 
son, discounts are available in the 
region of 10-15 per cent, which 
includes spot gifts. The schemes 
for spot gifts coincide with the 
element of luck that one could 
test during the Diwali season and 
these could be through scratch 
cards or at touch screens kept by 
a few outlets, like TMC, a lead- 
ing electronics and consumer 
durables chain in Hyderabad. The 
idea is to let shoppers try their 
luck and may be end up with 
things like gold necklaces, (10 
gram gold chains). But what's in- 
creasingly popular are dinner sets 
or a lemon juice set (six glasses 
and a jug). 


Pay and Save Too 
Buyers not only get discounts on 
products, but lately, have begun 
to save on payments made 
through credit or debit cards. 
Payments through cards have in- 
creased by at least 10 per cent, say 
store managers, thanks to the ag- 
gressive marketing techniques by 
banks, which are giving out dis- 
counts like cash back offers and 
special discounts. For instance, 
there are zero per cent schemes 
on certain credit cards that you 
can use. However, make sure that 
you also get your regular dis- 
counts. Banks are also offering 
EMI cards where the product 
payment is converted into 
monthly installments. At Croma, 
you can get a 5 per cent discount 
on products if you purchase 
through an icici Bank credit or 
debit card. So go right ahead and 

begin to splurge. 

ADDITIONAL REPORTING 
BY E. KUMAR SHARMA, 
RITWIK MUKHERJEE, 
MANU KAUSHIK AND 
K. R. BALASUBRAMANYAM 


BUSINESS TODAY 211 





bt money 


NEWS ROUND-UP 


The Rule-based Fund Manager 


A new fund uses pre-determined quantitative analysis to pick stocks. Is it for you? 


NITYA VARADARAJAN 


your money. The recently 

launched mutual fund from 
Lotus India—the Agile Fund—is a 
quant fund, a term that is used to 
describe funds managed on quan- 
titative analysis. The new fund is a 
rule-based fund that rebalances a 
portfolio automatically as per pre- 
set formulas at regular intervals 
in line with the fund's objective. 

In actively-managed funds, buy 
and sell calls are taken by the fund 
manager. By contrast, in quant 
funds, a mathematical formula iden- 
tifies buy and sell calls as set out in 
the objective of the fund. Usually, 
quant funds seek momentum-driven 
stocks and normally do not take a 
long-term position in any one stock. 
Quant funds can be rigorously 
back-tested over different time 
frames to seek how the model 
works and whether it generates ad- 
equate returns. 

The Agile fund is rebalanced 
monthly. It picks out 11 stocks as 
per the Agile quant model ranking. 
Of the total corpus, each of the 11 
stocks is allocated 9 per cent of the 
total corpus, which accounts for 
99 per cent of the corpus. The bal- 
ance 1 per cent will be invested in 
debt and money market instru- 
ments. As fund is concentrated into 
11 stocks, investors take a high level 
of risk compared to diversified 
funds. However, Lotus AMC has set 
some minimum benchmarks before 
investing—the stock should have a 
large market capitalisation, ample 
liquidity, a price history of one year 
before date of investment, and its in- 
dustry should be present in the com- 
position of S&P CNX Nifty. Says 
Rajiv Shastri, Head (Business 
Development and Strategic 
Initiatives), Lotus India AMC: “We 
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Advantage Quant Funds? 





The Basics of Quant Funds 


e These funds are managed 
based on quantitative analysis 
by software models — 

e Buy and sell decisions are 
generated by the software at 
pre-determined intervals 

e These funds are more active 
than index funds, but less 
than actively-managed funds 

e They seek higher retums and 
generally do not hold stocks 
for a long period 


Pros Cons 


Stocks are bought and sold by a 
pre-determined set of rule; math 
overrules emotion — 


The rules could miss the volatility 
periods in the market 


The funds' performance has been back- Funds may be slow to catch trends, 


tested; the-rolling returns have been 


particularly in static markets, but do 


superior to those of the benchmark index so eventually 


The models usually go through intensive 


filters and balances 





Good for the long term, minimises 
market risks 


worked on the model for a year 
with a dedicated team," explains 
Shastri. “The investment strategy 
is always consistent in a quant fund 
due to well-defined parameters." 

The Agile fund adopts a 
monthly portfolio rebalancing strat- 
egy—a quarterly rebalancing is too 
long and a monthly rebalancing 
proves to be too expensive. The 
monthly rebalancing will keep the 
costs low as well as prove to be 
more effective. Says Shastri: 
"Quant fund could miss out on 
significant events such as sudden 
market crashes or equally sudden 
upsides, but it is quick to catch up 
with the trend." 

According to Shastri, the fund 
back-tested the Agile quant model 
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Need sufficient filters for right 
selection of stocks - 





Not for those who wish to exit 
in a year 


over different time frames from 
May 1996 to September 2007. 
The results showed that the out- 
performance over the S&P CNX 
Nifty was 83.04 per cent for one- 
year rolling returns (a method of 
computing returns at fixed intervals 
over a determined time frame) and 
100 per cent for five-year rolling 
returns. Quant funds have been 
popular in the developed coun- 
tries where the returns were found 
to be higher than comparative dis- 
cretionary or actively managed 
funds. "This is not to say that dis- 
cretionary funds are not good— 
very often it is the discretion that 
makes a fund tick—but a quant 
fund is just another way of doing 
it," says Shastri. 
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Mu è A Bagful of Festivities 
+ et estsellers for Ks 


FREE! ` 


adidas Bag worth Rs 699 


with your purchase 











o 
] year membershi 
Buy 6 bestsellers y p Save more 
Get an adidas bag to India Today ` _ 
worth Rs 1770 or more + ' + = 
at just Rs 666 worth Rs 699 FREE Book Club worth than Rs 2000. 
Rs 299 Free! 
(ode A The Bestselling Knowledge series — 6 Educational CDs for Rs 666 Code B The Bestseller Pack- 6 Books for Rs 66 
The knowledge series pock from the undisputed authority in reference and l. Eleven Minutes — Poulo Coelhc 
< knowledge — Encyclopedia Britannica 2. Men are from Mars, Women are from Ven 
. Quizmaster John Groy 


Space - Discover Astronomy & Space Exploration 3. Winning — Jock Welch 

Nature — Discover How Nature Communicates 

Great Minds - The Astronomers, Mathemoticians, ond 

Scientists Who Have Changed the World 

5. Guide to Shakespeare — The Life and Legacy of William 
Shakespeare 

6. Dinosaurs — Discover the Fascinating World of Dinosaurs 


Cover Price: Rs 399 eoch Total value: Rs 2394 Special Book Club Price: Rs 666 Get Rs 1700 off 


4. How to get What you Want out of Life 
William J. Reilly 

5. Light on Pranayama - B K 5 lyengar 

6. Scoop - Kuldeep Nayar 
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Cover Price: Rs 295 each Total value: Rs 1770 Special Book Club Price: Rs 666 Get Rs 1100 off 
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(ode c The Best of Classical Maestros — 6 CDs for Rs 666. Thematic classical instrumental music z 
๐ 

1. The Elements - Wind, Horiprosod Chaurasia 4 The Elements - Fire, Bhaskar Chondovarko: x 

4 _ 

2. The Elements — Water, Shiv Kumar Shormo 5. Music for Meditation, Vonraj Bhatio z 

3, The Elements - Spoce, Zakir Hussain 6. Music for Relaxation, Vishwa Mohon Bhott z 

š 


Cover Price: Rs 295 eoch Total value: Rs 1770 Special Book Club Price: Rs 666 Ge! R: 1100 off 
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To order call 011- 40502424, log on to www.todayshop.in or fill the form below and post it. 
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TO ORDER FILL IN YOUR ORDER DETAILS, ENCLOSE IT IN THE BRE ATTACHED AND POST THE SAME — NO NEED FOR POSTAGE STAMP bbb + boa BI" Nov? 
Select the codes v” (A/B/C) of the Bestseller packs that you wont to buy. You con buy more than one pack also | 
Codes of Bestseller Packs to be ordered: A [ ] B = ( [ ] 
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Address : 
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Rs 75 will apply as order processing charges aver ond above the order volue. in cose of cash-on-delivery, extra VPP charges (approximately Rs 35) will be collected by local post office. Allow 2-3 Date 


weeks for processing of your order. All disputes shall be subject to Delhi jurisdiction only 
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The Gold Coin Rush 
It's raining gold coins, should you be buying now? 


S THE GOLD BUYING SEASON KICKS OFF, MANY BANKS— 
Ave private and public—have rolled out gold coins 

of different denominations for you. Banks such as 
Bank of Baroda, icict Bank, Kotak Mahindra Bank, Syndicate 
Bank, Union Bank, Corporation Bank and Indian Bank are 
all offering gold coins that you can purchase from the 
bank’s counters. These coins are minted with the logo of the 
bank and come in standard pure gold form, weighing from 
as little as 2 gram to 5, 8 and even 100 gram coins. 

It’s not only banks that sell these coins—Reliance 
Money—a part of ADAG’s financial services unit Reliance 
Capital, has launched smaller variants of gold coins weigh- 
ing as low as half a gram. This coin is attractively priced at 
Rs 676 for 0.5 gram and Rs 1,230 for 1 gram coin and as a 
part of a festive offer, the company is giving a silver coin free 
along with the gold coin. 

Check the prices that banks are offering compared to, 
say, gold retailers as prices could tend to vary hugely be- 
tween them. Banks are charging a premium against many 
gold retailers, Bankers say that people tend to feel safe when 
buying gold from banks as against from a jewellery shop. 
Says Suresh Pai, Executive Vice President (Marketing), 
IndusInd Bank: “The coins are imported from overseas and 
have a certification of purity. The same may not be available 
with jewellers, and even if it is available, people may not be 
comfortable with the certification". Also most banks offer 
24-karat 99.99 per cent coin sourced from the best refineries 
of the world. 

Another point to note is that banks are not allowed to buy 
back the gold coins sold by them. So, one would have to sell 
the coins to a jeweller, who will not pay you the same 
amount that you have paid to the bank. On the other hand, 
most jewellers have a buy-back facility and you are assured 
of a fair market price for your coin. 

MANU KAUSHIK 


The More, the Merrier 
How much do the gold coins cost you? 





Bank of Baroda - 
Corporation Bank 
ICICI Banks 
Indian Bank* | nz 
Kotak Mahindra Bank — 5,745 — 9,090 
Reliance Money 102 
Syndicate Bank 
Union Bank* * 
All prices in Rs # Exclusive a sales tax 


*Exclusive of sales tax-—payable as applicable in the respective 
states ** Plus 1 per cent sales tax N.A.: Not available 
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A Simple Cover 


The new ULIP plan from Birla Sun Life offers 
a chance to invest in mid-caps. 


IRLA SUN LIFE INSURANCE HAS LAUNCHED 

a unit-linked life insurance product, 

Saral Jeevan, which is targeted at first- 
time insurance buyers. It’s an over-the- 
counter plan that is easy to buy and the life 
cover thereon comes into immediate effect. 
This ULIP plan is among the first to offer 
an option to invest in mid-cap stocks. 
Investors have eight investment options to 
choose from. The policy also allows you 
an exposure of up to 100 per cent in equities. 
However, the 100 per cent equity plan 
allows a maximum exposure of 70 per cent 
to mid-cap stocks, while the balance 30 per 
cent will go into large cap stocks. 

The policy will invest only in those stocks 
that have a minimum market capitalisation of 
Rs 1,000 crore or more. Additionally, the 
new policy allows multiple switches between 
different investment plans in a year. One 
can switch between funds to suit market 
conditions and also one’s risk profile. After 
three years, the plan allows free unlimited 
partial withdrawals. Says Vikram Kotak, cio, 


Birla Sun Life Insurance: “We are targeting 


the young generation as well as mutual fund 


investors that have a high risk appetite for eq- 
uities. It's an OTC product which invests in 
mid-cap stocks, and it’s a good time to invest 
in these stocks.” 

It's easy to buy the policy—medical tests 
are not required and documentation is sim- 
ple. For investors who want to take higher 
exposure to equities with a blend of mid-cap 
stocks as well as get a life cover, one can 
consider locking in for three years. m 


MAHESH NAYAK 
Behind the Screen 


e The policy offers an OTC product and can be 
purchased easily — ก ั ง ด ร 


e It offers investors an option to invest in 
mid-cap stocks 


e Investors can in also opt for up to 100 per cent 
equity y investments 


2 ๐ — — - í — o — -- 


e The policy offers eight different investment 
plans for investors 


—— — — 


e It will invest only in stocks with a market cap of 
Rs 1,000 crore or more 
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mU THE BEST IN THE BUSINESS CAN UET STUMPED. 


ARE YOU READY TO PLAY? 


HARSHA BHOGLE 
HOST, ACUMEN 2007 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


THE EAST ZONE ROUND OF ACUMEN 2007 
STARTS AT IIM, CALCUTTA ON 50“ NOVEMBER, 2007. 


The stage is set, once again for a thrilling contest. Presenting 
Business Today - Aditya Birla Group Acumen 2007, India's only 
National B-School Challenge. This is where you get to witness an 
unusual display of debating & quizzing skills and an intense battle of 
wits, strategies and reflexes. The winners take away mega prizes 
and a rare distinction of being India's best B-School debaters & 
quizzers. The sharpest in the audience also get to win exciting prizes. 
So what are you waiting for? Grab your moment on centre stage! 


แล่ บ ส อ ล M 


B-School partner Venue 
IIFT, Delhi IFT Auditorium 
Welingkar Institute, Mumbai Welingkar Au 
Nov 03. 04 South HM, Bangalore 
Nov 30, Dec 01 j: OM, Calcutta 
ACUMEN QUIZ FOR B-SCHOOL ALUMNI 
Do you want to revive those good old days of quizzing? Just send us your 


participation acumen@intoday.com and get ready to beat your old rivals 


b ase indicate your name, mobile number, organization, busines 
-y D rer) " oy `. . เ ” ’ š E 
attended and the zone in which you would participate. 
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CAREERS 


Wanted: 


HEN ROHIT SARIN DECIDED 
to leave a plush banking 
job five years back to 


start Gurgaon-based boutique 
wealth management firm Client 
Associates (CA) with partner 
Himanshu Kohli, little did he realise 
it would turn out to be one of the 
most ingenious moves he has made. 
"There was a very stark opportunity 
in the market when we started out 
five years ago. Business families at 
the very top of the pyramid had 
no real advice," recounts Sarin, 36. 
Today, CA, with its 350-odd clients, 
has captured a nifty slice of a still 
emerging market. And with the 
Indian economy continuing to grow 
at over 8 per cent, after showing 
scorching growth for over four 
years now, there is every reason 
to plan for expansion. 

Sarin, too, is planning to 
add 10 people to his team in 
the next year. Seems quite a breeze, 
but Sarin assures us it is quite a 
challenge in the rarefied field of 
wealth management. 

“We are looking for ‘Birbals’ 
(advisor to medieval Mughal em- 
peror Akbar) who can advise the 
clients with wisdom and can act as 
private chief financial officers so 
that the stress of managing wealth is 
delegated," he says. And such peo- 
ple are tough to find. 

Reason: To function as an 
effective wealth manager, a num- 
ber of attributes are needed (see 
It's Not All About Money, Honey). 
Some of those skills reside in 
existing industries but the com- 


DEBASIS PALIT 


Money Mentors 


With a booming economy minting millionaires, the demand for wealth 
managers has jumped. Result: Managing wealth was never so rewarding. 
SHALINI S. DAGAR & SAUMYA BHATTACHARYA 


Rohit Sarin/ Partner/ Client Associates 





"You may be able to hire pou with hefty salaries but that does 
not mean that they will be able to build the book for you as well" 


plete combination is quite diffi- 
cult to find. 


Jobs in Plenty 

But first, a peek into the burgeoning 
demand for wealth managers. 
According to Capgemini-Merrill 
Lvnch Wealth Report 2007, the 
number of high networth individu- 
als (HNIs)—those having an investible 
surplus of over $1 million (Rs 4 
crore)—rose by 20.5 per cent in 
India from 83,000 in 2005 to 
100,000 in the year 2006. 


Many in the industry believe 
these are extremely conservative 
numbers. Actual consumption data 
indicates much higher numbers. 
A few reckon these could easily 
be in the range of a million mil- 
lionaires. And a healthy growth 
of 18-20 per cent in the number of 
such millionaires is expected to 
sustain in the coming years as the 
economy obliges. 

"The typical number of clients a 
wealth manager can effectively han- 
dle is not more than 25-30. That 


Since it is a rapidly-evolving industry with new 
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Head (Global Private Banking)/ ICICI Bank 


"Two of the critical requirements for a wealth manager are client 
engagement skills and technical skills” 


straightaway translates to a 
requirement of more than 3,000- 
4,000 wealth managers,” says lan 
Gore, Head (Human Resources), 
Citi India Cluster. 

Currently, the supply of good 
quality wealth managers is in the 
three digit range, say industry 
watchers. Sharad Sharma, Country 
Head (Private Banking), BNP Paribas, 
India, agrees. “There is already a 
discernible gap between the de- 
mand and the supply of client-facing 
professionals. As we expect a surge 
in demand in the next few years, 
there may be an acute shortage of 
the right talent over time.” 


Shaping the Talent 

And the industry is already feeling 
the pinch on this count. The way 
out? The growing industry is now 
fashioning wealth managers. Two of 
the critical requirements for a wealth 
manager, according to Anup Bagchi, 
Head (Global Private Banking), 16161 
Bank, are “client engagement skills 


and technical skills." 

While both can be honed with 
in-house training, for technical skills 
alone, the existing financial serv- 
ices industry—retail banks, broker- 
ages, mutual funds or insurance 
companies—is a good hunting 
ground. These employees have at 
least basic level technical skills 
(knowledge about products and 
services being offered) which is cru- 
cial to wealth management. Most 
people are hired on a referral basis 
or from direct industry contacts. 
Sometimes, in case of experienced 
people even executive search firms 
are used. 

Nevertheless, these potential 
employees are only partially ready 
"as their exposure is often limited to 
select products or services," says 
Bagchi, who plans to add 200-250 
managers a year in the coming years 
in line with the bank's ambition of 
targeting the entire mass affluent 
space. ICICI Bank has partnered with 
40-odd business schools which have 
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IT'S NOT ALL ABOUT 





MONEY, HONEY 


Here are the desirable attributes for a 
wealth manager. 


m Strange it may sound but, 
good old-fashioned ‘wisdom’ 

m Analytical skills to make a 
financial diagnosis 

m Ability to be a methodical 
self-starter 

m Strong code of ethics and 
value system 

m Sound decision making 
capabilities; not fickle-minded 


m Long-term perspective on 
career and growth akin to 
"banyan trees" 


m Good presentation and 
communication skills 





Country Head (Private Banking) 
BNP Paribas, India 


"It is important to keep in mind 
that we are client-focussed not 
product-focussed (industry)" 


products coming in, a yearning to learn helps 
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NISHIKANT GAMRE 


jaya Sharma 
Citigold Select Banker/ Citibank India 





“The most important factor is the number of years on the job Z: 








and the trust and relationships you build with your clients” 


private banking as elective courses. 
The bank also provides basic train- 
ing to the deans and professors of 
these schools. These B-schools then 
have the potential to provide some- 
what trained hires. 

Yet despite previous training or 
experience, most newcomers need 
some handholding initially ranging 
from three months to a year de- 
pending on the complexity of tasks 
a firm handles. As Sarin cautions: 
“You may be able to hire people 
with hefty salaries but that does 
not mean that they will be able 
to build the book for you as well." 

Hence, most of the players have 
in-house programmes to improve 
knowledge about products and 
compliance-related issues. These 
programmes relate to modules on 
asset allocation, market trading and 
client profiles. Since it is a rapidly- 
evolving industry with new products 
coming in, *a basic yearning to 
learn," too, helps, says Abhay Aima, 
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Country Head (Equity, Private 
Banking & Third Party Products), 
HDFC Bank. 


Seeking Rooted Confidants 


However, the base line still relates to 
people skills as at the higher end es- 
pecially, the whole business is based 
on trust and faith. “It is important to 
keep in mind that we are client- 
focussed not product-focussed (in- 
dustry)," says Sharma. 

Soft skills—whether it is just 
plain and simple ability to listen, 
empathy to the needs of the client 
or the ability to stay focussed in 
their own career to develop deep 
abiding relationships—are valuable 
attributes for a private banker as 
the whole business thrives on trust 
and faith. Sarin couldn't agree more. 
*We look for people who are like 
banyan trees," he says referring to 
the ability of the tree to drop more 
and more roots the longer it stays. 

Some of the more successful 














teams in the industry are the ones 
who have seasoned professionals. 

Take the case of Jaya Sharma, 
32. who has been in a slew of 
wealth management roles during 
the last seven years at Citibank 
India. “The most important factor 
is the number of years on the job 
and the trust and relationships you 
build with your clients," says 
Sharma, who is now a Citigold 
Select Banker. Not surprisingly, 
she terms soft skills training as para- 
mount to her growth and treas- 
ures her training modules on being 
a trusted advisor and on learning 
the fine art of networking. 

For Sharma, who handles about 
35 clients at Citibank at present, 
the growth story has been an in- 
teresting journey into the minds of 
HNIs and, keeping pace with the 
changing requirements of the clients 
a challenge. While MFs were the 
flavour of the season in the year 
2000, the clients have become more 
adventurous and clued-up now. 
While the stock market swings on a 
roller coaster; it is wealth managers 
like Sharma who keep their clients 
rooted to the sound investment 
ground. And this ability to stay fo- 
cussed is likely to become a differ- 
entiator as more players enter the 
market and some of the existing 
players go extremely aggressive with 
their ramp-up plans. 

For those waiting in the wings, 
the industry stalwarts paint an up- 
beat scenario. Gore points out that 
the economy “presents a great 
opportunity for individuals to 
make a career in wealth manage- 
ment." Though the job profile of- 
fers starting salaries in the range of 
Rs 6-8 lakh per annum, the in- 
tangible perks are equally allur- 
ing. “Over time, you build last- 
ing relationships with clients, and, 
significantly, there is much to learn 
when you interact with them," 
adds BNP's Sharma." 

By all accounts, it pays to man- 
age wealth for others. 
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Advantage Analytics 


Data 2 is the new Pr buzz. 


ITH EFFECTIVE DATA MANAGEMENT TAKING CENTRE 
X stage across industry verticals, there is a spurt in 
demand for analytics. Says Kris Lakshmikanth, Founder 
CEO & Managing Director, The Headhunters: 
" Analytics can empower an organisation with crucial in- 
formation against upcoming business obstacles by re- 
vealing latent trends and capturing insights, upon 
which they can base their strategic plans and operational 
policies." The demand for analytics has grown tremen- 
dously in the last three-to-four years. However, the 
number of people joining the companies as analytics is 
still very low. *With India positioning itself as a 
favourite offshoring analytics destination, the demand 
for analytics talent pool is only going to rise steeply in 
the next couple of years," adds Lakshmikanth. ü 
MANU KAUSHIK 


FACT BOX 


WHO'S HIRING: Genpact, Infosys, MarketRx, IBM, TCS, 
Wipro, Citigroup, HSBC, McKinsey, Goldman Sachs, etc. 


WHO'RE THEY HIRING: MScs, BScs in Statistics, BTechs, 
MTechs, CAs and MBAs in Finance 


AT WHAT LEVEL: At all levels. Fresher's level, mid-level 
` (two-to-three years of work experience), and senior 
(more than eight years of experience) 


AT WHAT SALARIES: At fresher's level, Es P bip 
Rs 5 and 6 lakh p.a. Mid-level executives can get 
anywhere between Rs 15 and 20 lakh p.a. Senior level 
executives (CXO level) are paid upwards of Rs 50-60 lakh p.a. 


WHAT ARE THE NUMBERS LIKE: The attrition rate in the analytics 
space is at around 10-15 per cent. The industry 

currently employs over 7,000 professionals and the 
demand is likely to grow at 30-35 per cent over the 
next three years 





COUNSELLING 


HELE 
TARUN! 


Q: | have a PG diploma in Industrial Electronics with 
four years of work experience. | am now planning to do 
an MBA. Will part-time executive management prog- 
rammes help me in getting better job opportunities? 
Please advise. 

Since you have only four years of work experience and 
have a diploma in Electronics, I would strongly rec- 
ommend that you strengthen your resume with a 
full-time MBA from a good management institute. 
Part-time MBAs don't have the same effect in terms of 
career enhancement. - 


Q: | completed MBBS two years ago and since then | have 
been working in the government sector. Given my back- 
ground, should | go in for a management programme in hos- 
pital administration or a general MBA? 

With the growth of organised hospitals, a hospital ad- 
ministration course is a good option. A general MBA 
may not have the same effect in terms of specialisation 
(though it does not in any way prevent you from go- 
ing into hospitals), but it would open doors in other 
healthcare fields like diagnostics, pharmaceuticals, 
testing or clinical trials, etc. Therefore, you need to 
first decide what you would like to do in the long run 
before opting for a suitable course/programme. 
Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 
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by your side 
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Jobs Today 


Senior Management Jobs 





@ 


monster.com 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


(RESPONDEZ) Spanco Telesystems 
and Solutions Ltd.,General Manager - 
Operation, Delhi, Gurgaon, 15 - 20 
Years, Job ID: 4413628 

Person is responsible for all the operational 
handling; end to end responsible for 
Collections, handling a big team (200 to 500). 
You should be excellent in all the operational 
aspects. 

Arihant Domestic Appliances Pvt. 
Ltd., Accounts/ Finance Head, 
Pune, 5-10 Years, Job ID: 4403121 

The candidate should be chartered 
Accountant/ Cost Accountant with 5-10 years 
of experience with in-depth knowledge on all 
aspects of factory accounting and indirect 
taxation. 

Bharti Airtel Limited, DGM - Service 
Marketing, Delhi, 10 - 14 Years, Job 
ID: 4392415 

Responsibilities include to track, analyse, 
Customer churn data and take appropriate 
churn control measures, revenue up selling 
from existing customers, establishing and 
maintaining customer communication 
processes. 


CentrumDirect Limited, Head - Risk 
Management, Mumbai, 7 - 10 Years, 
Job ID: 3737948 

The candidate must be a Graduate/ MBA with 
7-10 years of relevant risk management 
experience in stock broking firm. 


Datamatics Technologies 
Ltd.,Business Head - Finance & 
Accounts/ Document Processing, 
Mumbai, 8 - 18 Years, Job ID: 3858806 
Entrant should be able to manage revenue and 
expenses, take responsibility for Profit and 
Loss of Line of Business and ensure 
compliance with all company policies and 
internal processes. 


Gujarat Ambuja Exports Ltd., 
Manager Personnel / H.R., 
Ahmedabad, 5 - 7 Years, Job ID: 
4391686 

Responsible for determination of training 
needs by system of job matrices and creating 
bench marks and comparing the individual 
with bench marks, designing of training 
programs for all level. 


Infotech Enterprises Limited, 
Practice Head - Aerospace , 
Hyderabad, 20 - 25 Years, Job ID: 
4416396 

Entrant should be Masters in Engineering/ 
Masters in Management. You should have 
ability to identify and create opportunities in 
the aero sector, capability to build and lead 
teams. 

Kassa Finvest Pvt. Ltd., VP/ 
AVP(Marketing/ Business 
Promotion ), Delhi, 10 - 20 Years, Job 
ID: 4025278 

The candidate should able to generate 
business from the scratch, can drive the 
business by establishing strategic franchisee & 
sub-broker and HNT's relationship, delegating 
the right task to right person making strategic 
planning for the business development. 


LioNBRIDGE, Associate Project 
Director/ Project Director, Chennai, 
15-18 Years, Job ID: 4348294 
Responsibilities include understand all project 
requirements; ensure project plans are 
maintained up-to-date, plan resource 
requirements/ development, manage client 
communications. 


Manthan Software Services Pvt. Ltd., 
Product Support Head , Bangalore, 
8-10 Years, Job ID: 4383214 

Person should have 2-3 yrs of Support lead 
roles in any support & maintenance project in 
any mid to large organization. 


Matrix Laboratories Limited, Head 
Of Biology , Hyderabad, 10 - 20 Years, 
Job ID: 4417117 

Candidate should have PhD in Molecular 
Biology, Cellular Biology, Biochemistry or 
Pharmacology or other relevant field. Formal 
training, expertise and or drug discovery 
experience in one or more of therapeutic 
arcas. 

Mold Tek Technologies Limited., 
AGM/ DGM (HR & Training), 
Hyderabad, 6 - 12 Years, Job ID: 
4031143 

Aspirant should be Postgraduate in HRM 
from a premier business school with 6+ years 
of HR experience with proven track record, 
preferably in BPO or IT sector. 


Newgen Software Technologies Ltd., 
Business Head - APAC, Delhi, 10 - 15 
Years, Job ID: 4094414 

You would be responsible for managing sales 
operations for the region. Expected to have 


proven track record of closing large deals in 
verticalslike BFSI, BPOs, etc. 


Sigrun Group of Companies, Asst. 
Vice President - Sales, Mumbai, 10 - 18 
Years, Job ID: 4427911 

Candidate should be post Graduate withV 
minimum 7 years experience in Retail 
Marketing / Service Industries / Hospitality 
Management. You will be responsible to 
design and implement the Sales Strategy to 
optimize result. 


String Real Estate Information 
Services, AGM/ GM - Operations, 
Chennai, 10 - 20 Years, Job ID: 4411204 
Applicant should have 12 - 15 years of 
experience in IT/ITES/BPO Industry with 
excellent leadership, analytical and 
communication skills to develop strong inter- 
personal relationships with the team. € 


Vatech Wabag Ltd., Head - Contracts 
Execution, Chennai, 15 - 25 Years, Job 
ID: 4421619 

Engincers with minimum 15 - 20 years overall 
experience in all aspects of EPC business, 
with at least 5 ycars heading 
Operations / Execution functions of Projects 
size more than INR 100 Crores need only 


apply. 


Wipro Technologies, Solution Head, 
Bangalore , 10 - 15 Years, Job ID: 
4424592 

You will work with a team of Presales 
managers and consultants and work with sales 
teams spread across globe, industry teams and 
delivery teams to make this happen. 


WLC College India, Administration - 
Head/ Sr. Manager - Administration, 
Delhi, 8 - 12 Years, Job ID: 4404984 

The person will be heading administration at 
national level. Will have the overall 
responsibility of the administration of the 
head office & the other branch offices & the 
campus in Delhi. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Aakit Technologies Pvt. Ltd., SAP 
FI/CO Consultant, Mumbai, 3 - 13 
Years, Job ID: 4335784 

Aspirants should be trained /certified on SAP 
and should have at least one end to end SAP 


implementation or onc year of support 
experience CA /ICWA will be preferred. 


Aakit Technologies Pvt. Ltd., SAP HR 
Consultant, Mumbai, 1 - 11 Years, Job 
ID: 4335880 

Aspirants should be trained / certified on SAP 
and should have at least one end to end SAP 
implementation experience. Experience of 
SAP payroll implementation will be preferred. 


ARICENT, Sr. Engineer - Testing 
(BTS), Gurgaon, 2 - 4 Years, Job ID: 
4428173 

Person must be able to interface and 
coordinate with other developers or testing 
teams to jointly resolve problems and issues. 


You should have prior knowledge of 
MSC/BSC/PCU/BTS testing is big plus. 


Ciena, Manager - FPGA 
development, Gurgaon, 12 - 20 Years, 
Job ID: 3535718 

Aspirant should be B.E or B. Tech minimum, 
M. Tech with 10+ years of FPGA 
development experience with 2 years of 
FPGA development management experience. 


Compare Infobase Ltd., 
Cartographer/ Map Maker, Delhi, 
2-4 Years, Job ID: 2850136 

Required any Graduate with skills in Adobe 
Illustrator, Corel draw & other graphic 
designing softwares. You should have 
certificate in Graphic Designing and at least 1 
year in Illustrator & CorelDraw. 


Conseco Data Services (India) Private 
Limited, Java Programmer, 
Hyderabad, 3 - 5 Years, Job ID: 
3934997 

Required Java candidates with J2ZEE JSP, EJB 
with Struts Frame work on Websphere, MS 
SOL Sever2000 and Oracle 9i skill set. 
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Genpact, Storage Administrator - L3, 
Hyderabad, 4 - 8 years, Job ID: 
4423073 

In-depth administrative and end-user 
experience with Linux / UNIX Platforms. 
Experience with Windows. Experience with 
VMware operating products is a plus. 


IP Soft India Pvt. Ltd., Oracle DBA 
Manager, Bangalore, 8 - 18 years, Job 
ID: 70773 

The candidate should be amongst the BEST in 
the domain of DB administration, and should 
have worked in Tier-4 capacity in fixing 
problems. You should have 7 yrs experience in 
Oracle 8/ 81/ 91/ 10g. 


Iris Software Pvt. Ltd., .NET Senior 
Developer ( ASP.NET with C£ ), 
Delhi, 3-5 Years, Job ID: 336189 

The ideal candidate should be a self starter 
who has minimum 4 years of application 
development experience (at least 2 years in 
.NET), preferably in project scenarios with 
MS technologies. 


Kanbay, Vision Plus Developer/ Sr. 
Developers, Hyderabad, Pune, 1 - 5 
Years, Job ID: 3773693 

Skills required COBOL, CICS, JCL, MVS and 
VSAM file structure. In depth understanding 
of Vision PLUS, having knowledge of CMS/ 
FAS/ Trams module or any one. 


McAfee Software India Pvt. Ltd., 
Dev/ QA Manager, Bangalore, 9 - 13 
Years, Job ID: 4101070 

Able to manage the maintenance of QA test 
lab and all test cnvironments. Assist in 
personnel management and career 
development for the QA, Development and 
24x7 content analysis teams. 


Microsoft India Development Center, 
Test Manager (Office Live-iBOT), 
Hyderabad, 4 - 6 Years, Job ID: 
4420261 

Qualified candidates would need to have deep 
insight and experience in the Microsoft test 
methodologies and development process. You 
should have ability to take input from 
numerous stakeholders then tackle complex 
problems and engineering issues 
independently. 


Nokia India Pvt. Ltd., Design 
Engineer, Bangalore, 2 - 5 Years, Job 
ID: 4431704 

Person should have knowledge about 
software engineering principles including 
analysis, design, implementation and unit 
testing. You will have a Bachelors/ Masters 
degree in software engineering, 


Novell, Project Manager, Bangalore, 
8 -14 Years, Job ID: 4431347 

Entrant should be able to deliver a large 
project with focus on risk management; 
dependency and release management. Should 
have handled full release of at least 1 release. 
Excellent communication skills. 


Objectwin Technology Inc., Asp .net 
Tech lead, Bangalore, 5 - 8 Years, Job 
ID: 4430888 

Candidate should have | 
experience on Dot Net technology. He must 
have worked in C, ASP.Net, SOL server and 
should be very strong in analysis and design. 


minimum 95 yrs 


Patni Computer Systems Ltd., Java - 
Network Inventory, Hyderabad, 3-9 
Years, Job ID: 4431584 

Candidate should have experience in Core 
Java, JSP / Servelets/ Spring / Hibernate 
Frame work. You will be responsible for 
creation of key project document deliverables. 


Raffles Software Pvt. Ltd., Data 
Center Operator, Jamshedpur, 1 - 2 
Years, Job ID: 4430997 

Person would be responsible for monitoring 
& tracking of DC Environment, Back-up & 
Server Health, Strong in Hardware/ Unix/ 
Windows. 


SQL Star International, SQL DBA, 
Chennai,4-6 Years, Job ID: 4275273 
SQL DBA with 4 years of experience in 
production support. Experience in scripting 
SQL Statements, tuning queries, debugging 
database performance issues. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Abb India Limited, Marketing & Sales 
Manager (Power Plants), Bangalore, 
Faridabad, 2 - 12 Years, Job ID: 
4079766 

Graduate Engineers (Electrical/ Electronics) 
with minimum 2 to 12 years experience in 
tendering, cost estimation and compiling 
technical and commercial bids to customer 
specifications. 


Aptech Ltd., Business Development 
Manager - Synergetic, Bangalore, 

4-6 Years, Job ID: 4431043 

Entrant should be Post Graduate with 
minimum 4 years of experience in IT & ITES 
organization as Business Development 
Manager/ Sales & Marketing. 


Beecon Solutions Pvt. Ltd., Managers 
of Agents, Hyderabad, 2 - 5 Years, 
Job ID: 4297332 

Able to conduct weekly / monthly meeting to 
review performance, disseminate Company 
information, address common problems and 
concerns and rally the team to achieve goals. 


Dell, Inside Sales Account Manager, 
Bangalore, 2-6 Years, Job ID: 4416119 
Responsible for Queue/ Transactional 
focuses on in-bound sales calls and efficiently 
completing/ closing the sale; all must 
effectively utilize Dell tools and work closely 
with the necessary resources to mect sales 
objectives. 


Honeywell, Automation - Marcom 
Business Partner, Pune , 4 - 6 Years, 
Job ID: 4400657 

Aspirant should be able to understand 
business needs and prepare a marketing 
communications plan for the business and for 
the respective LOB's, further deep down to 
vertical level. 


Infomedia India Ltd., Marketing 
Manager, Mumbai, 3 - 5 Years, Job 
ID: 4381565 

Candidates should be MBA's with min 3 years 
exp in mktg. and product development. He 
should have a sales bent of mind & should be 
aggressive enough to be the center point as far 
as a product is concerned. 


Ingram Micro India (P) Ltd., Product 
Sales Executives, Mumbai, 1 - 7 Years, 
Job ID: 4228269 

Responsibilities include facilitate branch sales 
on the assigned product line, ensure meeting 
of revenue targets, broad basing the business, 
indenting and pricing decisions, 


Jupiter Aqua Lines Ltd., Assistant 
Executives, Chandigarh, 2 - 4 Years, 
Job ID: 4394869 

The candidates should have positive work 
attitude, good team spirit and an analytical 
mind to be able to handle his/her work 
assignment effectively & efficiently. 


Kodak India Pvt. Ltd., Manager, 
Bangalore, 8 - 10 Years, Job ID: 
4418927 

Requires candidate with current exposure to 
Consumer durable market. You should have 
ability to manage large distributor, Key 
accounts and Organized retail. 


Manya Education, Business 
Development Manager, Kolkata, 

3-6 Years, Job ID: 4399597 

Candidate should be any Graduate, MBA 
Preferred with at least 3-6 yrs. experience in 
Sales/Marketing. Will be leading a team 
involved inSales/ Marketing, 


Nous Infosystems Pvt. Ltd., Business 
Manager, Bangalore, 5 - 8 Years, Job 
ID: 3535187 

The Business Development Manager will 
create, develop, and close new business 
opportunities, prospect, identify, and contact 
potential customers to accurately assess 
customer necds relative to the characteristics 
of their business. 


Pidilite Industries Ltd., Territory 
Project Incharge , Bangalore, Delhi, 
2-8 Years, Job ID: 4372558 

The incumbent will be responsible for launch 
and selling of new products, new business 
development, achieving sales target in 
designated area, Meeting architects, interiors 
decorators, contractors etc. 


Sapat, Brand Manager - FMCG, 
Mumbai, 5 - 8 Years, Job ID: 4429274 
Require a candidate, capable of Managing 
Brand volume, contribution, market share 
objectives; developing short and long term 
brand strategies, handling Creative / MR 
agencies. 


Shemaroo Entertainment Pvt. Ltd., 
Asst. Manager/ Manager - 
Marketing, Mumbai, 3 - 5 Years, Jal 
ID: 4365781 

Entrant should have Strategizing and 
executing the entire marketing plan for the 
home video product (Hindi films) from 
acquisition to launch and promotion. 


Tarang, BDM, Bangalore, 4 - 10 Years, 
Job ID: 4412825 

You must have proven experience in 
converting requirements and information into 
written business proposals with strong 
networking skills and customer orientation. 


€ 
Tata Sky Limited, Branch Manager- 
Sales, Mumbai, 8 - 10 Years, Job ID: 
4426753 
We require Non-MBA with at least 8-10 yrs 
total experience or an MBA with 5-6 years 
experience in Consumer durables/ DTH/ 
FMCG/ Telecom industry, of which at least 2- 
3 years should be as a branch head. 


TurboTech Precision Engineering 
Pvt. Limited, Sales Engineer, 
Bangalore, 2 - 6 Years, Job ID: 
4397167 

We require Sales Engineer to handi 
estimation, proposal management, techno- 
commercial negotiation and related sales and 
marketing activities. 


Wings Pharmaceuticals Pvt. Ltd., 
ASM/ SO (Pharma), Aurangabad, 
6-10 Years, Job ID: 4420375 
Incumbent should be Graduate 28+ years 
having 6+ years successful experience in 
Selling Pharma/OTC/FMCG as Medical 
Representative or Sales Representative or 
working supervisor like Sales Officer for 1 to 2 
years, 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. | 


Accenture, Team Leader, Bangalore, 
4-8 Years, Job ID: 3452654 

Successful candidates will be commerce 
graduate i in B.Com, BBA, BBM, M. com, MBA, 
ICWA and CA possess 4 to 8 years of 
professional experience in accounts. 


CBay Syston’, Assistánt Manaper/ 
Manager - Accounts, Mumbai, 2 - 5 
Years, Job ID: 4425354 

Applicant should be B.Com + CA / MBA - 
Finance with experience in PF, PT, ESIC, 
Employee tax, Perquisite calculations and all 
other matters related to Employees Cash flow. 


Cisco Systems (India) Private 
Limited, Financial Analyst, 
Bangalore, 5 - 9 Years, JobID: 4400955 
Bachelor's degree in accounting, business, or 
related field with 5 years. Advanced knowledge 
in the use of financial software applications, 
databases, spreadsheets, and/or word 


ETA West Asia Exports & Imports (P) 
Ltd., Manager - Finance & Accounts, 
Chennai, Tuticorin, 5 - 6 Years, Job 
ID:4419236 

Ability to design and implement Accounting 
Systems, Transaction control, classification 
and summaries, MIS, Portfolio involves raising 
finance from banks, Managing revenue, 
collection, debt services, Cash Management 
and Accounting. 


Futurenet Technologies (India) Pvt. 
Ltd., Deputy - Accounts, 
Chennai, 4 - 7 Years, Job ID: 4432750 
'The candidate should be ideally able to handle 
the Accounts and Finance department 
independently. Candidates with commerce & 

accounts background would be suitable. 


Kansai Nerolac Paints Ltd., Assistant 

Manager/ Executive - Accounts, 
Mumbai, 3-6 Years, Job ID: 4418078 
Responsible for report on overheads- 
Factories, Branches and Head Office - Budget 
v/s Actual with reasons for deviations, 
preparation of Budgets for a 
BEEN 


Kenexa Technologies Pvt. Ltd., 
Manager- Finance, Visakhapatnam, 
7-12 Years, Job ID: 4365963 

Aspirant should be CA. Additional 
qualifications like ICWA and or ACS arc a 
definite advantage. You should have good 
experience in handling Excise, Sales Tax, 
Service Tax and Income Tax matters 


independently. 


Larsen & Toubro Limited, Arca 
Accountant, Chandigarh, 12 - 15 
Years, Job ID: 4434216 

Person will be responsible for Accounting of 
Receivable/Pavable, Debtors control and 
credit management, Cash and Banking 


Operation, Monitoringof BG /LC. 


Maytas Properties Pvt. Ltd., Sr. 
Executive/ Assistant Manager - 
Finance, Hyderabad, 2-5 Years, Job 
ID: 4393719 

Responsible for maintaining for all banking 
transaction for timely receivable and 
disbursement of fund to creditors in order to 
smooth run the projects day to day. 


Oberoi Constructions Pvt. Ltd., 
Finance Manager, Mumbai, 8 - 10 
Years, Job ID: 4402514 

The person would be responsible for the 
working of the Finance Department and will 
be leading a team to achieve the desired 
results. 


Prithvi Prakashan Pvt. Ltd. (Lokmat), 
Finance/ Accounts Manager, Pune, 
5-8 Years, Job ID: 4369066 

You should be CA/ ICWA with experience in 
Corporate Sector and proficient in accounting 
standards, finalization & Consolidation of 
Accounts, Cost Control Systems, Income Tax, 
VAT, Service Tax & Other Statutory 
compliances & Internal Control System. 


Radhakrishna Hospitality Services 
Pvt. Ltd., Executive Accounts, 
Chennai, 6 - 8 Years, Job ID: 4422222 
Person should have experience in accounts, 
monthly P&L, MIS and reporting required. 
Knowledge in Tally & Excel is a must. 
Knowledge in indirect taxes preferred. 









Shapoorji Pallonji & Co. Ltd., Sr. | 


Manager Accounts, Baroda, 7 - 10 
Years, Job ID: 4396064 


Responsibility involves maintaining & 


finalizing Site/Project Accounts 
independently with functions involving 


Banking, Treasury, Audit requirements, and 


Budget preparations. 


Sodexho Pass Services (India) Pvt. 
Ltd., Sr. Internal Audit, Mumbai, 

4-10 Years, Job ID: 4393959 

Person should bc able to develop audit 
opinions on Internal Controls including; 
reliability of reporting, compliance with 
Group policies and procedures, and 
management of risk. 


Suzlon Energy Ltd., Sr. Manager - — 


Finance & Commercial, Pune, 12-15 
Years, Job ID: 4368809 

Responsible for Budgeting & Cost Control, 
Commercials pertaining to Port, Gas, Power, 
Water etc. to be provided in SEZ, feasibility 
study pertaining to the group's various 
infrastructure projects. 


The Tata Power Company Ltd., 
Corporate Accounts, Mumbai, 3 - 
Years, Job ID: 4433729 

Person should have ability to draft letters 
independently & effectively dealing with 
external customers, having good accounting 
knowledge; preparation of accounting 
schedule. 


Trimax Computers Limited, Audit 
Assistant, Mumbai, 1-3 Years, Job 
ID: 4373624 

The incumbent will be responsible for 
concurrent, bank audit & Mutual fund audit. 
You should be good at excel and drafting skills. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 

2. Type the job ID in the “Search Jobs” 
box on the home page 

3. Click the “Go” button 
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BestPrax Club 


Facilitating World-Class Performance 


»* 


on 


Qimpro, pioneers of the quality movementin India, introduce a new first, BestPrax Club. It was initially established 
by Qimpro in 2005 to provide a networking and learning forum for member organizations that wish to share and 
grow their generic business practices. Effective 2007, the BestPrax Club has become an independent institution 


with an enlarged range of services. 


The BestPrax Club membership is offered to a business unit, by invitation only. Invitees are carefully identified 
based on formal criteria. The aim is to develop a community of organizations, in India and Asia Pacific, that are 
passionate about innovation and improvement. Members in turn could leverage each others strengths to 
become leaders in the global arena. To aid in this journey are a host of proprietary web enabled tools exclusive 
to the members. Unique also is the recognition platform that the BestPrax Club offers Indian industry to showcase 
their success and to compete to be recognized as the best among the best. Academia too is invited on the same 
platform, another first by the BestPrax Club, to share their thoughts on shaping the future of corporate India. 


To strengthen our Core Team, we are looking for: 





Incumbent assessors will be 
working primarily with our web 
enabled Self Assessment tools for 
over 100 generic managerial 
practices. Their key respons- 
ibilities will include: analysis of 
respondent inputs; preparation of 
feedback reports; mining for 
managerial practices and facilit- 


ating benchmarking partnerships. 


Candidates must have sufficient 
exposure to business excellence models 
and quality management systems. Good 
written and oral communication skills 
are a must. Candidates having customer 
interaction experience nill be preferred. 





The key responsibilities of the 
incumbent manager will include: 
market and customer segmenta- 
tion; nurturing target customers; 
customer relationship manageme- 


nt; communication management. 


Candidates must have service-marketing 
experience and effective presentation 
skills. Good oral and written 
communication skills are a must. 
Candidates with a global mindset will be 
preferred. 





The key responsibilities of the 
incumbent manager will include: 
educating industry on the 
advantages of sharing and 
growing best practices; managing 
the BestPrax Compass compet- 
ition process; publishing a 
BestPrax Journal; managing the 


annual BestPrax Convention. 


Candidates must have project 
management experience while working 
with a lean core team. Good oral and 
written communication skills are a must. 
Candidates with a quality mindset will 
be preferred. 





All positions are Mumbai based. Salaries will include a variable component, No housing will be provided. 


Contact: Amit Kallianpur 


T: (91-22) 6634 8704 | E: amit@bestpraxclub.com | W: www.bestpraxclub.com 


A large number of people who live in the airport slums also work at the airport 





PHOTOGRAPHS BY UMESH GOSWAMI 


Most of the bird-hits happen at the Mumbai airport. But with slums encircling it, 
making the airport safer or modern is a big challenge. T.V. MAHALINGAM 


OCTOBER 23, 2007 


Jari Mari slum, Perimeter of 
Mumbai International Airport 


WELVE-YEAR-OLD ASLAM 
steps out into the op- 
pressive October heat 
with a pail of water to 
answer nature's call. 
Unlike most Mumbaikars who settle 
down with their daily newspapers 
in enclosed quarters during such a 
time, Aslam has a far more interest- 
ing view. Parked less than 200 metres 
away is a billion-dollar worth of fly- 
ing equipment—Boeings 737s, 
Airbus A320s. He watches blissfully 
as these big birds land and take off 


with almost monotonous regularity 
at India’s busiest airport. 

Above him, a flock of kites swirls 
patiently waiting for rats and other 
small prey to emerge from the 
mountainous dumps of garbage that 
line the borders of the airport. | 
wonder if they are waiting for me 
and my photographer to drop dead 
because of the soaring temperature 
and the nauseating stench. I also 
worry about them flying across the 
airtield as one of the aircraft is 
about to take off. 

Sceptics might ask what dam- 
age can a small bird do to a 30,000- 
plus kilo Boeing 737? A bird-hit or 
a bird-strike, as it is called in aviation 
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circles, can be pretty catastrophic. 
The impact of a five kg bird at 240 
km/h is equal to that of a 1,000- 
pound weight dropped from a 
height of 10 feet. Imagine that kind 
of force on a windshield or on an 
engine. In fact, the Federal Aviation 
Administration in the Us estimates 
the problem costs us aviation $600 
million annually and has resulted 
in 195 worldwide deaths since 
1988. In India, bird-hits cost the 
aviation industry in excess of Rs 
300 crore per year during the 
1990s, according to Delhi 
International Airport Limited (DIAL). 

Mumbai is the worst-hit. Of the 
536 cases of bird-hits reported in the 
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bt reporter's diary 


country between January 2004 and 
December 2006, 86 were reported 
in Mumbai. The reason? Other than 
the tons of garbage emptied in the 
open from the slums, there are 
nearly 250 butcher shops and 
slaughter houses around the air- 
port. The discarded offal attracts 
birds. Not that there are no laws 
against this. The Aircraft Act of 
1934 prevents the slaughtering and 
disposing of filth in a 10 km radius. 


definitely a huge problem. *From 
an air safety point of view, the 
slums are a big problem. The more 
the garbage dumped by the slums in 
the vicinity of the airport, more 
the number of birds and higher the 
chances of bird-hits," says G.V. 
Sanjay Reddy, MD of the GVK- 
backed MIAL. 

More crucially, the slum land is 
critical for the development of the 
land-locked airport. “Of the 2,000 


Mumbai is the busiest airport in the country, and most of 
the bird-hits are reported here. Danger apart, bird-hits cost money 


“Why, there might even be an 
older Act," scoffs Debi Goenka of 
Bombay Environmental Action 
Group. “Obviously Brihanmumbai 
Municipal Corporation (the mu- 
nicipal body governing Mumbai) 
has not heard of it," says Goenka. 
Slum dwellers point out that 
bird-hits have not caused any major 
accident at the Mumbai airport. 
But Mumbai International Airport 
(P) Ltd (MiAL) officials stress it is 
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or so acres of the airport, 1,700 
acres are already under use with 
the offices of airlines, hangars, 
maintenance facilities etc. Around 
276 acres have been encroached 
by the slums. That leaves us with 
less than 100 acres of land to re- 
develop the airport," says Reddy. 
*For us, every square inch of land is 
precious to redevelop Mumbai air- 
port as a truly international hub," 


he adds. 


For now, MIAL has contracted 
property developer Housing 
Development and Infrastructure 
Ltd (HDIL) to redevelop the slums 
around the airport. Reddy hopes 
that the process of redevelopement 
would be completed over a period 
of four years. 

For the 100,000 families in the 
slums, these are uncertain times. 
The slum dwellers say that they do 
not want to "stand in the way of 
progress" but ask for a fair deal. 
Most of them pay electricity bills, 
have ration cards and some even 
paid land taxes until the early eight- 
ies. Like 42-year-old Surendra 
Pandit, who has lived all his life in 
the airport slum, says: “We have 
been associated with the growth of 
the airport. In fact, almost 60 per 
cent of the people who live in the 
slums work for the airport as con- 
tractual or full-time employees. Our 
kids study in schools nearby. How 
can we continue with our lives if we 
are relocated to some place 25 kms 
from the city?" Pandit is also the 
secretary of the Central Committee 
of the Mumbai Airport Slum 
Dwellers Federation. 

In fact, that is the main objection 
that the slum dwellers and their 
leaders have with the redevelop- 
ment process. “Till date, no land has 
been specified or allocated by ei- 
ther MIAL or the government (for the 
slum dwellers). There has been no 
proper survey of the slums—about 
the number of people living there or 
the families there. How do you ex- 
pect anybody to cooperate?" asks 
Jockin Arputham, Magsaysay Award 
winner and President of National 
Slum Dwellers Federation (NSDF). 
Reddy says that MiAL has mandated 
HDIL to do exactly that—conduct a 
survey that will map the number 
of tenements, families, identifying 
locations for resettlement of the 
slums among others. 

But till these tedious processes 
get complete, Aslam will continue 
to get that billion-dollar view. 8i 
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Rule Breakers 


A strategy don on management innovation. R. SRIDHARAN 


THE FUTURE 0F U'D PROBABLY NEED TO BE A HAMEL TO 
MANAGEMENT venture out to write a book that promises to 
By Garry Hamel 2 envision the future of management. The title 
with Bill Green is so ambitious that one has to wonder whether the 
Harvard Business aforesaid goal can be achieved in a matter of 272 
School Press pages. But as with most books of this genre, the 
Pp: Rs 272 title is a clever editor's work and neither does 


Hamel, best known till recently for his Leading 
tbe Revolution and Competing for tbe Future books, 
tell you what the future of management will be. In 
fact, he's honest and modest enough to admit that 
one man alone can't envision the future of man- 
agement. Rather, The Future of Management is 
about management innovation—about why man- 
agers need to be unhappy with the way they run 
their corporations today. 

There's a simple reason, Hamel says, for that. 
The business environment over the recent decades 
has changed much faster than the management 
principles that are meant to prevail over it have. 

| Modern day corporations continue to use man- 
bimus 5, tools and techniques that were developed in the 
first few decades of the 20th century. Therefore, to be able to create more 
value than one's competitors, managers need to constantly improve the sys- 
tems with which they run their businesses. 
ing a case for management innovation, Hamel, who runs his own 
consulting firm and also teaches at the London Business School, says that 
it has *unmatched power to create dramatic and enduring shifts in com- 
petitive advantage". But what is management innovation? How is it dif- 
ferent from, say, continuous improvement techniques or Six Sigma that 
managers have employed for years now? According to Hamel, it is any- 
thing that “substantially alters the way in which the work of management 
is carried out, or significantly modifies customary organisational forms, and, 
by doing so, advances organisational goal". 

By examining breakthroughs at trailblazing companies such as GE 
and Toyota, Hamel comes to the conclusion that management innovation 
yields competitive advantage when it meets one of the three conditions: 
*the innovation is based on a novel management principle that challenges 
some long-standing orthodoxy; the innovation is systemic, encompassing 
a range of processes and methods; and/or the innovation is part of a pro- 
gramme of rapid fire invention where progress compounds over time". 

Is there a formula for management innovation? Yes, says Hamel. 
Commit to a bold goal, deconstruct your orthodoxies, embrace powerful 
new principles, and learn from the positive deviants, he offers. No doubt, 
there are companies that have done so over the decades—especially, the two 
companies mentioned earlier and others like P&G and DuPont. But there 
are hundreds of others that prefer to remain timid and insular, and shun nov- 
elty. Hamel's invitation to innovate management is, then, to those com- 
panies. He's not trying to impose his vision for the future of management 
on eager managers, he's merely trying to help them build their own. 








Robert F. Bruner & Sean D. Carr 
Wiley 

Pp: 258 

Price: $29.95 (Rs 1,198) 


HY WOULD YOU WANT TO READ 
a book about a financial 
crisis that struck in the US a hun- 
dred years ago? Simply because 
what was true then is true now. 
That when human insecurity and 
greed meet with market imper- 
fections, financial disasters will 
occur. That's why Bruner and 
Carr—the former is the Dean of 
the Darden Graduate School of 
Business Administration and the 
latter Director of Corporate 
Innovation Programmes at 
Darden's Batten Institute—treat 
the financial crisis that shook the 
US between 1906 and 1907 as 
a case study to investigate why in- 
vestors panic and markets crash. 
Written in the spirit of a finan- 
cial thriller, the book brings alive 
the moments and characters that 
dominated those intense 15 
months. So, what does their in- 
igation into the Panic of 1907 
tell them about the causes of fi- 
nancial market crises? The au- 
thors say there are certain condi- 
tions that come together to create 
the perfect storm. In the case of fi- 
nancial market crises, the factors 
range from system-like architecture 
of the markets to rapid economic 
growth to inadequate safety 
buffers to human greed and inse- 
curity. "Every major financial panic 
has occurred after an episode of 
rapid economic growth," write 
Bruner and Carr. That means, 
India (and China) is never too far 
away from a financial crisis. 


NOVEMBER 18 2007 BUSINESS TODAY 229 





TER = M - 
"3 LI ฒ 4 "BE V d — i * —— E. 





EM S 


Presenting Men's Heath, the world's largest and mos 


Not everyone is a man among men. And not every magazine is meant for the few who are. Men 


advice on health and fitness, nutrition and weight-loss, style and grooming. sex and relationships. cutting-edg 





N ม Ru | 
"i E G I | 


WHO ACTUALLY USES HIS GYM MEMBERSHIP. 


f'uential men’ | Xy. MN ues 
'uential men’s magazine. uEDom 


\) "a 


alth is packed with positive and practical | 


ar and more. that will help you be the one. GET s a “4 MensHealth 


To subscribe log on to www.menshealthindia.com "e 
ไม esum The magazine men live by 


< 

“wuwqi Packed 
GAIN STRENGTH ! Du Veggie 

ent. dm — ME 





GROOVY PRINTED ` 
VENTURESINC. CIRCUIT 





Take some chutzpah, add a high wackiness quotient and what you have is 
'creative' business ideas from the new age entrepreneurs. 





Not Such a Doggone Idea 


28, Founder, Home Care Dog Food 


HAT STARTED OFF AS AN INANE CONVERSATION WITH 
his friends one evening three years ago has now 
turned out to be a lucrative business for Mumbai’s 
Wasiff Khan, the city's only pet caterer specialising in 
dog food. Referred to as ‘Pet Chef or ‘Pet Dabbawalla’, 
Khan prepares homemade cuisine that includes rice-veg- 
etables and meat meals customised for the pampered ca- 
nines and home-delivered piping hot. Interestingly, 
Khan himself doesn’t have a pet dog. So he went out on 
a limb, doing his own research by speaking to people 
with pet dogs and vets. “I started with my home 
kitchen, where Í prepared food and supplied it to 
people with pets for sampling free of cost. All this 
paid off and in the first month, I got confirmed orders 
tor 35 meals,” recalls Khan. 
Today, his clientele is spread across the 
city’s downtown Colaba area to sub- 
urban Borivili. Meals are prepared 
and delivered with the help of a 25- 
member staff—including four 
chefs—and 10 delivery scooters. He 
charges Rs 30 for a basic meal and 
Rs 120 for a premium meal. Started 
with a mere Rs 5,000, this venture 
now has a turnover of Rs 55-60 
lakh per annum. Khan is now taking 
his business pan India with Delhi, 
Bangalore and Chennai on his list. 


ANUSHA SUBRAMANIAN Sc 


Fire in Her Belly 


















34, Director, International Center for Training Systems 


HE INNOCUOUS SOUNDING NAME OF THE COMPANY— 

and the diminutive frame of its founder—conceals 
the derring-do involved. Kumar terms herself a cor- 
porate fire-walker: making executives of all rank and 
shape walk on burning embers of charcoal and wood. 
And curiosity very nearly killed the cat in this case. “The 
first time I tried firewalking was after witnessing it in 
Malaysia seven years back and got my feet badly burnt 
in the process,” she recollects. 

The idea, she says, is to help executives overcome 
the fear of failure through negative instigation. The 
three-step workshop starts with bending a steel bar by 


the throat, just below the Adam’s apple area. This is fol- 
lowed by a glass walk: walking barefoot on shards of 
glass without getting your feet cut. Finally, she holds the 
firewalk. Kumar claims to have a zero-per cent accident 
record, reinforced by her refusal to have any medics on 
site during her workshops. Of course, for a ‘hort’ pro- 
tession like hers, Kumar charges a cool Rs 1.5-2 lakh for 
a 2-3 hour session for a minimum of 50 executives from 
her clients whose number has already swelled to 300. 
She organises 10-15 such firewalk workshops a month 
and closed the last year with a turnover of Rs 50 lakh. 

TEJEESH N.S. BEHI 
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Spa, Home Delivered 


31, Proprietor, Transformations 


r A KITTY PARTY HOSTED BY MEENAKSHI KEJARIWAL, 

wife of an affluent businessman in Delhi, at her farm 
house in Vasant Kunj, it wasn’t the usual goodies and 
accompaniments that were the talking point. What 
stole the show was the spa—Qquick sessions of warm 
stone therapy, oil massages amidst an aromatic mist— 
she had organised at her place. Move over butter 
chicken, pizzas and Chinese food—Delhiites' latest 
home delivery fad is ordering a home spa. 

Says Yash Bhatia: *Hectic schedules due to a de- 
manding event management business always ferced 
my wife and me to look for an escape. And nothing 
could be better than indulgence at a spa.” From there 


sparked the idea of a personal set-up of therapists to ex 
tend the magic of spa therapies to their clients. 
Launched three months back, Transformations al- 
ready has a roster of 150 regular clients. “We have a mo- 
bile van loaded with some equipment, cosmetics, mas- 
sage oil and scrubs that helps us to reach out to our 
clients’ place on demand to set up a spa in 15 minutes,” 
he informs. Bhatia and his wife Rasika initially in- 
vested Rs 10 lakh in the venture. The duo is now plan- 
ning to launch the service in at least one more metro in 
the next six months. Services are currently limited to 
women and charges range from Rs 600 to Rs 8,000. 
AMIT MUKHERIEI 
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Boot-y Queen 


23, Proprietor, Reboot 


BRAINWAVE, A TELEVISION CONTEST FOR BRIGHT 

business ideas and voila, you have a business on 
the move. That's how Vinnie Chadha, a fresh 
college graduate, got started with Reboot—an 
exclusive laundry for shoes, boots, sneakers and 
any other kind of footwear. “I did some research 
and realised that expensive footwear requires spe- 
cial treatment and care which is not available at the 
roadside cobbler's or shoeshine stall," she says. 

Which is when she got hold of a database of 
names from the corporate world and did some 
cold-calling. “We use the SMS to good effect—con- 
tacting potential clients after getting references 
from existing customers. In addition, direct mar- 
keting through distribution of pamphlets at pub- 
lic places also helps," Chadha informs. And of 
course, it helps that the charges are from very 





low to reasonable. So, while a sports, canvas oi 
leather shoe will be cleaned for Rs 100, suede ones 
would cost Rs 110, cleaning boots costs between 
Rs 120 and Rs 150. She has now added handbags 
luggage pieces, purses and belts to the portfolio for 
which charges range between Rs 100 and Rs 650. 
Starting off last year with an investment of Rs 
2 lakh, Chadha today turns in Rs 50,000 every 
month with the help of seven emplovees spread 
across two workshops in Mumbai where th« 
cleaning process is carried out. Delivery of shoes 
usually takes 36 hours, though it could take 
longer in monsoons, Chadha informs. She boasts 
of 2,000 clients and also has tie-ups with Nike 
and Reebok who send their shoes for cleaning at 
her workshops. 
[EJEESH N.S. BEH 
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BUSINESS TODA? 


We will rock you: Dobhal (above) and Arora 


The Symphony of Business 
23 22 


r, 22, 23, 
Co-Founders, TempoStand.com 


BUSINESS IDEA THAT WON THEM THE ‘BEST STU- 

dent team' award at Eureka 2006, the inter- 
national business plan competition organised by iri 
Bombay, has now turned into the foursome's 
maiden business venture that was born formally 
five months ago. “TempoStand.com is a com- 
plete music portal where people can create, share, 
mix and remix music. The site aims to foster 
creativity in music and grow with the users and use 
the internet as a distribution channel," says Dobhal. 
All this is possible thanks to Creative Commons 
(CC) licence, which ensures that all music on the site 
is protected from plagiarism and other violations. 

The portal is not specific to any music genre— 
Hindustani, sufi, folk, rock, jazz, punk, carnatic, 
blues and all other genres are invited. Their only 
condition—it has to rock big time and be original. 


TempoStand also tracks down local artists who 


create original music, then records their stuff and 
undertakes the marketing. The portal already has 
40 artistes on board. What about revenues? *There 
is the conventional method of having premium ac- 
counts and a user can purchase music online; 
promoting music bands through sponsorships 
and contextual advertising. We have an online 
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store that sells music,” says Dobhal. Users can 
either buy an entire album or create their own cus- 
tomised CD by selecting eight tracks, which are 
then delivered to them. In addition, the portal is 
looking at offline revenue models through live 
events and mobile content among others. 
Started with an initial investment of Rs 1 
lakh, the portal’s business model is based on rev- 
enue sharing with the artistes rather than charging 
them a fee. It has recently released its first 
album ‘Lights’-—a compilation of music by eight 
Indian artistes with music from different genres. 
A rocking start for the bunch of techies. 
ANUSHA SUBRAMANIAN 
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Rock for Jocks: The Nike + iPod 


The new Nike+iPod kit allows you to run, listen to music and measure your 


workout all at once. How cool is that? 


HAT SQUIGGLY GREEN 

line that you see in the 

picture at the bottom of 
this page is my spoor, left one 
morning when I donned my 
running shoes and did a 5.41- 
kilometre run on the roads near 
my house. Athletes, don't worry 
because I did that stretch in 35 
minutes and 12 seconds, break- 
ing no records whatsoever. But 
what's not on that screen shot of 
my personal page on www.nike- 
plus.in is the nifty Nike+iPod 
kit that has become my motiva- 
tor, coach and time-keeper all 
rolled into one. Almost 
overnight, it’s made me a run- 
ning enthusiast, never mind that 
performance-challenged green squiggle. 

The Nike+iPod kit was developed jointly by Nike 
and Apple, recognising the need felt by most runners (or 
walkers) for listening to music while on their workouts 
as well as being able to measure and monitor their per- 
formance. It’s a stroke of genius, actually. A tiny sen- 
sor fits into the inner sole of a special range of Nike+ 
shoes and a small receiver attaches itself to your iPod 
Nano, which connects wirelessly to the sensor and 
displays a Nike+iPod workout menu enabling you 
to choose the workout—either a basic open-ended 
one or with distance, time or calorie-burning goals. 
Then, simply select your playlist, click start workout and 
begin your run. You can choose to get spoken feedback 
(in male or female voice) to give you regular updates on 
your performance and how much time is left (the 
music gets softer while the voice tells you how you're 
doing). At the end of the run your workout is sum- 
marised via a readout and an audio summary. 

The best part, though, is logging on to the Nikeplus 
website. Connecting the Nano to iTunes automati- 
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cally transfers your workout 
data to the website where vou 
can compare your progress (or 
regress), set goals, challenges 
and even interact with a world- 
wide community of users. So, 
you can set a goal and challenge 
someone half way around the 
world. Or look at bar-charts of 
all your runs. Setting up an ac- 
count is easy, free and fun. 

How does the Nike -- iPod 
kit work? The sensor has a small 
but sensitive piezoelectric ac 
celerometer that monitors your 
footstrike when you w alk or 
run and determines the amount 
of time your foot spent on the 
ground and, hence, your pace. 
You can also enter your weight to calculate the calories 
you burn as you workout. Good stuff, I tell you, and a 
must-have for anyone into cardiovascular exercise of the 
running or walking type. 

Now, for the flipside. Nike has launched the kit in 
India for Rs 2,000, which can seem a lot if you consider 
that the sensor's battery isn't chargeable (it has a lite of 
1,000 active hours); you've got to throw it away and get 
a new one every time it dies. Of course, you can put it 
to sleep by using a paper clip or pin to press a Sleep/Wake 
button behind the sensor and, thereby, conserve its 
power. Also, the kit doesn’t work with all iPods—only 
Nanos—but as most iPodheads know, running with a 
non-flash bigger capacity iPod can play havoc with 
the hard-disk, shaving off its life with every jolt. Then 
there is the small matter of the sensor fitting only a range 
of Nike shoes but then, what did you expect? 

My recommendation: go get a kit plus a swoosh- 
adorned pair of shoes and see your workouts 
take off. 8 
SN 

















WIRELESS HEADSET 
* Wireless reception from any electrical device 
with audio output ; 





* A perfect audio chat tool 
* Can be used as FM Radio separately with 
automatic search options 


* Read, edit and take backup of valuable data 
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RAMEN SARKAR 


Getting a Good"Pump" 


T'S CALLED THE "PUMP" IN BODYBUILDING ARGOT AND IS USED TO DESCRIBE 
[ state your body is in shortly after a good, intensive workout. Your 

muscles appear expanded and bigger than their normal dimensions and 
you feel a general sense of elation. A pump can last for hours after a work- 
out, provided you do your workout well. 

Besides making you look good, a pump pushes muscles to their lim- 
its and can kick-start them into becoming bigger and stronger. Anyone can 
incorporate a simple technique into their weight training regimen to get 
a good pump that can last long after the workout is done and help 
muscle growth. 

But, first a bit more about muscles. They are made up of two kinds of 
fibres—slow twitch and fast twitch. Slow twitch muscle fibres contract 
slowly but keep going for a long time and are good for endurance activities 
like long-distance running or cycling; they also contain a lot of blood ves- 
sels as they use oxygenated blood to produce the energy for contraction. 
Fast twitch muscle fibres, on the other hand, contract quickly but also get 
exhausted quicker; they don't use too much oxygen to make energy. 

To get the most out of your workout and to get into the “pump” zone, 
you need to stimulate both types of muscle fibre. Here's a routine that does 
just that. Let's sappose you are working out your chest on a particular day 
and plan to do sets of bench presses, dumb-bell flys and inclined bench 
dumb-bell presses. You'd normally do three sets of each, where in every 
subsequent set you'd add weights. For instance, you'd start with bench 
pressing, say, 50 lbs in a set of 12 repetitions, followed by 60 lbs in a set 
of 10 repetitions, then 70 lbs in a third set of eight repetitions and, finally, 
80 Ibs for six repetitions. That would be your four sets of bench presses 
followed by similarly configured four-set workouts for flys and dumb-bell 
presses. Such sets, in ascending weights, typically build size and muscularity 
by stimulating fast twitch fibres. To also stimulate your slow twitch fibres, 
you could add another set to each of your exercises. This could be with 
light weights but higher repetitions. Thus, after your four sets of bench 
presses, you could do another set of the same exercise, this time with much 
less weight—say, just 20 Ibs— 
and do 20 repetitions. This 
would create a good pump by 
increasing the flow of blood to 
the slow twitch fibres in your 
muscles. 

Remember, the key to get- 
ting a good pump is to stimulate 
both types of muscle fibres, 
something that adding the fifth 
set does, but it will work if you 
do all the sets quickly without 
resting for more than a minute 
or so between each. 


Pumped biceps: It's all 
about fibres 





Caveat: The physical exercises described in Treadmill are not recommendations. 
Readers should exercise caution and consult a physician before 
attempting to follow any of these. 
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FIVETIPS FORA 
HEALTHIER LIVER 





HE LIVER IS THE PRIMARY ORGAN FOR 

detoxifying chemicals in the body, 
and it has to work doubly hard dur- 
ing the festive season when many of 
us binge on unhealthy food and 
alcohol. Here are some tips on keep- 
ing your liver healthy. 


Balance the pH: Says Dr Sunita 
Saigal, Senior Consultant, Rockland 
Hospital, New Delhi: "To promote op- 
timal liver health, your body should 
maintain a proper pH level of 7.0. A 
reading of 6.5 indicates acidic and a 
reading below 6.0 indicates very 
acidic." Calcium helps maintain the 
pH balance by neutralising the acids 
and toxins in the body. Eat foods 
like spinach, yogurt, peas and 
almonds that are rich in calcium. 


Beat the Booze: Go easy on alcohol. 
Says Dr Atul Luthra, Senior 
Consultant, Fortis Hospital, New 
Delhi: "Alcohol reduces the liver's 
ability to filter out toxins." 
Antioxidants, found in citrus fruits, 
guava, peppe r, pineapple, potatoes, 
and strawberries help fight the cellular 
damage caused by alcohol. 


Go Green: Says Dr Saigal: “Start 
your day with green foods. There is 
no better way to flood your cells 
with nutrition." Eat plenty of fruits and 
vegetables, like broccoli, cabbage, 
onion, cauliflower, grapes and 
papaya, wholegrain breads and ce- 
reals, and low-fat sources of pro- 
tein, such as lean meats.” 


Call the Doc: Says Dr Luthra: 
“Always consult your physician before 
adding vitamin or mineral supple- 
ments to your diet as they can be 
dangerous for the liver when used in 
improper amounts." 


Work Out: Exercise releases toxins 
through sweat, burns toxin-storing 
body fat, and reduces the workload of 
your liver. Says Dr Luthra: "Do 40 
minutes of moderate aerobic exercise 
5-6 days every week." 


MANU KAUSHIK 
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* Let cool scenic beauty 
£x wrap your soul. 


E (KODAIKKANAL BOAT HOUSE) 


Your soul governs your life. Your life seeks contentment. A way to achieve this, is 4 trip to Kodaikkanal. 
120 kms. away from Madurai in Tamilnadu. Kodai. as it is called, is a hill station, cool. enchanting as 


ever, basking in verdant surroundings and pristine glory. Be there, for Kodai offers much. much more! 


Bryant Park - Kodaikkanal Telescopic View - Kodaikkanal 


Tamil Nadu Tourism, Tamilnadu Tourism Complex, Wallajah Road, Chennai, India. Ph: 91-44-25383333, 25388785, 25361640 
Fax: 91-44-25361385, 25366633 E-mail: ttdc@vsni.com Website: tamilnadutourism.org 
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A Tribute to the Tatas 


HOW DOES ONE DESCRIBE THE CONTRIBUTION OI 
the Tatas to India? To quote an apt but much oft 
used phrase, never was so much owed by so many 
to so few. Be it Jamsetji Tata pledging half of his 
personal wealth (about Rs 30 lakh in late 1895) to 
start the Indian Institute of Science, or Sir Ratan 
Tata—the younger of group founder Jamsetji 
ata's two sons—who funded the first excava- 
tion of Pataliputra between 1913 and 1917, the 
l'atas have always been at the forefront when it has 
come to gl ing their due back to s ciety. To be pre- 
cise, through its various trusts, Tata Sons gives away 
on average between 8 and 14 per cent of its net 
profit every year. To recognise these contribu- 
tions, the Tata family was recently awarded the 
Carnegie Medal in recognition of its longstanding 
commitment to philanthropic causes. Tata Group 
Chairman RATAN TATA, 69, accepted the medal at 
a ceremony in Pittsburgh. Fitting accolades for 
India Inc’s best-known philanthropist family 
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Small ain't Happening, Yet 


OF HYUNDAI 











Motor India, is all excited 









9 


about the new 1 
premium hatchback vehicle which *would 
revolutionise this category'. Expected to be | 
launched just before Diwali, this would be a 

new platform priced between Santro and Getz. 

Lheem, 57, would rather not talk about the small 
car for $3,000—"We can, but we will not. We 

have some standards for safety, performance, ` 

and quality—and at $3,000 or below, it may be 
difficult without compromising on these." While 

the Tatas and the Bajajs are betting big on the 
small car, Hyundai is willing to wait-and-watch, i 
at least, for another two years. Lheem perhaps 
believes with good reason that his new hatch- 

back would see better reception—buyers at this 

level will have lesser doubts about 

safety aspects. If the car industry 
grows at 15 per cent com- 
pounded annual growth rate 
(CAGR) as predicted, Lheem would 
have his share in it—with or 
without the small car. 
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Onto A New Cause 


rHIS STORY HAS ALL THE TRAPPINGS OF A SCRIPT GONI 
off track. Suave banker NACHIKET MADHUSUDAN 
MOR, 43. called Its quits at ICICI Bank after wi rk Ing 
for almost 20 years in the group. Always one of the 
strong contenders for the top slot at India's second- 
largest bank, Mor is said to have missed the boat due 
to the recent under-performance of some of the busi- 
nesses under his charge. As a deputy managing di- 
rector of the bank, Mor looked after the agriculture 
and rural portfolio that represented around 12-15 
per cent of the bank's assets. A Yale World fellow, 
Mor has found a new professional calling. As some- 
one with a strong interest in social causes, Mor 
will now head the icici Bank-promoted ICICI 
Foundation, a non-profit organisation. Banking's 
loss, it seems, is social initiative's gain. 
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FROM ONE SCRUMPTIOUS VENTURE TO ANOTHER. AFTER E E 
a successful foray into the processed foods business | OC » . 
with Dabur Foods, AMIT BURMAN has found the x b. 
new flavour of the season—organised food court 
business. For his latest venture Lite Bites Concepts, 
he has tied up with Dubai-based Hot Brands to 
start quick service food joints in shopping malls, of- 
fice complexes, on national highways and at metro 
stations. Burman, 3$, is eyeing a slice of the food and 
beverages market valued at Rs 1,500 crore in India. 
His challenge: The market is already populated 
with organised retailers and real estate developers 
cornering a large chunk. But the chairman of the 
new venture sees enough demand to expand to 
1 over 200 locations around the country, within the 
| next three to four years. The ambitious targets are 
sure to spice up the market. 





E His Lucky Wind 


+4! MEN 1! | | (GF RING OUR] OF} TICS HAVE A= B TULSI TANTI C RRAINCH! "LON 
The rise and rise of his company has eamed Tanti, Chairman and Managing Director, Suzion Energy, 

a rank among the ‘Moguls & Entrepreneurs’ by the Time magazine A first generation entrepreneur 
Tanti. 49. saw a sound investment proposition in wind power and started this venture in 995, Suzion 
Energy today is the fifth-largest wind turbine manufacturer with a global market snare f 7.7 per cent 
and has maintained its status as the market leader in India for nine consecutive years with a share 

f over 50 per cent. All Tanti has to say on his achievement: “Yes, green business IS good 

business, but it's not just about making money. It's about being responsible " While scep 


tics chew on the new high, the future for Tanti is certaimy blowing In the wind 
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NAME: ANIL D. AMBANI 
AGE: 48 

DESIGNATION: CMD 
COMPANY: R-ADAG 


Coming Into His Own 


NIL AMBANI'S RELIANCE GENES ARE SHOWING. IN THE THIRD WEEK OF OCTOBER, THE 

48-year-old CMD of Reliance ADAG announced his group's foray into 

cement; he is planning to set up four plaats of five million tonne capacity each 
near his 4,000-Mw coal-fired power project a ` Sasan in Madhya Pradesh. Analysts 
believe that the 20-million tonne capacity will catapult the group into the #3 
spot in the pecking order of the cement industry, after ACC and Grasim and give it 
a market share of about 10 per cent. 

That's so typical of the man who goes for scale in whatever he does; his 
Reliance Energy has lined up projects to produce nearly 24,000 MW of power; his 
Reliance Communications now has the GSM licence for all the 23 telecom circles in 
the country, in addition to its predominant position in the CDMA segment. And he 
has quietly and unobtrusively built a massive entertainment and financial services 
empire along the way. 

A former Rajya Sabha MP, Ambani has had his fair share of controversies and run- 
ins with the powers that be. Recently, there have been allegations that the Rs 12,000- 
crore Reliance Power IPO would end up enriching Ambani by Rs 50,000 crore at the 
expense of ordinary shareholders. His friendship with former Uttar Pradesh Chief 
Minister Mulayam Singh Yadav has cast doubts over his plans to set up a Special 
Economic Zone in the state under new Chief Minister Mayawati. Moreover, his long 
running rivalry with his brother—currently simmering over a disputed gas supply 
agreement—shows little sign of abating. 

But all this has not deterred this alumnus of the Wharton School of Business, 
University of Pennsylvania, from single-mindedly pursuing his dream of making his 
business empire the biggest in India. His efforts 1ave already made him the sixth rich- 
est person in the world with a net worth of $32.4 billion. When he split with his 
brother two years ago, many in the media had wondered how he'd fare without the 
umbrella of the powerful empire his father had built over him. His relentless 
march since then has silenced the sceptics for 10w. m 
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